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2  User Guide — Trade Management

» See the summary
setup tables in
“TrM System
Implementation”
on page 29.

FIQAD

This guide covers the Trade Management (TrM) module in MFG/PRO.

The introductory chapters present an overview of TrM functionality and
how it addresses business considerations associated with using trade
discounts in an overall pricing strategy.

Section 1 chapters discuss TrM system implementation. Section 2
chapters discuss trade spend plan implementation. Section 3 discusses
trade spend plan administration and evaluation. Section 4 addresses
system administration, customization, and utilities.

The final book elements contain support materials and information access
tools.

Appendix A, “Promotion Edit Rules”specifies the allowable changes
to promotions at each stage in the promotion life cycle.

Appendix B, “TrM System Map” is an outline of the TrM menu
system. It illustrates the multiple layers of options available from
various menu items.

The glossary contains TrM-specific term definitions as well as
general business terms used in TrM.

The index provides multiple access points for locating information on
specific topics.

Other TrM Documentation

For software installation instructions, refer to the appropriate
installation guide for your system.

For information on using Trade Mangement, refer to User Guide:
Trade Management and User Guide Supplement: Trade
Management.

For additional technical details, refer to Trade Management Database
Definitions.

To view documents online in PDF format, see the Supplemental
Documents on CD.

Note Trade Management installation guides are not included on a
CD. Printed copies are packaged with your software. Electronic
copies of the latest versions are available on the QAD Web site.
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Online Help

Trade Management has an extensive online help system. Help is available
for most fields found on a screen. Procedure help is available for most
programs that update the database. Most inquiries, reports, and browses
do not have procedure help.

QAD Web Site

The QAD Web site provides a wide variety of information about the
company and its products. You can access the Web site at:

http://www.qad.com
For users with a Web account, product documentation is available for
viewing or downloading at:

http://support.qad.com/documentation/
You can register for a QAD Web account by accessing the Web site and
clicking the Accounts link at the top of the screen. Your customer ID

number is required. Access to certain areas is dependent on the type of
agreement you have with QAD

Most user documentation is available in portable document format (PDF).
PDF files can be downloaded from the QAD Web site to your computer.
You can view them with the free Adobe Acrobat Reader. A link for
downloading this program is also available on the QAD Web site.

The QAD Web site also has information about training classes and other
services that can help you learn about MFG/PRO.

Conventions

Although MFG/PRO is available in several interfaces, TrM is currently
only available through the character interface.

This guide uses the conventions listed in the following table.

If you see: It means:

monospaced text |A command or file name.

italicized A variable name for a value you enter as part of an operating
monospaced text |system command; for example, YourCDROMD1 r.

N QAD
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If you see: It means:

indented A long UNIX command that you enter as one line although it

command line appears in the text as two lines.

Note Alerts the reader to exceptions or special conditions.

Important Alerts the reader to critical information.

Warning Indicates situations where you can overwrite or corrupt data,
unless you follow the instructions.

Trade Management User Interface

This section describes aspects of the user interface that are unique to TrM:
the various menu types, the multifunction Help utility, and the keyboard

commands.
» See “Customer Menu items, screen titles, and field labels can all be customized.
Profiles Interface
Setup” on
page 173 for
examples. Menu Types

Trade Management has four menu types. As in MFG/PRO, there are main
menus and submenus. Unique to TrM are the pop-up menus and pull-
down strip menus. These menu types reflect the TrM design principle:
access data—then bring the function to the data. The pop-up menus are
referred to as Options menus.

Options Menus

There are two ways to access Options menus. From most screens, press
User Menu. Figure 1.1 shows a typical example.
There are two ways to access an item in this type of Options menu:

* Press the letter key corresponding to the desired item.

 Use the up and down arrow keys to highlight the desired item, and
press Enter.

FIQAD
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Fig. 1.1
acprom 7.20.5.1 Promotion aAccruals 07/23/97 OptiOIlS Menu 1
Divisionx: 1 p |
Financial Year: 1997 A. Vieu Status Info
Period: 06 B. Generate Accruals
GL Date: 06/30/97 C. Clear Accrual Lines
Accrual Doc: JL97071000| D. Vieu Accrual Lines
Reversal Doc: E. Vieu Account Details
Batch ID: F. Update Accrual Lines
Status: P G. Approve Accrual
Reversal aAmt: .0| H. Post accrual
Accrual Amount: 1000.0 ;
For some functions, such as many reports, press Enter to access the
Options menu. See Figure 1.2.
To access an item in this type of Options menu, use the up and down
arrow keys to highlight the desired item, and press Enter.

Fig. 1.2

tbjb2a 7.20.5.8 Load Invoices 07/23/97 Options Menu 2
Report Title: Load Invoices
Formatx: aa Invoice Load Edit Listing Select Output Device
Sequencex: aa Invoice Run Hou
Front Page 7: no Run in Batch
Strip Pull-Down Menus
The Edit Promotion (7.20.1.2) and Edit Rebate (7.20.2.2) screens have a
strip of pull-down menus. To access the strip menu, type the promotion or
rebate code in the Code field and press Enter. See Figure 1.3.
There are two ways to access an item in the pull-down menu:
* Press the letter key corresponding to the desired item.
* Use the up and down arrow keys to highlight the desired item, and
press Enter.

Fig. 1.3
trpromoe 7.20 Edit Promotion 07/29/97 Strlp Pull-Down
——ILEEGEIR 2Detail 3Status 4Review 5SVieus 6BClaim 7Budget SReport 9Navig — Menu

: 2Proposed Proposed Promotion
B. Edit Dates
C. Edit Region/aArea Retail Start : 07/09/97 HWed 09 Jul
D. Change Deal Code Retail Finish: 12/01/97 Mon 01 Dec
E. Edit Ouner/Responsibility uance $
F. Edit Customer Promo Level n 1
G. Edit Product Promo Level
H. Edit User Defined Code 1 Administrator
I. Edit User Defined Code 2 Administrator Next Actionx:
J. Edit User Defined Code 3 r Group
K. Edit User Defined Code 4 Group
L. Edit alternate Reference
M. Edit Financial Details 1
N. Edit Financial Details 2

Notes : n

N QAD
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Fig. 1.4
Help Menu

FIQAD

Help Facility
The TrM help facility has multiple functions as illustrated in Figure 1.4.

Where there is a table of defined values for a field, pressing Help once
displays the table. Pressing Help a second time displays the Help Options
menu. When there is no table of defined values, pressing Help once
displays the Help Options menu.

There are two ways to access an item in the Help Options menu:

* Press the letter key corresponding to the desired item.

 Use the up and down arrow keys to highlight the desired item, and
press Enter.

lcddecat 7.20.13.4 Deal Categories 07/29/97
Select a Deal Categor

Deal Ca| Category Description

Desc Help Options
Dea| BO Free Goods A. Field Help

Expen| BRK Bracket Pric|B. Procedure Help
Sales| CIL In Lieu (Lum|C. Update Procedure Help
Buyin| CSM Lump Sum D. Update Field Help
Buyin| CU Coupon (& UK|E. Change Field Labels
Deal | DC peferred Cla|F. Field Help (All Fields)
Clash| BE General Expe|G. Update All Field Help

Spread IN Indirect Bil

Adj va| OI 0ff Invoice
vI Volume Discount

[E1-Go 2-Help 4-End Home_PgF End-Pagl

Character Keyboard Commands

The following tables describe the TrM navigation, help, and edit
commands; there are fewer in TrM than in MFG/PRO.

In this user guide, all references to keyboard commands are generic; for
example, “press Go” refers to the F1 key.

Navigation Keyboard

Commands Entry Description

Go F1 Moves to next frame.

End F4 Exits a frame, program, or menu.
User Menu F6 Displays a choice of programs.
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Navigation Keyboard

Commands Entry Description

Previous up arrow Retrieves previous record in a key
data field and scrolls up in look-up
browses.

Next down arrow Retrieves next record in a key data
field and scrolls down in look-up
browses.

Enter Enter Moves to next field within a frame.

Tab Tab Moves to next field within a frame.

Next Page Page Up Moves to next frame in paged
programs.

Previous Page Page Down Moves to previous frame in paged
programs.

Help Keyboard

Commands Entry Description

Field Help F2 Opens help on current field.

Procedure F2 Opens help on current program.

Help

Look-Up F2 Displays choice of records.

Browse

Edit Keyboard

Commands Entry Description

Insert F3 Enables text insertion.

Delete F5 Deletes open record.

Toggle F5 Toggles between product and product
group level when editing deals.

Cut F8 Clears a field.

Tag Enter Mark with an asterisk to indicate

inclusion in a group or list.

Untag Enter or F8 Remove asterisk to indicate exclusion
from a group or list.

N QAD
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Fig. 2.1
Product Pricing

FIQAD

Trade Management Functions

Trade Management (TrM) structures and controls the implementation,
administration, and evaluation of pricing activities such as promotions
and rebates. This structure and control brings the fluid pricing activities
under effective management.

Implementing Pricing Plans

In implementing manufacturer pricing plans, TrM creates budgets that
reflect the limits imposed by pricing plans. These budgets serve as the
controlling structure for creating price lists for promotions, rebates,
agreements, and internal sales. Each price list reflects the intended
discount to a particular customer on a particular product.

Product
Pricing

<J List Price

Q Discounts

Q Effective Selling Price

G Margin

Q Manufacturing Costs
* Variable
« Fixed

Administering Pricing Plans

In administering pricing plans, TrM tracks discounted and nondiscounted
sales and processes claims and deductions against promotions and
rebates. Processing includes creating appropriate general ledger (GL)
transactions, credit notes, and vouchers. Tracking ensures that each
discount is charged against the appropriate GL account.
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Evaluating Pricing Plans

For evaluating pricing plans, TrM generates reports for assessing the
impact of past plans. For example:

* Did customer response indicate that the plan was perceived as
providing high value for the customer?

¢ Did the plan offer the right deal to the right customer in order to
maximize profit across the maximum number of customer-product
combinations?

 Did the plan foster a broad market for the manufacturer rather than
leading to over-dependence on one customer, customer group, or
market segment?

This evaluation serves as the basis for changes in the pricing plan for the
next fiscal period.

Menu Structure

For orientation only, Table 2.1 shows the top-level menu for TrM. All of
the items in the table have submenus. See Appendix B, “TrM System
Map,” for the complete system map.

Table 2.1
Number Menu Name Top-Level Menu
7.20 Trade Management
7.20.1 Promotions
7.20.2 Rebates
7.20.3 Claim & Deduction Management
7.20.4 Budgets
7.20.5 Accruals and Bulk Update
7.20.13 Promotion Code Maintenance
7.20.14 Rebate Code Maintenance
7.20.15 Claim Code Maintenance
7.20.16 Budget Code Maintenance
7.20.17 Accrual/Bulk Change Maintenance
7.20.19 General Code Maintenance
7.20.20 Customer/Product Code Maintenance

N QAD
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Number Menu Name

7.20.21 Master File Maintenance
7.20.22 View Maintenance

7.20.23 Utilities & Batch Processing
7.20.24 Systems Administration
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Fig. 3.1
Effective Selling-
Price Components

FIQAD

Goal: Effective Selling Price

Since rigorous product cost controls are now so commonplace and
successful in the manufacturing and distribution segments of the supply
chain, managing pricing activities is the last, best way to positively affect
the profit margin and establish effective selling prices.

One object of successful business is to sell at an optimum price, a price
that is low enough to capture all possible sales but high enough to produce
an attractive profit margin.

Arriving at that effective selling price is the object of a successful pricing
plan. As shown in Figure 3.1, there are four components of the effective
selling price: product costs, margin, discounts, and list price.

Product

Pricin g <:| List Price

<:| Discounts

{J Effective Selling Price

<:| Margin

a Manufacturing Costs
« Variable
« Fixed

e Product costs. The labor and material costs to produce the item.

* Margin. The profit from selling an item; it is the difference between
product cost and price.

 Discounts. Price reductions or other inducements to purchase an item.
e List price. The price at which something is offered for sale before
discounts. It is the sum of the product cost and the margin for an item.

list price = product costs + ideal profit margin
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* Effective selling price. The price after discounts have been taken; it is
list price less discounts:

effective selling price = list price — discounts

But discounts are not applicable to both components of the list price;
since product costs are stable, discounts come only from margin.

effective selling price = product costs + (ideal profit margin — discounts)

Pricing Strategy

Manufacturers manipulate three components to arrive at the effective
selling price: margin, list price, and discounts. The effective selling price
optimizes margin versus discount to maximize profit. Pricing strategy
entails managing the various discounts as part of this optimization.

This section covers discount categories, sales promotion channels, and
customer types.

Discount Categories

Figure 3.2 illustrates the various components of item pricing, including
three broad discount categories: trade discounts, cost of sales discounts,
and structural discounts.

TrM focuses on trade discounts; it does not directly address structural
discounts, cost of sales discounts, or others, such as financing and service
costs discounts. Brief descriptions of these latter discount categories are
included below for comparison purposes.

N QAD
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Fig. 3.2
Three Discount
Categories

FIQAD

<J List Price

Net Margin D

G 1. Trade Discounts
« Promotions

2. Cost of Sale Discounts D
« Volume Discounts
« Pick-up Discounts

* Rebates

<1 3. Structural Discounts
« Spoilage and Breakage
Manufacturing Costs [) « Terms of Trade
« Variable
« Fixed

Three
Discount
Categories

Trade Discounts

Trade discounts promote products to members of the distribution channel
rather than to the consumer. Trade discount is also the largest area of
uncontrolled manufacturer’s costs. The most common types of trade
discounts are promotions, rebates, and agreements.

Non-Trade Discounts

Structural Discounts

* Spoilage and Breakage. A permanent percentage of sales to cover
spoilage and breakage.

* Warehousing and distribution. The distribution center saves shipping
for the manufacturer, so they demand a discount.

* Terms of Trade. Permanent terms of trade; for example, FOB pricing.
Another example is rapid payment, which is variable by customer, so
it cannot be built into the cost set.

Cost of Sales Discounts

These discounts reflect the cost of making the deal; for example, TrM
does not focus on FOB or pick-up discounts.
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Sales Promotion Channels and Strategies

Figure 3.3 shows three common sales promotion channels: marketing and
consumer promotions, retail promotions, and sales and trade promotions.
Each of these reflects a strategy and a target.

Fig. 3.3
N Three Sales
Three Sales Promotion Channels Channels
Consumer
/’ k\
1. Marketing K \
and Consumer “. 2. Retail
Promotion . Promotion
2 Trade
Marketing
Manufacturer ———————————————————————————————————————————————— * Retailer/

Distributor
3. Sales & Trade

Promotion

Marketing and consumer promotions, such as manufacturer’s coupons,
and retail promotions, such as newspaper inserts, are pull strategies
directed toward consumers. They aim to increase sales by pulling
consumers into the retail establishment to purchase product.

Sales and trade promotions, TrM’s focus, are push strategies directed
toward retailers and distributors, the intermediaries between
manufacturers and consumers. These promotions aim to increase sales by
pushing more product from the manufacturers to their customers, the
retailers and distributors.

Customer Types

The TrM customer types reflect the various direct and indirect
relationships between the manufacturer, customer, and consumer. The
following figures illustrate these relationships. In all cases, the TrM
customer is the sold-to customer, the one who pays the manufacturer’s
invoice. The customer is not the consumer; consumers use or consume the
manufacturer’s products.

N QAD
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Direct Customer

A typical direct customer is a retailer who buys directly from the
manufacturer. The retailer then, in turn, sells to the consumer. The retailer
claims the discount from the manufacturer based on invoiced sales.

Fig. 3.4
Direct Customer

Direct
Customer

Consumer
A

E1 ooooall)

Manufacturer Retailer
(Direct Customer)

Indirect Customer

When a manufacturer sells to a wholesaler or distributor who then, in
turn, sells to a retailer, the retailer is the manufacturer’s indirect customer.
The retailer claims the discount from the manufacturer based on check-
out scan data or other proof of sales, such as coupons.

Fig. 3.5
Indirect Customer

Consumer
(Indirect
Customer)

Indirect
Customer

_' o0oooo
ey [ [
Pl g D e
Manufacturer T
Retailers

(Indirect Customers)

&nm

Distributor
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Customer Group

Customer groups are brokers, buying groups, or banner accounts that
represent multiple customers. The customer groups are indirect
customers; the wholesalers and distributors are direct customers.

Fig. 3.6

Consumers Customer Group

Customer

Manufacturers Wholesaler/
Distributor

- Broker/Buying Group
Customer

Internal Customer

Internal customers are employees of the manufacturer; for example,
salespeople who supply goods directly to distributors and retailers to
make up for damaged goods and to promote good relations.

Internal Consumer
Customer

i, B9 S
e i

Manufacturer

Fig. 3.7
Internal Customer

Retallers

W

Distributor

Internal
Customer

N QAD



20  User Guide — Trade Management

Fig. 3.8
Trade Discount
Life Cycle

FIQAD

Trade Discounts

Trade Discount Life Cycle

Figure 3.8 shows the trade discount life cycle. The planning, approval,
and evaluation stages, particularly, support continual monitoring of the
effectiveness of a manufacturer’s pricing strategy.

Trade Discount Lifecycle
ﬂ Planning
Evaluation Documentation
Administration Approval
Execution

Planning takes into account sales plans, marketing plans, market
pressures, and production realities.

Documentation includes customer documents, internal documents,
account reviews, and budgets.

Approval covers setting customer limits and getting management signoff.

Execution includes setting pricing, relating the proposed discount to other
existing or proposed discounts, and establishing the time frame.

Administration handles deductions, claims, commissions, accruals, and
accounting functions.

During evaluation, the effectiveness of the trade discount is rated in terms
of customers, accounts, products, product groups, sales representatives,
sales territories, and planned versus actual budgeted amounts.



Trade Discount Types

The major trade discount types are rebates, agreements, and promotions.
This section has brief descriptions of each as well as descriptions of
several common promotion deals. The figures illustrate significant events
in the time line for each discount type. The time lines also illustrate the

differences among the various discount types.

Rebates

Rebates are discounts based on long-term product purchasing such as
more units purchased this quarter than for the same quarter last year.

Figure 3.9 illustrates the iterative character of rebates.

Ongoing Rebates Time Line

A Rebate period end — payment cycle
Calculate invoiced sales
Apply rebate conditions
Pay

B Rebate period end — accrual cycle
Calculate invoiced sales
Apply rebate conditions
Accrue

C Rebate anniversary
Reset calculation clock

Agreements

Agreements are discounts negotiated with large customers such as
governments or specific industry buying groups. As with promotions,
agreements can include a variety of deals. Agreements can also be used

for commissions and royalties.

Business Considerations 21

Fig. 3.9
Ongoing Rebates
Time Line

N QAD
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Promotions

Promotion are short-term, temporary discounts from a base price list.
Figure 3.10 shows the elements of promotion time lines, including
planning, warehouse and retail open periods, and claims administration,
in their most common order.

Fig. 3.10
Generalized
Promotion Time Generalized Promotion Time Line
Line
N 0 N 01 N N
D
A Initial planning for promotion
B Promotion revision and fine tuning
C Promotion start (warehouse opens)
D Promotion start (in store)
E Promotion finish (in store)
F Promotion finish (warehouse)
G Retrospective administration
Promotion closed
Off Invoice
This deal gives the direct customer, the retailer or distributor, a discount
on each item purchased during a defined period. Since this is a direct-
customer-only deal, there is a relevant open period for the warehouse but
not the retailer.
Fig. 3.11
Off-Invoice
Promotion Time Off-Invoice Promotion Time Line
Line Direct Customer

Initial planning for promotion
Promotion revision and fine tuning, price list setup

Promotion start (warehouse opens), price list activates

Promotion finish (wareh ), price list d

m o o w >

Promotion closed

FIQAD
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Chargeback, Billback Claim, Deferred Claim

For direct customers such as distributors and retailers, these promotions
are characterized by retrospective administration based on claims and

deductions.
Fig. 3.12
Billback Promotion
Billback Promotion Time Line Time Line, Direct
Direct Customer Customer
il N 00 il 00
A E E EF
A Initial planning for promotion
B Promotion revision and fine tuning
C Promotion start (warehouse opens), track invoice sales
D Pr ion finish (wareh. ), finish king sales
E Retrospective administration, claims and deductions
F Promotion closed
For indirect customers such as consumers and retailers who buy from
distributors, these promotions are characterized by retrospective
administration based on scan data from the retailer.
Fig. 3.13
. . . . Billback Promotion
Billback Pr.omotlon Time Line Time Line, Indirect
Indirect Customer
Customer

on
GH

=

m =
L =]

000
B C D

Initial planning for promotion
Promotion revision and fine tuning
Promotion start (warehouse opens)

Promotion start (retail), track scan sales

m o o w >

Promotion finish (retail), finish tracking scan sales

-

Promotion finish (warehouse closes)

G Retrospective administration, claims based on scan data

x

Promotion closed
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Fig. 3.14
Coupon Promotion
Time Line, Indirect
Customer

Fig. 3.15
Lump Sum
Promotion Time
Line, Direct
Customer

FIQAD

Coupon

Coupon promotions are billback claim promotions with hard evidence.
These promotions are characterized by retrospective administration based
on retailer claims and third-party processing.

Coupon Promotion Time Line
Indirect Customer

i 001a 00 00 0
A F G G G H

A Initial planning for promotion

B Promotion revision and fine tuning

C Promotion start (warehouse opens)

D Promotion start (retail), coupons accepted

E Promotion finish (retail), coupons no longer accepted

F Promotion finish (warehouse closes)

G Retrospective administration, claims and third-party processing

H Promotion closed

Lump Sum

Lump sum promotions include straight money, in lieu money, slotting
payments, and cooperative advertising. Aimed at direct customers, these
promotions are characterized by retrospective administration based on
claims and deductions.

Lump Sum Promotion Time Line
Direct Customer

Initial planning for promotion
Promotion revision and fine tuning
Promotion start (warehouse opens)

Promotion start (retail)

m o o w >

Promotion finish (retail)

F Promotion finish (warehouse closes)

G Retrospective ini: i claim or de

==

Promotion closed
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Bonus Stock or Free Goods

This deal is frequently extra cases of goods at the same price; for
example, four cases for the price of three. This deal can also cover where
one product, for example, milk, is free with the purchase of another, such
as breakfast cereal.

Merchandiser Giveaways

The merchandise given away in this deal is not necessarily related to the
manufacturer product; for example, shirts or caps given away by an
automobile parts manufacturer.

General Expense: Sponsorships, Tournaments

With this deal, the manufacturer covers all or part of the expenses for an
event.

Control for Trade Discounts

Discount control systems—that is, pricing management systems—give
manufacturers a way to address this largest uncontrolled cost. The two
flows in this section address this. The first is the general business flow for
implementing a system to control trade discounts. The second is the flow
for implementing and using TrM.

General Business Flow

Figure 3.16 shows the general steps that manufacturers follow to put trade
discount controls in place. Implementing the trade spend plan includes
creating budgets and defining the promotions, rebates, and agreements.

N QAD
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Fig. 3.16
General Business
Flow
Develop Implement
'"gp':{g;m »| Trade Spend »| Trade Spend
¥ Plan Plan
v
General
. Evaluate Administer
Trade Spend Trade Spend
BUSIness Plan Plan
Flow
TrM Business Flow
Figure 3.17 shows the steps required to put TrM in place to control trade
discount. Each of the steps shown in Figure 3.16 now has TrM-specific
content.
Fig. 3.17
™ Business FlOW Implement Develop Implement
™ »| Trade Spend Trade Spend
System Plan Plan
l v l v l v l
Codes Diivziasiﬁ)nnal- N’I:a“s; :r 22[{":1; Promotions Budgets Rebates
Evaluate Administer
Trade Spend Trade Spend
TrM s e
Business
Flow : S
\éi::': n‘z Claims Accruals Rebates

Implement TrM System

Implementing TrM includes background setup as well as codes, company
structures, and master files setup.

Background system setup covers security, system administration, views
and reports, and utilities and batch processing

FIQAD
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Codes, structures, and master files setup reflect a company’s structure and
approach to promotions and selling.

Develop Trade Spend Plan
Developing a trade spend plan is an off-line—that is, non-TrM—activity.
The plan covers customer, product, and money topics such as:
* How much money to spend on trade promotions
e Which products to spend money on
e Which customers to direct promotions toward
Which deals to use

* How to divide trade spend moneys across parts of the company

Implement Trade Spend Plan

Implementing the plan involves setting up TrM for promotional activities.
This is the main issue. This is where budgets, promotions, and other
discounts, such as agreements, are defined and put into place in the
system.

Administer Trade Spend Plan
TrM is then the tool for administering the promotions and other
components of trade spend. These activities include:

* Process sales orders and claims

e Monitor promotions and rebates

* Track spending and accruals

Evaluate Trade Spend Plan

TrM views and reports are the tools for gathering, organizing, and
presenting information to evaluate the success of the trade spend plan.
This information is then used as input to the next trade spend plan
development cycle.

N QAD
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Structures Setup and Use Summary

Section Table 3.1 lists the major TrM structures—such as customers,
products, and divisions—where each is set up, and where in controlling
structures and transactions each is used—for example, promotion budget
parameters, rebates, and agreements.
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TrM System Implementation
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Setup Summary: Security and Transactions

Section Table 3.2 is a comprehensive view of the setup required for the
various components and structures covered in this section, as well as
those transactions to which each is relevant. Using this table, you can
choose among different approaches to setup.

In all cases, the codes and master files that apply to multiple
transactions—the first row of the table—must be set up. When done, you
can choose to go down each column of the table in turn, first setting up all
of the codes, then all of the master files, then the transaction-specific
codes and files.

Alternatively, setup can be organized around each transaction. That is,
you can address each row of the table in turn; for example, setting up the
codes, master files, and transaction-specific codes and files in the Security
row of the table, then the Budgets row, and so on.



TrM System Implementation

33

Table 3.2
TrM Security and
Transactions Setup

Transaction-Specific

Codes Master Files Codes and Files
Multiple Number ranges 7.20.19.3 Control file 7.20.19.1
Transactions | (jpits of measure 7.20.19.4 | Customers 7.20.21.1
Currencies 7.20.19.7 Products 7.20.21.2
Language 7.20.19.9 Suppliers (standard)
Cost sets 7.20.19.11 7.2021.3
Tax status codes 7.20.19.19 | Supplier (miscellaneous)
36.2.13;2.3.1; 7.20.21.3
Data groups 7.20.21.17
Staff 7.20.21.4
Default header 7.20.21.18 L
Division 7.20.21.9
Customer types 7.20.20.1 .
(lnltlahze) Reglon 7.20.21.10
Customer profiles 7.20.20.3- Area 7.20.21.11
11 Zone 7.20.21.12
Product profiles 7.20.20.15-23 | Customer groups 2.5.1;
Printers 7.20.24.14 ;.20.21.13; 2.1.1: salesperson
Trade expense (GL) account
25.3.13;7.20.19.14 User-defined customer
groups 7.20.21.14
Cost center 25.3.20;
7.20.19.13 (requires division) | Product groups 7.20.21.15
Payment codes 7.20.19.17
Security Control file 7.20.19.1 Security profiles (all options)

page 7: Default ID

7.20.24.3
Default Header 7.20.21.18

Program Maintenance, Opt:
Program options 7.20.24.9

Staff (all options) 7.20.21.4
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Codes

Master Files

Transaction-Specific
Codes and Files

Budgets

Financial periods 7.20.19.20-
22

Algorithms 7.20.19.6

Budgeting methods 7.20.16.2
Algorithms (splits) 7.20.16.3

Promotion budget parameters
7.20.16.5

Rebate budget parameters
7.20.16.6

User-defined codes
7.20.16.12.7-9

GL Budgets 7.20.4.8

Promotions

Cost sets 7.20.19.11

General expense types
7.20.19.16

Discount types 7.20.10.24

Promotion approval levels
7.20.21.6

Promotions prefix 1.10.1.24

Control file 7.20.19.1

page 1: Autogen promotion
code?

page 6: User-defined codes
page 8: Approvals req’d?
page10: Promotion prefix

Division 7.20.21.9
Opt: Defaults: Clash code

Deal groups 7.20.13.1

Deal codes 7.20.13.2

Deal types 7.20.13.3

Deal categories 7.20.13.4
Deal amount types 7.20.13.6
Modifier codes 7.20.13.11

User-defined codes
7.20.13.12.1-4

Buying codes 7.20.13.14
Pricing workbench 7.20.13.16
Next action codes 7.20.13.17
Clash codes 7.20.13.18

Free goods break types
7.20.13.24.1

Free goods base codes
7.20.13.24.2

Free goods terms 7.20.13.24.3
Free goods types 7.20.13.24.4
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Transaction-Specific

Codes Master Files Codes and Files
Rebates Price lists 7.20.19.12 Control file 7.20.19.1 General codes 7.20.19.5
Payment terms 7.20.19.18 page 1: Autogen rebate code? | REB* descriptions only
page 6: User-defined codes Rebate types 7.20.14.1
Custonllers' 7'29'2 11 Rebate calculation base codes
page 2: Price list 720.14.2
Rebate calculation methods/
units 7.20.14.3
Rebate calculation scope
7.20.14.4
Rebate combine rules 7.20.14.5
Rebate tax rules 7.20.14.6
User-defined codes 7.20.14.12-
4-6
Next action codes 7.20.13.17
Agreements Division 7.20.21.9 Agreement types 7.20.13.23.1

Opt: Agreement parameters:
Sequence (number range)
User-defined codes

Agreement elements
7.20.13.23.3

User-defined codes
7.20.13.12.13-16

Internal Sales

Stock locations 7.20.21.24

Salesperson 2.5.1
Customer 2.1.1; 7.20.21.1
Customer group 7.20.21.13
User 36.3.18

Staff 7.20.21.4

Claims Claim approval levels Division 7.20.21.9 Claim types 7.20.15.1
7.20.21.7 Opt: Claim parameters: General codes 7.20.19.5
Tax credit (GL) account Tax Credit account CL* descriptions only
25.3.13; 7.20.19.14

Accruals Accrual control (GL) account | Division 7.20.21.9 General codes 7.20.19.5

25.3.13; 7.20.19.14

Opt: Claim parameters:
Promotion deduction account

Opt: Rebate and invoice
parameters:
Rebate accrual account

AC* descriptions only
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Introduction

Trade Management (TrM) is an application that lets you:

* Set up and maintain simple or complex promotional pricing structures
and apply them to user-defined groups of items and customers.

* Record and expedite customer claims.

* Track and analyze promotional spending in detail.

The TrM application program interface (API) lets you:

* Generate TrM product, customer, and supplier records using master
file maintenance programs in MFG/PRO.

» Use TrM features to price sales transactions in MFG/PRO.

» Update TrM with invoiced item quantities and net prices for tracking
against promotions, rebates, budgets, and so on in TrM.

* Generate vouchers and AR credit memos to pay customer claims
against promotions and rebates.

Setting Up the Trade Management API

Figure 4.1 outlines a typical work flow for setting up the Trade
Management API. All steps indicated by the MFG/PRO icon are
performed in MFG/PRO. These steps are discussed in detail in the
sections that follow.

FIQAD
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Fig. 4.1
TrM API Setup
l . Work Flow
Generate TrM customer w
Install TrM. records for MFG/PRO )

customers.

Define control file values in & Generate TrM product recordw
MFG/PRO. for MFG/PRO items.

Define control file values in Set up supplier promotion w
TrM. groups in generalized codes.

| ' )

Generate TrM supplier recor(wi
for MFG/PRO suppliers.

Define base data in TrM.

&: performed in MFG/PRO

Install the TrM application.

See the Trade Management installation guide for your system for
complete installation instructions.

Define required control file values in TrM and MFG/PRO. P See page 40.

Define base data in TrM. » See page 41.
* Divisions
e Customer and product profiles
 Customer relationships
* Product groups

* Pricing groups

Generate TrM customer records for MFG/PRO customers. P See page 45.
Generate TrM product records for MFG/PRO items. P See page 48.
Set up supplier promotion groups in generalized codes. » See page 52.
Generate TrM supplier records for MFG/PRO suppliers. » See page 52.
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Control File Setup

Follow these steps to configure control file settings in MFG/PRO and
TrM as needed to set up the TrM APIL.

1 Set up the Sales Order Control File.
2 Set up the Pricing Control File.
3 Set up required control file values in TrM.

These steps are outlined in detail in the following sections.

Sales Order Control File

To activate the TrM API, set Integrate with TrM to Yes in the Sales Order
Control File (7.1.24). When this value is No, you cannot use TrM in
coordination with MFG/PRO.

Note You cannot set Integrate with TrM to Yes unless the TrM
application has been installed.

Pricing Control File

Several fields in the Pricing Control File (1.10.1.24) are relevant to the

TrM APL.
Fig. 4.2 ) [ iPicing Comvol e HEE|
Pricing Control File UserMenu Edit Queue Options Help

(110124 B L L

Discount Combination Type: Cascadlng

Automatic AC Regen for
Customers: |no
Items: |no

Q0 Default Price Date: |Order Date
Price B0 by Line: |ves

00 Factor Rounding: [0

Set to Yes. — Display QO Discounts as: [Discount |

S0 Default Pricing Date: [Order Date
Price SO by Line: |ves

S0 Factor Rounding: [0

Display 50 Discounts as: |Discount

Enter a price
||St Code prefix_ Promotions Prefix: |AP

FIQAD
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Price QO by Line, Price SO by Line. These fields set the default value
for the Line Pricing field in sales quotes, sales orders, and RMAs.

When Line Pricing is No on individual sales transactions that have
TrM sold-to customers, you cannot enter bonus item lines. These are
required for recording item quantities distributed according to the
terms of TrM bonus stock promotions.

Set Price QO by Line and Price SO by Line to Yes to avoid having to
manually set Line Pricing to Yes on individual sales transactions.

Promotions Prefix. Enter the same price list code prefix specified for
the Pr List Prefix field in Control File Maintenance in TrM.

The price list prefix you specify in TrM is used to differentiate TrM-
generated price lists from those created manually in MFG/PRO.
Referencing that same value here prevents MFG/PRO users from
accidentally overwriting TrM-generated price lists using Price List
Copy (1.10.1.8).

TrM Control Files

To complete the API setup, you must configure settings in Control File
Maintenance and MFG/PRO Interface Maintenance in TrM.

Setting Up Base Data in TrM

TrM has its own customer and item master files. These records contain
many values that are specific to TrM and are not recorded or tracked in
MFG/PRO.

The following sections give an overview of the types of base data you
must set up in TrM before you can generate TrM product and customer
records that reference these data.

» See “Processing
Bonus Stock
Transactions” on
page 59.

» See “Pricing
Logic” on
page 54.

» See “Set Up the
Control File
(7.20.19.1)” on
page 96.
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Table 4.1
TrM Base Data

FIQAD

Table 4.1 summarizes the TrM base data that are relevant to the TrM API
and the kind of master file with which each data type is associated.

TrM Base Data Type  Customers Products Suppliers

Divisions v v v
Customer Profiles v

Product Profiles v

Customer Types v

Product Groups v
Divisions

In TrM, data is subdivided into divisions. Divisions are primarily used to
support multiple operating units or logical categories of activity in a
company.

Example A company that manufactures medical supplies might be
divided into separate pharmaceutical and medical device divisions.

Divisions can also be used to support use of multiple currencies within a
company since, in TrM, each division is limited to one transaction
currency.

In TrM, all customers, products, and suppliers must be associated with at
least one division before they can be referenced on transactions such as
promotions, rebates, and budgets.

Note You can choose to use only one division for all records and
transactions in TrM. To operate TrM in single-division mode, set Multiple
Divs? to No in MFG/PRO Interface Maintenance in TrM.

When you use MFG/PRO programs to generate master file records in
TrM, you must associate each record with an TrM division.

Customer and Product Profiles

In TrM, each product or customer record can have up to nine associated
characteristics, or profiles.
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Profiles have many uses in TrM. For example, you can use them to select
qualifying items and customers for promotions, rebates, and budgets and
for categorizing customers and products in various reports and views.

Settings in Control File Maintenance in TrM determine the types of
values you can enter for each profile. Before you can specify profile
values for products or customers, you must define a profile type in
Control File Maintenance for each profile you want to use.

When you use MFG/PRO to generate TrM customer and product records,
you can specify profile values for each division-specific record generated.

Note You cannot enter profile values in MFG/PRO records for profiles
of type Iterative. You must specify these values in TrM.

Customer Types

In TrM, various direct and indirect relationships between manufacturers,

customers, and consumers are reflected by the customer types associated
with individual customer records. You can use customer types as selection
criteria on budgets, rebates, and other TrM transactions.

You can define your own customer types in TrM or use the following
system-defined values:

* Direct

* Wholesale/Distributor

¢ Indirect

e Customer Group

* Buying Group

* Internal

* Intercompany

 Supplier/Manufacturer
When you use MFG/PRO to generate TrM customer records, use the

Promotion Group field to associate a customer type code with each record
generated.

43
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» See “Processing
Promotion and
Rebate
Payments” on
page 62.

P See “Sales Order
Control File” on
page 40.

FIQAD

Product Groups

In TrM, products are categorized into product groups. Like customer
relationships, product groups are division-specific. A product can be
associated with a different group in each division. However, each product
can belong to only one product group per division.

You must associate every TrM product with a product group in each
division where it is referenced. When a product does not belong to any
groups in a division, you cannot reference it on divisional transactions
such as promotions, rebates, and budgets.

When you use MFG/PRO to generate TrM product records, use the
Promotion Group field to associate a product group code with each record
generated.

Setting Up TrM Master File Records

TrM maintains its own separate customer and item master files. You must
generate corresponding records in the TrM database for all
MFG/PRO items and customers you want to reference in TrM.

TrM also maintains its own supplier records for generating MFG/PRO
vouchers to pay claims against promotions and rebates.

You can use the following MFG/PRO programs to generate master file
records for MFG/PRO items, customers, and suppliers in the TrM
database.

e Customer Maintenance (2.1.1)
 Item Master Maintenance (1.4.1)
 Item Data Maintenance (1.4.3)

* Item Master Copy (1.4.12)
 Supplier Maintenance (2.3.1)

Important To define TrM records using any of these programs, Integrate
with TrM must be Yes in the Sales Order Control File.

When you update or delete customer, item, or supplier record details in
MFG/PRO, the system automatically updates corresponding TrM records
as needed. However, changing master file details in TrM does not update
customer, supplier, or item records in MFG/PRO.
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Promotion Group Field

When Integrate with TrM is Yes in the Sales Order Control File, you can
use the Promotion Group field in MFG/PRO master file records to
automatically generate corresponding records in the TrM database.

For MFG/PRO item and customer records, this field is validated against
data defined in TrM. For supplier records, it is validated against
generalized codes set up in MFG/PRO.

Table 4.2 summarizes how the system validates the Promotion Group
field on MFG/PRO master file records.

Table 4.2
Promotion Group Field Promotion Group
MFG/PRO Record Type  Validated Against Field Validation
Item TrM product groups
Customer TrM customer types
Supplier MFG/PRO generalized codes

When you leave Promotion Group blank on an MFG/PRO record, the
system does not generate a corresponding master file record in the TrM
database and you cannot define other TrM-specific values for that record.
However, deleting the Promotion Group value from an existing
MFG/PRO record does not delete the corresponding master file record
from the TrM database.

Setting Up TrM Customer Records

Use fields in the TrM-specific frames in Customer Maintenance (2.1.1) to
generate corresponding records for MFG/PRO customers in the TrM
database.

TrM Data Frame

The TrM Data frame contains fields for creating the following in TrM:
* A generic—that is, a non-division-specific—customer record

* A single division-specific customer record
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Fig. 4.3
Customer
Maintenance
(2.1.1), TrM Data

» See “Customer
Types” on
page 43.

P See “TrM
Division Data
Frame” on
page 47.

» See “TrM-
Specific Header
Frames” on
page 56.
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: Customer Maintenance =] E ||
UserMenu Edit OQueue Options Help

| Customer: 1001000 Reliable Central Purchasing ‘

— APH Data

Promotion Group: 1 Direct Customer

Default Division: |1 Retail
Address Code: |2
Reference 1:

Reference 2:

Reference 3:

Reference 4:

Reference 5:

Reference 6:

Promotion Group. Specify an TrM customer type to generate a record
for this customer in the TrM database.

Important When you delete this value from an existing customer record,
the system does not use TrM-generated price lists to price items on sales
transactions where this customer is the sold-to customer. This is true even
when the customer has a corresponding record in TrM.

Default Division. Specify a default TrM division for this customer.
This value defaults from the Division field in Control File
Maintenance in TrM and cannot be updated unless Multiple Divs? is
Yes in MFG/PRO Interface Maintenance in TrM.

Specifying a value here automatically generates a division-specific
record for this customer in TrM. When Multiple Divs? is Yes, you can
create additional division-specific records for this customer in the
following frame.

This value defaults to the Division field in sales quotes, sales orders,
invoices, and RMAs when this customer is the sold-to customer. For
customers that belong to multiple TrM divisions, you can update this
value as needed on individual sales transactions.

Address Code. Specify an TrM address code to associate with this
customer, if required.

Reference 1-6. Specify up to six reference values to associate with
this customer, if required. Set up usage and validation rules for
reference fields in Master Reference Maintenance in TrM.
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TrM Division Data Frame

The TrM Division Data frame displays the division-specific records that
already exist for a customer and lets you generate additional records or
delete existing ones as needed.

Note This frame only displays when Multiple Divs? is Yes in MFG/PRO
Interface Maintenance in TrM.

When you have finished specifying values in this frame, press End to
proceed to the TrM Relationship Data frame.

: Customer Maintenance [CIo=1| Fig. 4.4
UserMenu Edt Queue Options Help Customer
| Customer: 1001000  Reliable Central Purchasing ‘ Maintenance
(2.1.1), T'M
Division  Name Division Data
1 Retail
4 Dffice Supplies

Division Name

4 éllice Supplies

Division. Enter an TrM division code to generate a division-specific
record for this customer in TrM.

To delete an existing division-specific customer record from the TrM
database, select that record’s division code and press Delete.

TrM Profile Data Frame

Use fields in the TrM Profile Data frame to enter values for division-
specific customer records in TrM.

The promotion group and address code values in this frame default from
their corresponding fields in the TrM Data frame and can be updated as
needed.
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Fig. 4.5

Customer
Maintenance
(2.1.1), TrM Profile
Data

» See page 43.

» See page 42.

P See “Items” on
page 58.
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i Customer Maintenance =] EE ||
UserMenu Edit Queus Options Help

| Customer: 1001000 Reliable Central Purchasing ‘

 APH Profile Data
Division: 4 DOffice Supplies

Promotion Group: |1 Direct Customer
Address Code: |2

Cus Profile 1= M ajor
Cus Profile 2= Active il
Cus Profile 3=
Cus Profile 4=
Cus Profile 5=
Cus Profile 6=
Cus Profile 7=
Cus Profile 8=
Cus Profile 9=

Division. Use this field to select a division-specific customer record
for which to define data.

Note When Multiple Divs? is No in MFG/PRO Interface
Maintenance in TrM, this value defaults from the Division field in
Control File Maintenance in TrM and cannot be updated.

Promotion Group. Specify an TrM customer type to associate with
this division-specific record.

Address Code. Specify an TrM address code to associate with this
record, if required.

Cus Profile 1-9. Specify up to nine customer profile values to
associate with this record.

Setting Up TrM Product Records

Use the TrM-specific frames in Item Master Maintenance (1.4.1), Item
Data Maintenance (1.4.3), or Item Master Copy (1.4.12) to generate
corresponding product records for MFG/PRO items in the TrM database.
The TrM-specific frames that display in these programs are similar to
those that display in Customer Maintenance (2.1.1).

Note When you use Item Master Copy to copy an item record with
associated TrM-specific data, the TrM data are not copied from the source
record to the new record. You must reenter TrM-specific information for
each new item record generated.

You must generate TrM product records for items you want to reference
on sales quotes, sales orders, invoices, or RMAs where the sold-to
customer has a corresponding TrM record. When an MFG/PRO sales
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transaction references an TrM sold-to customer, you cannot issue items to
that transaction that do not have corresponding product records in TrM.

You probably do not need to generate corresponding TrM product records
for every item in the item master. Component items, for example, are
often not referenced on sales orders or invoices and therefore may not
require corresponding product records in TrM. However, when a
component item may be issued to RMAs or used to manufacture a
configured item, you should generate a corresponding TrM record for it.

: Item Master Maintenance
UserMenu Edit Queue Options Help

Item Humber: 30-100 Description: BATTERIES ALKALINE S
UM: EA ENDURACELL

< Fig. 4.6
= Lol Item Master
Ef [ 2 %ﬁﬁfﬂaﬂce

— Item Data
Prod Line: W Item Type: IF Drawing: W
Added: [10/20493 Status: IAI:— Fev: IF
Promotion Design Group: Group: Im Drawing Loc: l— Size: l_
GrOUp field — 7 Promo Group: |[B5S él Price Break Cat:

Promo Group. Specify an TrM product group code to generate a

record for this item in the TrM database.

» See “Product
Groups” on
page 44.

Note When Integrate with TrM is No in the Sales Order Control
File, this field is validated against generalized codes and is for

reference only.

When you leave this field blank, TrM-specific frames do not display

for the associated record.

TrM Data Frame

The TrM Data frame contains fields for creating the following in TrM:

* A generic product record

A single division-specific product record

3 Item Master Maintenance
UserMenu Edit Queus Options Help

Fig. 4.7
Item Master

=l

Item Number: 30-100

UM: EA ENDURACELL

Description: BATTERIES.ALKALINE.S

Maintenance
(1.4.1), TrM Data

[ APH Data
Promotion Group: BSS Batteries-Single Cell
Default Division: |1 Retail

Pricing Group 1: él

Pricing Group 2:
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» See “TrM
Division Data
Frame” on
page 47.
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Promotion Group. This value defaults from the Promo Group field in
the Item Data frame and can be updated here as needed.

Default Division. Specify a default TrM division for this item. This
value defaults from the Division field in Control File Maintenance in
TrM and cannot be updated unless Multiple Divs? is Yes in
MFG/PRO Interface Maintenance in TrM.

Specifying a value here automatically generates a division-specific
product record for this item in TrM. When Multiple Divs? is Yes, you
can create additional division-specific records for this item in the
following frame.

TrM Division Data Frame

The TrM Division Data frame in MFG/PRO item maintenance programs
is identical to the one in Customer Maintenance. Use the Division field in
this frame to generate or delete division-specific item records in TrM.

Note This frame only displays when Multiple Divs? is Yes in MFG/PRO
Interface Maintenance in TrM.

When you have finished specifying values in the division data frame,
press End to proceed to the TrM Profile Data frame.

TrM Profile Data Frame

Use fields in the TrM Profile Data frame to enter values for division-
specific product records in TrM.

The promotion group and pricing group values in this frame default from
their corresponding fields in the TrM Data frame and can be updated as
needed.
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2 Item Master Maintenance [_[O]x]
UserMenu Edit Queue Options Help
Item Humber: 30-100 Description: BATTERIES ALKALINE S
UM: EA ENDURACELL
— APM Profile Data
Division: 1 Retail
Promotion Group: [BSS Batteries-Single Cell
Pricing Group 1:
Pricing Group 2:
Prd Profile 1=:
Prd Profile 2:
Prd Profile 3=
Prd Profile 4%
Pid Profile 5
Prd Profile 6=: SEP Sold/Packaged Separately
Prd Profile 7=: NEW Hew Product
Prd Profile 8= SINGLE Single Cell
Pid Profile 9% C | Typer

Division. Use this field to select a division-specific product record for
which to define data.

Note When Multiple Divs? is No in MFG/PRO Interface
Maintenance in TrM, this value defaults from the Division field in
Control File Maintenance in TrM and cannot be updated.

Promotion Group. Specify an TrM product group to associate with
this division-specific record.

Prd Profile 1-9. Specify up to nine product profile values to associate
with this record.

Setting Up TrM Supplier Records

TrM automatically generates vouchers in MFG/PRO for making
payments to customers for promotions and rebates. Since MFG/PRO
vouchers can only be generated for suppliers and not for customers, TrM
maintains its own supplier records for referencing on these vouchers.

You can associate supplier records with TrM customers in one of two
ways:

* Create separate, unique supplier records for individual TrM
customers.

* Associate customers with a miscellaneous creditor during claim entry.

Fig. 4.8

Item Master
Maintenance
(1.4.1), TrM Profile
Data

» See “Customer
and Product
Profiles” on
page 42.

» See “Processing
Promotion and
Rebate
Payments” on
page 62.
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» See “Vouchers”
on page 62.
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Defining Supplier Promotion Groups

Unlike promotion group values for items and customers, which are
defined in TrM, supplier promotion groups are defined in MFG/PRO.

You make these values significant. For example, you can create a
corresponding supplier promotion group for each TrM division. Or, you
can create a single generic code to reference on every supplier record you
want to use in TrM.

To define supplier promotion groups, specify the following in
Generalized Codes Maintenance (36.2.13).

Field Name: vd promo
Value: Enter a supplier promotion group code.

Comments: Enter a text description for this promotion group.

Generate TrM Supplier Records

Use Supplier Maintenance (2.3.1) to generate records for MFG/PRO
suppliers in the TrM database. When creating corresponding supplier
records for individual TrM customers, be sure to include the appropriate
customer address information on each record.

To avoid having to define a separate supplier record for each customer in
the TrM database, you can generate an TrM record for an MFG/PRO
supplier that is identified as a miscellaneous creditor. You can then
associate that supplier with an unlimited number of customers and claims
in TrM. In addition, you can use miscellaneous creditors to generate
claims and vouchers for customers that do not have associated records in
TrM.

For more information on using miscellaneous creditors with MFG/PRO
vouchers and checks, see User Guide: Financials.



i Supplier Maintenance |- (O] x] |

UserMenu Edit Queus Options Help

e e R ET E b

. Supplier Address
Supplier: 001
Mame: PEI Computers Ltd.
Address: 37 Atlantic Road
Address:
Address:
City: Avonlea
Country: Canada
Altention:
Telephone: Ext:
Fax/Telex:

Temporary: no

State: PEI

Post: AlA AlA

Format: 0

County:

121
121
2]

Ext:
Added: 04728795

— Supplier Data
Sort Mame: |PEI Computers Ltd.

Type:
—

Pur Acct: |5100
AP Account: [2100 I
Ship Via:

Bank:

Currency:
Purchase Contact:
AP Contact:

[AA Check Form: |1

usd Language:
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Fig. 4.9
Supplier
Maintenance
(2.3.1)

Promotion

P ion Group:

Remarks:

on-prom ||
Misc Creditor: [no

Group field

Promotion Group. Specify a promotion group code to generate a
record for this supplier in the TrM database.

Note When Integrate with TrM is No in the Sales Order Control
File, this field is for reference only.

Misc Creditor. Enter Yes to identify the supplier as a miscellaneous
creditor. Otherwise, enter No.

Using TrM to Price MFG/PRO Sales

Transactions

The TrM API lets you use TrM features to price sales transactions in
MFG/PRO. To facilitate this, it generates MFG/PRO price lists based on
promotional pricing structures defined in TrM.

When you post invoices against sales transactions in MFG/PRO, the

invoice data becomes available to TrM. In TrM, running the Invoice Load
utility updates the TrM database with item quantities and net prices from
each posted invoice. TrM uses this data to track promotions, rebates, and

budgets.

53
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Figure 4.10 illustrates the transfer of pricing and sales data between TrM
and MFG/PRO, as facilitated by the TrM APL

Fig. 4.10
Pricing Data Flow
Between

MFG/PRO and Promotional TrM-
TI'M Pricing Pricing Data generated
Structures price lists E

« Sales quotes|
« Sales orders
« Invoices
*RMAs

* Promotion Line item
and rebate Invoice load quantities Invoice
histories function and net Post
« Budgets prices

The following sections discuss the special setup considerations and
pricing logic that apply to sales transactions when the sold-to customer
has a corresponding record in TrM. These transactions occur in:

 Sales Order Maintenance (7.1.1)
 Sales Quote Maintenance (7.12.1)

TrM MFG/PRO

* Pending Invoice Maintenance (7.13.1)
* RMA Maintenance (11.7.1.1)

For a full discussion of sales quotes, sales orders, and invoices, see User
Guide: Distribution. For information on RMASs, see User Guide: Service/
Support Management.

Pricing Logic

TrM generates price lists in MFG/PRO based on promotions and contracts
that are set up and managed in TrM.

You can review TrM-generated price lists using Price List Maintenance
(1.10.1.1) or various price list inquiries and reports. However, you cannot
update or copy TrM-generated price lists in MFG/PRO.

FIQAD
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Important To differentiate TrM-generated price lists from those created
manually in MFG/PRO, be sure to enter a price list code prefix in the Pr
List Prefix field in Control File Maintenance in TrM. To prevent TrM-
generated price lists from being accidentally overwritten using Price List
Copy, specify this same value in the Promotions Prefix field in the Pricing
Control File (1.10.1.24).

i Price List Maintenance |- (O] x]
UserMenu Edit Queus Options Help . .
Price List: |APY- Prlce “St COd?
Customer/Analysis Code: [APM Used by APM Customers with TrM prefix
Item/Analysis Code: |TwW01 &I! item 1
Currency: (USD
UM: [EA_
Start: [11/20/9¢
Expire: 12710738
Description: Bonus Stock Promotion Config Dizc: no
Amount Type: Discount % Manual: no
Bty Type: Quantity Max Orders: 0
Comb Type: Combinable Disc Sequence: 10.0
Print: yes
Min Net Ord: .00 Promotion Type: B Promotion type
Max Q= 0.0 Promotion: 7 Promotion ID
Cost Set:
Break Cat: Comments: yes

Promotion Type. On an TrM-generated price list, this value indicates
the TrM pricing structure on which the list is based. Examples of
valid values are:

B: Bonus stock promotion
O: Off-invoice promotion

I: Internal sale price list

Promotion. For price lists generated based on TrM promotions, this
field references the identifier of the relevant promotion. For internal
sale price lists, this value defaults to 1.

When pricing line items on sales transactions with TrM sold-to
customers, the system uses the TrM-specific data from the header and line
detail to select the TrM-generated price lists that apply. It then uses
standard

MFG/PRO best pricing logic to calculate the net price for each transaction
line. Price lists created in MFG/PRO are not considered during this
process.

» See “Pricing
Control File” on
page 40.

Fig. 4.1
Price List
Maintenance
(1.10.1.1)

» For details on
best pricing logic,
see User Guide:
Master Files.
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Fig. 4.12
Sales Order
Maintenance
(7.1.1)

» See “Processing
Bonus Stock
Transactions” on
page 59.

» See page 45.
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Setto Yes for || hosfngeles cA 83000 Los Angeles cA 83000

transactions with

Header

The following fields in sales transaction headers have special setup
considerations for transactions with TrM sold-to customers.

: Sales Drder Maintenance [_[O]x]
UserMenu Edit OQueue Options Help

| Order: 5010828 Sold-To: 1001000 Bill-To: 1001000 Ship-To: 1001000 ‘

— Sold-To Ship-To
Reliable Central Purchasing Reliable Central Purchasing
Attention: Accounts Payable

300000020 Century Blvd

Attention: Accounts Pagable
300000020 Century Blvd

United States of America United States of Amenca

Order Dater (0202799 Line Pricing: |yes Confirmed: |yes
TrM SOId-tO Required Date: F Manual: Currency: |USD Language: I—
customers. Promise Date: | / / Site: {10000 Taxable: [no | |1 [+ 7
Due Date: |02/03/99 Channek: Fixed Price: |yes
Pricing Date: L Project: Credit Tems: |2/10-30
Purchase Order: | Credit Terms Int: [0. 00
Remarks: [BILLING OMLY - USE SHIP TO ON ALL OF Reprice: no

Entered Bp: dam

Sold-To. When this is an TrM customer—that is, a customer with a
Promotion Group value in Customer Maintenance (2.1.1)—the
transaction is priced using TrM-generated price lists. Otherwise,
standard MFG/PRO pricing logic is used.

Note When Integrate with TrM is Yes in the Sales Order Control
File, you cannot change the sold-to customer on any existing sales
transactions, including those that reference non-TrM customers.

Line Pricing. Set to Yes. When Line Pricing is No, you cannot enter
bonus item lines for the associated transaction. Bonus item lines are
required for recording item quantities distributed based on TrM bonus
stock promotions.

TrM-Specific Header Frames

On sales transactions with TrM sold-to customers, TrM-specific frames
display in the header for specifying a division and customer relationships.

Values in these frames default from the TrM-specific data defined for the
sold-to customer in Customer Maintenance (2.1.1).
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i Sales Order Maintenance M= B
UserMenu Edit Queus Options Help

| Order: 5010828 Sold-To: 1001000

Bill-To: 1001000 Ship-To: 1001000 ‘

| APM Division: 1 Retail
APM Relationship Data

Seq Type Rule Group Description
15 cg 1 BAA BAA Dffice Supply Chain
Seq Type Rule Group Descriplion
15 cg 1 [BaA &: A Dffice Supply Chain

TrM Division. Specify an TrM division to associate with this
transaction. This must be a division for which the following are true:

e The sold-to customer has a corresponding division-specific
customer record in TrM.

e The default currency is the same as the sales transaction currency.

Because you set up pricing and promotion details by division in TrM,
different pricing rules can apply to the same item or customer in each
division. Associating a division code with a sales transaction helps
the system determine which pricing rules to apply for transaction line
items.

On invoices, the division value is required to accurately update
promotions, rebates, and budgets in TrM with actual sales quantities.

This field cannot be blank for any sales transaction that has an TrM
sold-to customer. You cannot update this value on existing
transactions.

The default value for this field is the default division specified for the
sold-to customer in Customer Maintenance.

Fig. 4.13
Sales Order
Maintenance
(7.1.1), TrtM-
Specific Frames

Tip

This field can only
be updated for
customers who
belong to more than
one division.

» See “TrM Data
Frame” on
page 45.

N QAD



58 User Guide — Trade Management

Tip

Memo items are not
defined in
MFG/PRO.

» See page 48.

Fig. 4.14
Bonus Stock
Pop-Up
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Line ltems

The following sections highlight special setup considerations that apply in
the line item frames for sales transactions with TrM sold-to customers.

Items

For transactions with TrM sold-to customers, all line items must either
have corresponding product records in TrM or be memo items.

If you need to reference a non-TrM item on a sales transaction for an TrM
customer, you must do one of the following:

 Create a corresponding TrM product record for that item.

* Define a new sold-to customer in Customer Maintenance and specify
the TrM customer as the bill-to customer on the transaction.

Bonus Stock Pop-Up

On sales quotes, sales orders, and invoices with TrM sold-to customers,
the Bonus Stock pop-up window displays for each transaction line.

Note This pop-up does not display in RMAs or for memo item lines.

: Sales Drder Maintenance [_[O]x]
UserMenu Edit Queue Options Help

| Sales Order: 5010828

Sold-To: 1001000 Ln Format S/M: single ‘

Sales Order Line

Ln Item Number Oty Ordered UM List Price Discount Net Price
1 30-100 400.0 EA 10_00 0.0 10_00
Descriptionn BATTERIES_ALKALINE.S Sales Acct:
Location: 100 Site: 10000 Disc Acct:
Lot/Serial: Confirmed: yes Project:
l]l_\lulnlhllzf:a:e:: :.: " Bonus Stock St Cred Tz;lmslnl: o.o0
y Picked: 0. ) ype:
Bonus Stock Qty Shipped: 0.0 B"L'f"s' fno UM Conv: 1.0000
. — ine: .
pop_up WlndOW Qty to Invoice: 0.0 O Cun:un!e Fcst: pes
usd Cost: 1.00 —_— Detail Alloc: no
Salesperson[1: MNP ] niee Taxable: no 1
CommZ[1} 10.00% Fixed Price: yes Comments: no

Generally, you should set Bonus to No in this pop-up and press Go to
proceed to the next frame. However, when transaction line items qualify
for bonus stock price lists, special entry rules apply.
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Processing Bonus Stock Transactions

Bonus stock price lists—that is, price lists of promotion type B—are
generated in MFG/PRO based on bonus stock promotions in TrM. These
promotions usually involve giving away items free of charge; for
example, a promotion in which a customer who purchases twelve cases of
an item receives an additional case at no cost.

When a line item in a sales transaction qualifies for a bonus stock price
list, a transaction comments frame displays after the line item detail
frame. Comments in this frame default from the notes associated with the
promotion that generated the relevant bonus stock price list.

Important When a line item qualifies for a bonus stock promotion, the
system does not automatically calculate either the number of bonus items
the customer is entitled to based on the promotion terms or the price of
those items. To make this information available to users creating sales
transactions in MFG/PRO, you must specify these details in the notes
frame for each bonus stock promotion in TrM.

After reviewing the transaction comments to determine the terms of the
promotion, you must create an additional line and manually enter the item
number and quantity of bonus items for the customer to receive. For this
bonus item line, define the Bonus Stock pop-up fields as follows.

Bonus. Set to Yes.

Line. Specify the line number of the transaction line that has the
associated bonus stock price list. TrM requires this information to
update bonus stock promotions with actual sales quantities.

Press Browse to review a list of transaction lines with associated
bonus stock lists and the identifiers of the promotions associated with
each line.

Promotion. When only one bonus stock price list applies to the
specified line, this value defaults to the identifier of the TrM
promotion that generated the applicable price list.

When multiple bonus stock price lists apply to the same line, this field
defaults to the first sequential identifier of those applicable. Use the
browse on the Line field to review a list of promotion identifiers
applicable to each transaction line.

Tip

The transaction
comments frame
displays only when
there are notes
associated with the
corresponding
promotion.
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TrM requires this value for correctly updating bonus stock
promotions with actual sales quantities.

Price. Enter the net price for this bonus item line. You must manually
calculate this value based on the promotion notes displayed in the
transaction comments frame.

Note To update bonus item lines on existing transactions, you must set
Reprice to Yes for each line you want to update.

Single Bonus Stock Transaction Example

According to the terms of bonus stock promotion 10076, created in TrM,
customers who purchase twelve cases of item 10-001 receive an
additional case of this item at no cost.

For line one of sales order SO10656, you enter item number 10-001 with
a quantity of 24 cases and set Bonus to No in the pop-up for that line. In
the transaction comments frame, the following notes for promotion 10076
display: Promotion 10076: Customers who purchase twelve cases of item
10-001 receive one case of item 10-001 at no cost.

Based on these comments, you manually calculate the number of bonus
items the customer should receive—two—and create a second order line
for item 10-001 with a quantity of two.

In the Bonus Stock pop-up for line two, you enter the following values:

Bonus: Yes
Line: 1
Promotion: Defaults to 10076

Price: 0
Processing Multiple Bonus Stock Transactions

When more than one bonus stock price list applies to the same transaction
line, a separate transaction comments frame displays for each applicable
promotion.

To issue bonus items for more than one TrM bonus stock promotion, you
must create a separate bonus stock line for each. To help the system
correctly update promotion budgets and histories in TrM, be sure to
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reference the corresponding promotion identifier in the Bonus Stock pop-
up for each line.

Important When setting up promotions in TrM, be sure to specify the
promotion number in the notes frame along with other relevant promotion
details. Otherwise, users entering sales transactions in MFG/PRO will be
unable to determine which promotion identifier corresponds to the terms
displayed in each transaction comments frame.

Multiple Bonus Stock Transactions Example

Bonus stock promotion 10076 allows customers who purchase twelve
cases of item 10-001 to receive an additional case of this item at no cost.
Promotion 10134 allows customers who purchase 24 cases of item 10-001
to receive three additional cases at no cost.

For line one of sales order SO10657, you enter item number 10-001 with
a quantity of 24 cases. Two separate transaction comments frames display
in the line item detail. The notes in the first comments frame reference
promotion code 10076, while those in the second frame reference
promotion code 10134.

Based on these comments, you manually calculate the number of bonus
items the customer should receive for each promotion:

» Two items based on promotion 10076, since they ordered 24 items, or
12*2 items

 Three items based on promotion 10134
You create a second order line for item 10-001 with a quantity of two and

a third line for the same item with a quantity of three. Pressing Browse in
the Line field of the Bonus Stock pop-up displays the following

information:
Table 4.3
Bonus Line Trigger Promotion Line Browse
1 10076
1 10134

Based on this data and the promotion IDs referenced in the comments
frames, you set Promotion to 10076 in the Bonus Stock pop-up for line
two and 10134 in the line three pop-up.
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Processing Promotion and Rebate
Payments
When you enter promotion claims in TrM or calculate rebate payments

using the Rebate Run utility, TrM automatically generates one of the
following in MFG/PRO:

e Accounts Payable (AP) vouchers

* Accounts Receivable (AR) credit memos

The type of payment generated depends on the payment method
associated with the corresponding TrM claim or rebate—either VO
(Voucher) or CN (Credit Note).

Figure 4.15 illustrates the transfer of claim and rebate payment data
between TrM and MFG/PRO, as facilitated by the TrM API.

Fig. 4.15
Payment
Processing Flow TrM MFG/PRO

Between
MFG/PRO and Voucher Check
™M
Promotion
Claim _ﬁ
Details

Rebate Run g

AR Credit
Memo

Vouchers
» For more about When the payment method specified on a claim or rebate is VO
‘(’]"Y‘éihgfij;e (Voucher), TrM generates an AP voucher in MFG/PRO for the required
Financials. customer or customers. As with standard MFG/PRO vouchers, you can
use TrM-generated vouchers to generate checks or drafts.
» See “Setting Up In TrM, promotion and rebate payments are always made to customers;
g\c{)rsé‘sl?%fr however, MFG/PRO can only generate vouchers for suppliers. Therefore,
page 51. each TrM customer for which you want to generate vouchers must be
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associated with a supplier record. In addition, because TrM maintains its
own supplier records, the suppliers you associate with TrM customers
must have corresponding records in both MFG/PRO and TrM.

When creating TrM claims with payment methods of VO, you can
associate supplier codes with claiming customers using one of these
methods:

* Use Supplier Maintenance (2.3.1) to generate TrM supplier records
that directly correspond to individual TrM customers. Be sure to
specify the appropriate customer address data on these records. Then,
associate these suppliers with their corresponding customer records
using Customer Maintenance in TrM. When you create claims or
generate rebate payments for a customer whose TrM record directly
references an TrM supplier, the address information from the TrM
supplier record defaults to the generated voucher.

» Use Supplier Maintenance to generate a supplier record in TrM for an
MFG/PRO supplier identified as a miscellaneous creditor.
Referencing this supplier code on customer claims automatically
associates the address information from the claiming customer’s TrM
customer record with the voucher generated in MFG/PRO.

* To automatically generate MFG/PRO vouchers for customers that do
not have corresponding records in TrM, use the Supplier field on the
customer claim to reference a miscellaneous creditor. This displays a
pop-up window for entering address details to print on the associated
voucher.

The method you should use for a specific TrM customer depends on your
company’s payment processing policies and how frequently you make
payments to that customer.

Note When generating vouchers to pay rebates, you must directly
associate each relevant TrM customer with an individual supplier code.
You cannot reference miscellaneous creditors on rebate vouchers.
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» For more
information on
AR credit
memos, see User
Guide:
Financials.
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Credit Memos

When the payment method specified on a claim or rebate is CN (Credit
Note), TrM generates an AR credit memo in MFG/PRO for the
appropriate customer or customers. This is useful when a customer
deducts promotion payments owed from their total invoice payment and
you need to credit their account with the difference.

MFG/PRO credit memos can be applied toward customer invoices or
other charges using Payment Maintenance (27.6.4).
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Security Concepts

Menu Security

Security in TrM controls access to specific menu programs, master file
data, and transaction and budget data. In addition, value limits can be set
on approvals.

MFG/PRO menu security controls main menu access in TrM. Strip and
user menus are secured by TrM security profiles.

Fig. 5.1
Controlling Access Budget Utilities Menu Secure the main menu
to Menu Options S tri "
1. Check GL Budget Details ecure strip menu options
2. Check Promotion Budget Details EN .
3 Budget Copy Secure user menu options
4. Budget Reorganize
2' Cheq Edit Promotion
7. Header Detail Status Review Views Claim Budget RepoOrts Navigation
8.
9.
10.
11. v
12. E Sot t 7.20.24.9 Program Maintenance
F Reop Program: spprog2
G Dele Description:  Program Maintenance
?:Up Directory: sp/
Ftac Procedure Type: codemnt F6 Options
1 Vie Title: Program ptions
K T§st Option Title: A. Program Options Y
%\‘/l \ggw Top Row: 3
it Left Column: 10 C. Update Procedure Help
D. Report Program Details
E. Batch Parameter Maintenance

Master files are secured by creating division records, and by grouping
data in data groups. Transaction and budget data is secured by user in the
individual transaction user menus. You can maintain promotion and claim
approval limits using Promotion Approval Levels (7.20.21.6) and Claim
Approval Levels (7.20.21.7).
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Main Menu Security

You can apply security for MFG/PRO users or user groups to the TrM
main menu through MFG/PRO Menu Security (36.5.1). MFG/PRO menu
security is documented in Volume 1 of the standard MFG/PRO User
Guide set.

Strip Menu Security

Strip menus appear when you edit various transaction setup information.
A strip menu consists of a set of horizontal menu labels and drop-down
lists of programs that appear on menus beneath each label.

For example, the promotions edit strip menu includes labels for Header,
Detail, Status, and Review, among others. Menu options such as Set to
Status 2—Proposed, and so on (see Figure 5.1), are found under Status.

Security for these menus consists of removing and resequencing the menu
options, and controlling whether users can view, add, update, or delete
information in any program accessed from a strip menu.

Security over strip menus is controlled through security profiles from
Profile Maintenance (7.20.24.3). You define security profiles and set strip
menu security and access in each profile. You then assign a profile to each
TrM staff member. Security profiles are also used in Program
Maintenance (7.20.24.9) to control access to user menu options.

The default System profile should not be modified. This profile grants full
access to those staff members assigned to it and is updated with each TrM
release.

Once the available strip menu options are defined and the security by
option is built, you run the initialization programs in Profile Maintenance
to build the new menu structures and strip menu program security for the
affected security profiles.
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User Menu Security

User menus appear when you press the User Menu key (F6 on UNIX
terminals). Each user menu consists of a list of programs that impact data
in the current program. For example, under Agreements (7.20.21.1), a
user menu contains programs to Update References, Update Elements,
etc.

Note User menus are also known as Options menus.

Security for user menu options is linked to the program where the user
menu is launched and consists of sequencing and removing available
options.

Security over user menu options is applied using security profiles in
Program Maintenance (7.20.24.9). The security profiles themselves are
defined in Profile Maintenance (7.20.24.3).

Define user menu options using menu link programs rather than the actual
run program. Menu link programs are required to allow programs to run
from the main, strip, and user menus. A different link program is used for
each type of menu except the main menus, which are usually called
directly. When you assign security to user menu programs, each program
name must end with an m; for example, user.p would be referred to as
userm.p, user2.p as userm?2.p.

Security by Division and Data Groups

Secure master file access by creating division master records or by
creating data groups that limit TrM users to specific records. Use
Application File Maintenance (7.20.24.24) for both.

Security by Division

Master files are records such as customers, customer groups, products,
product groups, cost centers, account codes, and staff. Where multiple
divisions exist, access to the data and the type of data stored in these
records may be different for different divisions.

Some master records, including those mentioned above, are always stored
by division. Others, such as the UDC records, can optionally be stored by
division to add security and differentiation during implementation. In
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addition, some records are stored by division based on a generic record,
when inheritance of information makes sense. These generic records are
generally accessible to all divisions.

The following are the records already stored by division. The asterisk
denotes files with a generic record.

Customer * Item or Product *
Customer Group * Product Group
Supplier Region

Cost Center Account Code
Staff * Deal Category *

For these standard division records, users accessing these records in field
help, for instance, cannot see customers, products, staff members, and so
on that are not in their division. For records stored by division during
implementation, like UDCs, such as a Method UDC for promotions, only
those method codes relevant to the current division are available to a user.

Data Groups

Data groups and divisions affect the same master files and in a similar
way. Once data grouping is applied to a master file, both user access and
record content may be different for specific master records. When those
staff members assigned to a particular data group add, edit, or delete a
data grouped record, they can use the user menu to select which data
group or groups the record is attached to.c1.4c-10.2 When field help is
chosen, only codes attached to that user’s data group display. If users key
in a code that is not part of their data group, it is not accepted.

69
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Fig. 5.2

Data Groups
Extend Divisional
Security
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Division 2 staff members

Outlets data group members

UDC 2: Promotion Method

Division 1 Division 2
Wholesale Retail
Mailing Shelf Display
Telemarket Floor Display
Site Visit Window Peelers
Table Folders
Keg Stands
Neon Lights
Keg Pulls
Data Group Data Group
Dining Outlets
Neon Lights Neon Lights
Table Folders Shelf Display
Keg Stands Floor Display
Keg Pulls Window Peelers

Transaction and Budget Security

* Promotions and promotion budgets

* Rebates and rebate budgets

* Agreements

* Bulk changes

This is used for files like UDCs, deal codes, and perhaps region codes,
where grouping records enables further differentiation within divisions by
staff members.

You can define data group codes using Data Groups (7.20.21.17). Assign
these codes to master files using Application File Maintenance
(7.20.24.24), which turns on the data group option for the affected master
files. Staff can be assigned to data groups in the Staff file (7.20.21.4).

Transaction and budget security limit the access of staff members to add,
edit, view, or delete these records. In general, staff members are assigned
to various divisions. Each member is then assigned specific access for the
following areas:




e Claims

* Internal sales and internal sales budgets

All of these securities are set separately in the staff record. Each one can
be set by division, region, area, and zone with security for updates,
additions, and views for the associated records. When Add security is set
to Yes for a staff member at the division level, all records in that division
are available. If region, area, or zone are entered, then a new transaction
or budget must match the full set of these parameters.

During the addition of one of the secured transaction or budget records,
the region and area of the staff member creating the record default to the
new record. If the staff member changes the region or area, then the
system verifies that the staff member has permission to add transactions
in the region and area entered. The change is not allowed if the region or
area is restricted in their staff security record. The system also verifies
whether the staff member is allowed to modify transactions within the
specified zone.

An additional check can be applied to promotions access. A staff member
may have a security level of 0, 1, or 2, as follows:

0 Access to promotions as set in the staff Promotion Access Security option.

1 Access to promotions as set in the staff Promotion Access Security option and
where staff member is Owner or Responsible for the promotion.

2 Access to promotions as set in the staff Promotion Access Security option and
where staff member is Owner for the promotion.

Approval Limits

The final type of security in TrM sets limits to a staff member’s ability to
approve promotions and claims.

Promotion Approvals

When a staff member attempts to set a promotion to status 5, Confirmed,
staff-linked approval levels can verify their ability to do so.

Security 71

Tip

Rebate budgets do
not secure zone.
Internal sales
budgets are secured
by division only.
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Each approval level is assigned a code that is then assigned to individual
staff members. The code can represent one or all divisions. Each approval
code defines individual product discount percentages, low end discounts,
total discount, total promotion amount, and total amount that can be spent
by product.

Exceptions to the approval levels can be defined for customer groups,
customers, product groups, products, high and low percentages, and total
spending for these.

The Display Margin? field in staff security setup can be used to hide cost
prices of products in the Deal Edit screen in Edit Promotions.

Claim Approvals

Claims are also verified for staff member permission when the claims are
moved to status 5, Confirmed. Claim approvals also use a claim approval
code that is then assigned to individual staff members.

The claim approval code limits the amount allowed for each claim, the
total of all claims against a promotion, for the percentage difference
between actual and planned claims, and for the currency amount overrun.

Related Topics

During your security implementation, codes are created that must be
entered elsewhere. The following should be done as part of those
implementation steps.

Staff Implementation

* Assign a security profile to each staff member (7.20.21.4).
e Assign data groups to staff members (7.20.21.4).
* Assign approval codes to staff members (7.20.21.4).

Default Codes Implementation

* Assign default values by data group (7.20.21.17).
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Security Activities

The following activities are optional and can be performed in any
sequence.

Activities List
Apply Main Menu Security 73
Secure Strip and User Menus 73
Create Data Security 77
Set Staff Security for Transactions and Budgets 79
Set Approval Limits 81

Apply Main Menu Security

Follow instructions in MFG/PRO User Guide: Manager Functions.
Secure Strip and User Menus

Create Security Profiles (7.20.24.3)
1 Press Insert to add a security profile.
2 Add a profile and description.

3 Press Go to save the profile.

spprofl 7.20.24.3 Profile Maintenance 06/01/97
B e +
Profile Description
ADMIN Administration
BRYAN Test defaults
NCACCESS Default No Program Access
RANGI Rangimarie McColl
SALES Sales Staff
SYSTEM System Default
test test add
test2 test 2
B e e +
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Create Strip Menu Security for each Profile

1 Select the profile to secure.

2 Choose Program Security Edit from the User Menu.

3 Enter security for individual programs by the program file name.
4  Press Go to save.

5 Choose Strip Menu Edit from the User Menu.

spprofl 7.20.24.3 Profile Maintenance 06/01/97
- +
Profile Description |
___________________________________________________ |
ADMIN Administrat+----------- F6 Options ---------- +
BRYAN Test defaul| A. Program Security Edit |
NOACCESS Default No | B. Strip Menu Edit |
RANGI Rangimarie | C. Main Menu Edit |
SALES Sales Staff| D. Program Security Initialise |
SYSTEM System Defa| E. Strip Meru Initialise |
test test add | F. Main Meru Initialise |
test2 test 2 | G. Clear Unattached Menus |
B L L e e R R +
B e e T e +

6 Select Menu Options from the User Menu.

7  Select a strip menu such as Promotion Header, and press Go.

8 Select a strip menu label such as 1Header, and press Go.

9 Toggle security options (Yes/No) for each program under the label.

10 To remove an option from the strip menu for this profile, set Occurs
to 00.
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b ot

[ Name: tppopupl ||

|| Description: Promotion Header [--]

e e +|

| Option No: 1 [

| Label: 1Header [

| Access Key: 1 [
o +
| Occurs Program Description View? Add? Upd? Del? |
i 01 tppredm Edit Description/Action no no no no i
| 02  tpprdatm Edit Dates no no no no |
| 03 tpedregm Edit Region no no no no |
| 04  tpdeldlm Change Deal Code no no no no |
| o5 tpedownm Edit Owner/Responsibility mno no no  no |
| 06  tpedclvm Edit Customer Promo Ievel 1no mno no  no |

11 Press Go to save revisions and exit to the profiles list.

12 Select Main Menu Edit from the User Menu.

13 Enter the menu name and title to add to the profile.

14 Press Go to save.

15 Select Strip Menu Initialize from the User Menu.

16 Select Program Security Initialize from the User Menu.

17 Select Clear Unattached Menus from the User Menu.

18 Press Go to save, and exit Profile Maintenance.

Set Up User Menu Security in Program Maintenance (7.20.24.9)

1 Select the program that the target user menu is attached to.

2 Select Program Options from the User Menu.

Security 75
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SpProg2 7.20.24.9 Program Maintenance 14/01/97
e o
Program* : Spprog2 Versi |
Description: Program Maint+----------- F6 Options ---------- +

Directory: sp/ A. Program Options |
Procedure Type: codemmt | B. Field Maintenance |
Title: Program Maint| C. Update Procedure Help |

Option Title: D. Report Program Details |
Top Row: 3 | E. Batch Parameter Maintenance |

Left Colum: 10 it +

Enter the security profile that impacts this user menu.
Skip the No. of Options field.

Set Start Row and Start Column to new values if you want to change
the screen location of this user menu for this security profile.

Sppraopt 7.20.24.9 Program Options Maintenance 14/01/97

Fo—mm - B e e L e T +
Profile*: SYSTEM System Default
No. of Options: 5
Start Row: 6
Start Colum: 44

3 Update Procedure Help
2 Field Maintenance
N| spprgm3 4 Report Program Details
5 Batch Parameter Maintenan
1 Program Options

Acc| spprgopm

Add, change, or delete the menu link program name for each user
menu option as needed. User menu link programs end with an m.

Reset the sequence number as needed. In the user menus, the
sequence is converted to an alphabetic sequence—A, B, C, and so
on—which enables keystroke activation of the program.

Change or modify the title only if necessary. Original titles facilitate
product support.

Press Go to save, and exit Program Maintenance.




Create Data Security

Enter Divisions in Application File Maintenance (7.20.24.24)

1 Select the master file to break out by division.

2 Set Divisional? to Yes.

spappfl 7.20.24.24 Application File Maintenance 16/01/97
o o e
File Name*: tpromohd
Description: Promotion Header File
File Number: 001
Auditing ?: Yes
Audit Logging?: Yes
Security Ver: aa
Data Grouping?: No
Divisional ?: no
Data Grouped ?: no
Notes ?: yes
o o e
3 Press Go to save, and exit the program.
Create Data Group Codes (7.20.21.17)
1  Press Insert to add a data group code.
2  Enter the new code.
cddatag 7.20.21.18 Data Groups 28/09/96
ittt e it +
Code Description Division
ADMIN System Administrators
ADMIN2 Division 2 Administrators 2
FS Food Service Administrator 1
SALES Sales People
SYSTEM System Administrators
T et T e +

Security 77
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3 Press Go to save, and exit the program.

Set Data Grouping in Application File Maintenance (7.20.24.24)

1 Select the master file to apply data grouping to.

2 The Data Grouping? field is system-maintained. Set Data Grouped?

to Yes.

File Name*:
Description:
File Number:

Auditing ?:

Audit Logging?:
Security Ver:
Data Grouping?:
Divisional ?:
Data Grouped ?:
Notes ?:

spappfl 7.20.24.24 Application File Maintenance

tpromohd

Promotion Header File
001

Yes

Yes

aa

No

16/01/97

3 Press Go to save, and exit the program.

Link Users to Data Groups (7.20.21.4)

1 Select the target staff member.

2 Under Data Group, enter the data group for this staff member.

3  Press Go to save.

FIQAD
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mstaff 7.20.21.4 Staff 06/01/97
o e - +
User Code*: root
Short Name: root
Full Name: System Administrator
Profile*: SYSTEM System Default
Terminal Type*: vga VGA Monitor
Col Template*: No. 1 Standard Sudued PC Colors
Region*: 2C Div2, RegC
Area*: 2C Div2, AreaC
Customer*:
Supplier*:
Stock Locn*:
Division*: 2 Bakery
Data Group*: SYSTEM System Administrators
Device Name*: lasercl Laser Compressed - Landscape
B e e e T +

Set Staff Security for Transactions and Budgets

Apply Staff Transaction Security (7.20.21.4)

1 Select the target staff member.

2 Choose Division Staff Record from the User Menu.

nmstfo7u 7.20.21.4 Add/Update Staff Division 18/12/96
B e mininbebe bbbt +-+
| Division*: 1 Food Service |
[ ] Region*: 1C Divl, RegC [ ]
|| Edit Region: 1C Divl, RegC ||
|| Area*: 1Cn Divl, RegC, AreaN |
|| Zonex: ||

3 Enter the appropriate Division, Region, Edit Region, Area, and Zone.
Edit Region enables edits where adds are not allowed.

4  Press Go to save.
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7.20.21.4 Staff 14/01/97
o +--
User Code*: root |
Short Name: root B ] F6 Options ---------- +
Full Name: System Administra| A. Security Setup (General)
Profile*: SYSTEM Sy| B. Additiocnal Security (General)
Terminal Type*: vga VG| C. Division Staff Record
Col Template*: No. 1 St| D. Promotion Access Security
Region*: 2C Di| E. Promotion Budget Security
Area*: 2C Di| F. Rebate Access Security
Customer*: G. Rebate Budget Security
Supplier*: H. Agreement Access Security
Full Name: System Administra| I. Bulk Changes Security
Profile*: SYSTEM Sy| J. Billback Claim Security
Terminal Type*: vga VG| K. Lump Sum Claim Security
Col Template*: No. 1 St| L. Free Goods Claim Security
Region*: 2C Di| M. Coupon Claim Security
Areax: 2C Di| N. GE Claim Security
Customer*: O. Internal Sale Security
Supplier*: P. Internal Sale Budget Security
Stock Locn*: o +
Division*: 2 Bakery |
Data Group*: SYSTEM System Administrators |
Device Name*: lasercl Laser Compressed - Landscape |

The User Menu provides transaction and budget staff security

options. Select Security Setup (General) to enter default security for
Approvals, Warning Days, and Margin Display.

Press Go to save.

Select Additional Security (General) to enter default security for

Clash Codes, Defaults, and processing limits.

Press Go to save.

Select Promotion Access Security.
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st fmS 7.20.21.4 Promotion Access Security 15/11/96

B e L e e e e e +
| User Code*: root |
| Short Name: root |
| Full Name: System Administrator |

e e EEEE PP PP E e e +
Division Region Area Zone Update? Add? View?
1 ves ves yes
2 yes yes yes

e e +
e R +

10 Enter the appropriate divisions, and so on, for this staff member, and
define their ability to update, add, and view at each level.

11 Exit and repeat for each of the remaining staff security options.
Set Approval Limits

Create Promotion Approval Codes (7.20.21.6)

1 Enter an approval code.

2 Enter a Description and Division.

3 Set approval limits for discounts and spending.
4 Select Exceptions from the User Menu.
5

Enter any exceptions, including percentages and total spending. Press
Go to save.

6 Select Span and Count Limits from the User Menu.
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mmprspn 7.20 Promotion Span & Count Limit 08/21/97
Aapproval Level: 01
Description: test lewel
CustGrp Customer ProdGrp Product Code Prm Days Yr Days #Promo's
Ad AP BU Cleani
mmprspn 7.20 Promotion Span & Count Limit 08/21/97

Approval Level: 01
Description: test level

CustGrp Customer ProdGrp Product Code Prm Days Yr Days #Promo's

A AJ2 BU Cleani

7  Enter the span of time this profile will be in effect, and the number of
promotions covered, by any set of customer group, customer, product
group, and product.

8 Press Go to save, and exit the program.

Create Claim Approval Codes (7.20.21.7)

1 Enter an approval code.

2 Enter a Description.

FIQAD
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mmcap | 7.20.21.7 Claim Approval Levels 08/01/97

Approval Level: 01
Description: Level 1 Claim Approvals
Each Claim $: 10000000.00
Total Claim $: 10000000.00
aActual /Plan %: 100.00
Overrun $: 100000000.00

Fi-6o 2-Help 4-End INS-Ins S5-Del 6-0pt 7-Rcl 8-Clr

3 Set approval limits for claim amounts and margins.

4 Press Go to save, and exit the program.
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Defaults Concepts

Default values are entered in every data record—division, staff, customer,
product, and so on—and automatically fill fields in with those values
when budgets and transactions are added. Additional control over default
values by TrM program is available in Default Detail Maintenance
(7.20.21.17).

Default Header

Default Header enables the assignment of default values for many TrM
programs and fields, tying these back to staff members and their default
groups, divisions, and if desired, data groups.

Default Detail

Default detail enables further definition at the program and field level.
Defaults Activities

Activities List
Add Defaults in Defaults Header 86
Add Default Details 87

Add Defaults in Defaults Header

1 Enter the target staff member ID or group ID, and, optionally, the
division and data group.

2 Press Go to access the program and field list.
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spdfld 7.20.21.17 Default Detail Maintenance 28/09/96

Default ID*: root |
Description : Standard System Defaults |
Division*: 1 Food Service |

Data Group*:

B e e +

Bt et e L L TP P +
Program Field Name Type Text Number Log
TPPRMOD  mdc00a T 1 no
tpprmod  mdc00c N WOOL-NSW 24 no
TPPRMOD  mdc00d T 4A no
trpromoa dealco T BBS no
trpromoa prclvc T S3 no
trpromoa prplvc T S1 no
trpromoa udc001 T WEEKLY O/S no
trpromoa udc002 T MINOR no

B et e e e DL L L LR +

3 Enter the program name and field name. The field type is system-
maintained.

4  Enter the data value to use as a default.

5 Press Go to save, and exit the program.

Add Default Details
1  Enter the program name and field name for the default value.

2  Enter the file number and data type.

spdfop 7.80.21.19 Default Options 08/21/97

Program%: acpraam
Field Name: cgzone Customer Grouping Zone
File Number: 408

Programx:

Data Type: T

3 Press Go to save.
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Control File and System Codes Concepts

TrM Control File

The General Code Maintenance Menu contains the TrM Control File and
several other programs where system codes, such as units of measure and
cost centers, are maintained. These codes are used throughout TrM.

The general ledger codes on this menu are covered in Financial
Structures.

The control file holds system-wide defaults, flags, and setup codes. This
file contains 10 pages:

1 TrM implementation information
Customer profile types
Product profile types

Financial periods

2

3

4

5 Currency increments

6 User-defined code (UDC) application
7 Data organization and batch processing
8 Approval flags

9 TrM internal control numbers

10 MFG/PRO interface

Specific aspects of these pages that require explanation are described
below. Simpler field definitions are described in the activities section at
the end of this chapter.
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Customer and Product Profiles (Pages 2 and 3)

Once set, these values drive how profiles are made available and what
general format the data in those profiles will have. The five valid types

follow:

v A value, typically numeric (but treated for editing as a string), not validated
against any code table.

c A value, validated against a table. A customer or item can only have one value.

I A value, validated against a table. A customer or item can only have one value.

h A value, validated against a table. There is a relationship between levels in the

profile with a lower level value being tied (a hierarchy) to one or more on the
level above.

blank Means that the profile level is not used.

When values are set as hierarchical, then:

* There must be a minimum of two values (profile levels) set as
hierarchical.

* When defined, they must occupy the last places in the list of nine
hierarchies. For example, if two profiles are defined as hierarchical,
then they must occupy positions 8 and 9; if four, they must occupy
positions 6, 7, 8 and 9.

* The hierarchy only exists between a child and the parent code, not
between the child and grandparent, or earlier, code.

* A code can be the child of more than one parent.

Maintenance of hierarchical and iterative codes is different from that of
standard code structures. This is because for hierarchical codes, the
relationship between the parent and child must be defined. For iterative
codes, a single customer can be associated with multiple code values. For
both types of codes, maintenance is done in code maintenance functions,
not in customer or product maintenance.
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Financial Periods (Page 4)

TrM contains its own financial period control. Periods are opened and
closed for TrM within TrM. Period and ledger opening and closing
control is integrated so that transactions cannot be posted to a GL period
that is closed in MFG/PRO.

 This functionality duplicates existing functions in MFG/PRO. This is
because TrM can operate as a stand-alone module. Therefore, be sure
that values here are coordinated with those in MFG/PRO base files.

* The decisions surrounding the actual setting up of these values are
usually the responsibility of the finance department. Be sure to alert
them.

* This is a once-a-year task executed by the System Administrator. Do
not train users in these procedures.

Currency Increments (Page 5)

The currency increments set the incremental values for discount percent,
gross currency amount, and net currency amount. These increments are
used in promotion, claims, and rebate approvals. The values entered here
depend on the average value of goods sold, the size of discounts given,
and the size of the increment between price points. Some experimentation
may be required.

User-Defined Codes Control (Page 6)

The control file holds flags for the promotion UDC fields. Use of these
fields and whether they are mandatory is controlled here, as well as
whether programs are attached to the codes, plus the names of those
programs.

These flags apply to all divisions.

Data Organization and Batch Processing (Page 7)

This control file page sets the base currency, controls whether data
records are maintained by division and data groups, and supports the
batch processes.
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The division and data group flags are security controls. When you set the
division flag, any records that can be maintained by division are
maintained by division. This limits access for those records to staff
members who have access to those divisions. Data groups are similar on a
field level: staff members are assigned to a data group, fields or field
values are assigned a data group, and the staff members cannot access or
use field values that are not in their assigned data group.

The batch processing fields set whether or not bulk change is automated
and whether or not customer addresses and product descriptions are
updated during a bulk change.

Approvals Flags (Page 8)

This page initializes promotions, rebates, and claim approvals. The
Approval Required field turns on the approvals; the post account fields
initialize the approvals by software area.

TrM Internal Control Numbers (Page 9)

The ninth control file page controls the next help and audit entry numbers
and lets you enter your own workbench display program.

MFG/PRO Interface (Page 10)

Since TrM can exist in a number of configurations, for example,
integrated with MFG/PRO sales order entry but using a different financial
system, or vice-versa, the various components of the potential interfaces
must be switched off or on as required.

System Codes

Number Ranges

TrM accesses number sequences from a common location, the number
ranges file. Each number range is coded uniquely and then referenced
from the relevant location. The number range codes and associated data
are maintained in this file.
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The system is supplied with some number ranges already set up.

These number ranges are used in many places within TrM and are
restricted to TrM use only.

Units of Measure

Each item or product is assigned one or several units of measure (UOM).
The UOM codes must already exist within MFG/PRO to be entered here.

The general operation method of UOM in TrM differs from that in
MFG/PRO. Whereas in MFG/PRO there is a UOM conversion table with
(potentially) item or product-specific occurrences, in TrM, an item- or
product-specific relationship is defined for four specific UOMs directly
on the item or product record itself.

The four important UOMs used in TrM are:

* Pricing UOM: the UOM that prices are set or quoted at to the
customer

* SKU UOM: the UOM that stock is kept at in the warehouse
* Retail UOM: the UOM that the item is sold at in the retail store
* Forecasting UOM: the UOM that the Forecasting system uses

General Codes

Typically, there are large numbers of files with fields that have a small
number of hard-coded values. The coding is fixed, but the descriptions
can change.

Alternatively, users may be required to add or maintain some optional
codes—for example, those associated with general expense types. Do this
using the general code types and associated code values in this file.

Currencies

Each division has one specified currency. These codes should match the
codes in MFG/PRO. A currency is the financial trading unit that
transactions are conducted in. These currency codes and descriptions are
defined and maintained in this file.
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Cost Sets

When TrM is set to use time-passed costing for determination of margins,
the applicable cost sets (which must be coded with start and finish dates)
must be determined. These cost sets must already exist in MFG/PRO.

Price Lists

When setting up rebates, it is important that the basic price against which
the rebate will be calculated is available. When that price is neither the list
price nor the invoice price, but some other price—for example, invoice
price net of any freight element—then the other price must be defined in a
price list.

When the price is defined in a price list, that price list is set up in this file
and then tagged to the individual rebates. When the rebate is calculated, it
uses the volumes and the dates from the invoice transaction, but uses the
price off the price list as the base value that the rebate is calculated
against, line by line.

Tax Status Codes

Tax status identifies the relationship between a customer and the local
taxation system. Customers are coded only where taxes apply that affect
transactions covered by TrM and influence pricing and discounts.
Examples are GST in Canada, VAT in the UK, and sales tax in Australia.

These codes will have already been entered in MFG/PRO. Again, as per
customer type, tax status can affect various calculations within TrM when
constructing a deal. In particular, calculations related to the retail margin
which require an accurate value of your product in the customer’s store,
such as the net wholesale price, require that we correctly calculate certain
wholesale taxes such as Australian sales tax.

In TrM, taxes affect claims and rebates. See the sections on tax processing
for more information.

95
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Control File Activities

Activities List
Set Up the Control File (7.20.19.1) 96

Set Up the Control File (7.20.19.1)

1 Press Go to enter data on the first page.

Page 1: TrM Implementation Information

cdcont 7.20 Control File Haintenance 08/14/97

Page 1 of 10

Control ID: 1
Menu Start: 7.20

System Henme: Blank APH Database
Divisionx:

Autogen Promotion Code?: yes
Promotion Ho Base: Region

Use Customer Spreads?: no

fivtogen Rebate Code?: yes

Rebate Code Prefix: __
Rebate # Base: Hegion

Default Clash Codex: S5TD

Heport Driver: sp/sprpdrv3

Division. If a division is entered, then a divisional record is
automatically created when a record is added for any file for which
division is mandatory.

Autogen (Autogenerate) Promotion Code. If No, promotion codes
must be entered manually.

Promotion Number Base. The level at which new promotions are
sequentially numbered. Set to Region or Area as appropriate for your
implementation.

Autogen Rebate Code. If No, rebate codes must be entered manually.

Rebate Code Prefix. An optional code appended to the unique rebate
numeric code.

Rebate # Base. Usually the same as the promotion base.

2 Press Page Down to access page 2. Enter values as required.
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Pages 2 and 3: Customer and Product Profile Types

Pages 2 and 3 of Control File hold setup values relating to customer
profiles and product profiles, respectively. This is where you indicate
which profile fields are used and the types of values these fields contain.
See “Customer Profiles” on page 157 and “Product Profiles” on page 193

for more information.

cdcont

Autogen
Use Cu
Autog
Reb

Defa

# Customer Hierachies:
Profile
Profile
Profile
Profile
Profile
Profile
Profile
Profile
Profile

Customer
Customer
Customer
Customer
Customer
Customer
Customer
Customer
Customer

7.20 Control File Maintenance 08/14/97

Page 2 of 10

Type
Type
Type
Type
Type
Type
Type
Type
Type

[F=R==R - Sp R - L

3 Press Page Down to access the third page. Enter values as required.

cdcont

7.20 Control File Haintenance 08/14/97

Auvtogen
Use Cu
Autog
Reb

Defa

Product
Product
Product
Product
Product
Product
Product
Product
Product

Page 3 of 10

# Product Hierarchys:

Profile
Profile
Profile
Profile
Profile
Profile
Profile
Profile
Profile

Type
Type
Type
Type
Type
Type
Type
Type
Type

=i R = R U

4 Press Page Down to access the fourth page

. Enter values as required.
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Page 4: Financial Periods

cdcont 7.20 Control File Maintenance 08/14/97

Page 4 of 10

Financial Start Date: 01/01/97
Finance Period UOH: No. of Periods: 12
Finance Period Units:

Earliest GL Date: 01/01/97
Latest GL Date: 01/01/97
Last Open Year: 1997

Promo Date Default Typex:
Promo Date VYalidtn Typex:

First Monday for all Dates
Retail can be outside Buy

= =

Financial Start Date. Synchronize these with MFG/PRO. They should
be identical.

Finance Period UOM. If using 4-4-5-style periods, then the UOM is
weeks; otherwise, it is months.

Finance Period Units. This is set to be the number of Financial Period
units in each period.

Earliest GL Date. This is a general control over posting. An
interaction of this date and period status, set in Open/Close Financial
Periods (7.20.19.20), controls posting dates for TrM. This interacts
with the periods made available by the general ledger, and, together,
the actual available periods are determined.

Latest GL Date. As per Earliest GL Period. Generally the current
period.

Last Open Year. The oldest financial year that has periods open for
posting. Generally, the current year except at year-end.

Promo Date Default Type. This is the system-wide default that
operates when division-level defaults are not entered.

Promo Date Validtn Type. This is the system-wide default that
operates when division-level defaults are not entered.

5 Press Page Down to access the fifth page. Enter values as required.
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Page 5: Currency Increments

The control file holds values that set the effect of pressing the + key in
Deal Edit. These values can be set by site and are maintained on this page.

These flags apply to all divisions.

cdcont 7.20 Control File Haintenance 08/14/97
Page 5 of 10
Financial Star Incremental Yaluve for ¥: _1.00
Finance Peri Incremental Yalue for $: L05|iods: 12
Finance Period Increment Value for Het: 10

Earliest GL Date: 01/01/97
Latest GL Date: 01/01/797
Last Open Year: 1997

Promo Date Default Typex: 1 First Monday for all Dates
Promo Date ¥Yalidin Typex: 1 Retail can be outside Buy

Incremental Value for %. This value depends greatly on the average
value of the goods sold, the size of discounts given, and the size of the
increment between price points. Some experimentation is required.

Incremental Value for $. As above.
Incremental Value for Net. As above.
Incremental Value 4. Not used in this release.

6 Press Page Down to access the next page. Enter values as required.

Page 6: User-Defined Code (UDC) Application

cdcont 7.20 Control File Maintenance 08/14/97
Page 6 of 10
Used? Handatory On ADD On UPD Program Type
upc-1: no no_ no no [ —
upc-2: no no no no _
upc-3: no no no no _
upc-4: no no no no_ —
upc-5: no no no no _
upC-6: no no no no _

Promo Date Default Typex: 1 First Monday for all Dates
Promo Date Yalidtn Typex: 1 Retail can be outside Buy

N QAD



100 User Guide — Trade Management

Used? Set these before adding promotions. Check the budgeting
requirements also. If any of these codes are not required, go to
Database Field Maintenance and blank out the side and column
labels. If a different label is required, then change not only the generic
labels, but also the labels attached to this particular program.

Mandatory. If required for budgeting, then set this to mandatory. If for
coding, reporting, or viewing, more leniency may be allowed, but
generally it is more consistent and, ultimately, useful if the code entry
is mandatory. For those users who have very little variation in a
certain code, the defaults can be used to pre-fill the field during
promotion entry.

On ADD. If set to No, the field is bypassed on add promotion, but can
be updated.

On UPD. If set to Yes, the field is accessible by the edit UDC option
in the promotion strip menu.

Program. There are no standard programs supplied. The standard
functionality uses the flags just described. Anything else requires a
customer program. Once written, the name of that site-specific
program goes in here.
Type. This sets the timing for when the program is run.

* Batch: When the frame is exited, the program runs in batch.

e Interactive: When the frame is exited, the program runs
interactively.

 Validation: When the field is exited, the program runs
interactively.

7 Press Page Down to access the next page. Enter values as required.

FIQAD



Page 7: Data Organization and Batch Processing

cdcont

7.20

Control File Maintenance

Promo
Promo

Divisional ?:
Data Grouped?:
Default IDx:
Process Batch?:
Splits Progx*:
Currencyx:
Bulk Change?:
Upd Cust Addr?:
Upd Prod Desc?:

2 = = =
=N
=

=
=]

=1
=]

Page 7 O0f 10

08/14/97

B

United States Dol lar

Type

8 Press Page Down to access the next page. Enter values as required.

Page 8: Approvals Flags

Page 8 of Control File sets whether promotion, rebate, and claim
approvals are used.

If set to No, the entire process is bypassed. If set to Yes, the various layers

of approvals come into effect. This flag applies to all divisions.

cdcont 7.20 Control File Maintenance 08714797
Page 6 of 10
Rebate Postx: ~ Rebate Post [Interfaced to ¥86] ype
Prom Acc Postx:
Reba Acc Postx:
Approval Reqd?: no
Cons. P/List: STD
Cons. P/L Grp:
Upd Prod Desc?:
Promo
Promo

Approval Reqd? This is a system-wide flag operating across all

divisions.
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Page 9: TrM Internal Control Numbers

cdcont 7.20 Control File Haintenance 08/14/97
Page 9 of 10
Rebate P Next Help Reference: 34865 to vael ype
Prom ficc P Next Audit Entry No: i000
Reba ficc P Horkbench Display Prog*: ptpdlsad
fipproval R
Cons. P/
Cons. P/L Grp:

Upd Prod Desc?: no
Promo
Promo

Page 10: MFG/PRO Interface

Since TrM can exist in a number of configurations, for example,
integrated with MFG/PRO sales order entry but using a different financial
system, or vice-versa, the various components of the potential interfaces
must be switched off or on as required.

Page 10 of Control File handles many of those interface questions.

cdcont 7.20 Control File Maintenance 08/14/97

Page 10 of 10,

Claim Cr Termx: Honthly
P/List Seqx:
MFG/Pro?: no
Pr List Prefix: __
MFGPro Cst Set: STANDARD
S/Man CusGrps?: no
Sale Data Req?: npo_
Rebates Used?: npo
0I Rebate Prgx: rbaudit Viev Audit Log

Rebate Prgx:
DivCustGrpPrgx*:
DP Sys Editor:
Cost Sel Progx:

S/Man CusGrps? If set to Yes, a customer can belong to more than
one customer group. Which customer group a sale is processed
against is important in the promotion and rebate calculations.

Every generic customer group entered must, prior to adding it, have a
salesperson with the same salesperson code added in MFG/PRO.



The divisional customer groups should have a code and description
that clearly show they are the divisional version of the generic
customer group, for example, Generic = CINCO, Div 1 = CINCOI,

Div 2 = CINCO2.

System Codes Activities

Activities List

Add Number Ranges (7.20.19.3) 103
Add Units of Measure (7.20.19.4) 104
Add Algorithms (7.20.19.6) 105

Add General Codes (7.20.19.5) 105
Add Currencies (7.20.19.7) 106

Add Document Types (7.20.19.8) 106
Add Language Codes (7.20.19.9) 106
Add Cost Sets (7.20.19.11) 107

Add Price Lists (7.20.19.12) 107

Add Payment Codes (7.20.19.17) 108
Add Payment Terms (7.20.19.18) 108
Add Tax Class Codes (7.20.19.19) 108
Add Discount Sequences (7.20.19.23)
Add Discount Types (7.20.19.24) 109

Add Number Ranges (7.20.19.3)

1

2 Press Go to add a description and field values.

Press Insert to add a number range; press Enter to edit an existing

range.
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cdnunb 7.20 Number Ranges Maintenance 08/14/97
Seq Code Description Start # Last # Current #
BUDTRF Next Budget Transfer ID 10000 99999 10000
NXBCHGID Next Bulk Change Trans ID 10000 9999999 10000
NXBTCHID Next Batch Process ID 10000 9999999 10000
NXCLHBTH Next Claim Offload Batch 10000 9999999 10000
NXCLMID Next Claim ID 10000 9999999 10000
NXCHND Next Credit Hote Ho 10000 99999 10000
NXCONTHO Next Agreement ID 1000 99999 1000
NXCSETEN Next Cost Set Entry 1000 99999999 1000
NXCSTSET Next Cost Set No 1000 99999 1000
NXGLBAND Next GL Batch Ho 1000 9999999 1000
NXISOND Next Int Sale Docket Ho 1000 9999999 1000
NXISID Next Internal Sale ID 10000 99999999 10000
NXISTR Next Internal Sale Tran HNo 10000 99999999 10000
NX.JRNLNO Next Journal HNo 10000 99999999 10000
NXNPTRAN Next Non Promotion Tran No 1 99999999 1

3 Press Go to save.

Starting #. It may be appropriate to reset the start, finish, and current

n. number values.

Last #. It may be appropriate to reset the start, finish, and current
number values.

Current #. When numbers reach the end of the number range, they
start again at the beginning, finding the first number not used. This
means that deletes and purges must be done. Because of the need to
save history, the recommendation is that number ranges are extended
rather than reused.

It may be appropriate to reset the start, finish, and current number

values.

Add Units of Measure (7.20.19.4)

1 Press Insert to add a unit of measure; Press Enter to edit an existing

UOM.

2 Press Go to add a description.

cdunitm

7.20 Units of HMeasure Maintenance

uoM Description

Case Case

Each Each

Pack Pack (12 to case)

08/14/97
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3 Press Go to save.

UOM. These codes should have already been entered in MFG/PRO.

Add General Codes (7.20.19.5)

1 Press Insert to add a general code; press Enter to edit an existing code.

2 Press Go to add a description.

cdgent 7.20 General Code Type Maintenance 08714797

Typex: ACCRHTHD
Description: Accruval Hethods

3 Press Go to save.

Type. This must be a unique value, since there are many existing code
types and code values already in the system.

Code. These are the actual code values associated with each code
type.

Add Algorithms (7.20.19.6)

1 Press Insert to add an algorithm; press Enter to edit an existing
algorithm.

2 Press Go to add description and field values.

bdal gor 7.20 Algorithm Maintenance 08/14/97

Algorithm+: EYEN
Description: Even Spread
# of Splits: 12

Splits Total: 120

10 10 10 10 10 10 10 10 10 10 10
10

3 Press Go to save.
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Add Currencies (7.20.19.7)

1 Press Insert to add a currency; press Enter to edit an existing currency.

2 Press Go to add a description.

cdcurry 7.20 Currency Maintenance 08/14/97
Currency Description
AlD Australian Dol lars
GBP Great Britain Pounds
NZD New Zealand Dol lars
uso United States Dollar
DH Deutschmark

3 Press Go to save.

Add Document Types (7.20.19.8)

1 Press Insert to add a document type; press Enter to edit an existing
type.

2 Press Go to add a description and field values.

cddocty 7.20 Document Type Haintenance 08/14/97

Document Typex: AGREE
Description: Promotion Agreement Form
Format IDx:
Report Progx*:

3 Press Go to save.

Add Language Codes (7.20.19.9)

1 Press Insert to add a language code; press Enter to edit an existing
code.

2 Press Go to add a description and field values.

FIQAD
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cdlang 7.20 Language Code HMaintenance 08/14/97

Language Code: US
Description: USA - English

Profilex: SYSTEM System Default

Use Flag?: Yes

3 Press Go to save.

Add Cost Sets (7.20.19.11)
1 Press Insert to add a cost set; press Enter to edit an existing set.

2 Press Go to add a description.

cdcstst 7.20 Cost Set Maintenance 08/14/97
Cost Set Cost Set Description

Standard Standard WFG/PRO Costs

3 Press Go to save.

Add Price Lists (7.20.19.12)
1 Press Insert to add a price list; press Enter to edit an existing list.

2 Press Go to add a description.

cdprlst 7.20 Price List Haintenance 08/14/97
Price List List Name
STD Standard

3  Press Go to save.
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Add Payment Codes (7.20.19.17)

1 Press Insert to add a payment code; press Enter to edit an existing
code.

2 Press Go to add a description.

cdpaycd 7.20 Payment Code Maintenance 08714797
Payment Code Description
al Freeware
as New Harkets

3  Press Go to save.

Add Payment Terms (7.20.19.18)

1 Press Insert to add payment terms; press Enter to edit existing terms.

2 Press Go to add a description.

cdpaytm 7.20 Payment Terms Maintenance 08/14/97
Term Description Period Units
[Wili] Cash on Delivery o 100
X30 Thirty days, 100% D 100

3 Press Go to save.

Add Tax Class Codes (7.20.19.19)

1 Press Insert to add a tax class code; press Enter to edit an existing
code.

2 Press Go to add a description and tax rates.
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cdtaxst 7.20 Tax Class Code Maintenance 08/14/97
Tax Class Description Rate New Date MNew Rate
CX Customs .078 01/31/98 . 081
HX Hurphy's Tax . 009 . 009

3 Press Go to save.

Add Discount Sequences (7.20.19.23)

1  Press Insert to add a discount sequence; press Enter to edit an existing
sequence.

2 Press Go to add a description.

cddissq 7.20 Discount Sequence Maintenance 08/14/97
Discount Seqg Disc Seq Mame
010 Testing
EX Exclusive of Others
IL If Lowest
IN Inclusive of Others
L Lowest

3 Press Go to save.

Add Discount Types (7.20.19.24)

1 Press Insert to add a discount type; press Enter to edit an existing

type.
2 Press Go to add a description.
cddisty 7.20 Discount Type Haintenance 08714797
Discount Type Disc Type Hame
$ Dol lar Amount Discount
) Percentage Discount
N New Dol lar Amount

3 Press Go to save.
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Financial Structures Concepts

General Ledger Codes

General ledger setup in TrM consists of adding the relevant GL accounts
and cost centers from MFG/PRO, and entering relevant transaction types
and expense types.

General Ledger Accounts

General ledger (GL) account codes are one of two main attributes of
accounts in the general ledger (the other being cost centers). The codes
entered are validated against MFG/PRO accounts. Subsequent postings
do not occur if a code match does not exist.

Enter the GL accounts to hold the various TrM discount values. Be sure
that the entire set of accounts covering off-invoice through to rebate codes
is in the system.

TrM gives the site the possibility of greatly reducing the number of
accounts on the general ledger. Since, with TrM, there is a sub-ledger that
holds discount information down to the finest level of detail, there is no
need to reflect that complex structure in the general ledger. The general
ledger need only hold summarized values. Make sure account
descriptions match account descriptions in MFG/PRO.

General Ledger Cost Centers

General ledger cost centers are one of two main attributes of accounts in
the general ledger (the other is Account code). The codes must be entered
here as well as already exist in the standard MFG/PRO maintenance area.
They are validated against MFG/PRO accounts. This data entry in TrM
and subsequent postings will not occur if a code match does not exist.

Each cost center can only exist within one division. Note that if the
Default Division flag is set to on (in the control file) then the cost center
will always be created attached to that default division, with no option to
change it. Therefore, if multiple divisions are used at a site, the Default
Division flag should not be used. Make sure cost center descriptions
match the code descriptions in the balance of MFG/PRO.
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Financial Periods

Financial periods in TrM must be generated, described, and then set to
open or closed status.

Financial periods must be generated once per year. (You can generate
multiple years if you choose.) The same calendar is used for all divisions.
The system uses the number of periods and the units for those periods
from Page 4, Financial Periods, on the Control File to build the financial
calendar. TrM then generates the start and end dates of the periods.

Period Descriptions

Periods, period descriptions, and the actual financial years are set up
within TrM and need to be reproduced on an annual basis. They currently
do not read the MFG/PRO financial period information.

Open and Closed Periods

Open and closed periods in TrM do not match those in MFG/PRO.
However, TrM transactions do not post to a closed MFG/PRO GL period
even if that period is open in TrM. By default, when claims are posted,
they post to the earliest financial period, so control in this area is
important.

Discount Sequences

The Discount Sequence code assigned in the Division Defaults record
defaults onto the price list and can be assigned to a promotion using the
strip menu option Edit Financial Details 1. This is a very important value
to get correct since it is used when price lists are created in MFG/PRO.
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General Ledger Activities

General ledger activities in TrM include entering GL accounts, cost
centers, transaction types, and expense types.

Activities List
Add General Ledger Accounts (7.20.19.14) 114
Add General Ledger Cost Centers (7.20.19.13) 114
Add General Ledger Transaction Types (7.20.19.15) 115
Add General Ledger Expense Types (7.20.19.16) 115

Add General Ledger Accounts (7.20.19.14)

1 Press Insert to add an account; press Enter to edit an existing account.

2 Press Go to add a description.

cdglac 7.20 General Ledger Account Haint 08/14/97
Expense Acct Description
3001 Sales Bonuses
3002 Sales Commissions

3 Press Go to save.

Add General Ledger Cost Centers (7.20.19.13)

1 Press Insert to add a cost center; press Enter to edit an existing cost
center.

2 Press Go to add a description and division.

cdcctr 7.20 General Ledger Cost Ctr Haint 08/14/97
Cost Center Description Division
0999 Betail Chains 2

3 Press Go to save.
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Add General Ledger Transaction Types (7.20.19.15)

1 Press Insert to add a transaction type; press Enter to edit an existing
type.

2 Press Go to add a description.

cdgltt 7.20 6L Transaction Type Maint 08/14/97
Tran Type Description
PRO Promotion Credit Hote
pYD Promotion Youcher

3  Press Go to save.

Add General Ledger Expense Types (7.20.19.16)

1 Press Insert to add an expense type; press Enter to edit an existing
type.

2 Press Go to add an expense code, description, and other field values.

cdgexp 7.20 General Expense Type Maint 08/14/97

Expense Typex: 1
Expense Code:
Description:
Gen Code Type:
Code Reqd?:
Unit Reqd?:
Expense Basex:
Actuals Basex:
0I Typex:

‘ | I‘z|z
=N =

3  Press Go to save.
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Financial Periods and Discounts Activities

Financial period activities include generating the periods, adding period
descriptions, and flagging the periods as open or closed.

Activities List

Generate Financial Periods (7.20.19.22) 116
Add Period Descriptions (7.20.19.21) 116
Set Open and Close Periods (7.20.19.20) 117
Add Discount Sequences (7.20.19.23) 117
Add Discount Types (7.20.19.24) 118

Generate Financial Periods (7.20.19.22)

1
2

Specify the year to generate periods for and the start date.

Enter the end date for the first period you want to generate and for the
last date you want to generate.

spgenpd 7.20 Generate Financial Periods 08/14/97

Financial Year: 1997
Start Date: 01/01/97
Period 1 End Date: 01/31/97
End Date: 12/31/97
Proceed?: Yes

3
4

Set Proceed? to Yes.

Press Go to generate financial periods.

Add Period Descriptions (7.20.19.21)

1
2

FIQAD

Press Insert to add a period code; press Enter to edit an existing code.

Press Go to add the period description.
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cdpddsc 7.20 Period Description Maintenance 08/14/97
Period Period Description
01 Januvary
02 February
03 HMarch
04 April
05 May
06 June
07 July
08 August
09 September
10 October
11 November
12 December

3 Press Go to save.

Set Open and Close Periods (7.20.19.20)

1 In the Status column, type a C to close a period, O to open it.

nmocpd 7.20 Dpen/Close Periods 08/14/97
Year Period Start Date End Date Status
1997 01 01/01/97 01/31/97 I
1997 0z 02/01/97 02/28/97 I
1997 03 03/01/97 03/31/97 I
1997 04 04/01/97 04/30/97 I
1997 0s 05/701/97 05/31/97 I
1997 06 06/701/97 06/30/97 I
1997 07 07701/97 07/31/97 I
1997 0g 08701797 08/31/97 I
1997 09 09701797 09/30/97 I
1997 10 10/01/97 10/31/97 I
1997 11 11/01/97 11/30/97 I
1997 12 12/01/97 12/31/97 I

2 Press Go to save.

Add Discount Sequences (7.20.19.23)

1  Press Insert to add a discount sequence; press Enter to edit an existing
sequence.

2 Press Go to add a sequence name.
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cddissq 7.20 Discount Sequence Maintenance 08/14/97

Discount Seq

Disc Seq Mame

010
EX
IL
IN
L

Testing

Exclusive of Others
If Lowest

Inclusive of Others
Lowest

3 Press Go to save.

Add Discount Types (7.20.19.24)

1 Press Insert to add a discount type; press Enter to edit an existing

type.

2 Press Go to add a discount type name.

cddisty 7.20 Discount Type Maintenance 08/14/97

Discount Type

Disc Type Name

$
%
N

Dol lar Amount Discount
Percentage Discount
New Dol lar Amount

3  Press Go to save.
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Related Topics

* Approvals (in the Promotions, Rebates, and Security chapters)
¢ Clash codes (7.20.13.18)

¢ Clash check (7.20.1.2) on the Reports menu

* Data groups (7.20.21.17)
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Business Structures Concepts

Divisions

A division is a fundamental compartmentalization of the TrM module
along lines of business. A division is a structure that occurs only in TrM
and not in the balance of MFG/PRO modules. A division can be used for

a number of reasons, the two primary reasons are sales structures and
differing transaction currencies.

Division Sales Structures

Often within a company, there are several operating units. These are
usually aligned with particular market segments or product types. The
terms commonly used are lines or channels of business. This enables food
service, for example, to be separated from retail, or pharmaceutical to be
separated from medical devices. Customers and products may overlap
between divisions or may be restricted to a division, but a division
generally represents natural and logical grouping of activity within a
company.

An important effect of maintaining records by division within TrM is that
key data elements are then separated by division automatically. For
instance, when a customer is added to MFG/PRO, that customer is
available in TrM as well (provided the cm_promo field is set to Yes). This
customer in TrM (by default) is not attached to any division. A separate
divisional customer record is held, which has the division-specific values.
This is also true for item and product records. This enables a customer or
a product to have different attributes in different divisions. For instance, a
product could be grouped one way in the Food Service division and
another way in the Retail division.

Division Currencies

All financial transactions within TrM occur in a given currency. For deals,
payments, claims, rebate calculations, checks—all of these items within
an TrM division must be one currency. This is because summary figures,
multiple promotion displays, margin calculations, and so on, cannot be
converted from multiple currencies in TrM.
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If deals and so on are done in multiple currencies, then all the transactions
associated with each currency must exist in a separate division.

Division Setup

Because many base records can be maintained by division, each division
must be set up and the many defaults for the division established. Since
divisions are mandatory, if only one division is required, it must still be
set up. That one division can be set as the default in the Control File so
that all division structures (customer, item, product, and so on) will
automatically have a divisional record created for them. Division is used
only in TrM, but a division must be linked to an MFG/PRO entity.

A division record consists of’

Division Header. This is the master address record and link to an
MFG/PRO entity.

Approval Programs. Alternate, custom approval programs run during
change of status to promotions, rebates, and so on.

Defaults. Several critical codes for managing your TrM
implementation including clash codes, price list policies, and data

grouping.

Sundry Parameters. The default methods for entering and validating
dates in the division. Also holds default account codes.

Claim Parameters. The default claim parameters if none exist at the
deal category level.

Misc Procedures. The names of programs that will replace the
standard or default programs for a number of key and specific
procedures.

Agreement Parameters. Settings for the Agreements in this division.

Approval Managers. Where a custom approvals program is written,
program parameters can be controlled from here.

Notes 1 — Division Master. Notes that are specific to the division
record that may record some critical facts and figures for future
reference.
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Division Header

The major implementation issue in the Division Header relates to
deciding whether or not to set up divisions per site. For customer, items,
suppliers, product groups, and cost centers, the values are automatically
stored by division; that is, they cannot be seen when operating in a
division unless there are divisional values for them. That is, all browse
lookups for customer, item, supplier, product group and cost center, plus
any other code that has been set as divisional, show only those values that
are valid for the user’s current division.

Division Entity

On integrated systems, you must assign a valid MFG/PRO entity for each
division. This allows promotions to be set up for multiple divisions and
subsequently to be able to detect which division non-promotional sales
are to be assigned allocated to.

If a customer buys product from two divisions of the company and buys
the same product from both divisions, where a sale is not linked to a price
list, that is, a promotion, the correct division to allocate the non-
promotional sales values and units to will be determined by the linkage
between division and entity. Entity is derived from the sales order header.

Custom Approval Programs and Parameters

The Approval Programs provide alternate approval programs for
nonstandard approvals and, where variables used in the standard approval
tables are inappropriate and the alternate table is used, additional
parameters can be specified here.

A/P stands for approval program. Enter new approval programs only
where approval rules differ from standard approval rules. If this is the
case, another approval program is written and the name of that program is
put into this field. When the standard approval process is conducted, the
program referenced here is accessed instead of the standard.

In a standard system, there is no rebate approval program. It is assumed
that people who have the authority to add and maintain rebates also have
the authority to approve them. Therefore, a program will go in here only
under very unusual circumstances.
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Project and invoice approvals are not used.

The second half of the screen contains parameters to be used by the
custom approvals programs.

The plan approval program level (Plan A/P Level) is the default
promotion approval level for use in any custom approvals program.

The AR Ref Types are used when a customer promotion approval
program is written. It refers to a generalized code set that must be
accessed when special approval personnel are defined for division
approval managers. The Main Approver is the default person responsible
for custom approvals if you choose to define one in your custom
programs.

Division Defaults

In operation, when a number of fields are accessed in day-to-day
transactions, values default in. The default values are set at a variety of
levels, some by division. Those set at division are established here.

Sometimes these defaults are used to populate other code files as the setup
is undertaken; that is, the values at lower levels in the system are more
powerful than those at this higher level. Sometimes the defaults operate
directly on transactions and have to be changed on the actual transaction.

Division Clash Code

The default clash code on the Defaults is used if no other defaults are used
(there are non-mandatory options on the Staff record) when the Clash
Check is run. If left blank, you must enter the required code when you run
Clash Check.

Division Discount Sequence

The discount sequence defaults onto price lists and can be maintained on
a promotion using the strip menu 1Header option Edit Financial Details 1.
This is a very important value to get correct because it is used when price
lists are created in MFG/PRO. Decisions relating to price list setup, for
example, should have already been made prior to or in conjunction with
TrM setup.
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Other Division Defaults

In standard installations, leave the P/L Select Program field blank because
the version of TrM you have is tailored to read price list files correctly.
Sites with versions of MFG/PRO prior to 7.4, which contain the Sales
Order Pricing retrofit, or those systems with non-MFG/PRO sales
systems, require a custom program to work with their version of price
lists. The same is true for stand-alone versions of TrM.

The default behavior for printing discount information on invoice print is
controlled by the Print P/Lists field. This can be overwritten by
promotion.

If a site uses cost management or if the site requires time-phased costing
of promotional activity, set Cost Opt. to Yes. Otherwise, you will operate
TrM in a single-cost environment.

Currency must match the division currency.
Budget Summary, Claim Limit, and Price Method are not used.

Additional settings in the Default page of the Division record are the
default data group, the approval message limit, the adjustment close date,
and the production forecast unit of measure.

For the approval message limit, generally allow the system to go past the
first few errors so that if there are several issues wrong with the
promotion, they can be picked up with one pass and dealt with altogether
before resubmitting the promotion for approval.

The adjustment close date should be occasionally manually reset forward
to maintain a future close date.

The production forecast UOM sets the UOM in which the interface to
forecasting systems transfers data. UOM conversion tables must be set up
in MFG/PRO for all required conversions in order for this to properly
calculate the correct forecasting units of measure.

Sundry Parameters

Sundry Parameters controls validate type, default type, and the divisional
GL account and cost center.
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Default Type lets you set default promotion start and finish dates. In
practice, this is not of any use because there is no commonality between
the date that the promotion is first entered in the system and the date it is
due to start. Consequently, any default will be wrong.

The accrual account and cost center used for promotional and rebate
accruals are maintained here. They must be set up for accruals to run.

Claim Parameters

Claim Parameters sets a number of claim defaults in the claim area. It also
identifies and sets account codes and flags.

General division-wide claim defaults are set up and maintained here.
They can be overwritten at the deal category level and on each promotion.

Specific tax cost center or account codes are specified, as are the
division’s miscellaneous supplier and the flag to switch on or off taxation
of internal sales. Limits are the sum of all customer claims of each type.

Default Claim Limit. The Claim Limit represents the sum for all
customers of all types of claims on an individual promotion. This sets
a limit after which individual promotions will close automatically. It
1s rare that a default can be set, but in certain businesses the method of
entering and maintaining promotions lets them have such a value.

D/C Limit. This is the sum for all customers of billback claims on an
individual promotion. This field sets a limit after which the promotion
will automatically close. It is rare that a default is meaningful, but in
certain businesses the method of entering and maintaining
promotions lets them have such a value.

Coop Limit. This is the sum for all customers of lump sum claims on
an individual promotion. This sets a limit after which the promotion
will automatically close. Rarely used.

Coupon Limit. This is the sum for all customers of coupon claims on
an individual promotion. This sets a limit after which the promotion
will automatically close. Rarely used.

Bonus Stock Limit. This is the sum for all customers of free goods
claims on an individual promotion. Rarely used.
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Tax Credit Account and Cost Center. These must be set up before any
claims can be entered in the system.

MFG/PRO Vendor. Unless a valid value is entered here, claims
cannot be entered.

Tax Internal Sales. If internal sales is to be used, indicate at the
division level whether those sales are to be taxed.

Miscellaneous Division Procedures

There are a variety of (significant) programs that can be set by division.
These are maintained here. These programs are generally ones for which
a standard is supplied that works correctly with MFG/PRO.

Another program is substituted (entered) here if an alternate system is
being used—for example, an earlier version of MFG/PRO.

Price List Pg. Leave blank if using standard MFG/PRO with no
modifications in the Sales Order Entry area. If the site uses a modified
version of MFG/PRO, a version earlier than V7.4 with the V8.5 Sales
Order Pricing retrofit, or an alternate system altogether, then as part
of the installation an alternate program must have been written to
enable the creation and maintenance of price lists. If this is the case,
enter that alternate program here.

Splits Prog. Leave blank if using standard MFG/PRO with no
modifications in the Sales Order Entry area. If the site uses a modified
version of MFG/PRO, a version earlier than V7.4 with the V8.5 Sales
Order Pricing retrofit, or an alternate system altogether, then an
alternate program must have been written as part of the installation to
enable the splitting of budget values when a promotion is moved to
status 3 or status 5. If this is the case, enter that alternate program
here.

Advice Prog. Leave blank if using standard MFG/PRO with no
modifications in the Sales Order Entry area. If the site uses a modified
version of MFG/PRO, a version earlier than V7.4 with the V8.5 Sales
Order Pricing retrofit, or an alternate system altogether, then an
alternate program must be written as part of the installation to enable
the creation and distribution of messages arising from the approvals
process. If this is the case, enter that alternate program here.
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Pricing Prog. Leave blank if using standard MFG/PRO with no
modifications in the Sales Order Entry area. If the site uses a modified
version of MFG/PRO, a version earlier than V7.4 with the V8.5 Sales
Order Pricing retrofit, or an alternate system altogether, then an
alternate program must be written as part of the installation to enable
the system to determine the list price when the deal edit screen is
displayed. If this is the case, enter that alternate program here.

Division Agreement Parameters

Promotion Seq. This is a mandatory option if agreements are used. It
sets the name of the number range to use when agreements are being
used. Leave it blank if agreements are not used.

UDC-E Used — UDC-H Used. Activate or deactivate the use of this
user-defined code field in Agreements. Mimics the UDC codes used
on promotions and rebates. The associated code tables must be
populated for these codes to have any validity.

Division Approval Managers

In those circumstances where a custom approvals program is written, then
program parameters can be controlled from here. The main control
required relates to who is to be assigned the task of approving a
promotion that has failed to auto-approve. Thus the name, Approval
Managers.

AP Ref A-C. Not used unless a custom approval program is used and
that program requires additional parameters as part of the processing.
If this is the case, the code associations with generalized codes must
be set in the previous option for Division—Approval Programs.

Approver Name. Not used unless a custom approval program is used
and that program requires additional parameters as part of the
processing. If this is the case, a valid staff member must already exist
for this division.

Division Notes

Generally used to document setup issues or variations that have occurred
since the initial setup. All fields are date, time, and logon ID stamped.
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Division Rebate Parameters

Combine Rules? Logical field with Yes or No. It is rare to have two
interacting rebate codes, so generally it is set to No.

Date Base. Generally set to the invoiced date, since invoicing is
usually run on a daily basis.

Regions, Areas, and Zones

The following concepts should be understood prior to proceeding: region,
area, zone, grouping, and division.

The region, area, and zone structures are fundamental to the makeup of
TrM. All promotions, rebates, and budgets are coded with a region and an
area, and security is based on association of a user with an area or region.
Consequently, these structures are at the very foundation of TrM.

There are several important restrictions placed on users by the inclusion
of the region and area concept. First, each user is identified with one area;
therefore, users are only able to add promotions to regions where that area
is a member of that region or, in TrM terminology, is one of the covered
areas of the region. Second, each budget must have a region or an area
attached to it, and since each promotion has a region and an area attached
to it, there must be a match-up between region and area on budget and
promotion for a promotion to be budgeted correctly.

Region is a geographical (generally) or logical sales structure within TrM.

Areas that exist beneath region and area can be part of multiple regions,
and each user and customer is generally coded at the area level, thereby
restricting or identifying users and customers with specific regions
through the area-region linkage.

Zone can optionally be linked to a region and area, but it is generally used
for an ad hoc grouping of customers into logical structures; for instance,
based around an internal sales structure or perhaps representing a
geographical structure that differs from the region and area makeup.
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Fig. 9.1
Business Structures
Relationships
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Region is a mandatory structure within TrM, usually matched closely to
sales or geographical areas. The various region codes, descriptions, and
associated information are maintained here.

Regions are linked to areas, together with which they affect access
security for addition and maintenance of promotions, rebates, budgets,
and claims. They also affect look-up capabilities when locating customers
and customer groups.

Transaction numbering can be set by region. These structures are used
only in TrM.

It is extremely important to set the region, area, and zone structures under
division correctly. A fundamental concept to keep in mind is that
promotions, rebates, and budgets are all coded with a region. Therefore, a
promotion can only exist for one region, as can a budget, and the region is
entered on the promotion header and on the budget header. Ensure that the
breakout of region and area is correct and fully covers the requirements of
the site. When region and area structures are set in place for promotions,
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rebates, and budgets and all of the records are set up, general changes to
the entire concept of the region-area structure are virtually impossible
without a great deal of work.

The most common error in setting up regions is revealed in the budget
setup. If regions are used, how are national promotions to be budgeted? If
there are three regions and a national region (a combination of all areas in
the division), and separate budgets exist for each region, but not for the
national region, when a promotion is put on for the national region, it
cannot be budgeted because there is no budget at the national level.

Most people assume that the system will detect that the three other
regions are effectively part of national, and expect the system to split it
out and use the regional budgets that do exist.

Be sure to use Grouping to allocate a region to a division. Although the
system does not force divisions on Region (as it does with Customer,
Item, and Supplier), the link must be created.

Promotion Sequence. Promotions can be numbered using one of two
methods. This method is set on page 1 of the Control File where you
are prompted to set the numbering sequence to be either area based or
region based. If region-based, ensure that the promotion sequence
number is entered here. If area-based, be sure it is on the area record.
On occasions when a site requires there be only one numeric range
for the entire division or company, select region as a methodology
and set all regions to reference the same number sequence.

Template Sequence. Check whether templates are to be used; that is,
if there is repetitive promotional activity that would be sped up by
creating new promotions from a standard template.

Rebate Sequence. If area is chosen as the numbering parameter,
rebates will be numbered using this number.

Covered Areas. The areas that are linked to this region are identified
here. Areas must be defined before they can be linked to regions.

Areas are directly related to regions. A region is made up of one or many
areas. The link between area and region is defined here. These
relationships are also set by division.
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Areas are a subset of region. One or more areas make up a region. The
concept of a national region—that is, one where the entire country is
covered under a region—is very often used. This is implemented by
establishing a national region and linking all areas to that region as
opposed to the smaller regions, which often correspond to, for instance, a
state which might have only one or a small number of areas underneath it.
Again though, when the structures of region and area are set up, ensure
that the concept of the national or total country promotion is allowed for
in the budget structures.

Areas

Area is a mandatory structure within TrM, usually matched closely to
sales or geographical areas. The various area codes, descriptions, and
associated information are maintained here.

Areas are linked to regions, together with which they affect access
security for addition and maintenance of promotions, rebates, budgets,
and claims. They also affect look-up capabilities when locating customers
and customer groups. Transaction numbering can be set by area.

There must be at least one area in a division. If no area or region structure
is required, then set up one area and one region; the area code can be the
same as the region code.

The numbering sequences are identical to those in regions.

Zones

Zone is not a mandatory structure within TrM. It is meant to reflect a
structure other than the (generally) geographical structures that region and
area represent. The various zone codes, descriptions, and associated links
are maintained here.

Zones can be linked to regions and areas, together with which they affect
access security for addition and maintenance of promotions, rebates,
budgets, and claims. They also affect look-up capabilities when locating
customers and customer groups.
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Zone can be used to support a three-tier geographical structure where it
exists below region or below area. Its main purpose is really to group
customers, thus its field name of Customer Group Zone, and it is meant to
operate independently of region and area to pull together customers into
some other structure that the site may require. Where there is no
relationship between the region-area and the customer zone, then be
absolutely sure that zones, when set up here, are not tied to an area.

Zones are attached to customers via customer groups, as opposed to areas,
which are attached to customers directly.

Business Structure Activities

The activities for setting up business structures are the definition of
divisions, areas, regions, and zones.

Activities List
Set Up Divisions (7.20.21.9) 133
Set Up Regions (7.20.21.10) 139
Set Up Areas (7.20.21.11) 140
Set Up Zones (7.20.21.12) 140

Set Up Divisions (7.20.21.9)

1 Press Insert to access the Division header.
2 Enter the division number.

3 Press Go to enter additional field values.
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cddivis 7.20.21.9 Divisions 11/10/96

Phone No: 111

Fax No: 111

Contact: 111
Device Name*:

4 Press User Menu to display the Options menu.

cddivis 7.20.21.9 Divisions 11/10/96

e +
Division*: 1 |

Name: Food Service +----------- F6 Options ---------- +

Address: 111 A. Approval Programs |

111 | B. Defaults |

111 | C. Sundry Parameters |

City: 111 | D. Claim Parameters |

State Code: 111 | E. Misc Procedures |

Country: 111 | F. Agreement Parameters |

Phone No: 111 | G. Approval Managers |

Fax No: 111 | H. Notes 1 - Division Master |

Contact: 111 oo oo oo +
Device Name*: |
o +

5 Select Approval Programs, and press Go.

6 Enter any alternative, custom approvals programs and any parameters
required for those programs.
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cddivol 7.20.21.9 Approval Programs 11/10/96

| Division*: 1 |
| Name: Food Service |

Promotion A/P*: ptapprvl Promotion Approval Routine - 1
Claim A/P*:
Rebate A/P*:
Project A/P*:
Invoice A/P*:

Span Days:
Plan AP Level*:
AP Ref Type 1*:
AP Ref Type 2*:
AP Ref Type 3*:
Main Approver*:

7 Press Go to save.

8 Press User Menu and select Defaults from the Options menu.

cddivo2 7.20.21.9 Defaults 30/12/96
B et e e e LT +
Defl Clash*: STD Customer/Product /Region
Discount Seq: EX Exclusive of Others

P/L Select Pg*:
Print P/Lists? No

Costing Opt*:
Currency*: AUD Australian Dollars
Budgt Summary?: No
Data Group*: FS Food Service Administrator

Appr Msg Limit: 1
Price Method*:

Adj Close Date: / /

Prd Fcast UOM*:

9 Enter default values as needed.
10 Press Go to save.

11 Press User Menu and select Sundry Parameters from the Options
menu.
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! City !

B ettt +
| Validate Type*: 4 Retail must be within Buy .
| Default Type*: 1 First Monday for all Dates b
I o
I o
! Cost Centre*: b
! Expense A/c*: .
| !
o +

12 Enter values for promotion start date type, accrual cost center, and so
on.

13 Press Go to save.

14 Press User Menu and select Claim Parameters from the Options
menu.

| Address: 111 |

Claim Limit:
D/C Limit:
COOP Limit:
Coupon Limit:
M&E Limit:
B/S Limit:

Tax Cr A/c*: 2001
Tax Cr C/Ctre*: 1A Auckland
MFGPro Vendor*:

Tax I/Sales?: no

15 Enter the divisional claim limits, and so on.
16 Press Go to save.

17 Press User Menu and select Miscellaneous Procedures from the
Options menu.
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Price List Pg*:
Sale Qty Prog*:
Splits Prog*:
Approval Prog*:
Advice Prog*:
Pricing Prog*:

18 Enter the names of custom sales and pricing programs, and so on.
19 Press Go to save.

20 Press User Menu and select Agreement Parameters from the Options
menu.

| City: 111 |

|

|

| UDC-E Used?: no
| UDC-F Used?: no
|
|
|

UDC-G Used?: no
UDC-H Used?: no

21 Set whether promotion UDCs are used for this division.
22 Press Go to save.

23 Press User Menu and select Approval Managers from the Options
menu.

mmpamg 7.20.21.9 Approval Managers 10/12/96

| I
I I
! Name: Retail !

123 456 789 QsL Quality Systems Ltd

24 Press Insert to enter accounts payable references and the approving
manager.
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25 Press Go to save.

26 Press User Menu and select Notes 1-Division Master from the
Options menu.

| Division*: 1 |
o +
ENTERED BY root ON 11/10/96 AT 12:40
b s +

27 Enter notes regarding divisional set-up issues, divisional variations,
and so on.

28 Press Go to save.

29 Press User Menu and select Rebate/Invoice Parameters from the
Options menu.

cddivos 7.20.21.9 Rebate Parameters 06/01/97
e e e L L L L PP e e e +
| Division*: 2
| Name: Bakery
| Entity:
| Address:
|
|

"
| Combine Rules?: yes |
| Date Base: O Order Date |
o +
| Fax No:
| Contact :
| Device Name*:
o o e e

30 Set the rebate combine rules and date base.
31 Press Go to save.

32 Exit to the main menu.
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1 Enter the Region name.
2 Press Go to enter a description, cost center, sequence numbers, and so
on.
cdregn 7.20.21.10 Regions 11/10/96
e +
Region*: 1A11
Description: Divl, RegAll
Cost Centre*:
Promotion Seq*: ALIREGPRO All Regions Promo Numbers
Template Seq*: ALIREGPRO All Regions Promo Numbers
Rebate Seg*: ALIREGPRO All Regions Promo Numbers
ME Stock Locn*:
e +

3 Press Go to save.

4 Press User Menu and select Covered Areas from the Options menu.

dreqn 7.20.21.10 Regions 11/10/9

e +
| |
| Region*: 1All ommmmmmm- F6 Options ---------- +
| Description: Divl, RegAll | A. Covered Areas |
| Cost Centrex: | B. Grouping |
| Promotion Seqg*: ALLREGPRO  All Ri---------=--—=-—-—mommmmmmooo +
|  Template Seq*: ALIREGPRO All Regions Promo Numbers

5 Press Insert to add an area. Areas must be defined before doing this.

Rebate Seg*: ALIREGPRO All Regions Promo Numbers |

___________________________________________________ +
Area Description |
___________________________________________________ |_____
1cc Divl, RegC, AreaC |
1N Divl, RegC, AreaN |
1CS Divl, RegC, AreaS |
1EC Divl, RegE, AreaC |
___________________________________________________ +

6 Press Go to save.

7 Exit to the main menu.
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Set Up Areas (7.20.21.11)

1 Enter the area name.

2 Press Go to enter a description, cost center, sequence numbers, and so
on.

cdareac 7.20.21.11 Areas 11/10/96

Area*: 1CC
Description: Divl, RegC, AreaC
Cost Centre*:
Promotion Seq*: ALIREGPRO All Regions Promo Numbers
Template Seqg*:
Rebate Seqg*:
ME Stock Locn*:

3  Press Go to save.

4  Exit to the main menu.

Set Up Zones (7.20.21.12)

1 Enter the zone name.

2 Press Go to enter a description and, optionally, a division, region, and

area.
cdzone 7.20.21.12 Zones 11/10/96
o +
| |
| Zone*: C |
| Description: Central Zone |
| Division*: 2 Bakery |
| Region*: |
| Area*: |
| |
o +

3 Press Go to save.

4  Exit to the main menu.
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» See Chapter 5,
“Security,” for
more information
on staff security
setup.
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Staff Concepts

Staff Records

Staff records are created and maintained for each person who uses TrM.
These records contain the many items of default data required for setting
up the system. Staff records are maintained both generically and by
division.

During implementation of TrM, you should consider the coding structures
used for log-in IDs. We strongly recommend generic IDs related to staff

positions rather than actual names. This allows staff membership of those
positions to change without substantial administration changes due to an

individual’s name being the staff ID rather than the generic name.

The majority of the fields on a staff record are for security purposes.
Other fields limit the access of users logged on using this staff identifier
to specific regions, areas, customers and so on.

All TrM users and internal and external salespeople must have a staff
record.

Staff Security

Setting up staft security involves assigning a security profile and a data
group to a staff ID, creating division records for the staff ID, and
assigning specific maintenance permissions, approvals, and limits by
division. See Chapter 5, “Security,” for more information on these topics.

Security profiles control menu access from the main menu, the strip
menus, and the options menus. Data groups limit staff ID access to
database records that belong to a data group. The profile and data groups
are assigned to the base staff record, both generic and division.

Staff IDs have permission to work only in divisions where they have a
division staff record. Maintenance permissions, approvals, and other
limits and securities are controlled on the staff record by division.



The staff security record includes managers, levels, and assorted control
fields. The managers link to the various approval programs, such as
Promotion Approvals. The levels fields set whether this staff ID requires
approvals or not.

The Display Margin? field can be used to hide the product margin cost in
the Deal Edit program for this staff ID.

Clash Codes

Clash codes are defined by division and are assigned to staff members in
the generic and division staff records. The default clash code is used in the
promotion strip menus. It can be changed using the strip menu options,
but when a promotion is first entered, it is assigned the default clash code
set in the staff record.

The Add Clash Code field prompts you to run a clash check after products
have been selected and prior to the promotion being committed. The Plan
Clash Code prompts you to run a check when you move a promotion to
status three. The App Clash Code prompts on a move to status five.

Internal Sales

Where internal sales are implemented, the salesperson staff records
should identify the customer and the stock location for the sales. There
must be one unique stock location per internal sales user. All sales to the
staff customer record are automatically loaded into the stock location for
processing by the internal sales mechanisms.

When an order to the staff record customer ID takes place, TrM
automatically detects the sale and loads the values and the quantities into
the stock location assigned to that staff member. It is from this stock
location that internal sales transactions are recorded and assignments to
particular accounts, product groups, and so on, are identified by the staff
member.

Staff 143
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Staff Setup Activities

Activities List
Add Generic Staff Records (7.20.21.4) 144
Add Division Staff Records (7.20.21.4) 146

Add Generic Staff Records (7.20.21.4)

1 Press Insert to add a staff member.

mstaff 7.20.21.4 Staff 14/01/97
e e +--
User Code*: root |
Short Name: root B ] F6 Options ---------- +
Full Name: System Administra| A. Security Setup (General)
Profile*: SYSTEM Sy| B. Additiocnal Security (General)
Terminal Type*: vga VG| C. Division Staff Record
Col Template*: No. 1 St| D. Promotion Access Security
Region*: 2C Di| E. Promotion Budget Security
Area*: 2C Di| F. Rebate Access Security
Customer*: G. Rebate Budget Security
Supplier*: H. Agreement Access Security
Full Name: System Administra| I. Bulk Changes Security
Profile*: SYSTEM Sy| J. Billback Claim Security
Terminal Type*: vga VG| K. Lump Sum Claim Security
Col Template*: No. 1 St| L. Free Goods Claim Security
Region*: 2C Di| M. Coupon Claim Security
Areax: 2C Di| N. GE Claim Security
Customer*: O. Internal Sale Security
Supplier*: P. Internal Sale Budget Security
Stock Locn*: e +
Division*: 2 Bakery |
Data Group*: SYSTEM System Administrators |
Device Name*: lasercl Laser Compressed - Landscape |
e R e +

2 Enter the staff designations and constraints.

3 Press Go to save the record.

4  Press User Menu and select Security Setup (General) from the

Options menu.




Plan Manager*: root
Claim Manager*: root
Rebate Mgr*: root
Plan AP Level*: 00
Claim AP Level: 00
Rebat AP Level:
Exp AP Level: 0
View Code*:
Security Level: 2
Warning Days: 2
Disply Margin?: no
Product Sec ?: yes
Custamer Sec ?: no

st fol 7.20.21.4 Security Setup 15/11/96

5 Enter the general security settings.

6 Press Go to save.

7 Press User Menu and select Additional Security (General) from the

Options menu.

User Code*: root
Short Name: root

hmstfo6 7.20.21.4 Additional Parameters 06/01/97

Full Name: System Administrator

B e e e +
Term
Col User Code : root System Administrator
Default ID*:
Edit Level*: G Group
Batch Limit :
Message Limit :
S Clash Code*: STD Customer/Product /Region
Add Clash Cde*: STR Report-Customer/Product /Region
D| PlanClash Cde*: STR Report-Customer/Product /Region
De| App Clash Cde*: STR Report-Customer/Product /Region
fommmem
B e +

8 Enter the edit level, clash codes, and so on.

9 Press Go to save.
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Add Division Staff Records (7.20.21.4)

1 Select a staff record.

2 Press User Menu and select Division Staff Record from the Options

menu.
mmstfo7u 7.20.21.4 Add/Update Staff Division 18/12/96
e e Etimintebeb bbbttt +-+
| Division*: 1 Food Service | ]
| Region*: 1C Divl, RegC ||
| Edit Region: 1C Divl, RegC [ ]
| Area*: 1Cn Divl, RegC, AreaN [ ]
| Zone* : [ ]

3 Press Insert and enter the appropriate Division, Region, Edit Region,
Area, and Zone. The Edit Region allows edits where adds are not
allowed.

4  Press Go to save.

nmstaff

7.20.21.4 Staff 14/01/97
B e e EE L T +--
User Code*: root |
Short Name: root B F6 Options ---------- +
Full Name: System Administra| A. Security Setup (General)
Profile*: SYSTEM Sy| B. Additional Security (General)
Terminal Type*: vga VG| C. Division Staff Record
Col Template*: No. 1 St| D. Promotion Access Security
Region*: 2C Di| E. Promotion Budget Security
Areax: 2C Di| F. Rebate Access Security
Customer*: G. Rebate Budget Security
Supplier*: H. Agreement Access Security
Full Name: System Administra| I. Bulk Changes Security
Profile*: SYSTEM Sy| J. Billback Claim Security
Terminal Type*: vga VG| K. Lump Sum Claim Security
Col Template*: No. 1 St| L. Free Goods Claim Security
Region*: 2C Di| M. Coupon Claim Security
Area*: 2C Di| N. GE Claim Security
Customer*: O. Internal Sale Security
Supplier*: P. Internal Sale Budget Security
Stock Locn*: e +
Division*: 2 Bakery |
Data Group*: SYSTEM System Administrators |
Device Name*: lasercl Laser Compressed - Landscape |




5 Press User Menu and select Division Staff Record from the Options
menu, then press User Menu again and select Security Setup
(Division). Enter default security for division-level approvals,
warning days, and margin display.

6 Press Go to save.

7 Press User Menu and select Additional Security (Division). Enter
default security for division-level clash codes, defaults, and
processing limits.

8 Press Go to save.
9 Press End to exit the division record.

10 Press User Menu and select Promotion Access Security from the
Options menu.

st fms 7.20.21.4 Promotion Access Security 15/11/96

o +
| User Code*: root |
| Short Name: root |
| Full Name: System Administrator |

B e e S +
Division Region Area Zone Update? Add? View?
1 ves ves yes
2 yes ves yes

B e e e e +
o +

11 Press Insert and enter values to define this staff member’s clearance
to update, add, and view promotions at the division, region, area, or
zone level, as needed.

12 Press Go to save. Repeat the above step for each of the remaining
staff security options.
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Fig. 11.1
Adding Suppliers, a
Part of the

Master Files
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Supplier Concepts

TrM Suppliers and Claims Payments

MFG/PRO pays suppliers through the Accounts Payable module. Any
payment requires a voucher be created for it. This voucher must be linked
to a valid supplier so that a transaction history can be kept for audit and
reporting purposes, a ledger of outstanding liabilities is maintained, and
voucher creation will have data automatically available for completing
the remittance advice.

Master

Codes »|  Structures > -
Files
2.3.1 Supplier Maintenance 7.20.21.3  Supplier Maintenance
2.5.1 Salesperson Maintenance 7.20. 20 Customer/Product Code Maintenance
2.1.1 Customer Maintenance 7.20.21.1  Customer

1.4.1 Item Master Maintenance 7.20.21.13  Customer Group
7.20. 21.14 User-Defined Customer Group

7.20. 21.15 Product Group
7.20.21.2  Product

TrM sets up and administers promotions and rebates using customers, that
is, accounts receivable customers. Numerous transactions require the
payment of promotional or rebate moneys via check. For claim payments,
customers must also exist as suppliers. Therefore, a supplier must be
available if voucher creation is to be automatic (a feature of TrM).

TrM creates a link between a customer and a supplier in one of three
ways:

* Each customer can optionally be coded with a valid supplier code.
When a payment is required for the customer, a voucher is created
against the linked supplier. This method is used when check payments
are regularly made to this customer.

* When a customer exists in your accounts receivable records, but
payments to that customer are infrequent, so as not to warrant the
creation of a fixed one-to-one link to a specific supplier, then, during
claim processing, the customer can be linked to a generic supplier.
This generic supplier is known as the miscellaneous supplier, and is
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specifically identified within TrM by division. When this supplier is
used, a voucher is created against the miscellaneous supplier and a
temporary address record is automatically created and attached to the
supplier. This address record is automatically populated by data from
the accounts receivable record for the customer. This enables multiple
customers to be automatically linked to a supplier, and also enables
automatic creation of a voucher containing the correct details for
payment.

e Sometimes, a customer who requires payment does not exist in your
accounts receivable records. In this case, the customer is linked to a
miscellaneous supplier during claim processing, as described above.
When this supplier is used, a voucher is created against the
miscellaneous supplier and a temporary address record is manually
created and attached to the supplier. You must manually populate this
address record during claim entry, since there is no accounts
receivable record to default values from. This enables multiple
customers to be automatically linked to a supplier, and also enables
automatic creation of a voucher containing the correct details for
payment, as manually entered during claim processing.

Supplier Records

The supplier identifies an entity that you purchase from. Valid suppliers
are maintained here. This is the generic supplier. A supplier must be
linked to, or identified as a valid supplier for, each division within TrM
where it is to operate. This is done using the Options menu.

A supplier is used when accounts payable vouchers are created by TrM. A
direct customer-to-supplier link can be created by coding a divisional
customer with a supplier. Alternatively, a miscellaneous supplier can be
defined to enable creation of vouchers for multiple customers via one
supplier.

Suppliers by Division

Within TrM, suppliers must be linked to specific divisions. These links
are defined using the Associated Divisions option in the Supplier
Maintenance Options menu. This restricts the supplier availability by
division.
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If a default division has been set in the Control File, a divisional supplier
record is automatically created for the default division. A supplier can
only be available for a division when that division is specified here.

Supplier Name and Address

Generally a supplier’s name and address do not change between
divisions; this information on the division record makes that record
available when operating in the specified division.

Supplier Activities

In these activities, you add suppliers and then add a divisional record for
each division where they are used.

Activities List
Add Suppliers (7.20.21.3) 152

Add Suppliers (7.20.21.3)

1 Enter the supplier number.

2 Press Go to enter address and contact information.

msupp 7.20.21.23 Supplier Maintenance 11/10/96

Supplier*: A123456
Name: New Supplier
Short Name: Newone
Address: Address222
Address222
Address222
City: City222

Zip Code: zip222
Country: New Zealand

3 Press Go to save.
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4 Press User Menu and select Associated Divisions from the Options

menu.

msupp 7.20.21.3 Supplier Maintenance 01/12/96
e e e L e +
! Supplier*: 999 !
! Neme: AdHoc Suppl+---------- F6 Options ----------- +
! Short Name: AdHoc Suppl| A. Associated Divisions !
! Address B e i +
I I
I i

mmsuppd 7.20.21.3 Associated Divisions 01/12/96
e e L e e T e e +

Supplier*: 999
Name: AdHoc Supplier Record
Short Name: AdHoc Supplier Record

| Division Name !

1 Retail

5 Press Insert to add a division.

6 Press Enter to access the division record. Accept or modify the record
as needed, and press Go to save.

mmsuppdu 7.20.21.3 Supplier Division Maintenance 01/12/96

Division*: 1 Retail
Name: AdHoc Supplier Record
Short Name: AdHoc Supplier Record
Address:

City:
State Code:
Zip Code:
Country:
Contact:
Phone No:
Fax No:
Supplier*:

7 Exit to the main menu.
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Customer Concepts

Customer Types

The TrM customer type is identical to the MFG/PRO promotion group on
the customer master. Entries in the TrM Customer Type field are stored in
the MFG/PRO Generalized Codes table under the Promotion Group. A
customer is visible to TrM if the Promotion Group field on the MFG/PRO
customer master has a valid value.

TrM has system-defined customer types:
Direct. Buys from the manufacturer and sells to the consumer.

Wholesales/Distributor. Buys from the manufacturer. Sells to an
indirect customer who then sells to the consumer.

Indirect. Buys from a wholesaler/distributor. Sells to the consumer.

Customer Group. An entity formed to negotiate pricing and not
necessarily to undertake transactions. An entity that is aligned with
the manufacturer, a contract salesperson for the manufacturer. Its
allegiance is to the manufacturer.

Buying Group. An entity formed to negotiate pricing and not
necessarily to undertake transactions. A buying group is an entity that
is aligned with the customers, a grouping of (usually) unassociated
companies that band together to leverage their combined buying
power into a stronger negotiating position. Its allegiance is to the
customers.

Internal. Covers a variety of transaction initiators, principally the
manufacturer’s salespeople who use stock in the field as samples,
substitute lump sum payments, and free goods for a variety of
reasons.

Intercompany. Associated companies for which TrM may need to
track some aspects of transfer pricing.

Supplier/Manufacturer. 1dentifies the original source of supply when
TrM transactions are initiated from a distributor. For tracking
transactions within TrM for chargeback purposes.
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Customer Profiles

Businesses with large numbers of customers need to categorize customers
for control during reporting, selection, and administration. In TrM, this
categorization is done through customer profiles.

Customer Profile Uses

The main uses of profiles are:
 For defining customers who belong to user-defined groups
* For defining customers on rebates

* For defining customers and using these attributes as parameters to
locate budgets

* For reporting or viewing purposes
Customers can have up to nine profile levels, each representing a separate

characteristic or dimension. It is not required that all defined profile levels
be used.

These profiles are used only in TrM and therefore are not linked to any
other values on the customer master files.

A customer can have a different set of profile values for each division. For
example, in one division a customer may belong to Major
Customers—Retail 015, while in another division the same customer
belongs to Major Customers—High Volume 019.

Profile Level Types

Each profile level can be one of five types:

v. A value, typically numeric, not validated against any code table; for
example, WEIGHT (KGs): 27.95.

¢. A code, validated against a table. A customer can have only one
value; for example, BRAND: Whippo.

i. An iterative code, validated against a table. A customer can have
multiple values at one level; for example, PROMOTION GROUP:
Sysco National, Sysco East. Iterative profile values cannot be used as
promotion budget parameters.
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blank. The profile level is not used

h. A hierarchical code, validated against a table. There is a
relationship between levels in the profile; a lower-level value is tied
hierarchically to one or more profiles at the level or levels above. In
this example, shampoo and conditioner are hierarchically related to
Hair Care, so they cannot be associated with Skin Care.

Category Hair care Hair care Skin care

Product Line Shampoo Conditioner Sun cream

There must be a minimum of two values (profile levels) defined as
hierarchical. Hierarchical codes must occupy the last places in the list
of nine levels. For example, if there are two hierarchical codes, they
must occupy levels 8 and 9; if four, they must occupy levels 6, 7, 8,
and 9.

The hierarchical relationship exists only between the child and the
parent level, not between the child and grandparent, or earlier, levels.
A code can be the child of more than one parent.

Maintenance of hierarchical and iterative codes is different from that of
standard code structures. This is because for hierarchical codes, the
relationship between the parent and child must be defined. For iterative
codes, a single customer can be associated with multiple code values. For
both types of codes, maintenance is done in code maintenance functions,
not in customer maintenance.

TrM and MFG/PRO Customer Analysis Groups

MFG/PRO uses the customer analysis group as the grouping mechanism
or structure to apply pricing to more than one customer. However, the
customer analysis group is restricted to price lists.

TrM customer groups and user-defined customer groups not only cover
the same function, but have a wider applicability in standard reporting,
budgeting, rebate application, and all the features found in TrM.

TrM does not use customer analysis groups as part of the user interface,
but in the background it reduces all transactions or setup to this structure,
which is the standard customer grouping mechanism in MFG/PRO.



Customers 159

Customer Groups

A customer group is a logical grouping of customers with which the
manufacturer regularly does business and defines deals. It is the most
common customer level used for promotions and rebates.

Customer groups are synonymous with buying groups and brokers. For
the food-service industry, these are groups of customers associated with a
broker. For the retail industry, they represent the national and regional
chains. For the medical industry, they are the buying groups.

The existence and regular use of these groups within TrM does not mean
that deals cannot take place at lower levels of the customer structures, for
example, at the sold-to customer level, or higher, for example, at the zone
or region level.

For customers to be on a promotion or a rebate, they must belong to at
least one customer group. In the retail and food-service industries,
customers usually belong to only one customer group. In the medical
industry, it is common for customers to belong to many buying groups.

Customer Groups on Promotions

When customers are added to a promotion, the main selection method is
via customer group, even if only one customer is required. This access
method means that when a customer is chosen, the associated customer
group is known. If a customer is added by merely identifying the
customer code, and this customer belongs to multiple customer groups, it
will be on the promotion as many times as it is in a customer group. This
is because all records are stored by TrM at the customer by product by
customer group level.

Customer Groups and MFG/PRO Salespersons

Customers can belong to multiple customer groups within a division.

When this occurs and a sale to a customer can be via either customer

group, the appropriate customer group must be identified during sales
order entry.
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In these cases, the method of identifying the customer group is the
Salesperson field on the order header. When sales orders are entered, the
salesperson is entered on the header. The division is determined by the
current entity of the site that the logged-on user is operating in, also
recorded on the sales order header. The invoice will therefore locate the
correct customer group for the sale.

User-Defined Customer Groups

A user-defined group is a grouping of customers that are logically linked,
for example, for a specific deal. However, in general, it is not a grouping
of customers with which you regularly do business. For example, a
manufacturer can have a promotion for small retail customers in two of
four sales territories.

In many markets, the large customer groupings, such as occur in retail or
in food distribution, may occasionally be treated as a group for deal and
promotion purposes, but are generally broken into smaller groups, for
example, state, broker, and so on. When deals are made on a national or
entire customer basis, it may be useful to have a user-defined group set up
that rapidly selects customers as needed.

User-defined customer groups are defined by templates. Template
elements can include area, customer type, and profile level values.

Customer Group Member List

In the medical industry, commercial dealings are (generally) dominated
by two main entities:

* The buying group, which negotiates the agreement price and
conditions for a specific group of customers for a specific set of
products

* The distributor, who buys at list price from the manufacturer and who
sells at the agreement price to the customer, claiming the difference in
price back from the manufacturer in the Chargeback transaction

Customers are linked or attached to both of these entities:

» Customers are members of buying groups.



» Customers purchase product via distributors (or possibly directly with
manufacturers).

Agreements (analogous to promotions) are set up for or in conjunction
with buying groups. The members of the buying group are then able to
purchase from one or several distributors at the agreement price.

The buying group member list is the third customer grouping that exists in
TrM. It consists of a list of customers who are the current members of the
buying group. The member is not necessarily on the Customer Master file
and consequently TrM identifies buying group members as separate
entities from customers per se. If a member does in fact buy from us (the
manufacturer), the member must also be a customer.

Customers 161
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Customer and Group Setup Activities

Setup activities for customers and various groups of customers are part of
TrM system implementation.

Activities List
Customer Types Setup 163
Update MFG/PRO Customer Records 164
Generic Customer Records Setup 164
Division Customer Records Setup 167
Update Customer Unstructured Data 171
Customer Profile Level Types Setup 173
Customer Profiles Interface Setup 173
Customer Profile Code Tables Setup 175
Value, Code, and Hierarchical Profile Levels Setup 176
Iterative Profile Levels Setup 177
Multiple Customer Groups Flag Setup 177
Customer Group/MFG/PRO Salesperson Setup 178
Generic Customer Group 179
Division Customer Group 182
Assign Customers to Customer Group 184
Customer Group and MFG/PRO Customer Setup 185
User-Defined Customer Groups Setup 186
User-Defined Customer Groups Templates Setup 187
User-Defined Customer Group Customers Setup 189
User-Defined Customer Group Customers Update 189



Codes

Structures

Master

v

Files

2.3.1 Supplier Maintenance 7.20.21.3  Supplier Maintenance
2.5.1 Salesperson Maintenance 7.20. 20 Customer/Product Code Maintenance
2.1.1 Customer Maintenance 7.20.21.1  Customer
1.4.1 Item Master Maintenance 7.20.21.13  Customer Group

7.20. 21.14 User-Defined Customer Group

7.20. 21.15 Product Group

7.20. 21.2  Product

Customer Types Setup

Initialize each of the TrM customer types in Customer Types (7.20.20.1).
To initialize a type, highlight the type code, press Enter to access the

record, and press Enter again to accept the record.

Customer Setup Activities

The following should be understood prior to proceeding: profile,
grouping, division, customer type, approvals, volumes.

Customers records are created and maintained automatically for access by
TrM whenever the Customer Master record is maintained in MFG/PRO.

Customers 163

Fig. 12.1
™
Implementation
Work Flow: Master
Files
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Fig. 12.2
Customer Setup
Screen Flow
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Customer
211
Page 1

Page Down User Menu

Customer Screen Flow

A Associated Division

Page 2 B Notes 1 — Customer Master
C View Attached Groups

D Customer Data 1

E Customer Data 2

A Associated
Division

_

Associated
Screen

User Menu
A Additional Information (same information
as Page 2 but at division level)

B Profile Information
C Data 1 Information

D Data 2 Information

Update MFG/PRO Customer Records

Add the TrM customer type to each MFG/PRO customer record (2.1.1).
In the Promotion Data frame, enter the customer type in the Promotion

Group field.

Generic Customer Records Setup

Use Customers (7.20.21.1) to maintain customer records.

There are two screens of data. All values default from the MFG/PRO

customer master record.
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Fig. 12.3
frncust 7.20.21.1 Customers 11/10/96 Generic Customer
Record, Page 1
o Page 1 of 2 —---------mmmmmmm - +
Customer Code*: 203882
Full Name: Franklins Stores
Short Name: Franklins
Address
City:
State Code:
Zip Code:
Country:
Contact:
Phone No:
Fax No:
Area*: NSW New South Wales
Customer Type*: DIREC Direct Customer
Bill Customer*: 203882 Franklins Stores
Supplier=:
B e e L L L L e L +
Customer Type. Types are the same as the MFG/PRO promotion » See “Customer
h d default from th Types” on
groups on the customer master and default from there. page 156
Supplier. Only enter a value here if there is an existing link defined. » See “Set Voucher
Also, if there is a separate link by division, it is probably better to ﬁ?gcr:flzgrous
leave this field blank and enter a value on each division customer Supplier” on
record. page 469.

Press Page Down to display page 2.
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Generic Customer
Record, Page 2
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Immcust 7.20.21.1 Customers 11/10/96

| Customer Code*: 203882
| Full Name: Frarklins Stores
Fommmmmmmmm oo Page 2 of 2 -------------momoom o +

Tax Status*: S Standard
Buy Days Open:
Buy Days Close:
Disc Display:
Vol Weighting: 10

Settlement %: .00
Servicing Fee: .00
Price List*: std Standard
Pay Method*:
ittt D B bt +
| Bill Customer*: 203882 Franklins Stores
| Supplier*:
ittt +

Tax Status. This is a mandatory field.

Buy Days Open. Not used in the current release.
Buy Days Closed. Not used in the current release.
Discount Display. Not used in the current release.

Volume Weighting. One of several methods for spreading product
volume across customers. The method to be used is specified in the
spread method on the deal category records.

Weighting indicates the customer’s general relative importance to the
manufacturer in terms of sales volumes. The range is 1 — 99. For
example: Expected sales = 1000 units. Two customers on the
promotion: Customer 1 weighting = 10; Customer 2 weighting = 20.
Customer 1 would receive one-third of the volume, customer 2 would
receive two-thirds.

Implementation Issues: It is rare that sites can provide reasonably
accurate figures for all these fields. The general consensus seems to
be that after six months or a year, the site should run a custom report
that will determine what the average weighting should be, and then
input these figures for use from then on.
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Settlement Percentage. This is used in only one place in TrM: in
Deal Edit, within the Detailed Margin Analysis, where the settlement
percentage is calculated as a further discount to derive the correct net
wholesale price.

Servicing Fee. For use with indirect customers—that is, customer
type 3—who buy from wholesalers. The wholesaler generally charges
an incremental fee in addition to their cost price. This fee, called the
Warehouse Servicing fee, is paid by the indirect customer, and it pays
the wholesaler for the conduct of their business. It is the most
common form of charging for distribution service. In determining the
net wholesale price for an indirect customer when using the Detailed
Margin Analysis as a pricing method, you must factor in the servicing
fee component as an increase in price so that the starting point of the
net wholesale price is as accurate as possible.

Price List. Not used in this release.

Payment Method. There are only two values, VO for Vouchers
(check) or CN for Credit Note. Choose which is the most common
payment method for this customer. This value is used as a default for
the Payment Method field in claims processing and can be
overwritten.

Division Customer Records Setup

Within TrM, customers must be linked to specific divisions, thereby
creating a division-specific customer record. This division customer
record is maintained here. This makes the customer available by division.

If a default division has been set in the Control File, a division customer
record is created automatically for the default division. Divisioning
enables a customer to have different attributes by division.

The division customer record is only applicable within TrM.

If there is no default division in the Control File, division records cannot
be automatically created and must be manually created.

All values default from the generic customer record.
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Fig. 12.5
Division Customer
Record
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mcustdu 7.20.21.1 Customer Division Maintenance 11/10/96

Division*: 2

Full Name: Franklins Stores

Short Name: Franklins
Address:

City:
State Code:
Zip Code:
Country:
Contact:
Phone No:

Fax No:

Area*: NSW New South Wales
Customer Type*: DIREC Direct Customer
Bill Customer*: 203882 Franklins Stores

Supplier*:

Complete the division record from the Options menu.

Screen Option Screen Option

7.20.21.1 Customers Associated Divisions Associated Divisions Additional Info

Customer Code. Normally these records are added, maintained, and
deleted from within MFG/PRO and, as part of the implementation
into an existing MFG/PRO site, a bulk load can be done which will
pull all these values through. The example given here is if the
implementation stands alone and assumes figures are being entered
from scratch; in other words, there is no interface to MFG/PRO.

Implementation Issues: Be careful not to confuse the division-specific
customer here with the generic customer. Generally, installations are
divisioned and, provided the default division record is set on the
control file, a division-specific customer is automatically created
when a customer is created.

Full Name. Defaulted from generic customer.
Short Name. Defaulted from generic customer.
Address. Defaulted from generic customer.

City. Defaulted from generic customer.
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State. Defaulted from generic customer.

Zip. Defaulted from generic customer.

Country. Defaulted from generic customer.

Contact. Defaulted from generic customer.

Phone Number. Defaulted from generic customer.
Extension Number. Defaulted from generic customer.
Fax Number. Defaulted from generic customer.

Area. Please ensure that the division, region, and area structures are
correctly set prior to adding and maintaining these fields on the
customer.

Implementation Issues: Please note the issues discussed in “Regions,
Areas, and Zones” on page 129.

Customer Type. Please note the issues discussed in “Customer
Types” on page 156.

Bill Customer. Defaulted from generic customer.

Division Customer Options

From the Associated Divisions screen, press User Menu to display the
Options menu.

Fig. 12.6
mcustdu 7.20.21.1 Customer Division Maintenance 11/10/96 Cu;tomer Division
Maintenance
oo mmmmmmmmmmm oo Page 1 of 2 ----------------mommo +
Customer Code*: 203882
B +

2 Bakery o F6 Options ---------- +
| A. Additional Information |
| B. Profile Information |
| C. Data 1 Information |
| D. Data 2 Information |
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Division Customer
Record: Additional
Information
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A. Additional Information. The division customer’s second page of
TrM-related information.

B. Profile Information. The Division Customer’s Profile values.

C. Data 1 Information. Ten fields of additional, unstructured text data
that can be attached to the Division Customer.

D. Data 2 Information. A further ten fields of additional, unstructured
text data (twenty in total) that can be attached to the Division
Customer.

Division Customer Setup, Page 2

There are two screens of data for division customers, this is the second
page.

From the Associated Divisions screen, choose User Menu to display the
Options menu; then choose Additional Information.

Division customer records are created and maintained for access in TrM.
An additional menu choice (this option) allows maintenance of fields that
are required by TrM to function correctly.

This record is the Division Customer record. On initial creation, Division
Customers default from their generic parent (this record).

mcusd2 7.20.21.1 Additional Information 11/10/96

Customer Code*: 203882 |

Tax Status*: S Standard
Buy Days Open:
Buy Days Close:
Disc Display:
Vol Weighting: 10

Settlement %: .00
Servicing Fee: .00
Price List*: std Standard
Pay Method*:
o +
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Tax Status. This is a mandatory field.

Buy Days Open. Not used in the current release.
Buy Days Closed. Not used in the current release.
Discount Display. Not used in the current release.

Volume Weighting. This is used if the second method of entering and
spreading promotional volumes is used.

Implementation Issues: It is rare that sites are able to provide
reasonably accurate figures for all these fields and the general
consensus seems to be that after six months or a year, the site should
run a custom report to determine what the average weighting should
be. These figures can be input for use from then on.

Settlement Percentage. This is used in only one place within an TrM,
on the Deal Edit within the Detailed Margin Analysis where the
settlement percentage is calculated in as a further discount to derive
the correct net wholesale price.

Servicing Fee. For use with indirect customers, that is customer type
3, who buy from wholesalers. The wholesaler generally charges an
incremental fee upon their cost price. This fee is called the Warehouse
Servicing fee, is paid by the indirect customer, and it compensates the
wholesaler for the conduct of their business; it is the most common
form of charging for the distribution service. In determining the net
wholesale price for an indirect customer when using the Detailed
Margin Analysis as a pricing method, you must factor in the servicing
fee component as an increase in price so that the starting point of the
net wholesale price is as accurate as possible.

Price List. Not used in this release.

Payment Method. There are only two values, VO for vouchers
(check) or CN for credit note. Choose the most common payment
method. This value defaults to the Payment Method field in claims
processing and can be overwritten

Update Customer Unstructured Data

There are 20 unstructured data fields for each generic and division
customer record. Data defaults from generic fields to the division fields.
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Screen Options

7.20.21.1 Customers Customer Data 1

Customer Data 2

Fig. 12.8
Generic Customer mmcusod 7.20 Customer Data 1 Maintenance 08/05/97
Unstructured Data
Customer Codex: Ad
Full Name: AJ Customer Group
Desc Field 1: Generic data for Ad
Desc Field 2: Generic data item tuo for AJ
Desc Field 3:
Desc Field 4:
Desc Field 5:
Desc Field 6§
Update the division-specific data from each division record.
Screen Option Screen Options
7.20.21.1 Customers Associated Divisions Associated Divisions Data 1 Information
Data 2 Information
Fig. 12.9
Division Customer mmcusd4 7.20 Data 1 Information 08/05/97
Unstructured Data

Customer Codex:

Ad

Desc Field 1: Generic data for aAd

Desc Field 2: Division data item tuo for AJ
Desc Field 3: Division data item three for AJ
Desc Field 4:

Desc Field 5:

Desc Field 6

Desc field 1 — 10. The major issue here is to remember that these are
free format and are not coded. No setup is required other than to
change the label. Switch off those fields not required.

Desc field 11 — 20. The major issue here is to remember that these are
free format and are not coded. No setup is required other than to
change the label. Switch off those fields not required.

Enter division customer-specific unstructured data here. Two screens are
available with a total of 20 data elements in all.

This data is specific to the TrM division customer.
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Customer Profile Activities

There are nine profile levels for categorizing customers. Each level, or
dimension, can be defined as to data type and valid values. Customers can
then be assigned a value for each level.

The following sections cover setting up the level types and code tables,
updating the user interface, and assigning values to customers.

Customer Profile Level Types Setup

Specify which customer profile levels are to be used and the level types in » See “Profile

i
the Control File, page 2 (7.20.19.1). Level Types” on
page 157.
Fig. 12.10
cdcont 7.20.19.1 Control File 11/10/96 Level Types for
Customer Profiles
B it Page 1 of 10 -----------------~---~-- +
B et Page 2 of 10 --------- +
No Customer Hierachys: GII & V8.6
Customer Profile Type 1: i
Produ Customer Profile Type 2: v
Custom Customer Profile Type 3
Deal Di Customer Profile Type 4: i
Customer Profile Type 5:
Autogen Pr Customer Profile Type 6: C
Pro Customer Profile Type 7: C
Use Cust Customer Profile Type 8: h
Autogen Customer Profile Type 9: h
Reba
e e +
Default Clash Code*: STD

No Customer Hierarchies. The number of hierarchical relationships
defined among the profile levels. If there are any, minimum = 2.

Customer Profile Type 1-9. Valid values are v, ¢, i, h, and blank.

Customer Profiles Interface Setup
Setting up the customer profiles interface involves updating several
interface components:
* Menu item labels on the Customer/Product Code Maintenance menu
 Screen titles for the various profile level programs

* Field labels for the various profile levels

N QAD



174 User Guide — Trade Management

If setup has been completed properly, the labels will be correct and those
fields not being used will have no label and have no access to them.

Menu Item Labels

Use Menu Systems Maintenance (36.4.4) to update menu item labels for
the Customer/Product Code Maintenance menu. Labels should indicate
the dimension reflected by the profile level. For example, Maj/Min
indicates that this profile differentiates major customers from minor

customers.
Fig. 12.11
[ﬁodate Profile mgmemt.p a+ 36.4.4 Henu System Maintenance 08/06/97
Menu Items Language ID: US U. §. English
Menu: 7.20.20
Customer/Product Code Maint
Sel Selection Label Name Exec File Help File
_3 cust Prof 1 Maj/Hin aicprvi.p
Screen Titles
Use Program Maintenance (7.20.24.9) to update screen titles for customer
profile-level programs. Titles should indicate the dimension reflected by
the profile level. Update the title in the Title field.
Fig. 12.12
[ﬁodate Profile spprog2 7.20.24.9 Program Maintenance 08/06/97

Screen Labels

Program*: cdcprvil Version:
Description: Customer Profile 1 Maintenance
Directory: cd/
Procedure Type: codemnt Code Maintenance
Title: Cust Prof 1 Maj/Min
Dption Title:
Top Rou: 3
Left Column: 6
No of Occurs: 15

Access Program: Directory:
Help Reference: 11545
No. Help Pages: |1

Field Labels

Use Database Field Maintenance (7.20.24.8) to update field labels for
customer profile levels. The fields are cprfv1-9.

FIQAD
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7.20.24.8 Database Field Maintenance

Field Name: cprfwvi
Description: Profile Value 1

Side Label: _Maj/Min Custx:

Column Label: Maj/Min Cust

Other Label: Maj/Min Cust

Used ?: ues

Help Reference: 10220
Ho. Help Pages: 1

08/06/97

Side Label. It is important to preserve the existing line length,
including leading blank spaces.

Customer Profile Code Tables Setup

Set up code tables for customer profiles in Customer Profile 1-9
(7.20.20.3-11). The nature of the code and whether it is used in TrM

should have been set previously in the Control File. Given the type of

code that it is, enter the valid values for a given level in the profile.

These codes are used only within TrM.

Press Insert to add a code value.

cdeprvi

7.20.80.3 Cust Prof 1 Maj/Min

08/04/97

Description Division

Major customer
Minor customer

Profile Code. A valid value for this profile level.

Implementation Issues: A major implementation issue relates to the

divisioning of these codes. For a multidivision site, codes can be
either applicable to and used in multiple divisions, or division-

specific. Remember that the labels are not division-specific, but apply
across the whole system, so generally the label should determine
logically what the field contents are going to be, even though the

content options may vary by division.
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Fig. 12.13
Update Profile
Field Labels

Fig. 12.14
Customer Profile:
Code Tables
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Fig. 12.15
Customer Profile:
Value, Code,
Hierarchical Levels
Setup
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Customer Profiles Setup

Maintain customer profiles on the division customer records, with one
exception: profile levels with iterative codes. Maintain iterative profile
levels in the code table.

The nature of each profile level has previously been set in the Control file.
Whether a profile level is used at all is set in the Control file and in
Database Field maintenance.

Value, Code, and Hierarchical Profile Levels Setup

Ensure that a value is set for each profile level used. The system does not
force you to enter these, and they are not coded anywhere as mandatory or
optional, so they are easy to bypass.

Screen Option Screen Option

7.20.21.1 Customers Associated Divisions Associated Divisions Profile Information

mcusdl 7.20.21.1 Profile Information 11/10/96

Customer Code*: 203882 |

Cus Profile 1*:
Cus Profile 2*: 6
Cus Profile 3*:
Cus Profile 4*:
Cus Profile 5*:

Cus Profile 6*: NSW New South Wales

Cus Profile 7*: ARW AAW National Group

Cus Profile 8*: API APT

Cus Profile 9%: 4SQ Four Square
o +

Profile Value. Prior to entering this field, the full customer (and later
product) profile setup should be discussed in depth. At some sites,
existing Sales Analysis can provide a good source for determining
what the profile values should be.
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Iterative Profile Levels Setup

Maintain profile levels with iterative codes in the code tables: Customer
Profile 1-9. Link each customer to all appropriate values. For example, if
the profile level is Promotion Group, a customer can belong to both
Promo Group National and Promo Group South.

If the profile level is set as iterative, the link between value and division
customer is set in the relevant profile codes, in 20.15-20.23.

For those values that are iterative, that is, one record can have multiple
profile values, they are left blank here and you proceed to the code table
itself and attach the customers to the code that belonged to each of them.

Screen Option
7.20.20.3-11 Customer Profile Associated Customers
1-9
Fig. 12.16
cdep4o? 7.20 Associated Customers 08/05/97 Customer Profile:
Iterative Profile
CustProf4 Description Division Levels Setup
it Iterative 1 1
it2 Iterative 2 1
it
Customer Hame
adi1 ad 1
BB1 Big Bargains 1
HKO1 MKO 1

Customer Group Activities

The following should be understood prior to proceeding: customer
groups, TrM and MFG/PRO files, grouping, division, region, area, and
zone.

Single and Multiple Customer Groups

Multiple Customer Groups Flag Setup

In the “S/Man CusGrps?” on page 102, the S/Man CusGrps flag setting
indicates whether this site can have a customer belonging to multiple
customer groups in one division. When set, this requires that the generic
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Fig. 12.17
Customer Groups
as MFG/PRO
Salespersons
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customer group first exists as a salesperson in the MFG/PRO Salesperson
table. When the generic customer group is established, the Salesperson
table is checked to ensure the existence of a salesperson with the identical

code.

To set up the system for multiple customer groups, in Control File
(7.20.19.1), enter Yes in the S/Man CusGrps? field.

Customer Group/MFG/PRO Salesperson Setup

Use Salesperson Maintenance (2.5.1) to set up an MFG/PRO salesperson
for each customer group.

ser Menu Edit Havigate Config Options Window Help

u

Address:
Address:

900 Harbor Dr

Address:

City:

Baltimore State:

Post:
Country:

Format:

County:
Language:
Sort Name:

Langs

Salesperson Maintenance (1-5alesperson) 08/22/97
<{1-5ales>
Salesperson: Langs <2-Detai>
Address
Name: Langs [ 1Temporary

HD.
0
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Customer Groups Setup

Fig. 12.18
Customer
Product Code Customer Work Flow for
Maintenance Group Customer Groups
20 2113 and User-Defined
Customer Groups
User
Customer Menu
Profile Associated
1-9 Divisions
L User-Defined Aleser
ngu";e' e Associated
21.14 Customers

User
Menu Define Templates
Generate Customers

Edit Customers
Grouping

Customer Group

and
U s eI'-D efi ne d Define Templates o
plate
Customer Group 'D
Setup Enter L .
Selection

Criteria
Screen

Within TrM, a customer group is the main commercial grouping of
customers with which you do business. The generic customer group
record is maintained here.

The division customer group records are attached to this generic customer
group.

Each division customer group is attached to the customers that belong to
that customer group in that division. This means that no customers are
attached directly to the generic customer group, only to the division
customer group record.

Customer groups are found only in TrM.

Generic Customer Group

Begin customer group setup in Customer Group (7.20.21.13).
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Fig. 12.19
Generic Customer
Group

» For more
information, see
“Customer
Groups” on
page 159.
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Inmbrok 7.20.21.13 Customer Group 11/10/96

Cust Group*: 100
Name: Broker 100
Address: 100 Milford Rd
Milford

City: Auckland
State Code:
Zip Code: 0987654321
Country: NZ
Contact: Fred
Phone No: 486-1111
Fax No: 486-1112
Customer Code*:

Customer Group. There are many names for these customer groups;
for example, brokers, buying groups, and accounts. Be sure that you
have a clear understanding of where and how these fit together prior
to performing this setup.

Implementation Issues: Every customer in the system must be
associated with at least one customer group. This is a fundamental
relationship, and a customer cannot be put on a promotion or an
agreement unless they belong to a customer group. This does not
mean that the customer group is the only structure; in fact, a
promotion can apply to just one customer. However, it is here that the
mandatory customer-to-customer group relationship is set up, even if
it is a one-to-one relationship—that is, there is only one customer in
the customer group. During implementation, be aware that the setup
is done for the generic customer group first and then the division
customer group.

Specify the commercial name for the customer group on the generic
record. If there is only one division at the site, the generic and
division names for the customer group can be the same. If there are
multiple divisions and a customer group can appear in more than one
division, the names of the division customer groups that appear under
the generic customer group must be different from each other.

Customer Code. This is only relevant at the division level.



Associated Divisions

From the division customer group screen, press User Menu to display the
Options menu for specifying divisions that the customer group is
associated with.

rriorok 7.20.21.13 Brokers 11/10/9
B e e e L L P e e et +
| Broker*: 100 |
| Name: Broker 100 ommmmmmmo F6 Options ---------- +
| Address: 100 Milford R4 | A. Associated Divisions
| Milford e e +

A. Associated Divisions. The divisions in which the generic customer

group is a valid customer group.

The customer groups belong to one or more divisions and are
automatically divisioned. In this screen, divisions that this customer
group belongs to are entered and maintained.

mmcanglu 7.20.21.14 Templates 15/11/96

Customer Group: SYSCO |
Description: Sysco National Distributors |
Division*: 1 |

\ ————————— \ Description: Sysco National Distributors |
- ‘ 1 ‘ Area*: |
| Customer Type*: |
| National Grp*: CP1C |
| Maior/Minor*: |

Division. On setup, on the majority of implementations, the site is a
single sales operation. Because the system has certain records for

which divisioning is mandatory, it is possible to set a default division
on the Control file in which case the division files automatically have

a division record added for the default division.

If there 1s no default division in the Control file, the division records
are not automatically created and must be manually created.

In either case, if a new division Customer Group record needs to be
added, it is added here.
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Fig. 12.20
Brokers

Fig. 12.21
Templates

N QAD



182 User Guide — Trade Management

Fig. 12.22
Division Customer
Group
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Division Customer Group

With the generic customer group record created, the division version is
subsequently maintained here.

The customers that belong to the division customer group are attached to
this division record. This means that no customers are attached directly to
the generic customer group, only to the division customer group record.

The division customer group is found only in TrM.

Immbrokdu 7.20.21.13 Add/Update Broker Division 11/10/96

Division*: 2 Bakery
Customer Grp*: 100

Description:
Region*:
Area*:
Zone* :

Address: 100 Milford Rd

Milford

City: Auckland
State Code: Zip Code: 0987654321
Country: NZ
Contact: Fred
Phone No: 486-1111 Fax No: 486-1112
Customer Code* :
Advice Prog*:

Division. This defaults from the previous screen when the division is
entered. Access is not allowed on update, only on initial add.

Div Cust Group. This is the commercial name for the customer group.
If there is only one division at the site, the generic and division names
for the customer group can be the same. If there are multiple divisions
and a customer group can belong to more than one division, the
names of the division customer groups that appear under the generic
customer group must be different from each other.

Description. At sites where the customer group exists in more than
one division, ensure the name of the customer group shows the
division affiliation.
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Region. Be careful with these next three fields. Where values are
entered, they interact and are sensitive to the region entered on
promotion and agreement headers. Therefore, if a region is entered
for a division customer group and a promotion or agreement is
created for a different region within that division, this customer group
cannot be used or assigned to that promotion or agreement. Region is
not mandatory. This field can be left blank, enabling access to this
divisional customer group from all regions in the division.

If turnover figures—that is, capture of nonpromotional sales units and
dollars—are required and budgets are region-based, region must be
designated on the division customer group record.

Area. The same cautions apply as for region. Area is slightly more
forgiving, because areas can appear in more than one region. On
occasion, it may be appropriate to restrict access and availability of
data and information by region and area, but be aware that this is
wide-ranging and powerful in effect.

If turnover figures—that is, capture of non-promotional sales units
and dollars—are required and budgets are area-based, an area must be
designated on the division customer group record.

Zone. Although not directly related to area and region, zone is
powerful when used on zone-level promotions and agreements, and
also in association with attached customers. Again, it is restrictive
and enables powerful subsetting of data in the look-up browses and
restricts data availability when selecting customers and customer
groups for a promotion or agreement.

Customer Code. There are numerous transactions that require
payments to or application of commercial trading terms to a customer
group. For example, periodic payments may be made to a buying
group administrator in return for the admin work they undertake on
your company’s behalf. Since the customer is the only entity that you
can actually conduct transactions with, a customer group can be
assigned its own customer code.

Advice Program. The advice program is generally used in stand-alone
environments where existing e-mail systems are available and an
interface is required. A custom advice program can be written to drive
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Fig. 12.23
Add Customers to
Customer Groups
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the content and format of the messages that are fed into the e-mail
system. This is suitable for customers requiring multiple contact
methodologies.

Implementation Issues: For stand-alone sites, specific programs may
need to be written to enable attachment to your generic e-mail
systems. When TrM is integrated with MFG/PRO, these advice
programs are typically not used, since the system is already
interfaced. However, they can be used to drive messaging out into an
external e-mail system. The main implementation issue is the design,
coding, and testing involved in creating a custom advice program.

Assign Customers to Customer Group

From the division customer group screen, press User Menu to display the
Options menu.

Inmbrokdu 7.20.21.13 Add/Update Broker Division 11/10/96

Broker*: 100 |
Name: Broker 100 |
Address: 100 Milford R4 |
Milford |
|

|

A. Associated Customers. The customers who are attached to this
division customer group.

Each division customer group has at least one customer attached to it.
The link between the customer group and customer is maintained
here.

Since customer groups are attached to division, only customers who
are valid for the specified division can be linked to the division
customer group. The look-up browse displays only customers
belonging to the customer group’s division.
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When a customer is maintained here, there are associated bulk
changes that occur automatically. For instance, if a customer is added
here, an Add Customer to Customer Group is automatically created
for the relevant customer and customer group, and set to run in the
next bulk change run.

The alternate method of addition is to add a customer to a customer group
using the bulk change utilities, specifying the date when it will be added.
One method is immediate, while the other is date sensitive.

Fig. 12.24
Eligible Customers
for Customer
Groups

City: Auckland |

200025  Paul West - NSW State Manager |
Newtest2 New Test Customer |

2
:
g

Customer. When Look-Up Browse is pressed to display a list of
customers, only customers in the division customer group’s division
will display.

Implementation Issues: Each customer must belong to one or more
customer groups; these links are created here. Be careful that the
customer group structure correctly reflects your commercial situation.

Customer Group and MFG/PRO Customer Setup

Add a customer group as a salesperson to each MFG/PRO customer
record (2.1.1). This is used during invoice load into TrM.

Frame Field Enter

Customer Data Multiple Yes

Multiple Salesperson 3 Customer Group Name
Salespersons
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Fig. 12.25
User-defined
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User-Defined Customer Group Activities

An additional method of grouping customers is available that places
customers into groups with characteristics that differ from those of
customer groups. These additional groups are called user-defined
customer groups and are set up and maintained here.

You associate customers with customer groups by adding relevant
customers one-by-one. For user-defined customer groups, you can add
customers using one of two methods:

e Addition of customers one-by-one.

* Creation of one or several templates of values that, when applied, will
select all customers that match any one of the templates. The values
that can be applied to templates are area, customer type, and customer
profile values 1-9.

You can delete a customer from a list generated from the templates.

User-defined customer groups can be automatically maintained by bulk
maintenance.

User-defined groups are used only in TrM.

User-Defined Customer Groups Setup

mcang 7.20.21.14 Predefined Customer Group 15/11/96

| Predef CustGrp: SYSCO

| Description: Sysco National Distributors
| Division*: 1

| Retail

| Owner*: root

| System Administrator

Predef CustGrp. Implementation Issues: Be aware of the difference
between the customer group structure and these user-defined
customer group structures.

The code for a user-defined customer group cannot be the same as
that for an existing customer group (in any division).

Division. Specify a division.




Owner. If an owner is specified for a user-defined customer group,
then when customers are added to a promotion by user-defined
customer group and the look-up browse is accessed, only the user-
defined groups that belong to the division specified for that

promotion and have an owner value of blank, or for which the owner

is the user entering the promotion, will display.

User-Defined Customer Group Options

mmcang

The matrix of values (templates) that customers must match to belong

7.20.21.14 Predefined Customer Group 15/11/96

| Customer Group: SYSCO

| Description: Sysco National +

| Division*: 1 |

| Retail |

| Owner*: root |

| System Administ |
¥

——————————— F6 Options ----------+
A. Define Templates |
B. Generate Custarers |
C. Edit Customers |
D |

. Grouping

to this user-defined customer group are added here.

B. Generate Customers. Having defined the templates, the list of
customers that match are then generated.

C. Edit Customers. The list of customers generated can be added to or

deleted from.

User-Defined Customer Groups Templates Setup

This option is for the maintenance of individual templates. Multiple
templates can be created for the same user-defined customer group. If

multiple templates exist, then when the Generate Customers option is run,
the customers selected need only match one of the templates; that is, it is a

Templatel or Template 2 selection process.

These templates are used only for attaching customers to user-defined
customer groups. They are not used anywhere else in TrM.
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Fig. 12.26
User-defined
Customer Group
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Fig. 12.27
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mmcanglu 7.20.21.14 Templates 15/11/96

| Customer Group: SYSCO |
| Description: Sysco National Distributors |
| Division*: 1 |
|
|
|

————————— Description: Sysco National Distributors
I 1 Area*:
Customer Type*:
National Grp*: CP1C

Major/Minor*:
Active/Inact*:
Cus Profile 4*:
Cus Profile 5*:
Cus Profile 6%*:
R Cus Profile 7*:
Cus Profile 8%*:
Cus Profile 9*:

Auto Add?: no

Template ID. Multiple templates can be used to define one customer
group.

Implementation Issues: The template ID is automatically assigned
when the initial add is started.

Description. Enter a clear description of what this template is
selecting.

Area. Finds division customers that are coded with this area.
Customer Type. Finds division customers that are of this type.

CusProfile 1 — CusProfile 9. Finds division customers that have these
customer profile values.

Auto Add. Is only active if set to Yes. If Yes, when a division
customer is added, all templates for that division are checked and any
user-defined customer group with a template that selects this
customer has the customer added to that user-defined group.

Implementation Issues: Review against the options provided by bulk
edit.
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User-Defined Customer Group Customers Setup

The Generate Customers option takes the templates attached to this user-
defined customer group and uses the values on the templates to select
matching customers.

Any existing list of customers for the group is deleted.

Fig. 12.28
mmcang 7.20.21.14 Predefined Customer Group 15/11/96 Customers for
User-Defined
o " Customer Groups
| Customer Group: SYSCO |
| Description: Sysco National +----------- F6 Options ---------- +
| Division*: 1 | A. Define Templates |
| Retail | B. Generate Customers |
| Owner*: root | C. Edit Customers |
| System Administ| D. Grouping |
o i +
User-Defined Customer Group Customers Update
The Edit Customers option takes the list of customers generated from the
templates and lets you add customers to or delete them from the generated
list.
Fig. 12.29
fmcang 7.20.21.14 BAit Customers 31/12/9% Update Customer
List for User-
o n Defined Customer
PredefCustGrp*: 300 Groups

Description: Customer Group 300 |
Division*: 1 |

B Attt bt +
___________________________________________________ |
----| 111111 Cust 1111 |
| 201341 Coles Stores in NSW |
| |
B i +

Customer. When you use the look-up browse to display a list of
customers, only those in the relevant division display.

Implementation Issues: The list of customers generated from the
templates can have individuals deleted from it, or additional
customers, not necessarily matching the templates in any way, added
to it.
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Group Membership Maintenance Activities

With large numbers of groups, larger numbers of customers, and
potentially many deals and promotions, it becomes critical that when
customers alter the customer groups that they are members of and buying
group membership is modified, the changed linkages are reflected, where
appropriate, in the price lists and retrospective deals (chargeback).

When changes to membership occur after a promotion has been added
and is to run sometime in the future or is currently running, attaching or
deleting the customer to or from the customer group record (or buying
group member list) does not alter all the promotions or agreements. TrM
has a facility called Bulk Edit, which enables the addition and deletion of
a customer to a group to be recorded, with an associated effective date.
This means that edits do not have to be immediate; they can be pre-
entered.

Customer Group Membership

A batch job run on the specified release day can attach or delete the
customer to or from the customer or group record. Any promotion set at
the customer group level that contains this customer group and is at status
less than status 7 has the customer added or deleted, and any associated
price lists are amended to reflect the changes.

User-Defined Customer Group Membership

The same applies to the user-defined groups. For user-defined groups,
groups are defined by a set of templates (with deletions allowed).
Templates can be coded so that on entry of a new customer, the templates
are checked and that customer is automatically added to the user-defined
group if they match the template values. This means that from then on the
group will pick up the correct customers, but any existing deals where the
user-defined group was used to select customers will not be updated
(except by bulk edit).
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Product Concepts

Cost Sets

TMTrM provides margin analysis during promotion add and subsequently
when analyzing promotional performance. This margin analysis requires
that the cost of the product is available.

TrM always gets the cost of the product from the divisional product
record held in TrM. TrM has two methods of populating this field
determined by the Costing Method field held on the Divisional Defaults
record. The two potential values produce the following results.

o If C: The cost value held against the divisional product record is

automatically maintained on initial product add, or when the Cost
Flex program is run. When this is maintained, all transactions
subsequent to that change are costed at the new value. On initial add
and during the Cost Flex, this value is initially determined by taking
the Standard Cost set held against an Item/Product default site record.

If T: The cost value held against the divisional product record is
automatically maintained on initial product add, or when the Cost
Flex program is run. On initial add, the value is determined by taking
the Standard Cost set held against an Item/Product default site record.
During the Cost Flex, the promotions are recosted by product
according to the three cost sets held on the division product record. If
the site has the Cost Management module installed, time-sensitive
cost sets are available for the product for the site that is the default
site for the customer. TrM takes the first found customer, finds the
default site, finds the cost set that is in operation on the first day of the
promotion, and uses that for all calculations. The cost set used is
determined by looking at the first date on the promotion and selecting
which of the three costs sets this date applies to. Note that the Cost
Management module must be installed for the second method to
work.

When actuals are posted to TrM, the identical methods are used to
calculate the costs.

The costing method is set by division in the division defaults.



Product Profiles

In businesses with large numbers of products, it is necessary to categorize
them in order to have some control during reporting, selection, and
administration. Generally, products are placed in multiple categories that
reflect the viewpoint of the inquirer; for example, brand or category for
sales and marketing people, pack size or weight for manufacturing
people.

TrM lets a site assign up to nine separate characteristics to a product. Each
characteristic describes a separate attribute of the product.

The following are important points about profiles:

* These profiles are used only in TrM (and optionally DSS) and are not
linked to any other values in the product (item) master files. This
means that if category/brand is required in TrM as an attribute or
profile value of a product (item), and is an existing field in the Item
Master, it does not automatically appear in TrM.

* Profiles are used in TrM for the rapid selection of appropriate groups
of customers, deals, or products.

* Not all profiles have to be used.

e A product can have a different set of profile values by division. For
example, in one division a product may belong to Major Product
Class 015-Whipped Toppings, while in another Division it may
belong to Major Product Class 019-Toppings, Other.

Product Profile Uses

The main uses of profiles are:
* Rapid selection of products on promotion deals.
* Product sorting parameters for reports and views.

 For defining customers and products and using these attributes as
parameters to locate budgets. Note that iterative profiles cannot be
used for this.

Products 193
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Profile Level Types

Each profile level can be one of five different types:

v. A value, typically numeric, not validated against any code table; for
example, WEIGHT (KGs): 27.95.

c. A code, validated against a table. A product can have only one
value; for example, BRAND: Whippo.

i. An iterative code, validated against a table. A product can have
multiple values at one level; for example, PROMOTION GROUP:
Sysco National, Sysco East. Iterative profile values cannot be used as
promotion budget parameters.

blank. The profile level is not used.

h. A hierarchical code, validated against a table. There is a
relationship between levels in the profile; a lower-level value is tied
hierarchically to one or more on the level above. In this example,
shampoo and conditioner are hierarchically related to Hair Care so
they cannot be associated with Skin Care:

Category Hair care Hair care Skin care

Product Line Shampoo Conditioner Sun cream

There must be a minimum of two values (profile levels) set as
hierarchical. Hierarchical codes must occupy the last places in the list
of nine levels, for example, if there are two hierarchical codes, they
must be levels 8 and 9, if there are four hierarchical codes, they must
be levels 6, 7, 8, and 9.

The hierarchical relationship exists only between the child and the
parent level, not between the child and grandparent or earlier levels.
A code can be the child of more than one parent.

Maintenance of hierarchical and iterative codes is different from that of
standard code structures. This is because for hierarchical codes, the
relationship between the parent and child must be defined. For iterative
codes, a single customer can be associated with multiple code values. For
both types of codes, maintenance is done in code maintenance functions,
not in product maintenance.
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Product Groups

Each and every product in the system is assigned to one and only one
product group within a division. The general use of the product group is
as a summarizing level for information or as a selection criterion when
adding products to transactions. But, like customer groups, the product
group level is also very powerful, since the automation of changes to
promotions revolves around membership of products to product groups.

TrM and MFG/PRO Product-Related Groups

Although MFG/PRO has a product group field, this is not (necessarily)
the same as the TrM product group field.

There is no correlation between TrM’s product group and MFG/PRO’s
product analysis group. Analysis groups are not used within TrM, but
TrM does create and maintain them transparently during the process of
automatically maintaining the price lists in MFG/PRO.
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Product and Product Group Activities

These activities are part of the TrM system implementation that includes
setup for codes, business and sales structures, and master files.

Activities List
Units of Measure Setup 196
Generic Product Records Setup 198
Division Product Records Setup 201
Update Product Unstructured Data 202
Product Profile Level Types Setup 203
Product Profiles Interface Setup 204
Menu Item Labels 204
Screen Titles 205
Field Labels 205
Product Profile Code Tables Setup 205
Value, Code, and Hierarchical Profile Levels Setup 206
Iterative Profile Levels Setup 207
Generic Product Group Setup 207
Division Product Group Setup 208
Assign Products to Product Groups 208

Units of Measure Setup

The general operation method of units of measure (UOM) in TrM is
different from that in MFG/PRO. Where in MFG/PRO there is a UOM
conversion table with (potentially) item/product-specific occurrences, in
TrM, an item/product-specific relationship is defined for four specific
UOMs directly on the item/product record itself.
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Table 13.1
Unit of Measure Description Units of Measure

Pricing The UOM that prices are set or quoted at to customers
SKU The UOM that stock is kept at in the warehouse
Retail The UOM that the item is sold at in the retail store
Forecasting The UOM that the Forecasting system uses

Each item/product is assigned one or several UOMs. The UOM codes
must already exist within MFG/PRO to be set up in TrM.

Set up MFG/PRO units of measure codes in Unit of Measure
Maintenance (1.13).

Set up TrM units of measure codes in Units of Measure (7.20.19.4).

Product Setup Activities

Product records are created and maintained automatically for access by
TrM whenever the Item Master record is maintained in MFG/PRO.

Item/Product Fig. 13.2
212 Item-Product Setup
Page 1 Screen Flow

Page Down User Menu

- J \\ Item/Product
A Associated Division

Page 2 B Data 1 Information Screen FlOW

C Data 2 Information

A Associated
Division Associated

Screen

User Menu
A Cost Information

B Profile Information

C Data 1 Information
D Data 2 Information

Profile Information
Product Group

Product Profile
1-9
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Fig. 13.3
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Generic Product Records Setup

Use Products (7.20.21.2) to maintain the product records.

There are two screens of data. All values default from the MFG/PRO item
master record.

[mmprod 7.20.21.2 Products 11/10/96
o Page 1 of 2 —---------mmmmmmm - +
Product Code*: 003026
Description: Standard Shampoo 200ml
Plastic bottle
Short Desc: Standard Shampoo 200ml
Pricing UOM*: DZ Dozen
Stocking UOM*: CN Carton
Retail UOM*: EA Each
Buying UOM#*: DZ Dozen
Bonus UOM*: EA Each
Tax Status*: S Standard
Price List*: STD Standard
#PBU in a SKU: 1.50
#RU in one PBU: 18.00
F/C Conv Factor: 2.00
List Price: 150.00
Retail Price: 225.00
B e B L e L B e e e e e +

Product Code. Normally these records are added, maintained, and
deleted from within MFG/PRO and, as part of the implementation
into an existing MFG/PRO site, a bulk load is done that pulls all these
values through. The example given here is if the implementation
stands alone and assumes you are entering these figures from scratch;
that is, there is no interface to MFG/PRO. This is just for
completeness sake in the documentation.

Implementation Issues: Be careful not to confuse the generic product
here with the division-specific product. Generally, installations are
divisioned and, provided the default division record is set in the
Control File, a division-specific product is automatically created
whenever a product is created.

In MFG/PRO sites where TrM is added onto the existing system, an
initial load must be undertaken to make the products visible to TrM.
Usually, this load is customized by site because it also loads the
profile values and additional data that is not currently available in
MFG/PRO.
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Pricing UOM. Be aware that in the deal edit screen, all volumes and
prices are shown based on this unit of measure, the pricing unit of
measure.

Implementation Issues: This is a critical UOM. It is generally the one
found on the printed price list or catalog.

Stocking UOM. This unit of measure is held so that for reports, sales
can be converted into a unit of measure relevant to manufacturing and
distribution.

Retail UOM. Retail values are displayed on a number of occasions
throughout the system, requiring you to perform a conversion from
the pricing unit down to the retail unit. You need to know the actual
unit itself and the conversion factor.

Buying UOM. Not used in this release.

Bonus UOM. Implementation Issues: This is the UOM that bonus
stock or free goods are given in retrospective deals. Be sure to
complete this.

Tax Status. In certain countries, notably Australia, a wholesale tax is
applied depending on a matrix of customer and product liability. The
liability of this product for this wholesale tax must therefore be
identified here.

Implementation Issues: Mandatory field.

Price List. Only relevant at sites using nonstandard integration.
#PBU in a SKU. Provided from MFG/PRO.

#RU in one PBU. Provided from MFG/PRO.

F/C Conv Factor. Each division specifies its own forecasting unit.
The conversion between the divisional forecasting unit and this
product’s pricing unit is held in the MFG/PRO UOM conversion file.
When the product is loaded from MFG/PRO, the conversion is done
and the conversion factor is written in here.

Implementation Issues: Provided from MFG/PRO.

List Price. The price of last resort. This is the price used if no list price
is found.

Implementation Issues: Provided from MFG/PRO.
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Fig. 13.4
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Retail Price. This value is used as the starting point for detailed
margin analysis and for pricing, which takes the wholesale price of
your goods to the customer, looks at the retail price, and calculates the
margin.

Implementation Issues: This is one value set (actually set by
division). The best approximation is the average retail price or normal
retail price (when not on special).

Press Page Down to display page 2.

mmprod 7.20.21.2 Products 13/09/96
O Page 1 of 2 -----------—----mm-—- 4
|

B e e L L L e T Page 2 Of 2 --------m-mmmmmm - +
| |
| Cost Price: 25.00 |
| Cost Set 1*: |
| Cost Set 2%*: |
| Cost Set 3*: |
| |
B e e EEEE PP LR P et +
| Bonus UOM*: CS Case

Cost Price. This is the field accessed if Costing Method = C (for
Current against product) is used. Implementation Issues: Provided
from MFG/PRO.

Cost Set 1. These cost sets must have already been established in the
manufacturing modules. Their codes must be set up within TrM.
Implementation Issues: Generally, the current standard cost set.

Cost Set 2. These cost sets must have already been established in the
manufacturing modules. Their codes must be set up within TrM.
Implementation Issues: Generally, the next future standard cost set.

Cost Set 3. These cost sets must have already been established in the
manufacturing modules. Their codes must be set up within TrM.
Implementation Issues: Generally, the subsequent future standard cost
set.
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Division Product Records Setup

Within TrM, products must be linked to specific divisions, thereby
creating a division-specific product record. This divisional product record
is maintained here. This makes the product available by division.

If the default division has been set in the Control File, a division product
record is created automatically for the default division. Divisioning
allows a product to have different attributes by division.

The divisional product record is only applicable within TrM.

If there 1s no default division in the Control File, the division records are
not automatically created and must be manually created.

All values default from the generic product record.

Screen Option

7.20.21.2 Products Associated Divisions

Fig. 13.5
frprodda 7.20.21.2 Product Division Maintenance 11/10/96 Division Product
Record
e e +
Division*: 1
Description: Standard Shampoo 200ml
Plastic bottle
Short Desc: Standard Shampoo 200ml
Pricing UOM*: DZ Dozen
Stocking UOM*: CN Carton
Retail UOM*: EA Each
Buying UOM*: DZ Dozen
Borus UOM*: EA Each
Tax Status*: S Standard
Price List*: STD Standard
#PBU in a SKU: 1.50
#RU in one PBU: 18.00
F/C Conv Factor: 2.00
List Price: 150.00
Retail Price: 225.00
e +

Complete the division record from the Options menu.

Screen Option Screen Option

7.20.21.2 Products Associated Divisions Associated Divisions Cost Information
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Fig. 13.6
Division Products
Record: Cost Sets

Fig. 13.7
Generic Product
Unstructured Data
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nprdd2 7.20.21.2 Cost Information

Fommmmmmmmmmmm—om——o oo Page 1 of 2 ---------------ooo -
| e +
| | Division Name
||
| |1 Retail
|
I

B it e e BT +

| |
Cost Price: 12.00

| |

| Cost Set 1*: |

| Cost Set 2*: |

| Cost Set 3*: |

| |

e e o +
|1

15/11/96

Update Product Unstructured Data

There are 20 unstructured (uncoded) data fields for each generic and
division product record. Data defaults from the generic fields to the
division fields. For convenience, you should update field labels for site-
specific data.

Screen

Options

7.20.21.2 Products Data 1 Information

Data 2 Information

mmprdo3

7.20 Data 1 Information
Page 1 of 2

Product Codex: Cleani

: Beneric data 1 for Cleant
: Generic data 2 for Cleant

Desc Field 1
Desc Field 2
Desc Field 3
Desc Field 4
Desc Field 5:
Desc Field B:
7:
B
a
0

Desc Field
Desc Field

Desc Field O:
Desc Field 10:

Retail Price: 3.50

08/14/97




Screen Option Screen Options

7.20.21.2 Products Associated Divisions Associated Divisions Data 1 Information

Data 2 Information

7.20 Data 1 Information 08/14/97

T Page 1 of 2 1

Desc Field 1
Desc Field 2
Desc Field 3
Desc Field 4
Desc Field 5:
Desc Field B:
7
8
9
L]

mmprdd4

: Generic data 1 for Cleant
: Division data 1 for Cleant

: Division data 2 for Cleant

Desc Field
Desc Field
Desc Field 9:
Desc Field 10:

PBU Basis Wht: .00
List Price: 3.50
Retail Price: 3.90

Product Profile Activities

There are nine profile levels for categorizing products. Each level, or
dimension, can be defined as to data type and valid values. Products can
then be assigned a value for each level.

The following sections cover setting up the level types and code tables,
updating the user interface, and assigning values to products.
Product Profile Level Types Setup

Specify which product profile levels are to be used and the level types in
the Control File, page 3 (7.20.19.1).

Products 203

Fig. 13.8
Division Product
Unstructured Data

» See “Product
Profiles” on
page 193.

» See “Profile
Level Types” on
page 194.
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Fig. 13.9
Level Types for
Product Profiles

Fig. 13.10
Update Menu Items
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cdcont 7.20.19.1 Control File 30/09/96
o m o m oo Page 1 of 10 ------------"---------- +
R il Page 3 of 10 --------- +

No Product Hierarchys: GII & V8.6
Product Profile Type 1: 1
Produ Product Profile Type 2:
Custom Product Profile Type 3:
Deal Di Product Profile Type 4:
Product Profile Type 5: c
Autogen Pr Product Profile Type 6: C
Pro Product Profile Type 7: c
Use Cust Product Profile Type 8: c
Autogen Product Profile Type 9: c
Reba
e e et +
Default Clash Code*: STD

No Product Hierarchies. The number of hierarchical relationships
defined among the profile levels. If there are any, minimum = 2.

Product Profile Type 1-9. Valid values are v, c, i, h, and blank. See
“Profile Level Types” on page 194 for more information on profile

types.

Product Profiles Interface Setup

Setting up the product profiles interface involves updating several
interface components:

* Menu item labels on the Customer/Product Code Maintenance menu
* Screen titles for the various profile level programs

¢ Field labels for the various profile levels

Menu ltem Labels

Use Menu Systems Maintenance (36.4.4) to update the menu item labels
for the Customer/Product Code Maintenance menu. Labels should
indicate the dimension reflected by the profile level. For example,
Category indicates that this profile differentiates products by category.

mgmemt.p a+ 36.4.4 Menu System Maintenance 08/14/97
Language ID: US U. §. English
Henu: 7.20.20
Customer/Product Code Maint
Sel Selection Label Name Exec File Help File
145 Prod Prof - Category aipprvi.p




Screen Titles

Use Program Maintenance (7.20.24.9) to update the screen titles for the

product profile level programs. Titles should indicate the dimension

reflected by the profile level. Update the title in the Title field.

spproge 7.20.24.9 Program Maintenance 08/14/97
Program*: cdpprvi Version:
Description: Product Profile | Maintenance
Directory: cd/
Procedure Type: codemnt Code Maintenance
Title: Prod Prof - Categary
Dption Title:
Top Rou: _3
Left Column: _B6
Mo of Occurs: 15
Access Program: Directory:
Help Reference: 11600
No. Help Pages: _1
Field Labels

Use Database Field Maintenance (7.20.24.8) to update the field labels for

the product profile levels. The fields are pprfv1-9.

spflinf

7.20.24.

8 Database Field Maintenance

Field Name:
Description:
Side Label:
Column Label:
Other Label:
Used 7:

Help Reference:
No. Help Pages:

pprfvil

Profile Value 1
PP1  Categoryx:
Category
Category

yes

10719

08/14/97

Side Label. It is important to preserve the existing line length,
including leading blank spaces.

Product Profile Code Tables Setup

Set up code tables for product profiles in Product Profile 1-9 (7.20.20.15-
23). The nature of the code and whether it is used at all in TrM should
have been set previously in the Control File. These codes are used only in

TrM.

Press Insert to add a code value.

Products

Fig. 13.11
Update Screen
Labels

Fig. 13.12
Update Field
Labels
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Fig. 13.13
Product Profile:
Code Tables

Fig. 13.14
Product Profile:
Value, Code, and
Hierarchical Levels
Setup

FIQAD

cdpprvi 7.20.20.15 Prod Prof - Category 08/14/97
Category Description Division
B Bath
6 Gl ass
K Kitchen

Profile Code. A valid value for this profile level.

Implementation Issues: A major implementation issue relates to the
divisioning of these codes. For a multi-division site, codes can be
either applicable to and used in multiple divisions, or division-
specific. Remember that the labels are not division-specific, but apply
across the whole system, so generally the label should determine
logically what the field contents are going to be, even though the
content options can vary by division.

Product Profiles Setup

Maintain product profiles on the division product records, with one
exception: profile levels with iterative codes. Maintain iterative profile
levels in the code table.

Value, Code, and Hierarchical Profile Levels Setup

Ensure that a value is set for each profile level used. The system does not
force you to enter these, and they are not coded anywhere as mandatory or
optional, so they are easy to bypass.

Screen Option Screen Option

7.20.21.2 Products Associated Divisions Associated Divisions Profile Information

mmprdd3 7.20 Profile Information 08/14/97
T Page 1 of 2 1
Product Groupx: BU Bath unscented
Categoryx: B Bath
Pro Profile 2x;

Pro Profile 3x*:
Pro Profile 4x:
Pro Profile 5x:
Pro Profile 6x:
Pro Profile 7x:
Pro Profile 8x:
Pro Profile 9x;

List Price: 3.50
Retail Price: 3.50




Iterative Profile Levels Setup

Maintain profile levels with iterative codes in the code tables: Product
Profile 1-9. Link each product to all appropriate values. For example, if

the profile level is Promotion Group, a product can belong to both Promo

Group National and Promo Group South.

Screen Option
7.20.20.15-23 Product Profile 1-9  Associated Products

08/14/97

cdpp2o2 7.20 aAssociated Products
ProdProf2 Description Division
HC Hair Care 1
sC Skin Care 1
Product Code Description
Cleani Clean 1
Clean2 Clean 2

Product Group Activities

Within TrM, all items or products belong to a product group. A product
group is a logical grouping of products that generally reflects some

common characteristics, relevant to manufacturing and sales. The generic

product groups are maintained here.

Generic Product Group Setup

Begin product group setup in Product Analysis Groups (7.20.21.15).

cdpgrp 7.20.21.15 Product Groups

|
|
| BBOAT Best Brand |
| BET Better Products |
| NEUT Naturally Brand |
| psc MFGPRO Product Group |

11/10/96

Products 207

Fig. 13.15
Product Profile:
Iterative Levels
Setup

» See “Product
Groups” on
page 195.

Fig. 13.16
Generic Product
Groups
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Fig. 13.17

Product Groups:

Division
Assignments

Fig. 13.18

Product Groups:

Product
Assignments

FIQAD

Group Code. Remember that in a given division, a product can only
belong to one product group.

Implementation Issues: When a site is divisioned, the applicable
divisions are listed from the Options menu Grouping option. This
means that in one division a product can be in one product group,
while in another division it can be in another product group.

Division Product Group Setup

A list of divisions that the product group is related to is attached to each
product group.

Screen Option  Options
7.20.21.15 Product Analysis Groups Grouping Assign to All Divisions
Return p :
(Return) Specific Assignments
cdpgrp 7.20.21.13 Product Groups 08/14/97
Group Code Description
BS Bath scented A. Assign to All Divisions
BU Bath unscented B. Specific Assignments
G5 Glass scented C. view Divi/Data Grp aAssigned
GU Glass unscented D. Delete Divi/Data Grp Assigned
KS Kitchen scented
KU Kitchen unscented

Assign Products to Product Groups

Assign product groups to products in the division product record.

Screen Option Screen Option

7.20.21.2 Products Associated Divisions Associated Divisions Profile Information

mmprdd3 7.20 Profile Information 08/14/97

T Page 1 of 2 1

Product Groupx: BU Bath unscented
Categoryx: B Bath
Pro Profile 2x;
Pro Profile 3x%:
Pro Profile 4x:
Pro Profile 5x:
Pro Profile Bx%:
Pro Profile 7x:
Pro Profile 8x:
Pro Profile 9x;

List Price: 3.50
Retail Price: 3.50




Product Group Membership Activities

When a number of product groups, larger numbers of products, and
potentially many deals and promotions are involved, in certain businesses
it becomes critical that new products become available for promotion, for
example, through line extension. In many instances, this availability
should be reflected in existing deals, not just deals created from this day
forward.

As with customers, when range additions and deletions occur after a
promotion has been added and is to run sometime in the future or is
currently running, attaching or deleting the product to or from the product
group record does not alter all the promotions. TrM has a facility called
Bulk Edit, which enables the addition and deletion of a product to a group
to be recorded, with an associated effective date. This means that edits do
not have to be immediate; they can be pre-entered. A batch job run on the
specified release day can attach or delete the product to or from to or from
the product group record. Any promotion set at the product group level
that contains this product group and is at status less than status 7 has the
product added or deleted, and any associated price lists are amended to
reflect the changes.

Note that the addition can only occur automatically on a deal if there is
consistency in the pricing on the deal; that is, within the product group, all
have the same percentage off or all have the same dollar off.

Note that the difference between customer and product group changes is
that with customers, most of the difficulty arises from the customers
moving from one group to another. With products, this is virtually
unknown, but, in some companies, products are regularly added to or
deleted from the range. In either case, the corresponding changes must be
reflected, where appropriate, in the price lists and retrospective deals.

Products 209
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Budget Concepts

The budget is a structure within TrM that has several purposes:

e It is used to define and hold summarized information and is a specific
control point for reporting of budget, planned and actual expenditure
on promotions, promotion discounts, and rebate discounts throughout
the system.

* It holds the GL cost center and account codes that will be used to post
these expenses to the general ledger.

 To monitor promotional and non-promotional sales figures against
budget so as to more correctly ascertain the effectiveness of
promotions.

While a promotion is a single entity in many respects, it is usually made
up of one or many customers, customer groups, and products. TrM always
controls functions at the level of each unique combination of product by
customer and by customer group within a promotion. Each combination
is, from status 3 onward, attached to a budget. This budget has recorded
on it two important sets of information:

¢ Financial coding information: the GL cost center and account code
that expenses (billback claims, for example) arising from attached
promotion combinations are posted to.

* Optionally, budgeted sales and promotion dollars and quantity figures
that are the company’s expectations for sales and costs in a specific
and defined area of the overall Trade Spend.

Budgets play a key and central role in TrM and, when used with other
features within the promotional system, provide much of the justification
for installing and running TrM.

Budgets are defined for each financial year and are unchangeable for that
period.



General
Promo

Concepts » Ledger > Rules
Budgets Budgets
| || Budgeting Add/
Types Situation Update
Detail Sales
| Levels | et Budgets
Tracking
L__| Components —| Parameters
uDC 7-9
|| Reporting
Codes
|| Summary
Levels

Budgets as a Management Control Tool

The money given away in discount comes straight off the bottom line of
the company. If sales budgets are an important controlling tool, and TrM
assumes that they are, then, similarly, a budget can be set for trade spend,
a very large and obvious component of costs.

The strategy is to establish a set of budgets to quantify management’s
expectations in this area. The budgets, rather than being one figure, are
divided into components that reflect a structure relevant to each company.
For instance, in a marketing-driven company with strong brands, the
budgeting may be along product or product group lines; in a company
with commodity lines where volume is critical, the budgeting may be by
sales region by major customer, and so on. Each company is different.

Budgets are allocated at the beginning of each financial year (or
budgeting period). When promotions are planned, the expenditure that
each involves falls against one or several of the control points (budgets)
that the management has approved. The potential (planned) expenditure
can then be checked against the approved (budgeted) expenditure.

Budgets 215

Fig. 14.1
Budget Structures
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When actual sales occur and the discount is given via invoiced sales or,
retrospectively, via claims and deductions, this actual information can be
compared to both the planned and the budget data. The variances between
these figures and calculations made to adjust for partially completed
promotions result in what is known as the forecast expenditure.

These figures can be rolled up to higher levels, but in the budgeting areas
cannot be broken down to lower levels. For instance, if the budgets are set
by region and by customer group, you cannot see budget comparisons at
the product group level, because this was not a factor in the budgets. Nor
can you see budgeted comparisons by customer, since figures were
entered only with a granularity of customer group.

Budget Types

The system uses several types of budgets: general ledger, promotion,
rebate, internal sales, and non-promotion sales.

Fig. 14.2
Budget Types

General
Ledger
Budgets

! . l

Promotion Rebate Instelrnal
Budget Budget Bu?d(gaZt
Sales
Budget
Budget Types

Overflow
Budget

Budget Components
Budget. The management figure entered at the beginning of the year.

Planned. The sum of promotional spend linked to this budget.

FIQAD
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Actual. The actual spend derived from invoices, claims, and
deductions. Total planned and actual amounts are divided into daily

buckets:
Plan 250 250 250 250 250 =1250
A B C D E
Actuals 300 10 0 600 0

Forecast. The prorated figure reconciling planned and actual amounts
into a single expected value.

Plan Actual Forecast
A 1250 0 1250
B 1000 300 300 + 750 = 1050
C 750 10 310 +500 =810
D 500 0 810
E 250 600 910+0=910
Fig. 14.3
Budget Example

Budget Example

Ol Promotion for One Month

Budgeted 5,000

Planned 1,000
Actual 900
Period Plan Actual Forecast
A 1000 0 1000
B 750 200 950
C 500 100 800
D 250 100 900

N QAD
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Rebate versus Promotion Budgets

Rebates exist in a different budget structure from promotions. They are
simpler structures and do not have the complex allocation mechanism
using the rules and methods in the more complex input methodology that
promotions have.

It is assumed in TrM that rebates will aggregate to only one or a very
small number of GL codes. Consequently, the rebates area will have only
a small number of budgets. A rebate, when entered, can only attach to one
budget.

This can be a problem when you want to allocate different GL codes by
product group. In these cases, a rebate budget must be entered for each
product group and when you set up the rebates themselves, they must be
broken up, a different rebate for each product group. This can result in the
entry of too many rebates. The solution is to have only one rebate budget
with all rebates attached to it, and to write a report and use a journal on a
periodic basis to spread the moneys to the correct GL accounts.

Promotion Sales Budgets

Figures Stored on Sales Budgets

There are four main figures stored on sales budgets.

If we have a product that costs $10 and we plan to sell five at list price
(non-promoted sales) and five at $1 off, the amounts stored in the planned
area of the relevant budgets would be:

Total Sales $95 5*10+5%*9)

Total Units 10 (5 non-promo + 5 promoted)
Promoted Sales $45 (5*9)

Promoted Units 5 (5 promoted sales)

On the promotion budget itself we would only store the $5, since this is
the amount of discount expenditure planned for.
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Link Non-Promotional Sales to the Right Budget

When a sales line is identified as being affected by a promotional
discount, the discount amount is recorded on the promotion. It is also
recorded on the promotion budget to which that customer/product was
linked.

There are rules, called budgeting methods, that govern how promotions
are linked to promotion budgets. These rules use a variety of information
from the promotion header, the attached customer, and attached products,
to locate the correct budget.

For non-promotional sales, there is no promotion to retrieve promotion
header information from for locating the budget. While some of it can be
derived, the following fields cannot be used:

* Deal Category (partial)

 Deal Group (partial)

* Owner

 User-Defined Code 1-4 (partial)

To alleviate this problem, when turnover or sales budgets are used, TrM
has a special set of rules that are used for locating the budgets for non-
promotional sales. The rule variables are identical to those of promotional
budgeting methods, but the Owner is not an option. If UDC fields are
used, then the quantities and values are simply prorated over the possible
budgets according to their promotion budget figure. If deal elements are
used, then it is posted to the Off Invoice component.

Problems Associated with Large Volumes of Data

When volumes of data become large, online performance and the power
of the computer become important factors in deciding whether this is a
problem or not.

Budget Summary Views

Functionality is provided to enable budgets to be rolled up across
common data elements to provide summary data. For instance, if budgets
are entered at the product/item level, rollups to summary levels may be
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possible at the product group and/or brand level. These rollups occur on
line by taking all the identified budgets that meet the criteria and adding
them to get one line of summary data (in the same column headings).

This method works well with a small number of budgets, but when the
number of budgets increases, performance can slow. To work around this
problem, TrM can summarize data on line in any of up to six predefined
levels. These summary levels are set in the budget parameters; when a
change is made that affects the budget values, not only are individual
budgets edited, but the summary levels are also edited. The trade-off is
that planning a promotion, which involves TrM automatically editing
budgets, can take longer, since there may be up to six extra keys to
update.

Budgets Entered at the Customer and/or Product Levels

In installations with large numbers of products or customers, the amount
of checking required for each promotion to budget can be large. For
instance, if a promotion has 400 products on it and 100 customers, this
means that 40,000 combinations must be checked.

Some sites do not require budgets at levels that involve information stored
at the product (product code or product profile values 1-9) or customer
(customer code, customer type or customer profile values 1-9) levels. In
these cases, TrM does not have to look at each individual customer/
product record on the promotion, but can look at the summary data held
on the promotion product group or customer product group records on a
promotion, since there are always fewer of these.

In the above example, if the 400 products were from 8 product groups and
the 100 customers belonged to 2 customer groups, there would only be 16
records to check.

Because of this, some sites will not budget down to levels that hold
customer or product information.

Currently, although budget parameters can vary by budget/financial year,
if a division initially sets its budget structures at levels higher than the
product and/or customer, it cannot in later years go down to these levels.
The converse is not true: if a division initially sets its budgets at the
customer and/or product level, it can later move to a more summarized
budget matrix.
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End-of-Financial Year Issues

Promotion budgets are set up for all or part of a financial year. A budget
cannot fall into multiple financial years. Promotions can be set across
financial year boundaries; however, a promotion can only occupy
portions of up to two financial years.

TrM deals with each promotion and its budgeting on a period basis; that
is, when budgeting, it breaks the promotion into buckets corresponding to
the periods the promotion is active across. Each bucket is then checked
for a correct budget. If one or more of the buckets is in a different
financial year, then the budget parameters from that year are used.

The general budgeting strategy set by most companies is to start each
budgeting year from zero. When there is expenditure from the previous
year yet to be processed, such as billback or lump-sum claims, and if the
value of claims for last year collects against some of this year’s budgets,
the figures could be skewed unacceptably, debasing the value of the
measurements and indices provided by this year’s budgets.

TrM enables last year’s budgets to point to specific budgets in the new
financial year. This allows last year’s carryover to be stored in clearly
identified overflow budgets that can be excluded from reports, views, and
summaries.

General Implementation Issues

There are a number of important issues that should be reviewed prior to
implementing TrM budgets. Most of these have already been covered, but
are repeated here for completeness.

If Promotional Unit Information Is Required

If information about the number of units sold is required at budget level or
higher (it is always available on the individual promotions), then sales
budgets must be set up.

N QAD



222 User Guide — Trade Management

FIQAD

Restrictions on Budget Methods

A complex matrix can be established for the correct allocation of discount
to the general ledger. This is driven by the budgeting methods. These
budget methods are placed in a specific sequence, and a promotion
element starts with the first one. If a budget is not found using that rule,
the next rule is tried, and so on until a budget is found or no rules/methods
are left.

There is a restriction of 10 budget methods per division per financial year.

These budget methods get elements of data from the promotion-related
records, build a key, and then compare this to a key on the promotion
budget. When a match is found, it budgets; if no match, the next budget
method is used. There is a limit to the number of data elements that can be
used to make up the key; that is, the number of rule elements on a
budgeting method.

The limit is Region/Area plus 9 additional pieces of data. Division,
Financial Year, and Period are transparently linked to the key. This limit
of 10 data elements is the sum of all elements used on any of the 10
budget methods.

Performance

When large numbers of budgets are required, be sure to review the use of
summary levels and budgeting at a level higher than product and/or
customer.

It is possible with TrM to greatly reduce the number of account code/cost
center combinations in the general ledger. TrM provides the detailed
reporting required. Most often the general ledger has been used as a
repository for trade spend information because there was nowhere else.
The General Ledger Reportwriter became the sales analysis and trade
analysis data extractor. This role now lies with TrM, leaving the way clear
to hold information on the general ledger as summary data only.
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Restrictions with Rebate Budgets

TrM regards rebates as essentially terms of trade discounts. Once set, they
are typically beyond manipulation or control by the sales force. TrM
therefore regards rebates as requiring less control (and therefore analysis)
than do promotional activities.

Consequently, rebate budgets have far fewer variables to their setup. A
rebate can only be attached to one budget. This means that if rebates must
be split by, for example, product group to post to different accounts,
multiple rebates must be set up.

Adjusted Figure Calculations

On promotion budgets, the budget figures are entered after deliberation
by management. Planned figures are automatically incremented as
promotions are set to status 3 or higher. Actual figures are collected on
line from the invoice post or from the claim posts.

The most important control point for management is probably the
variance between the budgeted spend and the planned/actual spend.
Unfortunately, neither the planned spend nor the actual spend accurately
reflect the true situation. Planned is false because while it is the best
indicator for the future, for the past it is poor for off-invoice expenditures.
Actual figures are the most accurate representation of the past.

To get the best estimate of your overall status for the entire financial year,
TrM calculates another figure, the adjusted figure, and uses this to
calculate the variance with the budget figures.

TrM uses two methods of calculating the adjusted figure:

1 Pro Rata of Actual and Planned

This uses the actual figure up to the time of the transaction and the
planned figure for the future.

2 Choose the Larger of Planned or Actual

This uses the larger figure of planned or actual until the promotion is
closed (status 9); then it uses actual.
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The following Deal Categories use the first method:
* OI
* DC (when Accrue Method is Actual)
° VI
* BRK
* BO

The following Deal Categories use the second method:
e DC (when Accrue Method is Planned)
* IN
« CSM
« CIL
« CU
* GE
* ME

FIQAD
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Budget Codes Setup Activities

Activities List
Review Existing Budget Types 225
Algorithms Setup 226
Code, Description, and Type Setup 227
Base Flags Setup 228
Customer Flags Setup 228
Product Flags Setup 229
User-Defined Codes Interface Setup 230
User-Defined Codes Setup 231
Promotion Budget Parameters 232
Promotion Budget Report Codes Setup 235
Promotion Budget Customers Setup 236
Promotion Budget Products Setup 237
Promotion Budgeting Methods Selection 238
Promotion Budget Summary Fields Setup 239
Rebate Budget Parameters Setup 240

Review Existing Budget Types

Use Budget Types (7.20.16.1) to define budget types. Each type has a
code and description. The existing types are:

Code Description
IS Internal Sales
PRO Promotion
REB Rebate
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Fig. 14.4
Budget Spread
Algorithms

FIQAD

Algorithms Setup

The algorithms split quantities into periods. They are set up and
maintained in the algorithm code table (7.20.16.3).

lbdalgor 7.20.16.3 Algorithms 15/11/96

Algorithm*: EVEN
Description: Even Spread
No of Splits: 12
Splits Total: 120

Splits. These are buckets in the algorithm. Be careful not to confuse
this algorithm with the buying code. The buying code is set up and
specifically used for the spread of volumes entered at deal time across
periods. The algorithms set up and used here and elsewhere are
particularly related to financial periods so that the total number of
splits always equals the number of financial periods and the value in
each bucket.

Promotion Budget Methods

The budget methods or rules or budgeting search mechanisms are set up
in Budgeting Methods (7.20.16.2). Each search rule is a list of parameters
that a promotion or rebate tries to match in order to find an appropriate
budget.

When a customer by product by customer group record attempts to find a
budget to attach to, the rules that are used to find the budget are accessed
on the budget parameters file. These rules are actually defined here. They
are set up once at the initial implementation. They may have to be added
to if the budgeting philosophy changes in the company. Since this rarely
happens, this activity is restricted to the Systems Administrator. Users
should not be trained in these functions.
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Code, Description, and Type Setup

Press Page Up and Page Down to scroll through the list. Press Insert to
add a new method. Press Enter to update an existing one.

Fig. 14.5
spbdal 7.20.16.2 Budgeting Methods 15/11/96 Code, Description,

and Type for

Jlr ----------------------------------------------------------------- Jlr Budget Methods

Method Description Type

o |

| rROL Region/CustGrp PR |

| RO2 Region/Customer/Product PR |

| |

Method. A three-character code.

You must remember that, in Budgeting Methods, no more than 10
components or data elements can be used across all of the methods set
up. One of these elements is already fixed as either region or area,
which is mandatory on the budget, so we have an additional one.
Different data elements can be used above and beyond the region or
area. If both region and area are used, they count as 2.

A budget includes only those elements that make it unique; it does not
use redundant elements.

Use of values at the customer by product level will slow the process
of budgeting, since there are more records to check.

Use these budget method codes when specifying the algorithms in
Promotion Budget Parameters (7.20.16.5).

Description. A full description identifying the method.

Type. There are two types:
* Promotional: Use for promotion budgets

e Non-Promotional: Use for promotion sales budgets
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Fig. 14.6

Base Usage Flags
for Promotion
Budget Methods
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Base Flags Setup

Maintain the usage of various data elements from the promotion in the

budget method here.

This is the first of three screens that define the possible combination of

fields that will make the budget unique.

Screen Option

7.20.16.2 Budgeting Methods Base Flag Usage

spbdal2 7.20.16.2 Base Usage Flags 15/11/96
T +
Method Description Type |
——————————————————————————————————————————————— o
RO1 Region/CustGrp Region ?: yes
RO2 Region/Customer/Product Area ?: no

Deal Category?: no
Deal Group ?: no
Customer Grp ?: vyes
Product Group?: no
Owner ?: no
UDC-1 ?: no

UDC-2 ?: no
UDC-3 ?: no
UDC-4 ?: no

Customer Flags Setup

Set the usage of customer-related information in the budget method.

This is the second of three screens that define the possible combination of

fields that will make the budget unique.

Screen Option

7.20.16.2 Budgeting Methods Customer Flag Usage



Budgets 229

Fig. 14.7
spbdall 7.20.16.2 Customer Usage Flags 15/11/9 Customer Usage
Flags for Promotion
e + Budget Methods
Method Description Type |
——————————————————————————————————————————————— e e T e
RO1 Region/CustGrp Customer Type?: no
RO2 Region/Customer/Product Profile 1 ?: no
Profile 2 ?: no
Profile 3 ?: no
Profile 4 ?: no
Profile 5 ?: no
Profile 6 ?: no
Profile 7 ?: no
Profile 8 ?: no
e Profile 9 ?: no
Custamer ?: No
o +
Product Flags Setup
Set the usage of product information in the budget method.
This is the third of three screens that define the possible combination of
fields that will make the budget unique.
Screen Option
7.20.16.2 Budgeting Methods Product Flag Usage
Fig. 14.8
spbdal4 7.20.16.2 Product Usage Flags 15/11/96 Product Usage
Flags for Promotion
e ittt + Budget Methods
Method Description Type |
——————————————————————————————————————————————— B
RO1 Region/CustGrp Category ?: no
RO2 Region/Customer/Product Brand ?: no
Variant ?: no
Pack Size ?: no
Priv/Branded ?: no
Profile 6 ?: no
Profile 7 ?: no
Profile 8 ?: no
Profile 9 ?: no
o Product ?: No
o +
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Budget User-Defined Codes

User-Defined Codes Interface Setup
Setting up the customer profiles interface involves updating several
interface components:
e The menu item labels on the User-Defined Code Maintenance menu
* The screen titles for the various user-defined code programs

e The field labels for the various user-defined codes

Menu Item Labels

Use Menu Systems Maintenance (36.4.4) to update the menu item labels
for the User-Defined Code Maintenance menu.

Fig. 14.9
Update UDC Menu mgmemt.p a+ 36.4.4 Menu System Maintenance 08/12/97
Items Language ID: US U. 5. English

Menu: 7.20.16.12
User Defined Code Maintenance

Sel Selection Label Name Exec File Help File

_Z Budget UDC? - Purpose aiude?.p

F1=6o 2=Help 3=Ins 4=End 6=Menu 7=Recall 8=Clear 9=Prev 10=Next

Screen Titles

Use Program Maintenance (7.20.24.9) to update the screen titles for the
user-defined code programs.

FIQAD
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Fig. 14.10
spprogg 7.20.24.9 Program Maintenance 08/11/97 Update UuDC

Screen Titles

Program*: cdudec? Version:
Description: User Defined Code 7 Maintenance
Directory: cd/
Procedure Type: codemnt Code Maintenance
Title: Budget UDC? - Purpose
Dption Title:
Top Roum: _3

Left Column: 14

Ho of Occurs: 13
Access Program; Directory:
Help Reference: 11956

Ho. Help Pages:

Field Labels

Use Database Field Maintenance (7.20.24.8) to update the field labels for
the user-defined codes.

Fig. 14.11
spflinf 7.20.24.8 Database Field Maintenance 08/11/97 Update UDC Field
Labels
Field Name: udc007
Description: User Defined Analysis Code 7
Side Label: UDC 7 Purposex:
Columnh Label: UDC7 Purpose
Other Label: UDC? Purpose
Used ?: yes
Help Reference: 11717
No. Help Pages: _1
Side Label. It is important to preserve the existing line length,
including leading blank spaces.
User-Defined Codes Setup
The generalized reporting codes for budgets are maintained in Budget
UDC7-9 (7.20.16.12.7-9).
Fig. 14.12
cdudc? 7.20.16.12.7 Budget UDC7 - Purpose 08/11/97 Budget UDC Codes
Purpose Description
C Competitive response
E Excess Stock
P Price protection
T Temporary price reduction

UDC7, UDC8, UDC9. These UDC codes are sometimes confused
with UDC1-4. These codes exist only on budgets, and their purpose
is to group budgets for reporting purposes. They cannot be used as
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Fig. 14.13

Promotion Budget
Methods and

Parameters
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part of the logic for a customer and product combination from a
promotion to find a budget, because they do not exist on promotions
anywhere. They exist only on budgets and are a grouping mechanism
for budgets.

Promotion Budget Parameters

The budget parameters that drive each division for each financial year are
set up and maintained in Promotion Budget Parameters (7.20.16.5).

Promotion Budget
Methods & Parameters

Define methods or rules for matching
promotion budget.

Code  Description
CG Reg/UDC1/Cust Grp

PC Reg/UDC1/ProdProf1/Cust
R Reg

Add operational components from Options
to reflect description.

« Basic flags

« Customer flags

« Product flags

Specify mandatory and optional parameters
to use on promotion budget.
« Div-year
« Region/Area
- UDC1-4
« Customer group
* Product parameters
« Customer parameters
* Reporting parameters
» Methods listed in order they should be used

The relevant team determines the way that budgets are to be entered, for
example, by account by brand. The parameters set up the structure for
budget entry in a manner that matches the management’s requirements,
and are entered in this set of screens.
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Fig. 14.14

bdparm 7.20.16.5 Promotion Budget Parameters 15/11/96 Promotion Budget

o . + Parameters
Division*: 1
Financial Year: 1997
T/O Included? Yes
Budget Area: Region

Zone: no no

Deal Category: no no
Deal Group: no no
Owner: no no
Broker: yes no
Product Group: no no
Purpose: no no
Method: no no

User Code 3: no no
User Code 4: no no

Customer Based: no
Product Based: no

Division. This is the division that this budget is in.

Financial Year. The financial year this budget applies to. A budget
can only be in one financial year.

T/0 Included. Implementation Issues: This is an essential question to
answer during implementation. Basically, sites that do not include
turnover use budgets solely to measure and control trade spend. Sites
that do include turnover budgets for figures are interested not only in
the spend but in the relationship of that spend to total sales in the
division. Putting turnover figures into the system requires that these
be available and entered. This increases the workload during the
budget add and maintain cycle. The output is considerably more
informative. The input for the turnover obviously has an identical
structure in terms of the breakdown and the level of detail, to the
general budgets because of these turnover figures, therefore, non-
promotional sales volumes, are attached directly to an individual
budget.

Turnover or Sales Budgets: in order to count promotional sales only
once, when budgets are structured using Deal Codes or Deal
Categories, they automatically limit the number of entry points to one
per logical grouping.
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Budget Area. Two options: region, area. Allows a summary or more
detailed breakdown of budgets. Either region or area is a mandatory
component of a budget.

Is This Used. Toggle Yes or No. This tells the system what fields will
potentially be used as parameters for budgets.

Mandatory. If the previous field is used, is its use mandatory?

Zone. Implementation Issues: Remember that there cannot be more
than 10 components across all budgets used by whatever
combinations to restrict promotions at the target budget. This is dealt
with in the budgeting methods.

Customer Based. Implementation Issues: When this flag is set to No,
be aware of the following:

When accessing the pop-up menu for the set up customer
parameters option, a flag of No does not allow access to that
option, similarly for the product pop-up menu.

This is a major implementation issue. There can be many budgets
in the system and some of the promotions that are attached to
budgets can be quite large in the number of combinations of
customers and products they have. To speed performance, the
TrM module does a number of things.

When customer-related data elements are not used in the budget
parameters for budgeting promotions, TrM does not look at the
customer record because it knows that customer data elements are
not used. Instead, TrM looks at the customer group level or the
broker level. To support this budget, file structures are
automatically created underneath when the budget parameters are
fixed. When budget parameters are fixed and structures that do
not include customer data elements are set in place, you cannot
make changes.

Similarly, once you have made this decision for one year that is a
level (such as customer group or above) at which you want to
operate, you cannot go back in subsequent years and change it
back to the customer type, customer profile level, or customer
code. Therefore, this is an extremely important decision because
it can affect ongoing years’ structures. The same is true in the
product area.



Product Based. Implementation Issues: When this flag is set to No,
be aware of the following:

When accessing the pop-up menu for the set up product
parameters option, a flag of No will not allow entry to that option,
similarly for the customer.

This is a major implementation issue. There can be many budgets
in the system and some of the promotions that are attached to
budgets can be quite large in the number of combinations of
products and customers they have. To speed performance, the
TrM module does a number of things.

When product-related data elements are not used in the budget
parameters for budgeting promotions, TrM does not look at the
product record because it knows that product data elements are
not used. Instead, TrM looks at the product group level or the
broker level. To support this budget, file structures are
automatically created underneath when the budget parameters are
fixed. When budget parameters are fixed and structures that do
not include product data elements are set in place, you cannot
make changes.

Similarly, once you have made this decision for one year that is a
level (such as product group or above) , at which you want to
operate, you cannot go back in the subsequent years and change it
back to the product type, product profile level, or product code.
Therefore, this is an extremely important decision because it can
affect ongoing years’ structures. The same is true in the customer
area.

Promotion Budget Report Codes Setup

These User Defined Code fields are not on any files other than the
Budgets. They are used as grouping mechanisms for additional views into
the budgets, views that fall outside groupings derived from the standard
fields that are listed on the first screen and the customer and product
details screen.
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Fig. 14.15
Promotion Budget
Parameters: Codes
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[bdparm2 7.20.16.5 Setup Report Codes 15/11/96

Division*: 1
Financial Year: 1997

Use Code 7: no no
Use Code 8: no no
Use Code 9: no no
B e L TP et +

Is This Used. Toggle Yes or No. This tells the system what fields will
potentially be used as parameters for budgets.

Mandatory. If the above field is used, is its use mandatory?

Use Code 7 — Use Code 9. Note again to be sure that during
implementation, the distinction between these budget codes and
promotion codes used in the budget parameters is clear.

Promotion Budget Customers Setup

This is a pop-up option where customer parameters are maintained for
this division’s year’s budgets.

When budgets are divided so that customer-specific information is needed
to determine the appropriate budget, customer fields requiring entries are
recorded here.
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Fig. 14.16
fodparma 7.20.16.5 Setup Customer Parameters 15/11/9 Promotion Budget
Parameters:
Division*: 2 Customers
e +
Is This Used Mandatory
Custaomer Type: no no
Profile 1: no no
Profile 2: no no
Profile 3: no no
Profile 4: no no
Profile 5: no no
Profile 6: no no
Profile 7: no no
Profile 8: no no
Profile 9: no no
Customer: yes no
B ittt +
ittt +

Is This Used. Toggle Yes or No. This tells the system what fields will
potentially be used as parameters for budgets.

Mandatory. If the above field is used, is its use mandatory?

Promotion Budget Products Setup

This is a pop-up option where the product parameters are maintained for
products for this division’s year.

When budgets are divided so that product-specific information is needed
to determine the appropriate budget, the product fields requiring entries
are recorded here.
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Fig. 14.17
Promotion Budget [odparms 7.20.16.5 Setup Product Parameters 15/11/9
Parameters:

Products Division*: 2

Financial Year: 1997

Is This Used Mandatory

Profile 1: no no
Profile 2: no no
Profile 3: no no
Profile 4: no no
Profile 5: no no
Profile 6: no no
Profile 7: no no
Profile 8: no no
Profile 9: no no

Product: yes no

Is This Used. Toggle Yes or No. This tells the system what fields will

potentially be used as parameters for budgets.

Mandatory. If the above field is used, is its use mandatory?

Promotion Budgeting Methods Selection

This is where the rules or methods used for promotions to locate

appropriate budgets are set. Define the rules in Budgeting Methods

(7.20.16.2).

When many budgets exist, how does a customer by product combination
on a promotion find the right budget to attach to? It does this by using a
set of rules. These algorithms represent these rules. They are used
sequentially. If the first rule does not find an exact match, the second rule
is invoked and so on down the list of methods until a match is found. If

none is found, the promotion cannot be budgeted.

FIQAD




Method Opt
Method Opt
Method Opt
Method Opt
Method Opt
Method Opt
Method Opt
Method Opt
Method Opt

Division*:
| Financial Year: 1997

1%:
2%:
3%:
4%
5%
6%
T*:
8*:
O%:
Method Opt 10*:

7.20.16.5 Setup Algorithims

Region/Customer/Product

15/11/96

Method Opt. The sequence in which the budget methods are entered

here is critical because the logic engine within budgets searches starts

from Method Option 1 to Method Option 10. If it fails at a given

level, it uses the next method down. Therefore the sequence in which
the options are entered is critical to the effectiveness of their
performance.

TrM uses the value of this group of fields when searching for a

matching budget. It uses the value in Option 1; if it fails to find one, it

uses the values in Option 2 and so on until a match is found. If no

matches are found, the promotion will not budget.

Promotion Budget Summary Fields Setup

This is where the summary fields are added and maintained on each

division’s budgets for the financial year.

When large numbers of budgets are in the system, it can be time-

consuming to look at all the budgets summarized at a certain level. In
order to facilitate viewing performance, summary levels can be defined
and then automatically accumulated during any add or edit processing.

These summary levels are set up here.
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Fig. 14.18
Promotion Budget
Parameters:
Methods
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Fig. 14.19
Promotion Budget
Parameters:
Summary Fields
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[bdparmés 7.20.16.5 Setup Summary Fields 15/11/96

| Division*: 2 |
| Financial Year: 1997 |

Summary Field 1
Summary Field 2
Summary Field 3
Summary Field 4
Summary Field 5
Summary Field 6

Summary Field 1 — Summary Field 6. When there are many budgets
in a system, the performance of online grouping at higher levels of the
hierarchy can deteriorate. To avoid this problem, an additional six
levels of summary can be set up to aggregate when a promotion is
added to a budget or when any actuals are processed against a
promotion against a budget. This means that there is no need to
aggregate values to get summary fields in these six because they are
automatically summarized at the time the base transaction is entered.

Implementation Issues: Summary fields are used only when very
large numbers of budgets exist and rapid performances are required
on the budget summary views.

Rebate Budget Parameters Setup

The parameters that drive each division for each financial year in the
rebate budget area are set up and maintained in Rebate Budget Parameters
(7.20.16.6).

The budget rules and data requirements are established, by division, by
financial year. These are much simpler in the Rebate area than that of
Promotions.

Once set, these parameters can be changed up until the first rebate budget
is approved. Rebate budget parameters are only held and used in TrM.



rbparm

7.20.16.6 Rebate Budget Parameters

Division*: 1
Financial Year: 1997
Region/Area ?: Region
Rebate Type ?: no
Customer Grp ?: No
Product Group?: No

15/11/96

Region/Area. Each rebate has a region, an area, or both attached to it.

In most cases region is the required structure. Areas tend to be used
only when there are large numbers of budgets. In that case, highly
fragmented budgets would still tend to apply only in the promotion
budget area, rather than rebates are of a more generalized nature.
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Fig. 14.20
Rebate Budget
Parameters
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Create and Approve Budgets

Activities List
General Ledger Budget Header Setup 243
Update General Ledger Budget Spreads 243
Approve General Ledger Budgets 244
Promotion Budget Header Setup 244
Update Promotion Budget References 246
Update Promotion Budget Customer Details 246
Update Promotion Budget Product Details 247
Update Promotion Budget Spreads 247
Complete and Approve Promotion Budgets 248
Promotion Sales Budgets Header Setup 248
Update Promotion Sales Budgets Spreads 250
Approve Promotion Sales Budgets 251
Create Rebate Budgets 251
Update Rebate Budget Spreads 251
Approve Rebate Budgets 252
Create Internal Sales Budgets 253
Approve Internal Sales Budgets 253

General Ledger Budgets

The expenses incurred in promotional and rebate activities are allocated
to the general ledger by Cost Center and Account code held on the
budget. This means that expenses associated with a customer or product
on a promotion, say a lump sum claim, are posted to the general ledger
according to the values held on the budget that promotion customer and
product are attached to.



Valid general ledger Cost Centers and Account codes combinations are

set up in Add/Update GL Budgets (7.20.4.1) for the general ledger

budgets. These general ledger budgets have their own budget figures for
management purposes, which are alternates to budgets actually held in the
general ledger.

General Ledger Budget Header Setup

bdgl bud

7.20.4.8 Add/Update GL Budgets

Divisionx: 1
Division

Cost Centrex: 0700

Division

6L Accountx; 7000

Trade Spend

Financial Year: 1097

Total Budget: 1000000.00
Total Spreads: 1000000.00
Difference:

Status: A

Algorithmx: EVEN

Even Spread

08/13/97

Division. The division that this budget is in.

Cost Center. General ledger Cost Center code.

GL Account. General ledger Account code.

Financial Year. Appropriate Financial year.

Total Budget. Total Value of the budget (entered).

Total Spreads. Sum of the individual period values (derived).

Difference. Total Budget and Total Spreads; must be 0 to approve.

Status. The status of the budget. Must eventually be set to A.

Algorithm. The code that tells how to spread the budget automatically.

Amounts per period can still be overwritten.

Update General Ledger Budget Spreads

The value entered on the main screen can be automatically spread using
one of the predefined algorithms. Alternatively, the individual values per

period can be adjusted in this utility.
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Fig. 14.21
Add/Update GL
Budgets
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Fig. 14.22
Add/Update
Promotion Budgets
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Screen Option
7.20.4.8 Add/Update GL Budgets Update Spreads

Period. The period number of the budget period.

Budget. The dollar value of the budget for that period. The sum of
these figures must equal the entered figure on the budget header.

Approve General Ledger Budgets

When the spreads are satisfactory, approve the general ledger budget. A
promotional budget cannot be entered until approved general ledger
budgets exist.

Screen Option
7.20.4.8 Add/Update GL Budgets Approve Budget

Promotion Budgets

Budgets can best be thought of as buckets where various control totals are
held and actual transactions are linked to provide consistent reporting.
Promotion Budget Header Setup

Details about each promotion budget are entered in Add/Update
Promotion Budgets (7.20.4.3). The correct coding and entry is paramount
to getting budgets to function smoothly.

bdprbud 7.20.4.1 add/Update Promotion Budgets 08/13/97
Budget Codex: BUDG 2 Status: A
Financial Year: 1997 01 - 12 0/Flou Budget?: no

Description: book budget 2
Cost Centrex: 0700 Division 1

6L Accountx: 7000 Trade Spend

Divisionx: 1 Division 1
Regionx: E East

Areax:

Zonex:

Deal Categoryx:
Deal Groupx:

Dunerx: SHL Sarah Loue
CustomerGroupx:
Product Group*: KU Kitchen unscented
Total Budget: 100000.00
Total Spreads: 100000.00 Difference:
Algorithmx: EVEN Even Spread
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Budget Code. The unique code for this budget. It is manually input
by the user. A structured code is recommended.

Status. The current status of the budgets. These are automatically set
by various programs. Promotions can only be planned against
approved budgets.

Financial Year. The financial year the budget is in.

These fields have no prompts but are the from and to periods that the
budget applies to.

O/Flow Budget. Indicates if this is an overflow budget or not.

Description. A description of the budget. This often needs to be in
some form of code.

Cost Center. The cost center on the general ledger that the budget
posts its actuals to.

GL Account. The account code and sub-account code on the general
ledger that the budget posts its actuals to.

Division. The division this budget is in.

Region. The region this budget applies to.

Area. The area this budget applies to.

Zone. The zone that this budget applies to.

Deal Category. The deal category this budget applies to.
Deal Group. The deal group this budget applies to.

Owner. The owner this budget applies to.

Customer group. The customer group this budget applies to.
Product Group. The product group this budget applies to.

Total Budget. The total value of the trade spend in the budget (the
control value on the header).

Total Spreads. The value of the trade spend in the budget as entered
on a period-by-period basis.
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Fig. 14.23
Update Promotion
Budget References
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Difference. The difference between the above two fields. If this is >0,
the budget cannot be approved.

Algorithm. A predefined method of spreading the total budget over the
periods of the budget. It is a fast and easy way to divide the moneys.

Update Promotion Budget References

Because the main screen cannot contain all potential fields that define a
budget, some fields are held in a series of subscreens accessed from the
Option menu.

The first of these screens holds the four user-defined code fields found on
the Promotion header and the three additional reporting fields.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Update References

bdprur 7.20 Update References 08/13/97

Budget Code*: BUDG 4 Status:

uDcCi1*:
upcax:
UDC3x:
uDC4ax:
uDc 7 Purposex: ¢
upc8x*:
UDC9x*:

D
Deal Groupx:
Ounerx: SHL Earah Loue
CustomerGroupx:
Product Groupx: BU Bath unscented
Total Budget: 100000.00
Total Spreads: 100000.00 Difference:
Algorithm*: EVEN Even Spread

User Code 1-9. The required fields are highlighted. Enter a value.

Update Promotion Budget Customer Details

Because the main screen cannot hold all potential fields that define a
budget, some fields are held in a series of subscreens accessed from the
Option menu. The second screen contains customer-related code fields.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Update Customer Details
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Fig. 14.24
bdprcu 7.20 Update Customer Details 08/13/97 [jpdale Promotion

Budget Customers

Budget Codex*: BUDG 4 Status:

Customer Typex:
Cus Profile 1%:
Cus Profile 2%: AJ Chain AJ Chain
Cus Profile 3x:
Cus Profile 4%:
Cus Profile S:
Cus Profile 6x:
Cus Profile 7x:
Cus Profile 8%:
Cus Profile 9x:
Customer Codex:

Total Budget: 100000.00
Total Spreads: 100000.00 Difference:
Algorithmx*: EVEN Even Spread

Customer Type. The customer type this budget applies to.

Cus Profile 1-9. The customer profile values at levels 1-9 this budget
applies to.

Customer Code. The customer code this budget applies to.

Update Promotion Budget Product Details

Because the main screen cannot contain all potential fields that define a
budget, some fields are held in a series of subscreens accessed from the
Option menu. The third screen holds product-related code fields.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Update Product Details

Pro Profile 1-9. The product profile values at levels 1-9 this budget
applies to.

Product Code. The product code this budget applies to.

Update Promotion Budget Spreads
When the above details are complete, use the next option, Update

Spreads, to adjust values that appear in each period of the budget term.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Update Spreads
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Fig. 14.25
Update Promotion
Budget Spreads

» See “Promotion
Sales Budgets”
on page 248.
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bdprus 7.20 Update Spreads 08/12/97
Budget Codex: BUDG 4 Status:
Financial Year: 1997 01 - 12 0/Flou Budget?: no

PerTotal Budget 1

ade Spend

01 8337.00 -oooo 1
02 8333.00 .ooo00
03 8333.00 -ooo00
04 8333.00 -oooo
05 8333.00 .ooo00
06 8333.00 .ooo00
07 8333.00 -0000 (ue
08 8333.00 -oooo
09 8333.00 .0000 (cented
10 8333.00 -ooo00
11 8333.00 -oooo Difference:
12 8333.00 -0000 (ead

Complete and Approve Promotion Budgets
When the spreads are complete, use the next option, Complete Budgets,

to fix the values as they are in the budget.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Complete Budget

If required, create and approve a promotion sales budget.

Approve the promotion budget.

Screen Option
7.20.4.1 Add/Update Promotion Budgets Approve Budget

Promotion Sales Budgets

These subsidiary budgets are not always set up. This documentation
assumes that they are. These records are attached to the main budget
record and accessed via the same User Menu already in use.

Promotion Sales Budgets Header Setup

Screen Option
7.20.4.1 Add/Update Promotion Budgets Sales Budgets
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Fig. 14.26
fodprsb 7.20.4.3 Sales Budgets 01/07/9 Sales Budgets
e +
| Budget Code*: DIVATEST Status |
e e +
Start Period: 01
End Period: 12
Algorithm*: EVEN Even Spread
Status:
Entered Spreads Difference
Total $: 1000000 1000000
Total Qty: 20000 20000
Promotion $: 100000 100000
Promotion Qty: 2500 2500
e e +
Total Budget: 10000.00 |
Total Spreads: 10000.00 Difference: |
Algorithim*: EVEN Even Spread |
e e oo +

F1-Go 2-Help 3-Ins 4-End 5-Del 7-Rcl 8-Clr 6-Opt

Start Period. The start period of the period the sales budgets apply to.
End Period. The end period of the period the sales budgets apply to.

Algorithm. A predefined method of spreading the value over the
periods of the budget. It is a fast and easy way to divide up the
moneys.

Status. The current status of this sales budget. This is automatically
set by various programs. Promotions can only be planned against
approved sales budgets.

Entered. The header value keyed in as the control total. Manipulate
this value directly.

Spreads. The sum of the period values. Manipulate by changing the
spreads or period values.

Difference. The entered value minus the spread value. It must be zero
to approve a promotion.

Total $. The sales value in dollars of all promotional and non-
promotional sales.

Total Qty. The sales value in units of all promotional and non-
promotional sales.
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Fig. 14.27
Update Spreads for
Promotion Sales
Budgets
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Promotion $. The sales value in dollars of all promotional sales.

Promotion Qty. The sales value in units of all promotional sales.

Update Promotion Sales Budgets Spreads

Use this to change the values if the algorithm’s results need fine-tuning.

Screen Option Option

7.20.4.1 Add/Update Promotion Budgets Sales Budgets Update Spreads

[lodsbus 7.20.4.3 Update Spreads 01/07/96
o +
e +
Period Promotion $ Promotion Qty Total Turnover Total Oty
01 8337 212 83337 1674
02 8333 208 83333 1666
03 8333 208 83333 1666
04 8333 208 83333 1666
05 8333 208 83333 1666
06 8333 208 83333 1666
07 8333 208 83333 1666
08 8333 208 83333 1666
09 8333 208 83333 1666
10 8333 208 83333 1666
11 8333 208 83333 1666
12 8333 208 83333 1666
o +
B it T T L +
F1-Go 2-Help 4-End Enter-Upd 6-Opt Home-PgF End-PdlL

Promotion $. The sales value in dollars of all promotional sales.
Promotion Qty. The sales value in units of all promotional sales.

Total $. The sales value in dollars of all promotional and non-
promotional sales.

Total Qty. The sales value in units of all promotional and non-
promotional sales.
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Approve Promotion Sales Budgets

After Sales Budget entry has been completed and the Sales Budget
approved, exit from the Sales Budget back to the main Promotion Budget.
The outstanding activities are:

* Approve the budget (use Approve Budget).

* Reset (use Reset Budgets) and make adjustments if required at a later
date (providing no promotions are attached).

Rebate Budgets

Create Rebate Budgets

Create and update rebate budgets in Rebate Budget Maintenance

(7.20.4.13).
Fig. 14.28
rbbud 7.20.4.13 Add/Update Rebate Budgets 08/13/97 Add Rebate
Budgets

Budget Code*: REBUD 1
Financial Year: 1997
Description: Rebate Budget 1
Cost Centrex: 0700 Division 1

Expense Afcx: 7000 Trade Spend
Divisionx*: 1 Division 1
Regionx: E East

Areax:

Rebate Typex:

Customer Group:

Product Groupx*:
Total Budget: 200000
Total Spreads: enooon

Difference:

Status: A
Algorithmx*: EVEN Even Spread

Update Rebate Budget Spreads

Use this option to adjust the spread based on the algorithm.

Screen Option
7.20.4.1 Add/Update Rebate Budgets Update Spreads
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Fig. 14.29
Update Rebate
Budget Spreads

Fig. 14.30
Update Rebate
Budget Spreads
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rbbudus 7.20 Update Spreads 08/13/97
Budget Codex: RBBUD 2
Financial Year: 1997
dget 1
PerTotal Budget Division 1
Trade Spend
01 16663.00 Division 1
[1}=4 16667.00 East
03 16667.00
04 16667.00
05 16667.00
06 16667.00
o7 16667.00
08 16667.00
09 16667.00
10 16667.00
11 16667.00 Even Spread
— 12 16667.00

Approve Rebate Budgets

From Rebate Budget Maintenance (7.20.4.13), press User Menu to
display the Options menu. Choose Approve Budget.

Screen Option

7.20.4.1 Add/Update Rebate Budgets Approve Budget

rbbdab 7.20 Approve Budget 08/13/97

Budget Codex: RBBUD 2
Financial Year: 1997

Approved Byx:

Divisionx: 1 Division 1
Regionx: E East
Areax:

Rebate Typex:
Customer Group:
Product Groupk:

Total Budget: 200000
Total Spreads: 200000
Difference:
Status:
Algorithmx: EVEN Even Spread

Internal Sales Budgets

These budgets control and manage expenditure of discount incurred via
internal sales transactions. Each sales person is tied to one and only one
internal sales budget. An internal sales budget can be attached to only one
sales person. This makes internal sales budgets the simplest of all
budgets. They are also the most rigid as a consequence.



Create Internal Sales Budgets

Use Add/Update Internal Sales Budget (7.20.4.20) to create internal sales

budgets.

bdtibud

7.20.4.20 add/Update Internal Sale Budgt

Staff Memberx:
Divisionx:
Financial Year:
Cost Centrex:
GL Accountx:

Total Budget:
Total Spreads:
Difference:
Status:
Algorithmx:
Entry Date:
Entered Byx:
Updated Date:
Update Byx*:
Approval Date:
Approved Byx:

D Tom Dirksen
1 Division 1
1997

0700 Division 1
7000
Trade Spend

100000.00
100000.00

A
EVEN Even Spread
06/30/97
sul Sarah Loue
06/30/97
sul Sarah Loue
06/30/97
sul Sarah Loue

o0g/12/97

Approve Internal Sales Budgets

After generating spreads, approve the budget.

Screen

Option

7.20.4.20 Add/Update Internal Sales Budget Approve Budget

Budgets 253

Fig. 14.31
Internal Sales
Budget Header
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View Promotion Budgets

See Chapter 23, “Views,” for information on creating and maintaining

VIEWS.
Specify the View
This is where the users actually view their budgets.
Fig. 14.32
Promotion Budget [oprbdl 7.20.4.3 Promotion Budget Views 07/07/96
Views
B e e e LR e T e +
View*: div21996 |
Year: 1996 |
Owner oo Options -------- +
Cost Centre*: -to- | Run |
GL Account*: -to- | Main Selections |
Division*: 2 Bakery | Secondary Selections |
Region*: | Customer Selections |
Area*: | Product Selections |
Zonex : | References |
Deal Group*: | Sequence/Formatting |
Deal Category*: | |
Customer Grp*: e +
Product Grp*: |
Budget Code*: -to- |
Line Format*: ad Budget /Year/Cat /Amount /Plarmed/Actual /Ba |
Desc Format*: ac 2 Line Budget Description/Category Descr|
Sequence*: ac Year, Deal Category, Budget Code |
B e e e LR e T e +

F1-Go F2-Help F4-End Home-PgF End-Pgl, PgUp PgDn

Run. Executes the search for all budgets with the specified
parameters.

Main Selections. Allows access to the values on the first screen.

Secondary Selections. Allows access to the values on the second
screen.

Customer Selections. Allows access to the values on the customer
selection screen.

Product Selections. Allows access to the values on the product
selection screen.

References. Allows access to the values on the references selection
screen.
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Sequences/Formatting. Allows access to the three values for formats,
descriptions, and sequences.

Output from the View

This is output from the selected view.

Fig. 14.33
Vopl frad 7.20.4.3 ALl Budgets 07/07/%6 All Budgets View
= T oo +
————— Balance ----- %Var
Bud Code Yr Cat Budget Plammed Actual Plan Actual toPlan
2001 % 10000 10000 10000
2002 9% 10000 140664 130664~ 10000 999.99
2003 9% 10000 16000 6000- 10000 160.00
2004 9% 10000 21770 11770- 10000 217.70
2005 9% 10000 40698 1110 30698- 8890 406.99
2011 9% 10000 33156 10800  23156- 800- 331.56
2012 9% 10000 175568 165568- 10000 999.99
2013 % 10000 10000 10000
2014 % 100000 21333 78666 100000  21.33
2015 9% 100000 100000 100000
e it +
= T oo +
|Budget Code: 2005 Div 2 Test 5 |
|Category  : |
ittt bett et +
F1-Go 2-Help 4-End 6-Opts PgUp Pgbn

Bud Code. The unique code for the budget.
Year. The financial year for that budget.
Budget. The total spend dollars for the budget.

Planned. The sum of planned spends on customer by product by
customer group records that are attached to this budget.

Actual. The sum of actual spends on customer by product by customer
group records that are attached to this budget.

Balance Plan. Budget — Planned.

Balance Actual. Budget — Actual.
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Related Topics

Promotion access and security

Set up staff security profiles (7.20.24.3)

Attach individual staff record to security profile (7.20.21.4)
Set use of promotion approvals (Control File 7.20.19.1 p8)
Define promotion approval levels (7.20.21.6)

Define individual staff member approval level (7.20.21.4 Opt:
Security Setup (General))

Define individual staff member security level (7.20.21.4 Opt:
Security Setup (General))

Set staff promotion access security (7.20.21.4 Opt: Promotion Access
Security)

Set up custom promotion approval programs if wanted (7.20.21.9
Opt: Approval Programs)

Set up additional program parameters and approval managers as
needed (7.20.21.9 Opt: Approval Managers)

On division record, set close date prior to which a promotion cannot
start (7.20.21.9 Opt: Defaults)

Promotion dates

Set buy in and retail date relationship in control file (7.20.19.1 p4) (if
set in control file only, value will be system-wide)

Set relationship between buy-in and retail dates in division record; if
not set here, value held in control file will apply (7.20.21.9 Opt:
Sundry Parameters)

Customer groups

FIQAD

Define MFG/PRO salespersons (2.5.1)
Define TrM customer groups (7.20.21.13)

Assign customers to customer groups (7.20.21.13 Opt: Associated
Divisions, Opt: Associated Customers)

Set up user-defined customer groups as needed (7.20.21.14)
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Product groups
* Define TrM product groups (7.20.21.15)
* Assign products to product groups (7.20.21.2 Opt: Associated
Divisions, Opt: Profile Information)
Bulk change
* Set Bulk Change? flag in control file (Control File 7.20.19.1 p7)
* Set bulk change access security (7.20.21.4 Opt: Bulk Changes
Security)
Promotion volume
* Define buying codes (7.20.13.14)

* Define and verify volume spread method on deal category record
(7.20.13.4)

* For customer-based volume spread method, set customer volume
weighting value in customer record (7.20.21.1 p2)

* Set customer volume weighting value in divisional customer record
(7.20.21.1 Opt: Associated Divisions, Opt: Additional Information)
for customer-based volume spreads

Clash codes
 Verify Clash codes (7.20.13.18)

* Set date range for clash check on individual deal category records
(7.20.13.4)

* Set default clash code on division record (7.20.21.9 Opt: Defaults) (if
set on division record only, value will be division-wide)

* Set default clash codes on individual general staff record; if not set
here, value held on division record will apply (7.20.21.4 Opt:
Additional Security (General))

259
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Promotion Concepts

A promotion is the transaction that causes the organization to give some
form of discount. A promotion can be an operation over a short or long
period of time. The promotion can have many reasons for existence and
can be described in many different ways. Within TrM the promotion is
used to either vary the discount shown off invoice or to retrospectively
pay discount in the form of a billback, chargeback, or deferred claim, or to
pay lumps of money that are required to facilitate commercial
transactions, for example, slotting fees, market development fees, new
line fees, and so on.

Promotion Deal Concepts

The deal for a promotion, shown in the deal code, is the generic name
given to the description of the nature of the financial aspects of the
promotion. Each deal contains two groups of information: the (up to four)
deal categories, and the pricing methods by which the deal categories are
applied. Each unique combination of deal category and pricing method is
a deal type. In promotions, combinations of deal types are represented by
deal codes.

Deal Categories

There are 11 potential deal categories. A promotion can contain anywhere
between one and four of these categories, four being the maximum
number. If there are five deal components, two deals will have to be
created to cover all five categories. The deal can have any combination of
categories on it but a particular category cannot be repeated within a deal.

Since a promotion can have up to four elements on it, each of these
elements belonging to a different deal category, and since each product
can have a different deal, you need to summarize the information by deal
category to understand the extent of your expenditure in each area. The
system, therefore, holds summary records within the promotion at the
promotion-deal category level.

Deal categories are used only in TrM.
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The 11 deal categories are summarized in Table 15.1.

Code

Common
Terminology

Table 15.1
System-Defined
Description Deal Categories

Ol

DC

IN

CSM

CIL

BO

Off Invoice

Billback,
Chargeback, Post-
Billed, Deferred
Claim

Retail Claim

Lump Sum, Coop,
Straight Moneys

In Lieu Moneys,
Coop In Lieu

Free Goods,
Bonus Stock,
Freebies

This is a deal where the discount is taken and shown on
the invoice.

This is a deal where the discount is taken retrospectively;
that is, after the event, and claimed back from the
manufacturer. When there are two deferred discount
elements on a deal, this deal element is used for the
wholesale portion.

This deferred deal claim element is similar to the previous
element. It is repeated as a possibility of an element on a
promotion because, in certain cases, there is a
retrospective discount given based on both the wholesale
and the retail quantities sold. This deal element is used for
the retail element and is generally based on data from scan
during the period that the promotion actually runs in store,
that is the retail dates.

This deal element covers lump sums of money where the
amount of money is not a function of the volume of
product sold (although the agreement as to the amount
may have been originally set in expectation of achieving a
certain volume). These deals cover a multitude of reasons,
for instance slotting, MDF, and other payments used in the
retail trade.

This deal element refers to lump sums of money that are
funded from rebate moneys previously generated. The
special characteristic of these deals is that the value is not
posted to the general ledger but merely reported here and
displayed for reporting purposes so the customer and the
manufacturer can see where rebate moneys are being
spent. An alternative strategy exists that allows the
moneys to be transferred to the promotion area (that is, the
rebate is not paid) and the money is to be spent by
promotional activity.

This refers to stock given away at no charge, either
delivered with the order that drove the requirement, or
supplied subsequently when sales quantities to indirect
customers are known. It may also be as a substitute for
Lump Sum payments. The most typical deal is where you
buy 12 and get 1 free.
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Table 15.2
Pricing Methods
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Common

Code Terminology Description

BRK Bracket Price Pricing is set by quantity ordered. For the period of the
promotion, the customer is able to buy small quantities at
least at a higher level. Pricing includes a pickup price.

GE General Expense  Covering lump sums of money for general activity not
specifically related to the normal lump sum payments in
the retail arena (slotting, new line fees, MDF). Typical
examples are annual golf tournaments and tradeshow fees.

ME Merchandising This deal element covers activity in the form of
merchandising. Generally sums of money for hats, tee
shirts, POS display, and so-on

VO Quantity Breaks  Pricing is set by quantity ordered. Increased quantities
result in a lower price.

CU Coupon A deal where the discount is taken retrospectively; that is,

Pricing Methods

after the event, and claimed back from the manufacturer
when evidence of purchases is provided by coupons.

Pricing method refers to the way in which deal categories are applied.
There are four main pricing methods. A deal category can only contain
one method on a promotion; it is not possible to set up a dollar off invoice
for one product on a promotion and a 10% off invoice on another product

on the same promotion.

Table 15.2 summarizes the pricing methods.

Common
Code Terminology Description
$ Dollar Off A fixed amount of money off whatever is the starting point
% Percentage Off A percentage amount off the starting point
N Net Ignores the starting point and guarantees the finish point; a
guaranteed price, a net price
M % On or markup A percentage amount on the starting point
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Fig. 15.1
L. . Pricing Methods for
Pricing Methods for Discounts Discounts
$ % Net
List price of ... $10 $10 $10
Now apply a discount of ... $10ff 10% Net price of $9
Results in a discount value of ... $1 $1 $1
Invoiced price $9 $9 $9
Price increase of 10%
New list price of ... $11 $11 $11
Apply the same discount of ... $1 off 10% Net price of $9
Results in a discount value of ... $1 $1.10 $2
Invoiced price $10 $9.90 $9
L | |
Relative Absolute
Deal Types
The deal type describes the fundamental unit that goes to make up all the
deal codes. It is a combination of one of 11 deal categories and one of 4
pricing methods. Each promotion can contain up to four deal types and,
noting the deal category on the deal type, a deal category can only be used
once per promotion. For example, it is not possible to have the deal types
OIS (deal category = OI and pricing method = $) and O1% (deal category
= OI and pricing method = %) on the same promotion because they
contain the same deal category.
Deal types are used only in TrM.
Table 15.3 shows a few examples of deal types.
Table 15.3
Deal Category Pricing Method Deal Type Deal Type
T T Examples
OI: Off invoice $, Dollar off OI$: $ Off invoice
OI: Off Invoice %: Percentage off 01%: % Off invoice
DC: Billback $: Dollar off BBS: Billback $off
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Table 15.4
Valid and Invalid
Deal Codes
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Deal Codes

The deal code is the structure where the various components of a deal
(each component called a deal type) are grouped. A deal code can contain
up to four deal types; there is one deal code for each promotion.

Deal codes can have any mixture of deal types on them provided that a
deal category is used only once per deal code.

Deal codes are used only in TrM.

Valid Deal Code Invalid Deal Code
OI$BB$ OI$01%
OI%LS

Deal Groups

Deal groups are structures used in the budgeting process where a site
wants to group deal categories into, what are for them, logical groupings.
The deal group is then purely a logical grouping structure that pulls
(sometimes) disparate deal categories together.

For example, taking the deal categories of OI (Off Invoice), DC
(Billback) and CSM (Lump Sum), the budgeting could be arranged on
two sites as follows:

Site 1: Deal Group1  OI
Deal Group2 DC & CSM

This is because the first come off invoice and the second are retrospective

Site 2: Deal Groupl  OI & DC
Deal Group2 CSM

This is because the first are discounts and the second is fixed amounts of
cash.

Deal groups are used only in TrM and then only for budgeting.
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Promotion Dates Concepts

Each promotion has two sets of dates on it. The first set is mandatory; the
second set is optional (they are made optional by switching them off).

Buy-in Dates

The first set of dates are nominally called the buy-in start and finish dates.
These dates represent the range when the warehouse is open to sell
product at the special price. Within MFG/PRO Sales Order Entry, this
date can have one of two meanings: the order date or the due date.
Remember that this value can only be set system wide and once set
applies to all orders placed within the system. Therefore, the meaning and
effect of the date displayed and entered here within the promotion is, in
effect, set in the sales order entry control file. It is appropriate that the
prompt be changed to reflect the meaning selected within the system. The
usual method is for this to mean the order date or buy-in date.

Retail Dates

The second set of dates held on the promotion are the retail dates,
generally dates associated with consumer-related activity. This represents,
for retail promotions, the dates that the promotion is actually running in
store; that is, the promotional pricing and benefits available to consumers
within this period. These dates are very important for analysis purposes
and also because one of the deal types, the retail billback promotion, uses
these dates as the validating date range for claim verification.

In some businesses, there is a requirement to constrain the relationship
between the dates. For example, the retail dates may have to be between
the buy-in dates. The system has a number of options to allow setting the
date interaction rule. These options are set in Division Date Parameters.

Owner and Responsibility Concepts

The concept of responsibility is an important part of TrM in that users of
the system and those who make commercial decisions relating to the
company, make their decisions available for review by management. To
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support this, the major transactions in the system are clearly coded to
idetify who is accepting responsibility, either because they initiated the
transaction, or because they caused it to be authorized.

Each promotion and rebate is coded with both an owner and a
responsibility code; either code is a registered user of the system.

Owner

The difference between owner and responsibility refers principally to the
power of the code and relationship to security where owner is the most
powerful attribute. The owner of the promotion can always enter and
modify or delete the promotion regardless of the region, area, or zone
control that is in place. When promotions and rebates are added, the user
is defaulted to the person entering the transaction.

Responsibility

Similarly, the user whose name is in the responsibility field can enter and
do the same but access is generally limited via certain lookup screens
where only matches on responsibility are found. When promotions and
rebates are added, the responsibility is defaulted to the person entering the
transaction.

Next Action Code Concepts

TrM can tag the promotion and rebate records with a code, the next action
code, which indicates that some activity is outstanding or due. The
meaning and use of these codes is completely determined by each site.

A date follows the codes. Combined with the next action code, together
they give the required action and timing of that requirement.

TrM then provides by user a scroller that lists records coded with a next
action, sorted by date, the oldest first.
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Promotion Level Concepts

The promotion level is set on the promotion header and indicates the way
the promotion is internally structured with reference to products and
customers.

Fig. 15.2
Promotion Levels

Promotion Levels

Customer and Product

Automatically maintained * Manually maintained
Customer Group Specific customer
User-Defined Customer Group Specific product
Product Group Single product
Zone Region

* Bulk Change 5.13

Promotion Level for Customers

The promotion customer level represents how the promotion interacts
with the customers and customer groups that are linked to the promotion,
when changes are made to customer group membership during the life of
a promotion.

All customers must belong to at least one customer group. A customer on
a promotion has not only their code recorded on the promotion, but also
the customer group that they belong to.

A promotion can be set at one of two levels:

¢ At the individual customer level: if set at the customer level, it
indicates that the promotion is only applicable to the customer codes
listed on the promotion.

* At the customer group level: if set at the customer group level, it
indicates that the promotion is applicable to any customer who is a
member of any customer group listed on the promotion. This means
that if the membership of the customer group changes (that is, that a
customer leaves or joins the group), this change must be reflected in
the promotions that this customer group is attached to, provided that
the promotion is set as a customer group level promotion.
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For instance, you can have two promotions, one written at the customer
level and one written at the customer group level. Assuming the customer
group has 10 customers attached, then say the customer level promotion
has those 10 customers on it, and the customer group level promotion has
the same 10 customers, all belonging to the same customer group, on it.
When you add an 11th customer as an active member of the customer
group, the existing customer group level promotions for that customer
group will automatically have an additional customer added to them,
leaving the customer level promotion with 10 customers (even though
they are the same 10 customers) and the customer group level promotion
now with 11 customers.

In reality, the promotions are driven by the list of customers on them. So,
if a promotion is set at the customer group level, on entry or edit, the
system locates the customers in the group and pulls them onto the
promotion.

Automated maintenance occurs when changes to membership occur after
a promotion has been added (and is to run sometime in the future or is
currently running). Merely attaching or deleting the customer to or from
the customer group record does not alter all the promotions. TrM includes
a facility called the edit, which enables the addition and deletion of a
customer to a group to be recorded, with a date for when the change will
become effective (meaning the edits do not have to be immediate; they
can be pre-entered). In the batch run in the early hours of the day in
question, the customer is attached or deleted to or from the customer
group record, any promotion set at the customer group level that contains
this customer group (and is at status less than status 7) has the customer
added or deleted, and any associated price lists are amended to reflect the
changes.

While there are two basic levels, customer and customer group, they both
come in a number of variations, principally related to how to quickly
select customers and customer groups. The variations defined here are:

» Customer-level codes: customer, predefined group

» Customer group-level codes: zone, region, customer group

Customer levels are used only in TrM.
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Promotion Level for Products

This same principle applies to products and product groups. For
businesses that commonly have line extensions (promotional packs, for
example), the automated maintenance is available through the use of
product group coding.

The promotion product level represents how the promotion interacts with
the products and the product groups that are linked to the promotion,
when changes are made to product group membership during the life of a
promotion.

All products must belong to at least one product group. A product on a
promotion has not only its code recorded on the promotion, but also the
product group that it belongs to. If, during the life of a promotion the
product is removed from the product group, one of two things happens:

e The product continues to be eligible for the promotion.

e The product is no longer eligible for the promotion.
When the promotion is recorded, the manner in which the promotion is to
be dealt with when product or product group changes are made is
indicated. This indication is called promotion product levels.
A promotion can be set at one of two levels:

* Product level. If set at the product level, the promotion applies only to
the product codes listed on the promotion.

* Product Group level. If set at the product group level, the promotion
applies to any product that is a member of any product group listed on
the promotion. This means that if the membership of the product
group changes (that is, that a product is removed from or is added to
the group), this change must be reflected in the promotions that this
product group is attached to, provided the promotion is set as a
product group level promotion.

While there are two basic levels, product and product group, they both
come in a number of variations, principally related to how to quickly
select products and product groups. The variations defined here are:

* Product-level codes: Selected Product, Single Product

* Product group-level codes: Product Group, All Products

Product levels are used only in TrM.
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Promotion Customer Concepts

The customers for whom this promotion will be effective are listed on the
promotion. These customers are the sold-to customers, not the ship-to
customers, the customers who actually place orders against the system. In
addition, the customer groups to which these customers are attached are
recorded and held as separate records, so records exist for promotion
customer and promotion customer group.

Promotion Product Concepts

The products where sales attract the discounts and other promotion
elements from this deal are listed on the promotion. The levels of discount
and lump-sum moneys, for example, can be defined by product or at the
product group level. The product group that each product belongs to is
also recorded as a record on the system so that each promotion contains
not only promotion product records but also promotion product group
records.

User-Defined Code Concepts

Throughout the system, on four key transaction types (promotion, rebate,
budget, and agreement), there are some optional fields that can be added
to the transaction. These fields, predefined by the user and generically

known as UDCs or user-defined codes, are used for one of three purposes:

1 As selection and reporting data elements, which enable subsetting of
the transactions into site-appropriate groupings. This way they can be
used in the selections for views and the selections for reports. For
example, promotions are often coded with a reason, where the reason
may be one of:

* Competitive pressure
 Part of base activity plan; new product launch
* Temporary price reduction

It is then possible to find all promotions that have been initiated
specifically to counter competitive activity.
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2 The second purpose relates to the promotion budget area where codes
can be used as parameters in the process that selects appropriate
budgets for the promotion. For example, promotions are often funded
from one of two sources, either field sales moneys or corporate
marketing budgets. If promotions are coded as being funded from one
source or the other in one of the UDC fields, the budgets can be
located correctly and the spend correctly attributed to field sales or
marketing.

3 Certain fields may have a site-specific program attached to them.
When data entry is complete, the program is triggered and, either
interactively or in batch, it undertakes some site-specific activity. For
example, a site may need to fax brokers with its promotions as they
are added or edited. A program can be written at the site, attach it to
one of the UDC codes and, on entry or edit, the program runs. This
program could prompt for some notes, confirm the fax number, and
then take the promotion information and fax the detail to the relevant
brokers. Or, the program could check the current value entered and
compare it to a value in another field. If the pair of values is valid,
then continue; if not, put up a warning that an illegal pair of values
exists. These custom programs can then be used for data validation
purposes and thus are a (potential) method of restricting data access.

For whatever reason, these fields are first controlled as to use or not from
some control structure (this varying, depending on the UDC field). See
the table below for the location of these control structures. In a number of
cases the control capability is extended further; for example, is
completion optional or mandatory, is data entry table-driven or not.

In the case of the promotion and rebate user-defined codes, where
programs can be attached to these codes, the names of these programs are
set in the relevant control structure.

The selection of options in these fields is also controlled by the standard
divisioning and data grouping capabilities to display and have valid only
appropriate entries for each user. In addition, the system defaults can be
set (again by user) so that, on initial entry to the transaction, the most
common code populates the screen.

Note that UDC4 is a code common to both promotions and rebates. This
enables a promotion or rebate to have a common control field for
functions such as archiving.
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Table 15.5
User-Defined
Codes Summary
Table

Table 15.6
Modifier Codes
Summary Table
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UDC codes are used only in TrM.

A summary of promotion UDC codes follows.

Field Where Used Where Controlled Uses
UDC1-3 Promotion Header ~ 7.20.19.1 Control File, = Reporting, Views,
Page 6 Budget Parameters,
Run linked programs
UDC4 Promotion Header, 7.20.19.1 Control File, = Reporting, Views,

Rebate Header

Modifier Concepts

Page 6

Budget Parameters for
promotions only, Run
linked programs

In situations where for promotions the four user-defined fields on the
promotion header are insufficient, there are an additional ten user-defined
fields available in the form of modifiers.

It should be noted that these modifiers are different from the four user-
defined codes in the following ways:

* They are not available as parameters to drive budgets.

e They do not occur on the main screen of the promotion header but
automatically pop up after the customer selection is activated.

* They can accept free-form data entry, whereas the first four user-
defined codes cannot; that is, the data need not be validated against a

table.

* The attached program will always run on add and edit of the code, in
which case the program must be written with this in mind.

Modifiers are used only in TrM.

The following is an overview of the promotion modifier codes

Field Where Used

Where Controlled

Uses

Modifiers1-10 Promotion,

(subsidiary screen)

7.20.13.11.13 Modifier

Parameter Maint.

Reporting, Views, Run
linked programs
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Product Volume Concepts

Promotion entry requires the entry of a volume against products or
product groups. This is the expected quantity of product to be processed
under the terms of this current deal. Entry of volumes occurs in the same
units that pricing occurs in. Entry of volumes is one figure across the
entire period of the promotion. Entry of these volumes, even though
performed at the product level, is divided in two ways: it must be split
across the customers, and it must be split over time: that is, time that is
phased over the period of the promotion.

Fig. 15.3

. Promotion Volume
Promotion Spreads

Volume Spreads

Even CuStorw\ Historical
Volume Weight Factors

{ Over Promotion Timeline ]

Buying Buying
Base Code

Volume Spreads Across Customers

During or after entry of the volume in Deal Edit, volumes are split
automatically by one of three methods:

* It can have a simple pro rata across the customers. Ten customers
with 1,000 cases in expected sales has exactly 100 cases on each
customer.

* Each customer is weighted according to its general relative
importance in terms of sales volumes to the business. This number
can range between 1 and 99. This means that with 2 customers, 1,000
cases in expected sales, one with the weighting of 10 and one with the
weighting of 20, one would receive one third of the volume and the
other would receive two thirds of the volume.
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Fig. 15.4
Customer Volume
Weighting for
Promotions
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Promotion Volume Spread
Customer Volume Weighting

Promotion Volume
1000 units

Customer Volume

A 50

B 75

C 30

155
A = 50/155 x 1000 = 320 units
B = 75/155 x 1000 = 480 units
C = 30/155 x 1000 = 200 units

 The system displays existing sales information and lets users
manipulate that data as the input for the customer-products.

The third method requires some additional explanation. TrM can store
sales data in three different ways. The three ways are chosen from a
possible six different methods:

 Last Half-Year: sales by customer-product for the most recent six full
months

* Last Quarter: sales by customer-product for the most recent three full
months

 Last Month: sales by customer-product for the most recent full month

* Rolling Annual: sales by customer-product from yesterday and back
twelve months

* Rolling Half-Year: sales by customer-product from yesterday and
back six months

* YTD Sales: sales by customer-product from the beginning of the
financial year forward to yesterday

When the volumes are required during data entry, the three values are
displayed (at the product level but can be displayed or manipulated at the
customer-product level). The user elects to take a percentage of those
figures. The volumes are then auto-generated and split down to the
customer-product level.



The split method is determined by the code known as the Spread Method.
This spread method is set on the Deal Category, each category being able
to have a separate method. Since each deal type on the promotion belongs
to a separate deal category, the spread method is initially determined by
the spread method held (as a default) on the relevant deal category.

Volume Spreads Over Time
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Promotion Time Line
Buying Code
Even

| 1 1 |
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Start Start Finish Finish
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b RS Double Buy _- A
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| 1 1 |

T T T T
Start Start Finish Finish
Buy Retail Retail Buy

Each of these volumes, once split or apportioned or generated in the
above manner, is spread for each customer-product over the period of the

promotion.

Promotional volumes, entered as a single figure, need to be spread over
the period of the promotion. This is achieved by the Buying Code and the

Buying Base acting together.

On each division deal, category is held by the buying code and the buying
base. The Buying Codes are predefined and automatically applied to each
Deal Category on a promotion; the Buying Code is defaulted from the
Divisional Deal Category record. It can then be maintained individually

on each promotion.

* The buying code gives the pattern by which the volume should be

spread over time.

Fig. 15.5
Volume Weighting
Over Promotion
Time Line
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* The buying base indicates whether this should be spread over the
buy-in dates or over the retail dates.

The key here is that the two codes work together to define how volumes
spread over time.

Since each deal type on the promotion belongs to a separate deal category,
the spread over customers is initially determined by the spread method
held (as a default) on the relevant deal category.

Each customer-product volume, once determined, is further split
according to the effect of the buying code and the buying base.

Note A Buying Code consists of seven values, called weights, which
represent seven points on a curve. The shape of the curve is the user’s
estimation of the purchase pattern of the promotion customers during the
period of the promotion. When these buying codes are set up, the
mathematics in the system will take those seven points, calculate a
smooth curve through them, and then apply this curve over whatever
period between the dates as determined by the buying base.

Clash Concepts

A clash is a situation where the current promotion has a deal in operation
at the same time as another promotion (at status 3 or above) for the same
product, division, and region.

There are many businesses where only one promotion should be in effect
at the same time. If there are two, something is wrong and should be
resolved immediately. For other businesses, overlapping promotions are
standard, leading to the necessity for layered pricing, where a discount is
applied on top of another discount, to arrive at a final discounted price.

In either case, it is a requirement (potentially) to identify not only that a
clash does occur, but what customer-product combinations it occurs on.
The current promotion is said to clash with another when:

* There is an overlap of at least one day

¢ In the same division

¢ In the same region

e For the same customer
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 For the same product

* The target promotion (for the check) has a status > 2 but <7
This first rule stops doubling a deal to a given customer.

Alternatively, the current promotion is said to clash with another when:
* There is an overlap of at least one day
¢ In the same division
¢ In the same region
* For a different customer
 For the same product

* The target promotion (for the check) has a status > 2 but <7

The reason for the second one is not to check doubling of promotions, but
to prevent a situation (in retail in particular) where within the same area,
two competitors are being offered a promotion on the same day for the
same products with different deal values.

Both of these are clash rules and can be applied in TrM.

In a system with many thousands of active deals, to check online for a
clash during data entry would potentially be a system performance issue.
To accommodate this situation, the user can be prompted so that on exit
from adding the deal, as well as or alternatively when it moves through
status 2-3-5, they can be prompted if they want to run a clash check, either
interactively or in batch with an on-screen resultant list or a printed list
from batch.

The concept of a clash, and therefore the clash code, is used solely within
the TrM module.

Promotion Budgeting Concepts

When a promotion is set to status 3 or above, its various elements are
linked to specific budgets according to the budget methods held in the
promotion budget parameters, which are specified by the user and reflect
the particular requirements of the site. For instance, in a marketing-driven
company with strong brands, the budgeting may be by product or product
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group, while, for a company that strongly emphasizes product sales
volume, the budgeting criteria may consist of such elements as sales
region and major customer.

Fig. 15.6
Promotion to Promo Budeets
: ions udg
Budget Matching
1C 1E
2 PE3 2
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Promotion to Budget 4 G ¥ o
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- Pt st 2 2
+ Reporting Requirements 3 MKO Chain 3 MKO Chain
porting Req 4 BS 4 BS
1E 1R
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3 BB Chain 3
4 KU 4
Status Concepts
Fig. 15.7
Promotion Status q
Descriptions Promotion Status
~
Status 2 — Proposed Status 6 — Live
Automatically set upon creation Actuals recorded against it
J N
N
Status 3 -
Planned and Budgeted Staltust7 _b }Zlmshed
Visible to the rest of the organization nactive but open
= /
a e a\
Status 4
Waiting Management Approval SFatus D=z
: Finished and shut down
Has not passed the approval filter
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Every promotion (and consequently all product-customer-broker
combinations on that promotion) has, at any one time, a status that is
represented by a number ranging from 0-10.

Descriptions for these status codes can be changed to reflect the
terminology used at a site. The effect and consequential work flows
relating to a status cannot be changed because TrM ties certain actions
and processes to specific status levels.

Generally, status moves below 5 are manual actions. Those above 5 are
automatic actions.

Table 15.7
Promotion Promotion Status
Status Status Description
0 The promotion has been deleted and will eventually be completely purged

from the system. You cannot edit a deleted promotion.

1 The promotion is a Template promotion; that is, it is used as a model to
copy. At Status 1, a promotion can only be deleted.

2 This is the level where all promotions are automatically added. The
promotion is on the system but nothing is going to happen with it until it
is moved, by the user, up through the status levels. Some bulk edits may
change promotions at this status.

3 This level is selected by the user. At this level the promotion is linked to
one or more budgets; that is, each product-customer-customer group
combination is linked to a single budget, but the different combinations
may be linked to different budgets, depending on how the budgeting
criteria are set up. At this point, the promotion becomes an internal
company commitment but is not yet driving the full promotion
functionality. At this point, it is a planned or budgeted promotion. Bulk
edits can change promotions at this status.

4 This level is automatically set. When a promotion fails the Approvals
check on the way to status 5, it is automatically assigned to status 4 and
placed in a queue for approval by the relevant manager. This manager
must change the status from 4 to either 5 or 3. Bulk edits can change
promotions at this status.

5 This level is selected by the user. When moving from Status 2 or 3 to level
5, the promotion is first checked for conformance with Company rules
regarding levels of discount. This is the approvals check. If it fails this
check, it is set to status 4 and placed in the queue for a specified manager
to approve. If it passes the check, it is set to status 5 and is confirmed as
an active promotion. When a promotion contains an off-invoice element,
the price lists are also automatically created at this point. Bulk Edits can
change promotions at this status, but the budgets are be affected.
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Promotion
Status

Status Description

6

10

This level is automatically set. For a promotion that is at status 5, when

the first related actual transaction is processed in the system, for example,
an invoice or a posted claim, the system automatically sets the status to 6,
indicating a live promotion. Bulk edits can change promotions at status 6.

This level is automatically set. It can also be selected by the user as a
means of temporarily stopping a promotion. The automatic method looks
at the dates of a promotion and, when these are passed, the system
changes the status to 7, finished. Refer to the section on accruals, which
considers differences between status and status 9.

Not currently used by the system.

This level is automatically set by the system or can also be selected by the
user. The system selects status 9, closed, when the promotion is an off-
invoice promotion only and the dates are passed, or if the dates are passed
on any retrospective deal, for example, a billback, and the limits on
number of claims or number of days open have been exceeded. When
these limits are left open during setup, the user has the option to manually
close the promotion. Until a promotion is at status 9, the adjusted figure
on the budgets continues to use the larger of the planned or actual figures
for its calculations.

This level is set by the system when the archive options are run.

“Promotion Edit Rules” on page 523, describes changes that can and
cannot be made to a promotion at each status level.
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Promotion Codes Setup Activities

Fig. 15.8

. Promotion Setu
Promotions Work Flow P

Promation Add Edit Promotion
Mai —» Promotion [—%| Promotion |—¥ Views
aintenance 12 114
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13.1 Deal Group 13.9  Promotion Product Levels
13.5 Deal Group Usage Maintenance 13.11 Modifier Code Maintenance
13.4 Deal Category 13.12 User-Defined Code Maintenance
13.3  Deal Type 13.13 Promotion Status Codes
13.2 Deal Codes 13.14 Buying Codes
13.6  Deal Amount Type 13.17 Next Action Code
13.8  Promotion Customer Levels 13.18 Clash Codes

Activities List
Set Up Generic Deal Category 283
Set Deal Category Claim Defaults 285
Set Up Division Records for Deal Categories 286
Modify Deal Types 288
Modify Standard Deal Codes Descriptions 289
Set Up New Deal Codes 290
Identify Associated Deal Types 292
Set Scroller Formats 293
Set Scroller Descriptions 294
Set Full Display Formats 294
Set Deal Group Usage 295
Set Up Deal Groups 296
Set Up Next Action Codes 297
Modify Promotion Customer Level Descriptions 297
Modify Promotion Product Level Descriptions 298
Set Promotion User-Defined Code Usage 300
Define User-Defined Code Values 301
Set Promotion Modifier Usage 302
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Fig. 15.9
Deal Elements
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Define Modifier Values 303

Set Up General Expense Types 304

Link General Expense Types to General Codes 305
Set Up Buying Codes 306

Update Default Buying Codes for Deal Categories 306
Modify Clash Codes Descriptions 307

Modify Promotion Status Code Descriptions 309

Deal Category Setup

Deal Elements

Deal Code
] CSM ol$ DC% IND ]

W

Deal Type

Deal Category Discount Type
Ol $
DC %
BO N
CSM P
IN

Deal Groups: for budgets only

There are 11 hard-coded deal categories in TrM. The general
characteristics of each deal category are fixed, but certain values
associated with each deal category can be tailored by site and by division.
In addition, there are many values placed on the deal category that act as
defaults (and can be overwritten) on promotions and claims.



Set Up Generic Deal Category
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Use Deal Categories (7.20.13.14) to update fields in the generic deal

category record as required for site.

cddecat 7.20.13.4 Deal Categories 15/11/96
B e e R +
Deal Category*: CSM
Description: Lump Sum straight monies
Deal Type*: CSM Lump Sum (straight monies)
Expense A/c*:
Sales Bucket:
Buying Code*: START Ioad all At Promotion Start
Buying Base*: 2 Promotion Dates
Deal Group*:
Clash Dates*: 1 Buyin Dates
Spread Method*: 2 Even
Adj Val Prog*: tpadjcsm Calculate COOP Adjusted Values
e e e e +

Deal Category. This is the generic deal category. Under no
circumstances change this code. Its meaning is hard-coded in the
associated programs. Change the description if necessary.

Description. Change this description so that it matches the

terminology used on this site.

Deal Type. Leave these settings as they are.

Expense A/c. Not currently used

Sales Bucket. Not currently used.

Buying Code. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. Ensure an accurate
entry because this value defaults to every promotion, although it can
be edited there as well. This is the default buying code set by deal

category.

Buying Base. See “Product Volume Concepts” on page 273 and

Chapter 20, “Accruals,” for more information. Be sure this is

discussed and set correctly at each site. It cannot be changed on a
promotion; that is, it is set at the divisional level.

Fig. 15.10
Deal Categories
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Fig. 15.11
Deal Categories
Options Menu

FIQAD

Deal Group. Refer to the deal group setup. Deal groups are structures
that assist in budgeting and are used only where budgets accumulate a
number of deal categories expenditures into site-specific groupings.

Clash Dates. An input parameter to the clash calculations, which
forces the check to operate between the correct set of dates, either
promotion start or finish or retail start or finish.

Spread Method. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. To use the option that
gives the most accurate detail, a full year’s history must be available
and loaded. There will be a performance penalty.

Adj Value Program. The adjusted value is that value found on the
budgets that gives the best estimate of where we stand today with
respect to a netting-off of planned and actual.

Be sure the site understands the standard calculation methods for
adjusted values for each deal category. If these are not suitable and a
different adjusted method is required, these can be written but they
are custom programs that will be slotted in here and used by the
budget process when actuals and planned are added or maintained in
the system.

The promotions deal category setup covers these tasks:
 Setting up deal category claim defaults

 Creating a division record for each deal category

cddecat 7.20.13.4 Deal Categories 15/11/96

e +

Deal Category*: CSM Fommm - F6 Options ————————L+

Description: Lump Sum straight mon| A. Claim Defaults |

Deal Type*: CSM Lum| B. Division Parameters |

Expense A/c*: B e e E e T +
Sales Bucket: |
Buying Code*: START Load all At Promotion Start |
Buying Base*: 2 Promotion Dates |
Deal Group*: |
Clash Dates*: 1 Buyin Dates |
Spread Method*: 2 Even |
Adj Val Prog*: tpadjcsm Calculate COOP Adjusted Values |
e :
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Set Deal Category Claim Defaults

There are controls placed by the system on how claims are processed
within TrM. The claim control is set at the deal category level. For each
deal category, values can be set for claim limits, follow-up days, and
accrual method, which defaults to individual promotions.

The claim defaults for divisional deal categories are derived from these
and are attached to the divisional deal category record.

Set deal category claim defaults as required for site.

Screen Option
7.20.13.4 Deal Categories Claim Defaults

Fig. 15.12

Deal Categories
Option: Claim
Defaults

| Buying Code*: START Load all At Promotion Start |

| Claim Limit: |

C| Customer Limit: |
Spr| Followup Days: |
Ad| Accrue Method*: PO Plarmed Overall |

Claim Limit. Be sure the site understands that when this limit is
reached (posted claims) and, taking into consideration any other Deal
Categories existing on the promotion, the promotion is automatically
closed (status 9).

Customer Limit. Similar to the overall claim limit. Be sure the site
understands that when the customer limit is reached and the claim
limit is not reached, it disallows the customer claim being approved
and someone with the right security must go into the promotion to
adjust the customer limit to allow the extra claim to be processed.

Follow-up Days. Be sure the site understands that if a figure is entered
here, the same number of days after the end of the promotion, the
promotion is automatically closed, regardless of the number of
claims. It can be reopened, but for accrual purposes, you want to
maintain a definite finalization of each promotion after giving it a due
period for claims to come in. The fact that the reopen promotion
functionality exists is only recognition that claims can come in at
considerably later dates.
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Fig. 15.13
Deal Categories
Option: Division
Parameters
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Accrue Method. See Chapter 20, “Accruals,” for more information.
This is the default accrual method. It can be changed on division-by-
division and promotion-by-promotion bases.

Set Up Division Records for Deal Categories

For every deal category, division records must be set up for each division
used at the site. Access division records by selecting the Division
Parameters option and pressing Enter to access the record. Press Go to
save the divisional record. Values on the divisional deal category record
initially default from the generic deal category record, but these can be
edited on the divisional record as needed.

Divisional values for each deal category can vary between divisions.

Screen Option

7.20.13.4 Deal Categories Division Parameters

cddeccb 7.20.13.4 Division Parameters 15/11/96

Deal Category*: CSM
Description: Lump Sum straight monies
Deal Type*: CSM Lump Sum (straight monies)
Expense A/c*:
Sales Bucket:
BUying+-—---=--— oo +
Buying| Division Name |
Deal |-----mmmmmm oo |
Clash | |
Spread M| |
Adj Val| |ues

Division. The division of the divisional version of deal category.
Press Add to enter a new deal category division record. Select an
existing deal category division record; press Update to enter it.

The general characteristics of each deal category are fixed, but certain
values associated with each deal category can be tailored by site and
by division.
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cddeccbu 7.20.13.4 Division Parameters 15/11/96

Fig. 15.14

Deal Categories
Option: Division
| Parameters

Division*:
Expense A/c*:
Sales Bucket:
Buying Code*: START Load all At Promotion Start
Buying Base*: 2 Promotion Dates
Clash Dates*: 1 Buyin Dates
Spread Method*: 2
Adj Val Prog*: tpadjcsm Calculate COOP Adjusted Values
Claim Limit:
Customer Limit:
Followup Days:
+| Accrue Method*: PO

Division. Set one of these per division to be used at this site.
Expense A/c. Not currently used
Sales Bucket. Not currently used.

Buying Code. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. Defaults from the
generic deal category record.

Buying Base. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. Defaults from the
generic Deal Category record.

Clash Dates. Defaults from the generic deal category record.

Spread Method. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. Defaults from the
generic deal category record.

Adj Value Program. The adjusted value is the value found on the
budgets that gives the best estimate of the current netting-off of
planned and actual. Defaults from the general Deal Category record.

Claim Limit. Defaults from the general deal category record.
Customer Limit. Defaults from the general deal category record.

Follow-up Days. Defaults from the general deal category record.
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Fig. 15.15
Deal Types
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Accrue Method. Read Chapter 20, “Accruals,” for information on this
topic. Defaults from the general Deal Category record.

Deal Types Setup

The deal type describes the fundamental unit that goes to make up all the
deal codes. It is a combination of deal category and pricing method.

The general characteristics of each deal type are fixed, but certain values
associated with each deal type can be tailored by site.
Modify Deal Types

Use Deal Types (7.20.13.3) to update the deal types descriptions and
payment methods, as required, for each site.

cddealt 7.20.13.3 Deal Types 15/11/96

Deal Type*: CSM
Description: Lump Sum (straight monies)

Deal Category*: CSM Lump Sum straight monies
Discount Type: $
Deal Level: O
Value Base: B
Pay Method*: CIM Claim
B e et e T +

Deal Type. This table is a system set-up table and none of the values
should be changed except the description or payment method.
Although the code can actually be changed here, it should not be.
Associated programs expect specific values; that is, they are hard-
coded.

Description. Change this to use site terminology.

Deal Category. All deal types belong to a given deal category. Leave
these settings as they are.Leave these settings as they are.

Pricing Method. Leave these settings as they are.
Deal Level. Leave these settings as they are.

Value Base. Leave these settings as they are.
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Payment Method. Change this to match the method of payment for
this deal type. Deductions are a form of claim.

Deal Codes Setup

The deal code is the structure whereby the various components of a deal
(each component called a deal type) are grouped.

Some deal codes are provided as standard with TrM. Other combinations

can be constructed and coded as required by the site, based on a generic
deal code and associated Deal Edit browsers.

Modify Standard Deal Codes Descriptions

For the predefined deal codes, specialized Deal Edit screens are provided
that have a structure particularly appropriate for that type of deal.

In general, the actual deal code and the deal code description can and will
be changed on a site-by-site basis. For standard deal codes, the only items

that should be changed are the code and description. The rest must stay

the same.

Use Deal Codes (7.20.13.2) to change the deal code and description on
standard supplied deal codes as required for each site.

cddealc

Deal Code*:
Description:
Edit Scroller*:
Deals Edit*:
Product Deals*:
Borus's Differ:
Deal Group*:
Group Editing?:
Edit Group 1*:
Edit Group 2*:
Edit Group 3*:

7.20.13.2 Deal Codes

BBSLS

BBS Allowance & Lump Sum

trdea499 Edit Billback/Lump Sum Deals
ptupdl30 Update Billback Deal

ptpdl150 Create work file for Lump Sum
no

yes
BG Product Group

15/11/96

Fig. 15.16
Deal Codes
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Fig. 15.17
Deal Codes
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Set Up New Deal Codes

The generic deal type, from which a site can build its own combination of
deal types into a unique deal code, has a basic and standard layout that is
more utilitarian in its makeup than that of the predefined deal codes.

The generic deal code is used as the template for deal codes that the site
finds are not present and need to be constructed. The code and description
are again changed as required but the Edit Scroller, Deals Edit, and
Product Deals values on the main screen remain the same. The Options
menu option of Associated Deal Types is where the actual components
that are specific to the new deal are selected.

Using the system-supplied generic deal code template in Deal Codes
(7.20.13.2), set up new deal codes as required by site.

cddealc 7.20.13.2 Deal Codes 15/11/96

Deal Code*: BBSLS
Description: BB$S Allowance & Lump Sum
Edit Scroller*: trdea499 Edit Billback/Lump Sum Deals
Deals Edit*: ptupdl30 Update Billback Deal
Product Deals*: ptpdll50 Create work file for Lump Sum
Bonus's Differ: no
Deal Group*:
Group Editing?: yes
Edit Group 1*: PG Product Group
Edit Group 2*:
Edit Group 3*:

Deal Code. Review in depth all the deal combinations that the site
requires and generate a list. Match the list to existing standard deal
codes. Any that are not present must be constructed from the generic
deal code that is supplied.

All deal codes should be immediately understandable to the staff on
site.

Description. All deal code descriptions should be immediately
understandable to the staff on site.

Edit Scroller. Leave these settings as they are.

Deals Edit. Leave these settings as they are.
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Product Deals. Leave these settings as they are.

Bonus’s Differ. Not used in this release. Leave these settings as they
are.

Deal Group. If the deal group is set at the deal code level, access is
possible. If no access is possible, it is either not used or it is set at the
deal category level.

Group Editing. This can be maintained. Products for promotion are
often selected that have the same sell price to the customer and the
same deal. The most common form of this is when products fall into a
logical group with similar characteristics; for example, twin bar soaps
that vary only in color, or soup cups that vary only in flavor. These
groupings (often due simply to line extension) are commonly called
variants or generics. When this is the case for many sites, deal with
these products as one line on the pricing screen (the Deal Edit screen).

This field enables the site to code similar products using the product
group or any of the product profile values and to specify that during
pricing, any products that fall into the same category should be
summarized on one line.

Edit Group 1 — Edit Group 3. Only the first of these is currently used.
If group editing is activated, this field sets the value by which to
accumulate the products.
New deal code setup covers the following tasks:
* Identify associated deal types.
* Set up scroller formats.
* Set up scroller descriptions.

* Set up full display formats.

N QAD
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Fig. 15.18
Deal Codes Options
Menu

cddealc 7.20.13.2 Deal Codes 15/11/96

Deal Code*: BBSLS Fmmmmm F6 Options ---------- +

Description: BB$ Allowance & L| A. Associated Deal Types
Edit Scroller*: trdea499 EJit B| B. Scroller Formats

Deals Edit*: ptupdl30 Update| C. Scroller Descriptions
Product Deals*: ptpdll50 Create| D. Full Display Formats
Bonwus's Differ: no E. Grouping

Deal Group*: e +
Group Editing?: yes
Edit Group 1*: PG Product Group

Edit Group 3*:

|
Edit Group 2*: i
|

Identify Associated Deal Types

Deal codes can have any mixture of deal types on them provided that a
deal category is used only once per deal code. Which deal types appear on
this particular deal code is determined by this list.

Note that a number of deal codes are provided as standard with TrM. For
these, the member deal types setting should be left as it is.

When a site has a particular combination of deal types that do not already
exist, the generic deal code is accessed and the required site-specific deal
codes can be constructed and coded as required with the correct deal types
specified. The code and description are again changed as required but the
Edit Scroller, Deals Edit, and Product Deals values on the main screen
remain the same. This option of Associated Deal Types is where the
actual components specific to the new deal are selected.

Press Add to enter, Delete to delete deal types associated with new deal
code.

Screen Option
7.20.13.2 Deal Codes Associated Deal Types

FIQAD
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- Fig. 15.19
cddecol 7.20.13.2 Associated Deal Types 15/11/96 Deal Codes Option:

Associated Deal
Types

Deal Code*: BRBSLS
Description: BBS$ Allowance & Lump Sum

Edit Scroller*: trdea499 Edit Billback/Lump Sum Deals
Deals Edit*: ptupdl30 Update Billback Deal

Grou| CsM Lump Sum (straight monies)
Edi| DCD Billback $

Deal Type. For the standard deal codes, leave these settings as they
are. For the generic deal code used to build a new deal code, add or
delete deal types as appropriate. Be sure to have only one of each deal

category per deal code.

Set Scroller Formats

The predefined on-screen layout for three scrollers that display deal code
data are set here.

Specify the scroller formats for new deal codes.

Screen Option
7.20.13.2 Deal Codes Scroller Formats

Fig. 15.20
cddeco2 7.20.13.2 Scroller Formats 15/11/96 Deal Codes Option:

Scroller Formats

Deal Code*: BBSLS
Description: BBS Allowance & Lump Sum

| Summary Format: ab Plarmed Versus Actual |
| Trens Format*: aa Full Details |
|  LSum History*: |

Group Editing?: yes
Edit Group 1*: PG Product Group
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Fig. 15.21

Deal Codes Option:
Scroller
Descriptions

FIQAD

Set Scroller Descriptions

The predefined on-screen description layouts for scrollers that display
Deal Code data are set here.

Specify the scroller descriptions for new deal codes.

Screen Option

7.20.13.2 Deal Codes Scroller Descriptions

DC Format*:
CU Format*:
PR Format*:
CP Format*:
PC Format*:
PG Format*:
CG Format*:
BD Format*:
BS Format*:

cddeco3 7.20.13.2 Scroller Descriptions

Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances
Planned/Actual /Variances

15/11/96

Set Full Display Formats

The predefined on-screen Full Screen layouts for scrollers that display
Deal Code data are set here.

Specify the full display formats for new deal codes.

Screen Option

7.20.13.2 Deal Codes Full Display Formats
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Fig. 15.22
Deal Codes Option:
Full Display
Formats

cddeco4 7.20.13.2 Full Display Formats 15/11/96

Deal Code*: BBSLS
Description: BBS Allowance & Lump Sum

DC Display*: aa Planned/Actuals/Variances
CU Display*: aa Planned/Actuals/Variances
CP Display*: aa Plammed/Actuals/Variances
PR Display*: aa Plammed/Actuals/Variances
HD Display*: aa Planned/Actuals/Variances
PC Display*: aa Planned/Actuals/Variances
PG Display*: aa Plammed/Actuals/Variances
(G Display*: aa Planned/Actuals/Variances
BD Display*: aa Plammed/Actuals/Variances
+-- BS Display*: aa Plammed/Actuals/Variances -—+

Deal Groups Setup

Deal groups are structures used in the budgeting process where a site can
group deal categories into logical groupings. The deal group is then
purely a logical grouping structure that pulls disparate deal categories
together.

Deal groups are used only for budgeting in TrM.

Set Deal Group Usage

Once deal groups have been established, you must specify whether they
are used and at what level deals are grouped and whether entry of deal
group is mandatory on deal records.

Use Deal Group Usage Maintenance (7.20.13.5) to set deal group use to
Yes and set site-appropriate values for other fields as needed.

Fig. 15.23
Deal Group Usage
Maintenance

cddealp 7.20.13.5 Deal Group Usage Maintenance 15/11/96
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Fig. 15.24
Deal Groups
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Deal/G Used. Specify if the deal group is to be used or not. This is
generally determined during the business analysis that takes place
when setting up the budget structures. On initial setup of the various
deal codes, this might be bypassed and the site may return at a later
date to use it.

Mandatory. Specify if the use of the code is mandatory on either the
deal category or the deal code. If used, set to Yes. If deal group usage
1s activated later, relevant codes will have to be maintained.

Level. The two levels that the deal group can be set to are deal
category or deal code. Be careful if setting these at the deal code
level, since deal codes can contain up to four deal types that belong to
different deal categories. If great care is not taken, similar spend can
fall into different deal groups, thereby short-circuiting effectiveness
of the budget groupings.

Set Up Deal Groups

Use Deal Groups (7.20.13.1) and press Insert to add deal groups that
correspond to deals used at site.

cddealg 7.20.13.1 Deal Groups 13/0-/-6
O m o m 4
| Deal Group Description |
___________________________________________________ |
CASH Off Invoice Cash Discounts
RETRO Retrospective Disc&Payments

Deal Group. A logical name for the group. Include all deal types
undertaken by the site.

Next Action Codes Setup

TrM can tag promotion and rebate records with the next action code,
which indicates that some activity is outstanding or due. The meaning and
use of these codes are completely determined by each site.
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The codes are followed by a date. Combined with the next action code,
together they give the required action and its timing.

TrM provides a scroller by user that lists records coded with the next
action, sorted by date, the oldest first.
Set Up Next Action Codes

Using Next Action Codes (7.20.13.17), press Insert to set up next action
codes as required by site.

cdactn 7.20.13.17 Next Action Codes 15/11/96
B e e L LT +
Next Action Description
CALL Call Customer
DOC Get Customer Documentation
REV Account Review Due
B et et +

Next Action. This is infrequently used on a site-by-site basis but more
often on a user-by-user basis. Be sure to canvass a wide body of
opinion before deciding whether to use this functionality. Data
Grouping can restrict certain users to a selected subset of available
codes. They can also be controlled by division.

Promotion Levels Setup

The promotion level is set on the promotion header and indicates the way
the promotion is internally structured with reference to products and
customers.

Modify Promotion Customer Level Descriptions

After the promotion is recorded, the way that the promotion is to be dealt
with for customer or customer group changes is decided. This is called the
promotion customer level.

Fig. 15.25
Next Action Codes
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Fig. 15.26
Promotion
Customers Levels
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Use Promotion Customers Levels (7.20.13.18) to modify promotion
customer level customer level and description fields, as required by site.

cdprclv 7.20.13.8 Promotion Customers Levels 15/11/96

Level No*: 21
Customer Level: G
Description: Customer Group
Select Prog*: trslc2l Select Customers - Level 21
Auto Batch ?: no
Defer Add ?: no
Auto Add ?: no

Level No. A mandatory code on the promotion. These options are
hard-coded. You cannot add more valid options. You can delete those
options that are not required. This number is set by the system; leave
it as it is.

Customer Level. Adjust this so that it is a meaningful code for this
site. This is the code that is displayed on the screen and can be
changed without affecting the processing.

Description. Adjust this so that it uses the site’s terminology.
Select Prog. Leave these settings as they are.

Auto Batch. Leave these settings as they are. If this is set by the site to
Yes, the promotion add for these deals does not occur online, but is
put into batch.

Defer Add. Leave these settings as they are.

Auto Add. Leave these settings as they are.

Modify Promotion Product Level Descriptions

After the promotion is recorded, the way that the promotion is to be dealt
with for product or product group changes is decided. This is called the
promotion product level.

Use Promotion Product Level (7.20.13.9) to modify promotion product
level product level and description fields, as required by site.
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Fig. 15.27
cdprplv 7.20.13.9 Promotion Product Levels 15/11/96 Pr?)motion Product
e . Levels

Level No*: 21
Product Level: P
Description: Specific Products
Select Prog*: trslp2l Select Products - Level 21
Auto Batch ?: no
Defer Add ?: no

Level No. A mandatory code on the promotion.These options are
hard-coded. You cannot add more valid options. You can delete
options that are not required. This number is set by the system; leave
it as it is.

Product Level. Adjust this so that it is a meaningful code for this site.
This is the code that is displayed on the screen and can be changed
without affecting the processing.

Description. Adjust this so that it uses the site’s terminology.
Select Prog. Leave these settings as they are.

Auto Batch. Leave these settings as they are. If this is set by the site to
Yes, promotion add for these deals cannot occur online, but is put into
batch.

Defer Add. Leave these settings as they are.

User-Defined Codes Setup

On a promotion, four optional fields can be added to the transaction.

The selection of options in these fields is also controlled by the standard
divisioning and data grouping capabilities to display and valididate
appropriate entries for each user. In addition, the system defaults can be
set (again by user) so that, on initial entry to the transaction, the most
common code populates the screen.
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Fig. 15.28
Control File Page 6
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Set Promotion User-Defined Code Usage

Use of these fields is determined from the Control file (page 6), as well as
whether programs are attached to the codes, plus the names of those
programs.

These flags apply to all divisions.

Use Control File Page 6 (7.20.19.1) to set use of promotion UDC codes in
Control File and set site-specific values for other fields as needed.

cdcont 7.20.19.1 Control File 05/01/97
= Page 6 Of 10 —-=-=-------mmmmmmmmm e +
| |
| Used ? Mandatory On ADD On UPD  Program Type |
| uDC-1 yes yes yes ves |
| UDC-2 yes yes yes no |
| uDC-3 no no no no |
| UDC-4: no no no no |
| uDC-5 no no no no |
| uDC-6 no no no no |
o +

Used? Set these before adding promotions. Check the budgeting
requirements as well. If any of these codes are not required, go to
Database Field Maintenance and delete the side and column labels. If
different labels are required, change the generic labels and labels
attached to this particular program.

Mandatory. If required for budgeting, these are generally set to
mandatory. For coding, reporting, or viewing, some leniency can be
allowed, but it is more consistent and ultimately useful if the code
entry is mandatory. For users who have very little variation in a
certain code, defaults can be used to pre-fill the field during
promotion entry.

On ADD. If set to No, the field is bypassed on add promotion, but can
be updated.

On UPD. If set to Yes, the field is accessible by the edit UDC option
in the promotion strip menu.
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Program. There are no standard programs supplied. The standard
functionality uses the flags just described. Anything else will require
a customer program. Once written, the name of that site-specific
program will go in here.

Type. This sets the timing of when the program is run.

» Batch: When the frame is exited, the program runs in batch.

¢ Interactive: When the frame is exited, the program runs
interactively.

 Validation: When the field is exited, the program runs
interactively.

Define User-Defined Code Values

Using Promotion UDC1-3 and Promotion and Rebate UDC4
(7.20.13.12.1-4), press Insert to set site-specific values for user-defined
codes.

cdudcl 7.20.13.12.1 Promotion UDC1 Purpose 15/11/96

B Part Of Base Activity Plan
¢ Competitor Activity

N New Product Launch

(e} Over and Above Base Plan
P Price Protection

T Temporary Price Reduction

Purpose. These are extremely important codes. Not only do they
support site-specific reporting, but they can also be used as
parameters for budgets where they have a wide and powerful usage
within the TrM promotion area. Generally, it is difficult to get all
possible uses of UDC1 to UDC4 in the initial pass of the business
analysis; and later questions reveal a solution to the use of these
values.

Fig. 15.29
Promotion UDC1

N QAD



302 User Guide — Trade Management

Fig. 15.30
Modifier Parameter
Maintenance

Table 15.8
Modifier Edit Rule
Values
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Note that only the UDC values 1-4 can be used for budgeting. The
modifiers are an additional 10 values for coding and can also be used for
reporting but are not available for budgeting.

Modifiers Setup

In situations where the four user-defined fields on the promotion header
are insufficient for promotions, there are an additional ten user-defined
fields available in the form of the modifiers.

Set Promotion Modifier Usage

Use Modifier Parameter Maintenance (7.20.13.11.13) to set use of
promotion modifiers in modifier parameters and set site-specific values
for other fields as needed.

cdmodp 7.20.13.11.13 Modifier Parameter Maintenance 13/0-/-6

Modifier A:
Modifier B:
Modifier C:
Modifier D:
Modifier E:
Modifier F:
Modifier G:
Modifier H:
Modifier I:
Modifier J:

Field Type. Sets if text or numeric. Be sure to change the side and
column labels for those modifiers being used. If not used, enter a
blank for the label (which switches it off).

Edit Rule. Four values are available only. If used, one of these values
must be chosen. The options are:

Value  Description

1 Optional, no code

2 Mandatory, no code
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Value  Description

3 Optional, code
4 Mandatory, code

Validate Program. Be sure to cover this if modifiers are used and a
specific validation program has to be written for this site. No standard
validation programs exist because the standard options are covered
under the four edit rules.

Run Program. Input of a program in this field results in the automatic
running of that program. This enables the driving of various processes
that are not part of the standard promotion add routine in TrM; that is,
are site-specific requirements. If such a procedure is required, it must
be site-specific.

Define Modifier Values

Any of the modifiers, if used, can be set to be driven from a code table.
Where this is set on the Modifier Parameter table, then the relevant codes
have to be entered.

Using Modifier A-J (7.20.13.11.1-10), press Insert to set site-appropriate
values for promotion modifiers.

cdmoda 7.20.13.11.1 PO Number 13/0-/-6
O 4
| PO Number Description |
oo |
Y Yes

PO Number. This example screen and this field have been modified
from the defaults. The default screen name is Modifier A; the default
field name is Code. Set the code values for this modifier in this field.

Description. The description of the effect of this code value for this
modifier.

Fig. 15.31
Modifier A
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General Expense Type Setup

The deal category of general expense is extremely varied in its
applicability due to the eclectic nature of deals that use it. An internal
coding process defines how TrM handles processing. These codes, the
general expense type, are maintained here.

General Expense Types are used only in TrM.

Set Up General Expense Types

Use General Expense Type (7.20.19.16) to set up general expense types as

required by site.
Fig' 15.32 cdgexp 7.20 General Expense Type Maint 08/14/97
General Expense
Type

Expense Typex: 01
Expense Code:

Description:
Gen Code Type:
Code Reqd?:
Unit Reqd?:
Expense Basex:
Actuals Basex:
0I Typex:

| ==
|1 EE

Expense Type. These codes are determined by site, and there should
be one per general expense group. Each site that requires general
expense type deals usually has one or two. Over the years as the sites
get more creative, general expense deals become the usual place to
record and transact the more unusual deal types.

Expense Code. A short, meaningful name.

Gen Code Type. Links to the Generalized Code that validates the
General Expense code during daily usage. Specify if code validation
is required.

Code Req’d. Sets if the Generalized Code is required.
Unit Req’d. Sets if quantity is required during setup of the promotion.

Expense Base. Sets the nature of the discount (dollar off, percentage
off, and so on).

FIQAD
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Actuals Base. Sets if the discount is given off invoice or by some
form of claim.

Off/Inv Type. If it is off invoice, is it a discount, free goods, and so on.

Link General Expense Types to General Codes

Typically, there are large numbers of files with fields that have a small
number of often hard-coded values. The coding is fixed but the
descriptions can change. The codes are maintained in Generalized Codes.

At some point, users may be required to add and maintain some optional
codes, such as those associated with General Expense Types. The General
Code Type and associated code values, accessed from the general expense
type options menu, are where this is done.

Press User Menu to display the Options menu.

General Code Type Maintenance. The generalized General Code
Types are maintained here. The associated codes are accessed through
the options menu from these.

General Code Maintenance. When a particular General Code Type is
already specified for a General Type, the associated codes can be
directly accessed.

Link general expense types to general codes as required by site.

Screen Option

7.20.19.16 General Expense Type General Code Type Maintenance

Type. This must be a unique value, since there are many existing code
types and code values already in the system.

Code. These are the actual code values associated with each code
type.
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Fig. 15.33
Buying Codes
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Buying Codes Setup

A Buying Code consists of seven values, called weights, which represent
seven points on a curve. The shape of the curve is the user’s estimation of
the purchase pattern of the promotion customers during the period of the
promotion. The buying code, together with the buying base, determines
the spread of product volume over the period of a promotion.

The Buying Codes are predefined and automatically applied to each Deal
Category on a promotion. The Buying Code defaults from the Divisional
Deal Category record. It can then be maintained individually on each
promotion.

Buying Codes are used only in TrM.

Set Up Buying Codes

Use Buying Codes (7.20.13.14) to set up buying codes as required by site.

cdbuycd 7.20.13.14 Buying Codes 08/e2/97

Buying Codex: EVEN
Description: Even Buying Spread
10 10

Weighting: 10 10 10 10 10

Buying Code. See “Product Volume Concepts” on page 273 and
Chapter 20, “Accruals,” for more information. These are defined by
each site. Two are supplied as standard, EVEN and START.

Description. An accurate description is useful.

Weighting. Not all values need to be filled in. Use 0 in the unused
ones.

Update Default Buying Codes for Deal Categories

The default buying code for promotions is held on the deal category
record. Use Deal Categories (7.20.13.4) to modify the buying codes on
deal category records as required by site.
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cddecat 7.20.13.4 Deal Categories 15/11/96 ]':)Igi;.l1gélziggories
B et e e +
Deal Category*: CSM
Description: Lump Sum straight monies
Deal Type*: CSM Lunp Sum (straight monies)
Expense A/c*:
Sales Bucket:
Buying Code*: START Ioad all At Promotion Start
Buying Base*: 2 Promotion Dates
Deal Group*:
Clash Dates*: 1 Buyin Dates
Spread Method*: 2 Even
Adj Val Prog*: tpadjcsm Calculate COOP Adjusted Values
o +

Clash Codes Setup

A clash is a situation where the current promotion has a deal in operation
at the same time as another promotion (at status 3 or above) for the same
product, division, and region.

Clashes specify which promotion elements should be compared for
precedence. TrM includes several clash-checking routines; users can
define others.

Modify Clash Codes Descriptions

The various clash codes, descriptions, check programs and their default
line, description, and sequence formats are maintained here. These clash
codes are then used in a variety of locations throughout the system, either
as defaults or in actual routines.

Use Clash Code Maintenance (7.20.13.18) to modify the clash code
description on standard supplied clash codes as required for each site.
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Fig. 15.35
Clash Code
Maintenance
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cdclsht 7.20.13.18 Clash Code Maintenance 11/10/96

Clash Code*: STD
Description: Customer/Product/Region
Check Routine*: tpclshfa Clashes Checking Routine

Scroller*: pvcls Clashes Scroller Prefix
Line Format*: aa Broker/Deal /Date/Stat /Own,/UDC1
Desc Format*: aa UDC2/UDC3/UDC4 /Plans/ActS/Qtys
Sequence Code*: aa Buyin Date/Status
o +

Clash Code. The standard clash option checks this promotion
(whatever its status) against promotions above status 2 and below
status 7, which are in the same region, have at least one customer the
same, have at least one product the same, and overlap by at least one
day. Promotions that clash are listed in one of two ways (these two
methods are represented by the two standard codes available):

* On screen (for the view version) with the user having themselves
to determine which is the actual cause of the clash

* In a printed report where the actual lines that clash are detailed so
that no search is required

An alternative to this clash option display is in the on-screen
Promotion Timetable scroller, which places the promotions in a Gantt
chart format across the screen.

Two clash code options are provided standard with the system: the on
screen (STD) and the report (STR). The logic as to what is a clash is
reported as above in related information. If these are not appropriate,
additional options must be designed and written and made available
via the clash code maintenance option here.

Performance is an important consideration when using the clash
checks. If the system is very large with many promotions that have
many customers and products on them, the check can take some time.
In the online check this means time spent waiting for answers to come
back to the screen. For the report, it means that if many clashes are
found, the report could be very large, since each instance of a clash is
detected and printed.

Description. Make sure the description wording is site-specific. In
general, this is the only field you will change in this record.
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Check Routine. Leave these settings as they are. If you are adding a
new entry, enter the name of the program that your site has written, or
caused to be written; that is, your own clash routine.

Scroller. Leave these settings as they are. This tells the system what
type of scroller output this program produces.

Line Format. In general, leave these settings as they are. If your site
has written, or caused to be written, other line formats, this field can
be changed. This is the default and only option supplied with the
standard system.

Desc Format. In general, leave these settings as they are. If your site
has written, or caused to be written, other description formats, this
field can be changed. This is the default and only option supplied with
the standard system.

Sequence Code. In general, leave these settings as they are. If your
site has written, or caused to be written, other description formats,
this field can be changed. This is the default and only option supplied
with the standard system.

Promotion Status Codes Setup

Every promotion (and consequently all product-customer-broker
combinations on that promotion) has, at any one time, a status that is
represented by a number ranging from 0-10.

Modify Promotion Status Code Descriptions

The business effect and meaning of each status is fixed and cannot be
changed. It is just the descriptions that are maintained here, that is, the
effect and consequential work flows relating to a status cannot be changed
because TrM ties certain actions and processes to specific status levels.

Use Promotion Status Codes (7.20.13.13) to change the promotion status
codes and descriptions as required for site.
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Fig. 15.36
Promotion Status
Codes
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cdstat

7.20.13.13 Promotion Status Codes

4WaitApprv
5Confirmed
6Live
7Finished
NU

9Closed
Archived

Saved for copy purposes
Proposed Promotion
Plamned & Budgeted Promotn
Awaiting Managemt Approval
Confirmed by all parties
Currently running promotin
Finished waiting claims
Not Used

Promotion Closed

Promotion Archived

15/11/96

Status. These are fixed. Their meaning cannot be changed.

Code. This can and should be changed to meet the exact terminology
of the site. It is recommended that the number of the status be
incorporated into the short code so that varying code descriptions that
go against are given specific code. For instance, 2 can easily be
translated for support purposes.

Description. This should be changed to support the terminology at
each site.
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Related Topics

Promotion access and security

Set up staff security profiles (7.20.24.3).

Attach individual staff record to security profile (7.20.21.4).
Set use of promotion approvals (Control File 7.20.19.1 p8).
Define promotion approval levels (7.20.21.6).

Define individual staff member approval level (7.20.21.4 Opt:
Security Setup (General)).

Define individual staff member security level (7.20.21.4 Opt:
Security Setup (General)).

Set staff promotion access security (7.20.21.4 Opt: Promotion Access
Security).

Set up custom promotion approval programs if desired (7.20.21.9
Opt: Approval Programs).

Set up additional program parameters and approval managers as
needed (7.20.21.9 Opt: Approval Managers).

On division record, set close date prior to which a promotion cannot
start (7.20.21.9 Opt: Defaults).

Promotion sequence codes

Set promotion number base to region or area (Control File 7.20.19.1
pD.

If promotion number is set to region-based in the control file, set
promotion sequence on region records; if all promotions are to have
the same number range, set promotion sequence the same for all
regions (7.20.21.10).

If promotion number is set to area-based in the control file, set
promotion sequence on area records (7.20.21.11) accordingly.

Set autogenerate promotion code option in control file; if set to No,
input all promotion numbers individually (Control File 7.20.19.1 p1).

If templates are used and the template sequence is region-based,
define template sequence code in appropriate region records
(7.20.21.10).

If templates are used and the template sequence is area-based, define
template sequence code in appropriate area records (7.20.21.11).



Promotion Creation 313

Promotion dates

e Set buy in and retail date relationship in the control file (7.20.19.1 p4)
(if set in the control file only, the value will be system-wide).

 Set relationship between buy-in and retail dates in the division record;
if not set here, the value held in the control file will apply (7.20.21.9
Opt: Sundry Parameters).

* Set default method for promotion start and finish dates in the control
file (Control File 7.20.19.1 p4). If set in the control file only, value
will be system-wide.

* Set default method for promotion start and finish dates in the division
record; if not set here, the value held in the control file will apply
(7.20.21.9 Opt: Sundry Parameters).

Promotion header defaults
* Set default region and area on staff record (7.20.21.4).

Customer groups
e Define MFG/PRO salespersons (2.5.1).
e Define TrM customer groups (7.20.21.13).

e Assign customers to customer groups (7.20.21.13 Opt: Associated
Divisions, Opt: Associated Customers).

* Set up user-defined customer groups as needed (7.20.21.14).

Product groups
e Define TrM product groups (7.20.21.15).
* Assign products to product groups (7.20.21.2 Opt: Associated
Divisions, Opt: Profile Information).
Deal edit

* Set incremental values (effect of + key click) for deal edit (Control
File 7.20.19.1 p5).

* Verity pricing workbench parameters (7.20.13.16).

* If custom deal edits require it, set Workbench Display Program in the
control file; otherwise, leave setting as it is (Control File 7.20.19.1

p9).

* Set the display margin option on individual staff record (7.20.21.4
Opt: Security Setup (General)).
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 Set product edit level on individual staff record (7.20.21.4 Opt:
Additional Security (General)).

e Set Bonus Unit of Measure for products in Item/Product record
(7.20.21.2) for bonus stock deals.
Promotion volume
* Define buying codes (7.20.13.14).

* Define and verify the volume spread method on the deal category
record (7.20.13.4).

* For the customer-based volume spread method, set the customer
volume weighting value in customer record (7.20.21.1 p2).

¢ Set the customer volume weighting value in divisional customer
record (7.20.21.1 Opt: Associated Divisions, Opt: Additional
Information) for customer-based volume spreads.

Bulk change
* Set the Bulk Change? flag in control file (Control File 7.20.19.1 p7).
 Set the bulk change access security (7.20.21.4 Opt: Bulk Changes
Security).
Claim parameters
 Set promotion claim limits, if desired (7.20.21.9 Opt: Claim
Parameters).
Clash codes
 Verify Clash codes (7.20.13.18)

* Set the date range for clash check (promotion or retail start and finish
dates) on individual deal category records (7.20.13.4).

* Set the default clash code on division record (7.20.21.9 Opt:
Defaults). If set on division record only, the value will be division-
wide.

 Set the default clash codes on individual general staff record; if not
set here, value held on division record will apply (7.20.21.4 Opt:
Additional Security (General)).

e Set the Add Clash Code in staff record, if desired, to automatically
prompt for clash check during Promotion Add (7.20.21.4 Opt:
Additional Security (General)).

FIQAD
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 Set the Plan Clash Code in staff record, if desired, to automatically
prompt for clash check beforethe user sets promotion to status 3
(7.20.21.4 Opt: Additional Security (General)).

* Set the App Clash Code in staff record, if desired, to automatically
prompt for clash check before user sets to status 5 (7.20.21.4 Opt:
Additional Security (General)).

Budgeting methods
* Define budgeting methods (7.20.16.2, Opt: all).

 Set up budgeting methods in Promotion Budget Parameters
(7.20.16.5 Opt: Set Up Methods).

Approval messages

* On the division record, set the maximum number of promotion
approval messages the system generates before automatically
stopping the approval process (7.20.21.9 Opt: Defaults). If set in the
division record only, the value will be division-wide.

* Set the approval message limit in the individual staff record; if not set
here, value held in division record will apply (7.20.21.4 Opt:
Additional Security (General)).

Next action codes and display

* On individual staff record, set the number of days prior to promotion
start in which pending promotion warning will be displayed in the
next action scroller (7.20.21.4 Opt: Security Setup (General)). If
warning days are not used, leave blank.

Price lists

* Set the default discount sequence to determine the order in which
discounts are taken when multiple discounts exist on a price list
(7.20.21.9 Opt: Defaults).

* Set up the price list with quantity-determined discount pricing in
MFG/PRO for promotions containing VI and BRK deal categories
(mandatory for deal) (1.10.1.1).
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Fig. 16.1
Add Promotion
Screen Flow

FIQAD

Promotion Add Activities

There are three ways to create a new promotion in the system: use the
Add New Promotion program, copy an existing promotion, or create a
promotion from a template. Only the first method is described here.

Add New Promotion (7.20.1.1) has a fixed work flow. Pressing Go after
completing each of these promotion elements displays the screen for the

next element.

¢ Create the promotion header.

* Specify customers the promotion is available to.

e Add notes of pertinent information.

Add Modifiers.

* Specify products included in the promotion.

Define the deal to be offered by the promotion.
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Activities List
Promotion Header Setup 317
Specify Promotion Customers by Region 320
Specify Promotion Customers by Zone 322
Specify Promotion Customers by Customer Group 325
Specify Promotion Customers by Predefined Group 327
Specify Individual Promotion Customers 329
Add Promotion Notes 330
Add Promotion Modifiers 331
Specify Individual Promotion Products 331
Specify Promotion Products by Product Group 333
Define Deal Details from Promotion Pricing Workbench 334
Define Off Invoice Promotion Deal Details 336
Define Lump Sum Deal Details 338
Define Deal Using Target by Totals 340

Promotion Header Setup

The promotion header contains information common to all customers and
products on the promotion. The important items include the date range
that the promotion is effective on, who the owner of the promotion is, the
type of deal off invoice, deferred $ discount, % discount and the division
and region where the promotion is operating. While this data is common
to all customers and products on the promotion if, for instance, one of the
customers or one of the products has the discounts stated in a different
date range, this is a separate promotion.

Set site-specific field values in the promotion header.

Screen Frame

7.20.1.1 Add New Promotion Header
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Fig. 16.2
Add New
Promotion
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trpromoa 7.20.1.1 Add New Promotion 07/08/96
= o~ +
Promotion Code : 10028  Status*: 2Proposed  Proposed Contract
Description :
Buy Start: 12/08/96 Mon 12 Aug Retail Start : 12/08/96 Mon 12 Aug
Buy Close: 12/08/96 Mon 12 Aug Retail Finish: 12/08/96 Mon 12 Aug
Deal*:
Division*: 1 Division 1
Region*: DI1R1 Region 1, Division 1
Owner*: gad QAD.Inc Demonstrator
Responsibility*: gad QAD.Inc Demonstrator Next Action*:
Customer Level*: / /
Product Level*:
Codel*:
Code2*:
Code3*:
Code4*: Notes : n
Customer Details:
e +

Promotion Code. A number automatically generated for your

division. It cannot be entered; it is pre-assigned. If the promotion is
exited at this point or before being saved, this number is not reused. It
is the unique identifier for this promotion.

Status. Each Promotion is automatically assigned the status 02 in the
default setup, this is the proposed status. Status change is otherwise
achieved by a menu pick when in edit promotion mode. It is not
editable from here.

Description. Two lines of free-format description of the promotion.
The lines do not wrap. At least one character on the first line is
mandatory.

Buy Start. The date your warehouses open for sale of products to
customers using this deal.

Buy Close. The date your warehouses close for sale of products on
this promotion.

Retail Start. The date the promotion, if a retail promotion, starts in
store.

Retail Finish. The date the promotion, if it is a retail promotion,
finishes in store.
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Deal. The code that indicates the types of deals that are part of the
promotion. Deal codes are defined in Promotion Code Maintenance.
Deal codes group deal elements (a maximum of four per promotion).
The code also indicates the pricing method; for example, $off, or
%00ff.

Division. The company division that this promotion is being entered
for.

Region. Indicates the geographical or business unit coverage of this
promotion. It defaults as a value to the value held on your user file.

Owner. Current user is the default. Changing the owner has security
implications. A more detailed description of security is contained in
“Security” on page 65.

Responsibility. Identifies the system user who is currently in charge of
this promotion. It can vary from the owner, for a number of reasons,
but typically it is the same as the owner. There are security controls
whereby the owner of a promotion has greater power than a person
who has only responsibility. Refer to the Security chapter.

Next Action. An optional field that lets you specify a particular
activity that must occur next on this promotion. A list of promotions
is assigned to you (your responsibility) that have activity and date
listed. Use this list to determine work necessary to complete or move
on a promotion.

Date. The date the next action must be completed.

Customer Level. The level at which the promotion is set; that is,
order, customer, customer group, region, zone, and division.

Product Level. The level at which the promotion is set with respect to
product; that is, one product, multiple products, product groups.

Code 1-Code 4. A site-specific code used for reporting, subsetting,
and budgeting. It is defined in Promotion Code Maintenance.
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Fig. 16.3
Add New
Promotion,
Customer Level
Frame (Region)

FIQAD

Promotion Customers Setup

Specifying customers for a promotion is a process of refining a list
through filters, additions, and deletions.

The value in the Customer Level field on the promotion header
determines which customer selection frame the system displays. Five
approaches for specifying customers are described here: by region, by
zone, by customer group, by predefined group, and by the individual.

Specify Promotion Customers by Region

This option enables quick selection of customers, all of whom are in the
same region. It is used for large-scale promotions.

Screen Frame

7.20.1.1 Add New Promotion Customer Information

trslcOl 7.20.1.1 Customers in a Region 17/08/96
R et e +
| Promotion Code 10100  Status*: 2Proposed Proposed |
| D e T e T T + |
| |
| | Customer Level: R Customers in a Region | |
| Buy | Region: DIR1 Region 1, Division 1 119 Aug]
| Buy | PDGrp* 119 Aug|
| | Save & Exit ? | }
| |
! - + !
| Region*: DIR1 Region 1, Division 1 |

The region defaults from the promotion header. It cannot be changed. A
predefined group can be entered, in which case it acts as a filter so that
only customers who are in both the region and the group are selected.
Specify promotion customers by region using the following tasks:

* Remove customer groups from promotion.

* Remove individual customers from promotion.
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Choosing User Menu at the Save and Exit? prompt displays the Options
menu.

. . Fig. 16.4
trslc0l 7.20.1.1 Customers in a Region 17/08/96 Add New
1 N Promotion,
| Promotion Code 10100  Status*: 2Proposed Proposed | Custqmer Lev,el
; Do . . ; (Region), Options
} | Customer Level: R Customers in at+-------- Options --------- +| Menu
| Buy | Region: DIR1 Region 1, Divi| Select CGroups H
| By | PDGIrp* | I
| | Save & Exit ?: yes | H
| | I
I ittt ittt Il
| Region*: DIR1 Region 1, Division 1] I
Remove Customer Groups from Promotion
The Tag/Untag Required Customer Groups option lists all customer
groups that selected customers are attached to. Selecting a group from this
list toggles the asterisk off and removes the group from the promotion.

Remove customer groups from promotion as required.
Screen Frame Option
7.20.1.1 Add New Customer Tag/Untag Required
Promotion Information Customer Group
trslgrp 7.20.1.1 Select (Groups 17/08/96 Zlgd }\?efv
o + Promotion,
Promotion Code 10100 Status*: 2Proposed Proposed Custqmer LeV.el
5 + (Region), Option:
| Customer Level: R Customers in a Region } Tag/Untag
Buy | e + 119 Aug Required Customer
Buy | | CGroup Neme | {19 Aug Group
I Sav] - oo mmmmmm oo I 1
B | * Bl Makro |-+
Re| * B2 Rabinson |
o] I
Responsibi | |
Customer L} !

Remove Individual Customers from Promotion

Choosing User Menu displays the Options menu. Choosing Select
Customers from the Options menu displays the screen for selecting
individuals.
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Fig. 16.6
Add New
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Required Customer
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Menu

Fig. 16.7

Add New
Promotion,
Customer Level
(Region), Option:
Tag/Untag
Required Customer
Group, Option:
Select Customers
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trslgrp 7.20.1.1 Select CGroups 17/08/96
o o +
Promotion Code 10100 Status*: 2Proposed Proposed
D-mmmm o +
| Customer Level: R Customers in a Region !
Buy | B B Options --------- +
Buy | | CGroup Name | Select Customers !
| Sav|eommm oo | |
H----- | * Bl Makro } !
Re| * B2 Robinson | |
ol | |

The Select Customers option lists all customers attached to the selected
customer group. Selecting a customer from this list toggles the asterisk off
and removes the customer from the promotion.

Remove individual customers from promotion as required.

Screen Frame Option Option
7.20.1.1 Add New Customer Tag/Untag Required Select
Promotion  Information  Customer Groups Customers
trslcus 7.20.1.1 Select Customers 17/08/96
e e e e +
Promotion Code 10100 Status*: 2Proposed Proposed
D-mmmm o +
| Customer Level: R Customers in a Region |
Buy | T + 119 Aug
Buy | | Customer Name | 119 Aug
|| oo |
H----- I * c1a Makro Store - North l----+
Re| * C1B Makro - South |
ol 1

Specify Promotion Customers by Zone

This option enables the quick selection of customers who are in the same
zone. It is used for large-scale promotions.

Screen Frame

7.20.1.1 Add New Promotion Customer Information
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trslcll 7.20.1.1 Customers in a Zone 17/08/96
L e e L L L L L L LT +
Promotion Code 10101  Status*: 2Proposed Proposed
D mmmm oo +
| Customer Level: Z Customers in a Zone |
Buy | Region: DIR1 Region 1, Division 1 119 Aug
Buy | Zone* : 119 Aug
1 PDGIp*: 1
| Save & Exit ?: |
e e +
Owner*: gad QAD. Inc Demonstrator

The region defaults from the promotion header. It cannot be changed. The
zone is a mandatory field and must be entered. A predefined group can be
entered in which case it acts as a filter so that only customers in the
region, zone, and the predefined group are selected.
Specify promotion customers by zone using the following tasks:

* Remove customer groups from promotion.

* Remove individual customers from promotion.

Choosing User Menu at the Save and Exit? prompt displays the Options
menu.

trslcll 7.20.1.1 Customers in a Zone 17/08/96
o = o +
Promotion Code 10101  Status*: 2Proposed Proposed
D= —mmmmmm oo +
| Customer Level: Z Customers in a+-------- Options --------- +
Buy | Region: DI1R1 Region 1, Divi| Select CGroups !
Buy | Zone*: D171 Division 1 Zon| !
| PG | |
| Save & Exit ?: no ! !
I I
P T T T T oo m oo s mmmm s e e e I I
Owner*: gad QAD. Inc Demonstrator| !

Remove Customer Groups from Promotion

The Select Customer Groups option lists all customer groups that any
selected customers are attached to. Selecting an item from this list toggles
the asterisk off and removes the item from the promotion.

Remove customer groups from promotion as required.

Fig. 16.8
Add New
Promotion,
Customer Level
(Zone)

Fig. 16.9

Add New
Promotion,
Customer Level
(Zone), Options
Menu
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Fig. 16.10

Add New
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Required Customer
Groups

Fig. 16.11

Add New
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Required Customer
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Screen Frame Option
7.20.1.1  Add New Customer Tag/Untag Required Customer
Promotion Information Group
trslgrp 7.20.1.1 Select (Groups 17/08/96
R ettt T L e LT +
Promotion Code 10100 Status*: 2Proposed Proposed
D mm oo +
| Customer Level: R Customers in a Region |
Buy | et e L L EEE L e + 119 Aug
Buy | | CGroup Name | 119 Aug
| SV | - mem oo |
B | * Bl Makro | -—-—+
Re| * B2 Rabinson |
ol I
Responsibi | |
Customer L} !

Remove Individual Customers from Promotion

Choosing User Menu displays the Options menu for access to individual
customers.

trslgrp 7.20.1.1 Select OGroups 17/08/96
R e +
Promotion Code 10100 Status*: 2Proposed Proposed
L i bt +
| Customer Level: R Customers in a Region |
Buy | B e R Options --------- +
Buy | | CGroup Name i Select Customers |
e | |
+----- | * Bl Makro ! }
Re| * B2 Rabinson | |
o | |

The Select Customers option lists all customers attached to the selected
customer group. Selecting an item from this list toggles the asterisk off
and removes the item from the promotion.

Remove individual customers from promotion as required.

Screen Frame Option Option
7.20.1.1  Add New Customer Tag/Untag Required Select
Promotion Information Customer Groups Customers
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trslcus 7.20.1.1 Select Customers

|
|

Buy i | Customer Name |
i

oo | * c1a Makro Store - North 1
Re| * C1B Makro - South }
|
|

17/08/96

Specify Promotion Customers by Customer Group

This option lets you select one or more customer groups and customers

who are members of each customer group.

Screen Frame

7.20.1.1 Add New Promotion Customer Information

trslc2l 7.20.1.1 Specific CGroups
o
Promotion Code 10029  Status*: 2Proposed Proposed
D+ ________________________________________________________________
| Customer Level: B CGroup
Buy | Region: DIR1 Region 1, Division 1
Buy | Zonex :
| PDGrp*:
| QGroup* :
| Save & Exit ?:
S
Responsibility*: gad QAD.Inc Demonstrator Next Action*:

07/08/96

The region defaults from the promotion header. It cannot be changed. The
zone is an optional field and can be entered. A single customer group can

be entered. A predefined group can be entered in which case it acts as a

filter so that only customers in the region, zone, customer group,
predefined group are selected.

and

Specify promotion customers by customer group using these tasks:

* Add additional customer groups to promotion.

* Remove individual customers from promotion.

Fig. 16.12
Add New
Promotion,
Customer Level
Frame, Option:
Tag/Untag
Required Customer
Groups, Option:
Select Customers

Fig. 16.13
Add New
Promotion,
Customer Level
Frame (Customer
Group)
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Fig. 16.14
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Fig. 16.15
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Choosing User Menu at the Save and Exit? prompt displays the Options
menu.

trslcll 7.20.1.1 Customers in a Zone 17/08/96
R e e Tt +
Promotion Code 10101  Status*: 2Proposed Proposed
D m e +
| Customer Level: B CGroup Hm— - Options --------- +
Buy | Region: DI1R1 Region 1, Divi| Select (Groups !
Buy | Zonex : } !
| PDGIp* | |
! CGroup* : } !
| Save & Exit ?: no } !
s | |
Owner*: gad QAD.Inc Demonstrator| |

Add Additional Customer Groups to Promotion

The Add Required Customer Groups option lists all customer groups
currently selected as part of the promotion. Press Insert to add additional
customer groups.

Add additional customer groups to promotion as required.

Screen Frame Option

7.20.1.1 Add New Promotion Customer Information Add Required Customer Group

trslgrp 7.20.1.1 Select (Groups 17/08/96
o o +
Promotion Code 10100 Status*: 2Proposed Proposed
Do +
| Customer Level: B CGroup !
Buy | e e L LR e R PP e + 119 Aug
Buy | | CGroup Name | 119 Aug
| S| o |
S | Bl Makro —mm—t
Re| B2 Robinson |
ol 1
Responsibi | |
Customer L] |

Remove Individual Customers from Promotion

Choosing User Menu displays the Options menu for access to individual
customers.
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7.20.1.1 Select CGroups

17/08/96

The Select Customers option lists all customers attached to the selected
customer group. Selecting an item from this list toggles the asterisk off

and removes the item from the promotion.

Remove individual customers from promotion

as required.

Screen Frame Option Option
7.20.1.1 Add New Customer Add Required Customer  Select
Promotion Information Groups Customers
trslcus 7.20.1.1 Select Customers 17/08/96
R e e T +
Promotion Code 10100  Status*: 2Proposed Proposed
D-mmmm e o +
| Customer Level: B CGroup |
Buy | e + 119 Aug
Buy | | Customer Name | 119 Aug
e T |
et I * c1a Makro Store - North l----+
Re| * C1B Makro - South |
ol 1

Specify Promotion Customers by Predefined Group

This option lets you select one, and only one, predefined customer group

and customers that are members of that group.

Screen Frame

7.20.1.1 Add New Promotion Customer Information

327

Fig. 16.16
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Fig. 16.17
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Fig. 16.18
Add New
Promotion,
Customer Level
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Customer Group)

Fig. 16.19
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trslc3l 7.20.1.1 Specific Customer PDGrp 17/08/96
R e e e et +
Promotion Code 10102  Status*: 2Proposed  Proposed
D m e +
| Customer Level: G Specific Customer PDGrp |
Buy | Region: DIR1 Region 1, Division 1 119 Aug
Buy | Zonex : 119 Aug
! PDGrp* : !
| Save & Exit ?: !
e e e e e LU L E L LR L L +
Owner*: gad QAD. Inc Demonstrator

The region defaults from the promotion header. It cannot be changed. The
zone is an optional field and can be entered. If a predefined group is
entered and combined, the values act as a filter so that only customers
who are in the region, zone, and the predefined group are selected.

Remove Individual Customers from Promotion

Choosing User Menu at the Save and Exit? prompt displays the Options
menu where customers can be excluded if required.

trslc3l 7.20.1.1 Specific Customer PDGrp 17/08/96
B et et +
Promotion Code 10102  Status*: 2Proposed Proposed
DH---mmm e +
Customer Level: G Specific Custot+-------- Options --------- +
Buy Region: DIR1 Region 1, Divi| Select Customers

PDGrp+*: G2

|
|

Buy i Zone* : |
i
| Save & Exit ?: no |

QAD.Inc Demonstrator|

The Tag/Untag Customers option lists all the customers in the selected
predefined group. Selecting a customer from this list toggles the asterisk
off and removes the customer from the promotion.

Remove individual customers from promotion as required.

Screen Frame Option

7.20.1.1 Add New Promotion Customer Information Tag/Untag Customers
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trslcud 7.20.1.1 Tag/Untag Customers 17/08/96
= +
Promotion Code 10102  Status*: 2Proposed Proposed

DH---mmm e +

| Customer Level: G Specific Customer PDGrp |
Buy | e e L LR PR P e + 119 Aug
Buy | | Customer Name | 119 Aug

I |l I I

I I i I

| Sav] * Ccla Makro Store - North | |

----- | * C1B Makro - South f----+

ol 1

Specify Individual Promotion Customers

This option lets you select one or more customers. It is typically used
when only one or a few individual accounts are on a promotion.

Screen

7.20.1.1 Add New Promotion Customer Information

trslc4l 7.20.1.1 Specific Customers 17/08/96
B e e e e e +
Promotion Code 10103  Status*: 2Proposed Proposed
D-mmmmmm e +
| Customer Level: C Specific Customers !
Buy | Region: DI1R1 Region 1, Division 1 119 Aug
Buy | Zone* : 119 Aug
I PDGIp* : |
| CGroup* : |
| Customer*: |
| Save & Exit ?: |
RESD+- === == +
Customer Level*: C Specific Customers

The region defaults from the promotion header. It cannot be changed. The
zone is an optional field where a single customer group can be entered. If
a predefined group is entered, it acts as a filter so that only customers who

are in the region, zone, customer group, and predefined group can be

selected.

Add Individual Customers to Promotion

Choosing User Menu at the Save and Exit? prompt displays the Options

menu where additional customers can be added.

Fig. 16.20
Add New
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Fig. 16.21
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Fig. 16.22
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Fig. 16.23
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trslcdl 7.20.1.1 Specific Customers 17/08/96
R ettt T L e LT +
Promotion Code 10103  Status*: 2Proposed Proposed
D= mmm i m s +
| Customer Level: C Specific Custo+-------- Options --------- +
Buy | Region: DIR1 Region 1, Divi| Select Customers |
Buy | Zonex : | |
| PDGID* | |
} CGroup* : I }
| Customer*: ClA Makro Store - | |
| Save & Exit ?: no ! |
S S e ! }
Customer Level*: C Specific Customers | |

The Select Customers option lists all customers who are valid within the
region, zone, predefined group, and customer group selected. Press Insert
to add customers.

Add individual customers to promotion as required.

Screen Frame Option

7.20.1.1 Add New Promotion Customer Information Select Customers

trslcul 7.20.1.1 Customers 17/08/96
R e +
Promotion Code 10103  Status*: 2Proposed Proposed
D mmmm oo +
| Customer Level: C Specific Customers |
Buy | et L L e + 119 Aug
Buy | | Customer Name | 119 Aug
\ |l \ \
i \ i i
| I cia Makro Store - North | |
1 1 1 1
| Save] | |
Resp+------ } fommmmmm - +
Customer Le| |

Add Promotion Notes

You are next prompted to add Notes. Enter Yes to access this area. Each
entry is date and time stamped with the user ID attached. This is a free-
format area where any relevant fact relating to the promotion can be
entered. The lines wrap allowing head-down typing to speed the process.
These notes can be updated later from a menu selection. They can
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optionally be printed on various reports. If notes exist on the main
promotion header screen, the Notes prompt has a Y beside it indicating
that notes do exist.

Add promotion notes as required.

Screen Frame
7.20.1.1 Add New Promotion Add Notes

Add Promotion Modifiers

The specialized modifiers values are automatically prompted for on the
screen.

The form and content of these modifiers is set up during the initial
business analysis phase.

Specify promotion modifiers as required by site.

Screen Frame
7.20.1.1 Add New Promotion Modifiers

Promotion Products Setup

Depending on the value entered into the Product Level field on the
promotion header, a tailored product selection screen appears. Two
approaches for specifying products are described: by individual product
and by product group.

Specify Individual Promotion Products

This option lets you select one product or a group of products, not
necessarily related in any way, or perhaps they are through some
combination of profile value.

N QAD
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Fig. 16.24

Add New
Promotion, Product
Level Frame

Fig. 16.25
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With product level in the header set to Specific Products, use the
following process to select products for promotion.

Screen Frame

7.20.1.1 Add New Promotion Product Information

trpromo5 7.20.1.2 Select Products 07/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Contract Code : 10031  Status*: 2Proposed Proposed Contract
B e e L L L P e et +
Pro Profile 1*: ug
Pro Profile 2*: ug

Pro Profile 3*:
Pro Profile 4*:
Pro Profile 5*:
Pro Profile 6*:
Pro Profile 7*:
Pro Profile 8*:
Pro Profile 9*:

Product Code*:
Product Group:

e e +
e it TP +
t rpromos 7.20.1.2 Select Products 07/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
oMt ============—=m————ee Select Product Group --------------------- +

+----| Group Code Description Access Group l--——+

| | \ |

i i i i

| I PGLl Product Group 1 | lug

! | PG2 Product Group 2 | lug

! | PG3 Product Group 3 |

I 1 1 I

| | | |

I [ [ I

B e e i oot
o +

The above screens vary depending on the product level of the promotion.
In the sample, the initial selection is via any of the associated product
codes. After the optional entry of any value as a starting point, press Go to
access and select all products that meet the task.
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trpromoé 7.20.1.2 Selected Products List/Tag 07/08/96
o o o +
| Code Description !
| o \
I \
| * P1PG1 Product 1, Product Group 1 Second line of description !
| * P2PG1l Product 2, Product Group 1 Second line of description !
I I
I I

Use Insert and Enter to select and deselect all products that are required or

not required. This cycle can be looped around by pressing Go and typing
Yes in response to the Add more Products prompt. When the list is
complete, type No at the prompt.

IAdd more Products y/n? n

Specify Promotion Products by Product Group

This is identical to the above option except that only profile values and
product group can be used to select the products.

If product level is set to Product Group, use the following process to
select products for promotion.

Screen Frame

7.20.1.1 Add New Promotion Product Information

Fig. 16.26
Add New
Promotion, Product
Summary Frame

Fig. 16.27
Add New
Promotion, Add
More Products y/n?
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Fig. 16.28
Add New
Promotion, Product
Level Frame

FIQAD

trpromo5 7.20.1.2 Select Products 07/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Contract Code : 10031  Status*: 2Proposed Proposed Contract
ettt ininininiine +
Pro Profile 1*: ug
Pro Profile 2*: ug

Pro Profile 3*:
Pro Profile 4*:
Pro Profile 5*:
Pro Profile 6*:
Pro Profile 7*:
Pro Profile 8*:
Pro Profile 9*:

Product Group:

Promotion Pricing Workbench Setup

Depending on the value entered in the Deal field on the promotion header,
a tailored data entry screen appears. This is the pricing workbench, where
the volumes and deal details are entered.

There are a variety of Edit options, typically at least one for each deal
type. Combinations of deal types, up to a maximum of four on one
promotion, can be assembled. The following examples display the major
characteristics of all deal edit variables.

Define Deal Details from Promotion Pricing Workbench
Press Toggle to display products on the promotion at the product or

product group level.

Screen Frame

7.20.1.1 Add New Promotion Pricing Workbench
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The pricing workbench display has the following information:

Product. The actual product code of a product on the promotion.

335

trdead86 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96 "ngge?
Product Group 1 Promotion Code: 10033 Promotion,
O + Promotion Deal
Group Volume List $Off SLumpS Spend Tot%0ff Rate/C Margin Summary
*PG1 36.00 .00 00 000
*PG2 00 .00 00 000
o +
4 00 .00 00 000
R e +
trdeats0 7.20.1.2 Edit OFf Invoice/Lump Sum Deal 09/08/96 Fig. 16.30
Add New
Product 1, Product Group 1 Second line of description Promotion Code: 10033 Promot}on,
T + Promotion Deal
| Product Volume List SOff $IumpS Spend Tot%0ff Rate/C Margin | Summary
______________________________________________________________________________ [
i i
| *P1PGL Produc 36.00 .00 .00 .000 |
| *P2PGL Produc 36.00 .00 .00 .000 |
| *P3PG2 Produc 72.00 .00 .00 .000 |
[*PaPG2  Produc 48.00 .00 .00 .000 |
| |
| |

Notice that the full two-line description appears above the heading
prompts at the top of the promotion. As you move the cursor up and
down, the descriptions match the highlighted product. If the display is
the Predefined Groups level, this description is that of the group.

Volume. The expected volume of the product that is sold under the
terms of this promotion. The unit of measure is the pricing unit. When
multiple products are tagged, the volume entered is spread over all
those products.

List. The standard or list price for this product for the first customer
found on the list of customers on this promotion.

N QAD
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Fig. 16.31
Add New
Promotion,
Promotion Deal
Summary, Options
Menu

FIQAD

$Off. The discount amount, not lump sum or other component,
expressed as a $ off amount.

Lump$. The proportion of lump sum money that has been
apportioned to each product.

Spend. The discount multiplied by the volume plus the lump sum.
This is the cost of undertaking the promotion for this product.

Tot%Off. Total gross margin.
Rate/C. Total spend expressed as a rate per case.
Margin. The net margin. You can switch this figure off or on.

Edit deal from promotion pricing workbench can include one or more of
the following tasks, depending on which deal categories are included in
promotion deal code:

* Define off-invoice promotion deal details.
e Define lump-sum promotion deal details.
* Define promotion deal using target by totals.

Choosing User Menu provides access to the relevant menu options used
to edit the volumes and deal details.

trdeas80 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96

Product 1, Product Group 1 Second line of description Promotion Code: 10033
R e e e e LT e e +
| Product Volume List SOff $IumpS S+-------- Options --------- +

frmm oo | Edit Off Invoice Deal

| *P1PGL Produc 36.00 .00 | Edit Lurp Sum Deal
|*P2PG1  Produc 36.00 .00 }

| *P3PG2 Produc 72.00 .00 | View Promotion History
| *P4PG2 Produc 48.00 .00 |

|
i
Il
|
Target by Totals I
Il
i
Il
i
[
i

| B it +

Define Off Invoice Promotion Deal Details

Edit the values for off-invoice portion of deal as required.
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The following graphics show the input screen before and after input of
relevant values.

Screen Frame

7.20.1.1 Add New Promotion Pricing Workbench

trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96
Product 1, Product Group 1 Second line of description Promotion Code: 10033
L e et e L L L +
| Product Volume List SOff $LumpS Spend Tot%0ff Rate/C Margin |
P1PG1 P4-m i +000
P2PG1 P Group Level: PGl Product Group 1 000
P3PG2 P Product : P1PGl 000
P4PG2 P Product 1, Product Group 1 000
List Price: 36.00
Volume:
DISCOUNT SOff SOff New$
Price by Unit ((N) : .00 .00 36.000
Retail Unit (EA): .00 .00 3.000
e +
trdea480 7.20.1.2 EJdit Off Invoice/Lump Sum Deal 09/08/96
Product 1, Product Group 1 Second line of description Promotion Code: 10033
= +
Product Volume List SOff SLumpS Spend Tot%Off Rate/C Margin
P1PG1 P--mmmm e +000
P2PG1 P Group Level: PGl Product Group 1 000
P3PG2 P Product : P1PGl 000
P4PG2 P Product 1, Product Group 1 000
List Price: 36.00
Volume: 2000
DISCOUNT SOff SOff News$
Price by Unit (CN) : 2.50 6.94 33.500
Retail Unit (EA): .21 6.94 2.792
R e L L L L L P L e e e +

Group Level. The product group the product belongs to.
Product. The full description of the product.

List Price. The standard list price for this product for this customer.

Fig. 16.32
Add New
Promotion, Off
Invoice Deal
Pricing Workbench

Fig. 16.33
Add New
Promotion, Off
Invoice Deal
Pricing Workbench
(with values
entered)
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Fig. 16.34

Add New
Promotion, Off
Invoice Deal
Summary (Values
Entered)

FIQAD

Volume. The number of price-by units that are expected to be sold.
Discount $. The discount being given expressed as a $off figure.
Discount %. The discount being given expressed as a %off figure.
Discount New $. The discount being given expressed as a net figure.

Price By Unit. A line of the above three figures expressed in terms of
the Price By unit, shown in brackets.

Retail Unit. A line of the above three figures expressed in terms of the
retail unit, shown in brackets.

Depending on the products selected, the result is similar to the following,
with the full calculations now displayed.

trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96
Product 2, Product Group 1 Second line of description Promotion Code: 10033
o o
Product Volume List SOff $LumpS Spend Tot%O0ff Rate/C Margin
*P1PG1 Produc 400 36.00 3.60 1440 10.00 3.600 80
*P2PG1 Produc 400 36.00 3.60 1440 10.00 3.600 80
P3PG2 Produc 72.00 .00 .00 .000
P4PG2 Produc 48.00 .00 .00 .000

Define Lump Sum Deal Details

Edit values for lump-sum portion of deal as required.

Screen Frame
7.20.1.1 Add New Promotion Pricing Workbench
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trdea480

7.20.1.2 Edit Off Invoice/Lump Sum Deal

09/08/96

Product Volume List S$Off $LumpS Spend Tot%O0ff Rate/C Margin
*P1PG1 P--mmmm +600 80
*P2PG1 P Group Level: 600 80
*P3PG2 P Product Code: 600 76
*PAPG2 P 400 79

List Price:
Planned Vol: 2800
$ %
.00 .00
B e e E L L PP et +
B et et e E LT +
4 2800 53.14 8.53 23880 16.05 8.529 78
B et et e E LT +
*P1PG1 P--mmm e +600 80
*P2PG1 P Group Level: 600 80
*P3PG2 P Product Code: 600 76
*PAPG2 P 400 79
List Price:
Plamned Vol: 2800
$ %
12000.00 .00
B e e E e +

Group. The product group the product belongs to.

Product. The full description of the product.

List Price. The standard list price for this product for this customer.

Planned Volume. The sum of all individual volumes over which the
lump sum is to be apportioned.

$. The lump sum amount in total.

339

Fig. 16.35
Add New
Promotion, Lump
Sum Deal Pricing
Workbench

%. Where possible, the amount is expressed as a percent of the list for

the products.

N QAD



340 User Guide — Trade Management

Fig. 16.36
Add New
Promotion, Deal

Summary, Option:

Target by Totals

FIQAD

Define Deal Using Target by Totals

Edit values for lump sum and off-invoice combination deal as required.

Screen Frame
7.20.1.1 Add New Promotion Pricing Workbench

trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96
Product 4, Product Group 2 Second line of description Promotion Code: 10033
R il +
Product Volume List SOff $LumpS Spend Tot%0ff Rate/C Margin
*PIPGL  Produc = 4004----==== === mmmmmm e +18.06 6.503 64
*P2PG1 Produc 400| Enter any two amounts 18.06  6.503 64
*P3PG2 Produc 1000 25.56 18.406 65
*P4PG2 Produc 1000 S % 25.57 12.272 69
Discount : 23880 16.05
coop ;12000 8.06
Total 35880 24.11
e +
*P1PGL  Produc  400+------m-mmmmmmmmmmmmmmm oo +18.06 6.503 64
*P2PG1 Produc 400| Enter any two amounts 18.06  6.503 64
*P3PG2 Produc 1000 25.56 18.406 65
*P4PG2 Produc 1000 S % 25.57 12.272 69
Discount  : 20000 13.44
Qoop : 10000 6.72
Total 30000 20.16
e +

Discount $. Total value of the discount that you want to spend.
Discount %. This amount as a percentage.

Coop $. Total lump-sum amount that you want to spend.

Coop %. This amount expressed as a percentage.

Total $. Sum of the discount and coop dollar amounts.

Total %. Total dollar figure expressed as a percentage.
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- - Fig. 16.37
trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96 Add New
Product 4, Product Group 2 Second line of description Promotion Code: 10033 Promotion, Deal
e N Summary (Values
Product Volume List $Off $LumpS Spend Tot%0ff Rate/C Margin Entered)
P1PG1 Produc 400 36.00 4.84 968 2903 20.16 7.258 60
P2PG1 Produc 400 36.00 4.84 968 2903 20.16 7.258 60
P3PG2 Produc 1000 72.00 9.68 4839 14516 20.16 14.516 72
P4PG2 Produc 1000 48.00 6.45 3225 9676 20.16 9.676 76
R e e e L L EEEEEEEEEE L LR +
4 2800 53.14 7.14 10000 29998 20.16 10.714 72
R e e e L L EEEEEEEEEE L LR +

Promotion Edit Activities

Promotions can be edited in one of two ways:

* By locating an individual promotion and manually changing values in
the promotion with the users themselves accessing options from the
menus

* By the user maintaining the membership of customer groups,
predefined groups, and product groups using the Master File menu
options and then having the system automatically (in batch in the
background) identify what promotions require what change, and
when, as a result of that maintenance. This is called Bulk Edit.

The two methods of editing promotions, manually or via Bulk Edit, can
produce different results. Note that in this release, promotions can be
modified manually at Status 5 and above, increasing the financial liability
for the company, without recourse to the Approvals filter.

Only the first method of editing promotions is outlined here.

Access existing promotions via two main methods:

 Using the exact promotion ID, use the menu option Edit Promotion.
This requires that you know the number or you can select from a list
of promotions sorted numerically.

N QAD
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FIQAD

When you do not know the exact promotion ID, use one of the menu
options that displays a subset of promotions; for example, User’s
Promotions or Promotions for a Customer. When you locate correct
promotion on the scrolling list, access it using the pop-up menu.

Which elements of a promotion can be edited is determined by the
promotion status. See “Promotion Edit Rules” on page 523 for a complete
listing of elements that can be edited at each status.

When the correct promotion is identified and accessed, a range of edit
options becomes available via a strip menu. Note that no promotion can
be directly edited on screen. Access the required data area using a
security-controlled menu selection.

Edit Promotion (7.20.1.2) has nine items in its strip menu:

Header
Detail
Status
Review
Views
Claim
Budget
Report

Navigation (not used in this release)

Click an item in the strip menu to display its selection criteria.

Activities List

Edit Promotion Description and Next Action Code 344
Edit Promotion Dates 345

Edit Promotion Region and Area 346

Change Promotion Deal Code 346

Edit Promotion Owner and Responsibility 347

Edit Promotion Customer Level 348

Edit Promotion Product Level 348

Edit Promotion User-Defined Codes 1-4 349
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Edit Promotion Alternate Reference 350

Edit Promotion Financial Details 1 350

Edit Promotion Financial Details 2 351

Edit Promotion Deal from Pricing Workbench 353
View Promotion Deal Pricing Workbench 354
Add or Delete Customer Groups on Promotion 355
Add or Delete Individual Customers on Promotion 355
Add a Single Customer to Promotion 356

Delete All Customers from Promotion 356

Add and Delete Products and Product Groups from Promotion 357
Delete All Products from Promotion 357

Set Promotion Volumes from Sales History 358
Edit Promotion Modifiers 358

Edit Promotion Notes 359

View Promotion Clash Report Online 360

Link Promotion to an Agreement 361

Change Promotion Buying Code 361

Set Promotion to Status 2 — Proposed 362

Set Promotion to Status 3 — Planned 363

Set Promotion to Status 5 — Confirmed 363

Set Promotion to Status 7 — Finished 364

Set Promotion to Status 9 — Closed 365

Reopen a Closed Promotion 365

Delete Promotion 366

Copy Promotion 366

Attach Promotion to Specific Budget 367

View Promotion Budgeting Messages 367

Test Move Promotion to Status 5 368

View Promotion Approval Messages 368

Review Promotion History 368

Run Promotion Reports 370

N QAD
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Fig. 16.38
Edit Promotion,
Strip Menu,
1Header

FIQAD

Copy Promotions 371

Create Promotion Templates 371

Header Menu Activities

The first strip menu is the Header menu. This provides access to each
element in the promotion header as well as to some hidden data elements
that apply to the promotion overall.

trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
I e +: 2Proposed  Proposed |
. Edit Description/Action !d Lump Sum deal
. Edit Dates |
. Edit Region Retail Start : 29/07/96 Mon 29 Jul]
. *Transfer Deal Code Retail Finish: 04/08/96 Sun 04 Aug]
. *Change Deal Code wance $ & Lump Sum
. Edit Owner/Responsibility nl
. Edit Customer Promo Level 1, Division 1
emonstrator

. Edit User Defined Code 1 emonstrator  Next Action*:
. Edit User Defined Code 2
. Edit User Defined Code 3
. Edit User Defined Code 4
. Edit Alternate Reference
. *Edit Financial Details 1
. Edit Financial Details 2

B et TP +1, Division 1

Troup

N

IB

Ic

ID

|E

IF

e

|H. Edit Product Promo Level
1T

g G

1K ¢ Products
L 1

M

IN

10

|
I
|
I
|
|
|
|
|
I
|
| D
| D
|
|
|
|
I
|
I
|
I
|
I

Edit Promotion Description and Next Action Code

Use the Edit Description/Action option to access the promotion
description and next action code and date.

Modify the promotion description and next action code as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Description/Action
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Promotion Code : 10008  Status*: 2Proposed  Proposed
Description : Sample Billback and Lump Sum deal
New Product Launch

|
[

\

|

| Buy Start: 29/07/96 Mon 29 Jul Retail Start : 29/07/96 Mon 29 Jul
| Buy Close: 04/08/96 Sun 04 Aug Retail Finish: 04/08/96 Sun 04 Aug
| Deal*: OI&LS OI Allowance $ & Lump Sum

| Division*: 1 Division 1

| Region*: DIR1 Region 1, Division 1

| Owner*: gad QAD. Inc Demonstrator

| Responsibility*: gad QAD.Inc Demonstrator Next Action*:

| Customer Level*: B Buying Group / /

| Product Level*: S1 Specific Products

trpromoe 7.20.1.2 Edit Promotion 29/08/96

Description. Accesses the two description lines.
Next Action. Accesses the next action code field.

Date. Accesses the next action date field.

Edit Promotion Dates

When a promotion is at status 2, use this option to change the relevant
dates.

Modify the promotion buy-in and retail dates as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Dates

tpprdat 7.20.1.2 Change Buyin From/To Dates 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed Proposed |
! D e e + !
I | I I
| Buy | Buy Start: 29/07/96 Retail Start: 29/07/96| 29 Jul|
| Buy | Buy Finish: 04/08/96 Retail Finish: 04/08/96! 04 Aug]
I | | I
| et T i + |

Buy Start and Finish. Accesses the buy start and finish.

Retail Start and Finish. Accesses the retail start and finish.

Fig. 16.39
Edit Promotion,
Strip Menu,
1Header, Edit
Description/Action

Fig. 16.40
Edit Promotion,
Strip Menu,
1Header, Edit Dates
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Fig. 16.41
Edit Promotion,
Strip Menu,
1Header, Edit
Region/Area/Zone
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Edit Promotion Region and Area

Use this option to change the region or the area on the promotion. This is
a significant change and can result in changes to access security,
customers on the promotion, and so on. This option is typically used only
when this promotion has been created by copying from another promotion
which, although generally correct, is to be run for different customers in a
different region or area.

Modify the promotion region and area as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Region/Area

tpedregn 7.20.1.2 Change Region 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed Proposed |
! DS = == mm o mm + !
I 1 1 I
| Buy St Enter New Region: In 29 Jul]
| Buy C1] In 04 Aug|
! e + !
! Division*: 1 Division 1 !

Region. Accesses the region code.

Area. Accesses the area code.

Change Promotion Deal Code

Use this option when you want to change the deal code. If a deal element
is present in the old and the new deal code, it is retained; otherwise the
deal element is deleted and Deal Edit must be used to reset the actual deal
details.

Change the promotion deal code as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Change Deal Code
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Fig. 16.42
| . |
| oS | OTMlowmnesstmSm L . ‘| Edit Promotion,
} | | | Strip Menu,
| | | |
{ | Promotion Code: 10008 } } ]leglacéeraChange
| Respon| Current Deal: OI&LS OI Allowance $ & Lump Sum |*: ! cal Lode
| Custom| New Deal*: ! !
| Produ] I I
! ! Proceed ?: No ! !
I I I I
! e + !
Current Deal. The Deal Code currently on the promotion.
New Deal. The alternate Deal Code that you want to replace the old
one with. Remember that regardless of whether there are any
compatible Deal Types, all deal details are deleted when this option is
used.
Edit Promotion Owner and Responsibility
Use the Edit Owner/Responsibility option to change either the owner or
responsibility . There are consequences relating to access security, which
means that changing the owner can result in not being able to change or
view this promotion.
Modify the promotion owner and responsibility as needed.
Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Owner/Responsibility
tpedown 7.20.1.2 Edit Owner/Responsibility 29/08/96 Eldglt }’?;)‘:iotion
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+ Strip Menu,_
| Promotion Code : 10008 Status*: 2Proposed Proposed ! é)Head?r’ Edit
| DS = = = = = = — m o ___ | wner/
i ST owner*: gad Jlr i Responsibility
| Buy St| Responsibility*: gad In 29 Jul|
 BUY Cldmmmmm o oo oo +n 04 Aug|
| Deal*: OI&LS OI Allowance $ & Lump Sum |

Owner. Accesses the Owner field.

Responsibility. Accesses the Responsibility field.
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Fig. 16.44
Edit Promotion,
Strip Menu,
1Header, Edit
Customer
Promotion Level
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Edit Promotion Customer Level

Use this option with care; it removes all customers prior to changing the
level.

Modify the promotion customer level as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 1 Header Edit Customer Promotion Level

tpedclvl 7.20.1.2 Edit Customer Promo Level 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed Proposed |
| DSt == = = = m = = m o + |
! | This deletes all Customers. Continue y/n ?: n ! !
| Buy St | Jul]
| Buy Cl| Customer Level: I Aug|
| o + |

Customer Level. Accesses the customer level code. Because a change
in code can have a significant change on the valid and available set of
customers, this option deletes all customers and you must reenter
them.

Edit Promotion Product Level

Use this option with care; it removes all products prior to changing the
level.

Modify the promotion product level as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Product Promotion Level
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. Fig. 16.45
tpedplvl 7.20.1.2 Edit Product Promo Level 29/08/96 Edlt Promotion,
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+ %;rllp g/len]g(’i't
| Promotion Code : 10008  Status*: 2Proposed Proposed | cader, tdit
| DO . . | Product Promotion
! | This deletes all Products. Contimue y/n ?: n ! ! Level
| Buy St I Jul]
| Buy Cl| Product Level: | Aug|
! o + !
| Division*: 1 Division 1 |

Product Level. Accesses the customer level code. Because a change
in code can have a significant change on the valid and available set of
customers, this option deletes all customers and you must reenter
them.
Edit Promotion User-Defined Codes 1-4
Use this option to change the code. Although not displayed on the screen,
these codes can be set as optional or mandatory and have attached to them
programs that automatically activate when the code is accessed. The
program will run after entry or edit of the code. Contact your systems
manager to check whether any such program exists against your codes.
Edit the promotion user-defined codes as needed.
Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit User Defined Code 1

Edit User Defined Code 2

Edit User Defined Code 3

Edit User Defined Code 4
| Product Level*: S1 Specific Products | Fig. 16.46 .

! Style*: udclA Reason 1 ! Edl,t Promotion,

| Rank*: | Strip Menu,

! Covert: ! 1Header, Edit User
| Notes : n | Defined Code 1

| Customer Details: DIR1 Region 1, Division 1 !

o e oo +

Codes 1—4. Enables direct access to the relevant code.
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Fig. 16.47

Edit Promotion,
Strip Menu,
1Header, Edit
Alternate Reference
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Edit Promotion Alternate Reference

The alternate reference is an optional alternate key access to the
promotion. It does not display on the screen, but certain lookups are
driven by this field.

Modify the promotion alternate reference as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Alternate Reference

tpaltr 7.20.1.2 Update Alternate Reference 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed  Proposed

I

I

——————————————————————————————————— +d Lump Sum deal !
I I

I

77777777777777777777777777777777777 + Retail start : 29/07/96 Mon 29 Jul]
Buy Close: 04/08/96 Sun 04 Aug Retail Finish: 04/08/96 Sun 04 Aug]

Alternate Ref. Accesses the Alternate Reference field.

Edit Promotion Financial Details 1

When price lists are generated from this promotion, they hold codes that
SOE uses to drive its layered pricing logic. The codes are defaulted on
automatically, but can be altered on a promotion-by-promotion basis. This
option enables alteration of those codes in detail.

Modify the promotion financial details as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 1 Header Edit Financial Details 1
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tppromop 7.20.1.2 Edit Financial Details 1 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promot+------------------- +
Des| Price List ID*:
| Maximum Price : .00
Buy St| Minimum Price : .00 Jul
Buy C1] Maximum Qty : .00 Aug
Minimum Qty : .00

Respon | Discount Seq*:
Custom| UOM* :
Produ] Cost Set 1*:

|
| Conbine Type*:
| Oty Break Type*:
| Currency*: n

Custome| Amount Type*:

- mmmm - e et SR +

|
i
| Minimum Net Ord : .00
\
i
\

| Discount Type*:

!
i
|
i
|
i
|
i
|
i
|
i
|
i
\
i
\
i
\
i
}
| Marmal Price : n |
\
i
\
i
|
i
!
¥

Price List Details. Accesses the details that appear on price lists when
they are created.

Edit Promotion Financial Details 2

A variety of values on the promotion are set by Deal Category. In this
option, the Deal Categories for this promotion display and division
defaults are displayed. These default values can be edited.

Modify the deal category division defaults for promotion as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 1 Header Edit Financial Details 2

Fig. 16.48
Edit Promotion,
Strip Menu,
1Header, Edit
Financial Details 1

N QAD
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Fig. 16.49
Edit Promotion,
Strip Menu,
1Header, Edit
Financial Details 2

FIQAD

tppromf2 7.20.1.2 Edit Financial Details 2 29/08/9
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----

--Nurber of Claims- Followup Accrual Committ Plarmed)]

— T

Overall Customer Days Method Value Value|
_____________________________________________________________________________ |
|

| Promotion |
| |
| |
| Lurmp Sum Monies - s : 2 2 60 PS 8000
| Off Invoice : 64200
I I
| |
| |
| |
| |
e e e +

Deal Type. Displays the Deal Types that make up the Deal Code. It
also displays a prompt for promotion, and on this line to the right are
displayed the values that are valid at the overall promotion level.

Number of Claims, Overall. The maximum number of claims allowed
on the promotion before it automatically closes.

Number of Claims, Customer. The maximum number of claims
allowed by any one customer on the promotion before it
automatically closes.

Follow-up days. The maximum number of days allowed to pass after
the promotion has ended before it automatically closes.

Accrual Method. The method by which the Promotion Accrual
process accrues values when the promotion is not yet closed.

Commit Value. A value that can be manually entered and used in the
accruals processing. It is maintained here.

Planned Value. The amount planned through the deal edit process.

Detail Menu Activities

The second strip menu is the Detail menu. This accesses various elements
in the body of the promotion. It is mainly concerned with changing the
customers, products, and deal details.
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t rpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| PI—mm oo +roposed  Proposed |
! |A. Deal Edit/Pricing Wrkbench Imp Sum deal !
! IB. View Deal/Pricing Wrkbench ! !
| Bu|C. Add/Delete Customer/CGroup letail Start : 29/07/96 Mon 29 Jul|
| Bu|D. Add a Single Customer letail Finish: 04/08/96 Sun 04 Aug|
! |E. Delete All Customers le $ & Lump Sum !
! |F. Add/Edit a Product/Group ! !
! |G. Delete All Products livision 1 !
| |H. *Volumes From Sales Histor lonstrator |
| Re|I. Edit Promotion Modifiers lonstrator  Next Action*: |
| CulJ. Edit Notes Ip |
| P|K. Display Clashes Online loducts |
! |L. *Link Promotion to Contrac ! !
! e  EEEEEE L EEEEE R L P E et + !
! Cover* !
! Notes : n |
| Customer Details: DIR1 Region 1, Division 1 |
= = = = m oo oo o oo o oo oo o o oo oo ———————————————————— +

Edit Promotion Deal from Pricing Workbench

The Deal Edit/Pricing Workbench option lets you access the deal using
the available pop-up menu option. Since the nature of the deal changes
with every deal code, the screen layout also changes.

Review “Promotion Edit Activities” on page 341 to display the exact
details of each deal screen. Also review “Promotion Edit Rules” on
page 523.

Edit the promotion deal from the pricing workbench as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Deal Edit/Promotion Workbench

Fig. 16.50
Edit Promotion,
Strip Menu, 2Detail

N QAD



354 User Guide — Trade Management

Fig. 16.51
Edit Promotion,
Strip Menu,
2Detail, Deal Edit/
Promotion
Workbench

Fig. 16.52
Edit Deal, Strip
Menu, 2Detail,
View Deal/Pricing
Workbench

FIQAD

trdead80 7.20.1.2 Edit Off Invoice/Lump Sum Deal 29/08/96
Kiwi Shoe Polish - Black Second line of description Promotion Code: 10008
R et e e L +
| Product Volume List SOff SLumpS S+-------- Options --------- +
R e T | Edit Off Invoice Deal
*P1PG1 Kiwi S 5000 36.00 1.62 1500 | Edit Lump Sum Deal
*P2PG1 Kiwi S 5000 36.00 1.62 1500 | Target by Totals

!
i
|
i
1
*P3PG2 Househ 4000 72.00 7.20 3000 3| View Promotion History |
*P4PG2 Househ 4000 48.00 4.80 2000 2| |
|
i
\
|
\
|

This screen is display only; use the pop-up menu to edit.

View Promotion Deal Pricing Workbench

This accesses the deal in view mode only. Although it appears to be
identical to the menu option above, no pop-up menu option exists.

Review the deal details from the pricing workbench.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail View Deal/Pricing Workbench

trvew480 7.20.1.2 View Off Invoice/Lump Sum Deal 29/08/96
Kiwi Shoe Polish - Black Second line of description Promotion Code: 10008

= +
| Product Volume List $Off $LumpS Spend Tot%0ff Rate/C Margin |
| |
| |
} P1PG1 Kiwi S 5000 36.00 1.62 1500 9600 5.33 1.920 89 }
} P2PG1 Kiwi S 5000 36.00 1.62 1500 9600 5.33 1.920 95 }
I P3PG2 Househ 4000 72.00 7.20 3000 31800 11.04 7.950 85 }
PAPG2 Househ 4000 48.00 4.80 2000 21200 11.04 5.300 87 }

|

|

|

|
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Add or Delete Customer Groups on Promotion

The Add/Delete Customer/Customer Group option lets you edit the
promotion customers, customer groups, and predefined groups.

Add or delete customer groups on promotion as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Add/Delete Customer/Customer Group

Press Add to add, Delete to delete customer groups.

tpupdcop 7.20.1.2 Add/Delete CGroups 29/08/96 Fig. 16.53
Edit Promotion,

+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+ Strlp Menu,

| Promotion Code : 10008  Status*: 2Proposed  Proposed } 2Detail, Add/

| Description :4---------mmmmmmmm oo PR Options --------- +l Delete Customer/

} | Group Code Description | Add/Delete Customers H Customer Group

| Buy Start: 2 | Il

| Buy Close: 0} BL Bl ! I

} Deal*:| B2 B2 | Il

| Division*: | | Il

| Region*: | | H

| owner+: | | I

| Responsibility*: | | H

| Customer Level: | e +]

Add or Delete Individual Customers on Promotion

The Add/Delete Customer/Customer Group option lets you edit the
promotion customers, customer groups, and predefined groups. Individual
customers can then be edited using the Options menu.

Add or delete individual customers on promotion as needed.

Screen Strip Option Option
7.20.1.2  Edit Promotion 2 Detail  Deal Edit/Promotion Add/Delete
Workbench Customers

Press Add to add, Delete to delete individual promotion customers.

N QAD
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Fig. 16.54
Edit Promotion,
Strip Menu,
2Detail, Add/
Delete Customer/
Customer Group

Fig. 16.55
Edit Promotion,
Strip Menu,
2Detail, Add a
Single Customer

FIQAD

tpupdcap 7.20.1.2 Add/Delete CGroups 29/08/96

+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promotion Code : 10008  Status*: 2Proposed  Proposed

Description s+-----------—c—cmmmmm e Options --------- +

| Group Code Description Add/Delete Customers

| !
| i
1 + |
| | Il
i i I
| Buy Start: 2] | H
| Buy Close: 0] BL Bl ! H
! Deal*:| B2 B2 I H
} Division*: | | M
} Region*: | | '
| Owner: | | ¥
| Responsibility*:| ! H
\ \ \
! | |

Customer Level*:

Add a Single Customer to Promotion

This is a specific option that lets you add just one customer to the
promotion. It is assumed that you know the customer that you want so the
lookup is simply a list of customers.

Add one customer to promotion as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Add a Single Customer

tpaddlc 7.20.1.2 Add a Single Customer 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promotion Code : 10008  Status*: 2Proposed  Proposed

|
I

| Description : Sample Billback and Lump Sum deal

| New Product Launch

I BUy Start: +----- - - - oo + Jul]
|

i

|

i

|

I

Buy Close: | Customer Code*: | Aug]
D mm = m o o + |
Division*: 1 Division 1 |

Customer Code. The new customer to be added.

Delete All Customers from Promotion

This deletes all customers, customer groups, and predefined groups.

Delete all customers from promotion as needed.
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Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Delete All Customers

Division*: 1 Division 1

tpcudel 7.20.1.2 Delete All Customers 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed  Proposed |
| Description :+------=-----mmmmmmmmmmmo + |
\ | \
| | | |
| Buy Start: 2| Delete All Customrs. Continue? nj: 29/07/96 Mon 29 Jul|
| Buy Close: o} B 04/08/96 Sun 04 Aug|
| Deal* t4-—--——mmmmmmmmmmm oo oo +um |
| \
[ [

Add and Delete Products and Product Groups from Promotion

Similar to the related Customer option, this lets you add and delete
products on a promotion. The display is identical to that accessed during
Add Promotion product selection.

Add or delete individual products and product groups on promotion as
needed.

Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Add/Delete a Product/Group

trpromo7 7.20.1.2 All Product List/Tag 29/08/96
o o o +
| Code Description |
| I
[ i
| * P1PG1 Kiwi Shoe Polish - Black Second line of description |
| * P2PG1 Kiwi Shoe Polish - Tan Second line of description |
| * P3PG2 Household Detergent 2Kg Second line of description |
| * P4PG2 Household Detergent - 1kg Second line of description |
\ \
i i

Delete All Products from Promotion

This removes all products and product groups.

Delete all products from promotion as needed.

Fig. 16.56
Edit Promotion,
Strip Menu,
2Detail, Delete All
Customers

Fig. 16.57
Edit Promotion,
Strip Menu,
2Detail, Add/
Delete a Product/
Group

N QAD
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Fig. 16.58
Edit Promotion,
Strip Menu,
2Detail, Delete All
Products

FIQAD

Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Delete all Products

tpprdel 7.20.1.2 Delete All Products 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 2Proposed  Proposed |
| Description :+------------mmmmmmmmomo o + |
\ ! | \
| ! | |
| Buy Start: 2| Delete All Products. Continue? nj: 29/07/96 Mon 29 Jul|
| Buy Close: o} B 04/08/96 Sun 04 Aug|
| Deal* t4-—--—mmmmmmmmmmm oo oo +um |
| Division*: 1 Division 1 |

Set Promotion Volumes from Sales History

This option lets you view sales history for selected products on the
promotion. This history can be manipulated and then input as the volumes
in the Deal Edit.

Set promotion product volumes from sales history as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Use History to Set Volumes

Edit Promotion Modifiers

This option accesses the Modifiers screen the same way as Add
Promotion.

Edit the promotion modifiers as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Edit Promotion Modifiers
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tpprmod 7.20.1.2 Promotion Modifiers 29/08/96 Eldglt }’ifrflotion
. ) . . , Strip Menu,
+---1Header 2Detail 3Status 4Review SViews 6Claim 7Budget 8Report MNavig ----+ 2Detail. Edit
| Promotion Code : 10008  Status*: 2Proposed  Proposed } Promotion
et + Modifiers
} Code Description Value !
| |
r TTTTETmTmmmT TmmTmmmmmmmmm T e e e, Trmm T |
| Modifier Ax: {
I I
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
| |
B e +
! Notes : n |
| Customer Details: DIRL Region 1, Division 1 |
o = = ————————————— +
Edit Promotion Notes
Accesses the Notes function. Access to previous notes is available and
any new entry is date, time, and ID stamped.
Edit the promotion notes as needed.
Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Edit Notes
n1001ul 7.20.1.2 Notes 1 - Promotion Header File * 29/08/96 Fig. 16.60 .
Edit Promotion,
1o Header Detail sstatus eview Siew GClain Thcer Sieport Nevia | SBE Tk N

Des| ENTERED BY gad ON 12/08/96 AT 06:43
| Sample of the notes

I
|

Buy St| 29 Jul]

| 04 Aug
| |
Respon | !
Custom| |
el e e e L P LT +

| |
i i
| |
i i
| |
i i
| |
| Buy C1] !
| |
| |
i i
| |
i i
| |
i i
| |
i i

Style*: udclA Reason 1

N QAD
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Fig. 16.61

Edit Promotion,
Strip Menu,
2Detail, Display
Clashes Online

Fig. 16.62

Edit Promotion,
Strip Menu,
2Detail, Display
Clashes Online

FIQAD

View Promotion Clash Report Online

This option displays clashing promotions. It runs online (there is a batch
option in Reports). The output is a scroller of promotions and the pop-up
gives immediate access to promotion detail.

Check for clashing promotions online as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Display Clashes Online

trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
e e T T + |
H 1 1
I Clash Code*: std | |
I Description: Same Customer/Product/Date 19/07/96 Mon 29 Jul|
I Line Format*: aa CGroup/Deal /Date/Stat/Own/UDCL|4/08/96 Sun 04 Aug|
I Desc Format*: aa UDC2/UDC3/UDC4 /Plan$/Act$/Qtys | |
Il Sequence Code*: aa Buyin Date/Status } }
Il \ \
I ! |
I Proceed ?: n | |
e e e L e e +tion*: |
| Customer Level*: B Buying Group |
[povclslaa 7.20.1.2 Line Format 29/08/96
R e et +
| Code Group Code Deal Code Buy Start Code Owner  UDC1 |
[T T T T T T T T TS SSSSsmmommes \
} 00010004 Bl Makro OI&LS 01/06 31/10 5Confirm root udclA }
} 00010005 Bl Makro BBSLS 01/06 30/1+-------- Options --------- +
| 00010001 Bl Makro BBSLS 01/07 01/0| Edit Promotion |
| 00010014 Bl Makro OI&LS 01/07 01/0| Pricing Work Bench |
| 00010006 Bl Makro BBSLS 29/07 04/0| Product View |
} | Customer View }
} | Transactions }
} | Full View }
} | View Promotion }
| | |
et e L e e e e b L DL DL Lt R e L E L LT +
e +
|Sample Off Invoice and Lump Sum Promo Temporary Price Reduction |
| User Code 2*: udc2A Competitive pre  Planned 3800 P 1000 |
| User Code 3*: udc3A UDC Code 3 A Actual 0 0 |
| udc4A UDC Code 4 A Cus B Pr S1 Notes n |
ettt +
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Link Promotion to an Agreement

This option creates a link between a promotion and an agreement header.

Link promotion to agreement as required.

Screen Strip Option

7.20.1.2 Edit Promotion 2 Detail Link Promotion to Agreement

Change Promotion Buying Code

The buying code, together with the buying base, determines the spread of
product volume over the promotion period.

The Buying Codes are predefined and automatically applied to each Deal
Category on a promotion. The Buying Code defaults from the Divisional
Deal Category record. It can be maintained individually for each
promotion.

Change the promotion buying code as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 2 Detail Change Buying Codes

N QAD
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» See “Promotion
Edit Rules” on
page 523.

Fig. 16.63
Edit Promotion,
Strip Menu, 3Status

Fig. 16.64

Edit Promotion,
Strip Menu,
3Status, Set to
Status 2 — Proposed

FIQAD

User Guide — Trade Management

Status Menu Activities

These options are principally concerned with the status of a promotion
and changing that status.

trpromoe

Respons|I.
Custome|J.
Produc|K.

9
o

. Set to Status 2
IB. Set to Status 3

. Set to Status 5 - Confirm
. Set to Status 7
|IE. Set to Status 9
. Reopen a Closed Promotion
|G. Delete Promotion
|H. Copy Promotion
*Attach to Specific Budget
View Budgeting Messages
Test Move to Status 5
IL. View Approval Messages

7.20.1.2 Edit Promotion

+---1Header 2Detail 3Status 4Review 5Views

29/08/96
6Claim 7Budget 8Report 9Navig ----+
Proposed !
Im deal !
\ |
[ I
| Start : 29/07/96 Mon 29 Jul|
| Finish 04/08/96 Sun 04 Aug|
| Lump Sum
\
\
lon 1
lator
lator
\
\
\
[
|
[

=4
A
i
i
3

Set Promotion to Status 2 — Proposed

This option changes the status back to status 2.

Set promotion back to status 2.

Screen

Strip

Option

7.20.1.2 Edit Promotion 3 Status Set to Status 2 — Proposed

trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
| Promotion Code : 10008  Status*: 3Planmed Plarned & Budgeted |
| Description : Sample Billback and Lump Sum deal |
| New Product Launch |
| BUy St-—-mmmmm oo +tart : 29/07/96 Mon 29 Jul|
| Buy Cl1} linish: 04/08/96 Sun 04 Aug|
| | Set Status to What-If (y/n) : n lump Sum |
1 1 | 1
| o +1 |
| Owner*: gad QAD. Inc Demonstrator |

Set Status. Confirm the action.
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Set Promotion to Status 3 — Planned

This option changes the status to status 3.

Set promotion to status 3.

Screen Strip Option
7.20.1.2 Edit Promotion 3 Status Set to Status 3 —
Planned
t rpromoe 7.20.1.2 Edit Promotion 29/08/96 Fig. 16.65
Edit Promotion,
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget S8Report ONavig ----+ Strip Menu,
Promotion Code : 10008  Status*: 2Proposed Proposed 3Status, Set to

Description : Sample Billback and Lump Sum deal Status 3 — Planned

New Product Launch
BUY Stm===mmm === mmmm e e +tart : 29/07/96 Mon 29 Jul

g
0
Ll
—
B
0
o

04/08/96 Sun 04 Aug
| Set Status to Plammed (y/n) : n lump Sum
I I
I I
oo + 1
Owner*: gad QAD. Inc Demonstrator

Set Status. Confirm the action.

Set Promotion to Status 5 — Confirmed

This option changes the status to status 5.

Set promotion to status 5.

Screen Strip Option
7.20.1.2 Edit Promotion 3 Status Set to Status 5 —
Confirmed

N QAD
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Fig. 16.66
Edit Promotion,
Strip Menu,
3Status, Set to
Status 5 —
Confirmed

Fig. 16.67
Edit Promotion,
Strip Menu,
3Status, Set to
Status 7 — Finished

FIQAD

trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promotion Code : 10008  Status*: 3Planned Planned & Budgeted

Description : Sample Billback and Lump Sum deal

!
i
1
New Product Launch |

!
i
\
i
\
|
| Buy St-—--—mmm oo +tart : 29/07/96 Mon 29 Jul|
| Buy Cl1} linish: 04/08/96 Sun 04 Aug|
| | Set Status to Confirmed (y/n): n lump Sum |
1 1 I 1
| B it + 1 |

Set Status. Confirm the action.

Note When a promotion is moved to status 5, it may optionally be forced
to pass the Approvals check. If it fails this check, its status will be set to
status 4 and the name in the responsibility field will be changed to
whoever has been designated as the owner’s Approval Manager. There is
a view option that lists all promotions that are set at status 4 and has your
name in the Responsibility field. The resultant list displays all promotions
awaiting your (as manager) approval.

Set Promotion to Status 7 — Finished
This option changes the status back to status 7.

Set promotion to status 7.

Screen Strip Option
7.20.1.2 Edit Promotion 3 Status Set to Status 7 —
Finished
trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promotion Code : 10008  Status*: SConfirmed Confirmed by all parties

|
I
Description : Sample Billback and Lump Sum deal |

New Product Launch |

I
I
I
|
I
|
I Buy St-—--mmmm oo +tart : 29/07/96 Mon 29 Jul|
| Buy C1} linish: 04/08/96 Sun 04 Aug|
| | Set Status to Finished (y/n) : n lump Sum |
o | |
i oo + 1 i
| Owner*: gad QAD. Inc Demonstrator |




Set Status. Confirm the action.

Set Promotion to Status 9 — Closed
This option changes the status to status 9.

Set promotion to status 9.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status Set to Status 9 — Closed
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Description : Sample Billback and Lump Sum deal
New Product Launch

!
i

\

[

1

| Buy St#-------mmmmmm oo +tart :

| Buy Cl1} linish:

| | Close this Promotion (y/n) : n lump Sum
1 1 I

| B it + 1

} Owner*: gad QAD. Inc Demonstrator

trpromoe 7.20.1.2 Edit Promotion 29/08/96
+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+
Promotion Code : 10008  Status*: 7Finished Finished waiting claims

|
|
|
|
1
29/07/96 Mon 29 Jul|
04/08/96 Sun 04 Aug|
|

|

|

|

|

|

|

|

Set Status. Confirm the action.

Reopen a Closed Promotion

This option resets a closed promotion at status 9 back to status 7, thereby

allowing claims processing.

Set closed promotion back to status 7.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status Reopen a Closed Promotion

Customer Details: DIR1 Region 1, Division 1

[Reopen Promotion ? y

F1-Go 2-Help 4-End 6-Opt

=
g
[
0]
=}

Fig. 16.68
Edit Promotion,
Strip Menu,
3Status, Set to
Status 9 — Closed

Fig. 16.69
Edit Promotion,
Strip Menu,
3Status, Reopen a
Closed Promotion

N QAD
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Delete Promotion

This option permanently removes the current promotion. A promotion
that has actual transactions against it (invoices or claims) or has
outstanding orders cannot be deleted.

Delete promotions as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status Delete Promotion

Fig. 16.70 cpprodel 7.20.1.2 Delete Promotion 29/08/96

Edit Promotion,

Strip Menu, +---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+

3Status,. Delete | Promotion Code : 10009  Status*: 2Proposed  Proposed }

Promotion } Description : Sample Of at---------=-==-==-——-—--—- + |
\ | | \
| | | |
| Buy Start: 01/08/96 Thu | Promotion Code: 10009| 01/08/96 Thu 01 Aug|
| Buy Close: 30/08/96 Fri | | 30/08/96 Fri 30 Aug]
! Deal*: BBSLS ! Proceed ?: n ! !
} Division*: 1 ! | }
| Region*: DIRL Fmmmm oo + }
| Owner*: gad QAD.Inc Demonstrator |

Copy Promotion

This option creates an identical copy of the current promotion. The deal
details can be copied if needed. After copying, the user is placed in edit
mode in the new promotion. The Audit Logs of both promotions are
annotated with notes regarding what the source and destination
promotions are.

Copy promotions as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status Copy Promotion

FIQAD
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trprcopy 7.20.1.2 Copy from existing Promotion 29/08/96 Flg. 16.71 .
Edit Promotion,

+---1Header 2Detail 3Status 4Review 5Views 6Claim 7Budget 8Report 9Navig ----+ Strip Menu,

| Promotion Code : 10009  Status*: 2Proposed Proposed ! 3Statu5’, Copy

! Description : Sample of at+------------------——---—- + ! Promotion

| | | |

| | | |

| Buy Start: 01/08/96 Thu | From Promotion: 10009| 01/08/96 Thu 01 Aug]

| Buy Close: 30/08/96 Fri | To Promotion: 10082| 30/08/96 Fri 30 Aug|

| Deal*: BBSLS | | |

| Division*: 1 | Proceed ?: n | |

| Region*: DIR1 | | |

! Owner*: gad B e R P e + !

| Responsibility*: gad QAD.Inc Demonstrator Next Action*: !

! Notes : y | E?i}’GJZ i

| Customer Details: DIR1 Region 1, Division 1 ! 1t I romotion,

b o | Strip Menu,
3Status, Copy

Copy Deal Details y/n ? n Promotion

F1-Go 2-Help 3-Ins 4-End 7-Rcl 8-Clr 6-Opt

Attach Promotion to Specific Budget

When promotions are set to status 3 or higher, each of their components
(the customer by product by predefined group combinations) are attached
to budgets. The attachment logic, (the budget each promotion component
is linked to), is set in Budget Parameters. This option lets you bypass this
logic and specify a particular budget that you think is appropriate. This is
most often used for project launch situations where particular budgets are
set and need to be used for associated promotional activity.

Attach promotions to specific budgets as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 3 Status Attach to Specific Budget

View Promotion Budgeting Messages

When a promotion is set to status 3, it can fail to find budgets for its
components. The system generates messages giving the failure reason and
on which promotion component it failed. This option displays any such
messages.

N QAD
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P See “Views” on
page 487.

FIQAD

View promotion budgeting messages as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status View Budgeting Messages

Test Move Promotion to Status 5

When a promotion is set to status 5, it must first pass the Approvals Filter.
This checks for a variety of conditions on the promotion and the level at
which the current user can approve promotions. If this check is failed, the
promotion is set to status 4 and manager approval is required.

To avoid failure and the wait for manager approval, check or test to see if
the promotion can be moved to status 5 with no problems. If problems are
encountered, the detail can be viewed in the next option.

Test move promotion to status 5 as needed.

Screen Strip Option
7.20.1.2 Edit Promotion 3 Status Test Move to Status 5

View Promotion Approval Messages

This option displays messages generated during a status change to
Status 5, Approved, or during a Test Move to Status 5 (discussed above).

View promotion approval messages as needed.

Screen Strip Option

7.20.1.2 Edit Promotion 3 Status View Approval Messages

Views Menu Activity

Review Promotion History

Selection of View Promotion History from the 5 Views strip menu
enables access to a variety of subsets of that history.
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View promotion history according to selected criteria as needed.

Screen Strip Option Options
7.20.1.2 Edit 5 Views View Promotion Customer
Promotion History Customer/Product

Customer/Product Group
Customer Group
Customer Group/Product

Customer Group/Product

Group
Product
Product Group
trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96
Product 4, Product Group 2 Second line of description Promotion Code: 10033
| product Wolme  List  $Off $LuwS Spend TOLYOEf Rate/C Margin |
——————————————————————————————————————————————————— +--- Promotion History ----+

P1PGL Produc 400 36.00 4.84 968 2| Customer/Product |
P2PGL Produc 400 36.00 4.84 968 2| Customer Group/Product |
P3PG2 Produc 1000 72.00 9.68 4839 14! Product |
P4PG2 Produc 1000 48.00 6.45 3225 9| Customer/Product Group |

| Customer |

After chosing a customer, the appropriate customer by product
combinations can be chosen.

trdea480 7.20.1.2 Edit Off Invoice/Lump Sum Deal 09/08/96

Product 4, Product Group 2 Second line of description Promotion Code: 10033
o +
e Select a Promotion Product -------------------—--—-—- +

| Product CodeGroup Code Description |
|

| P1PGL BGL Product 1, Product Group 1 |
| P2PGL BGL Product 2, Product Group 1 |
| P3PG2 PG2 Product 3, Product Group 2 |
i P4APG2 PG2 Product 4, Product Group 2 i
! |

Promotions that match are displayed, with the pop-up menu giving access

to all aspects of each individual promotion.

Fig. 16.73

Edit Promotion,
Strip Menu:
5Views, View
Promotion History

Fig. 16.74
Edit Promotion,
Strip Menu:
5Views, View
Promotion History
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Fig. 16.75

A . rflaa 7.20.1.2 Line Format 09/08/96
Edit Promotion, PP /08/
Strip Menu: e .
5V19W53 VleVY Promo#  CGroup Deal From---To Status Owner jureil
Promotion History ~ |l-ccomoommm o~ fmmmmm Options --------- i

00010004 Bl CGroup/Acc OI&LS 01/06 31/| Bdit Prowotion }
00010005 Bl CGroup/Acc BBSLS 01/06 30/| Pricing Work Bench }
00010001 Bl CGroup/Acc BBSLS 01/07 01/| Product View }
00010014 Bl CGroup/Acc OI&LS 01/07 01/| Customer View !
00010020 Bl CGroup/Acc BBSLS 01/07 07/ Transactions !
00010002 Bl CGroup/Acc BBSLS 08/07 14/! Full View }
00010006 Bl CGroup/Acc BBSLS 29/07 04/} View Promotion !
| Multi Promo Full Display |
B e L E L PP L E LR P e PP P e e e e e L ++
= +
Sample Off Invoice and Lump Sum Promo Temporary Price Reduction
Rank : udc2A Competitive pre Plamned $ 3800 Units 1000
Coverage : udc3A UDC Code 3 A Actual $ 0 Units 0
Archive : udc4A UDC Code 4 A CL: B PL: S1 Notes Flag n
it +
e e e e EE PP E P e P +
Run Promotion Reports
Define reports in Promotion Reports. The definition includes parameters
such as these.
Table 16.1
Sample Report Format For example, region based with general details or region based with
Parameters financial details.

Sequence  For example, region, deal code, and promotion code or region, retail start
date, and promotion code.

Options For example:

* Inclusion parameters such as promotion range, customer, and profile
values.

* Output device selection.

* When to run: now or in batch.

Define and run promotion reports as needed.

Screen Options

7.20.1.12 Promotion Reports Enter Parameters
Select Output Device
Run Now

Run in Batch
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Alternate New Promotion Setup Activities

There are three ways to create a new promotion in the system: use the
Add New Promotion program, copy an existing promotion, or create a
promotion from a template.

Copy Promotions

Use Copy from Existing Promotion (7.20.1.5) to copy one promotion to
another.

Copy promotions as needed.

Create Promotion Templates

Use Create Template Promotion (7.20.1.6) to create promotion templates.
The source promotions are generally at status 1.

Create promotion templates as needed.
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Related Topics

Rebate access and security

 Set rebate access security in staff record (7.20.21.4 Opt: Rebate
Access Security).

 Set up custom rebate approval program if desired (7.20.21.9 Opt:
Approval Programs).
Rebate sequence codes
 Set rebate number base to region or area (Control File 7.20.19.1 p1).

« If rebate number is set to region-based in the control file, set rebate
sequence on region records; if all rebates are to have the same number
range, set rebate sequence same for all regions (7.20.21.10).

 If rebate number is set to area-based in control file, set rebate
sequence on area records (7.20.21.11) accordingly.

* Set autogenerate rebate code option in control file; if set to No, all
rebate numbers must be manually input (Control File 7.20.19.1 p1).

* Set up and define rebate code prefix, if desired (Control File
7.20.19.1 pl).
Next action codes
 Set up and define next action codes (7.20.13.17).

Rebate financial details

 Verify rebate payment methods in general codes (7.20.19.5).

Rebate processing
 Verify rebate post program (Control File 7.20.19.1 p8).
* Verify off-invoice rebate load program (Control File 7.20.19.1 p10).
 Verify rebate calculation program (Control File 7.20.19.1 p10).
* Set rebate budget parameters (7.20.16.6).

Rebate accruals

* Set use of rebate accruals in division record (7.20.21.9 Opt: Rebate/
Invoice Parameters).

 Verify rebate accrual post program (Control File 7.20.19.1 p8).
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» Set Accrual GL and Accrual CCtre if rebates are to be accrued to
separate accounts rather than same as promotion accruals (7.20.21.9
Opt: Rebate/Invoice Parameters).

Rebate invoices

 Set rebate use. (Control File 7.20.19.1 p10) If set to No, the system
does not create rebate links during invoice load.

Rebate claims

* Set rebate date base (date on invoice used by rebate calculations to
determine if transaction is within this month) on division record
(7.20.21.9 Opt: Rebate/Invoice Parameters).

* Set use of rebate combine rules on division record (7.20.21.9 Opt:
Rebate/Invoice Parameters).

See also related information in these chapters.

e Chapter 3, “Business Considerations,” Figure 3.9, “Ongoing Rebates
Time Line,” on page 21.

e Chapter 9, “Business Structures,” “Division Rebate Parameters” on
page 129.

e Chapter 20, “Accruals,” “Rebate Accruals” on page 437.

Rebate Concepts

A rebate is a specific type of commercial transaction. It is, generally, an
ongoing term of trade discount that is paid retrospectively and calculated
against, or triggered by, invoiced sales. The names of these transactions
can vary significantly. Rebate is used as a generic term for the type of
transaction described.

Rebate Structure

Because they are long-term arrangements, with little or no variation
during their lifetime, the physical arrangement and processing
methodology of rebates is significantly different from that of promotions.
The main difference is that rebate processes, except for add, are batch-
driven with few interactive functions.
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Rebate Facts

All financial transactions within TrM must occur in one currency.
Deals, payments, claims, rebate calculations, checks, must be one
currency within a TrM division. Summary figures, multiple
promotion displays, margin calculations, and so on, cannot be
calculated in multiple currencies at the same time.

All promotions, rebates, and budgets are coded with a region and an
area.

One or more rebates can be pulled together into another commercial
structure: the agreement.

TrM sets up and administers promotions and rebates using accounts
receivable customers. Numerous transactions require the payment of
promotional or rebate moneys via check. This being the case, a
Supplier must be available if voucher creation is to be automatic (a
feature of TrM).

Customer group is the most common level at which promotions and
rebates are set. For the food-service industry, these groups are set by
the groups of customers associated with a broker. For the retail
industry, they represent the national and regional chains. For the
medical industry, they are the buying groups.

Each promotion and rebate is coded with both an owner and a
responsibility code, either code is a registered user of the system.
When promotions and rebates are added, both owner and
responsibility default to the person entering the transaction.

Rebate Types

The reasons that rebates are available vary widely. Some examples are:

In certain businesses, rebates are used as an additional form of
discount given retrospectively; a common practice in the retail
business. For example, every month an additional 1.5% on invoiced
sales, over and above any discounts paid off-invoice, is given via
billback.
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 In other businesses such as food service, rebates are used as incentive
or growth multipliers with targets set and additional rebates paid on
achieving those targets. For example, when the customer achieves last
year’s sales plus 25%, then at the end of the year an additional 1% of
sales is calculated.

 In many industries, a rebate is used as a generator of funds to pay for
promotional activity and, in this case, rebates generate market
development funds. Rather than direct payment to the customer,
rebates are used to supply funds for lump-sum and discount
promotional activity, often called in lieu moneys as opposed to
straight moneys, which normally pay lump sums.

* Due to varied representation and distribution networks, retrospective
sales commissions of various forms can be paid, and are calculated
against the value of sales. Often the sale triggers the commission, but
the sales value is determined by reference to an alternate selling price.
For example, broker commissions are often calculated against a
special price list that has had the freight cost removed from it.

 Sales of certain products attract royalties to licensors. These are
usually paid on a periodic basis with the sale triggering some form of
royalty check.

e Many businesses integrate a variety of reasons into one monthly
rebate calculation; for example, the 4.65% rebate may be 3% for a
promotional rebate, 1.5% for spoilage, and 15% for a warehousing
and distribution discount.

Rebate Dates
Each rebate holds three date sets: from and to dates, anniversary dates,
and review dates.

From and To Dates

The rebate from and to dates represent the range within which the rebate
is effective. This can extend over many years.
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Anniversary Date

The anniversary date represents the date where annualized rebates
(rebates that cycle around on a yearly basis) have their start and finish.
This date need not correspond to the dates of the installation’s financial
year simply because they might match the customer financial year or, in
fact, there might be an ad hoc start as negotiated for this rebate.

Review Date

The review date represents a date beyond which the promotion
automatically calculates rebates and accruals. This forces the rebate to be
reviewed on a periodic basis so that it cannot be entered into the system,
approved, and then run on endlessly without a periodic review of its
appropriateness and applicability.

Rebate User-Defined Codes

Three optional fields can be added to the rebate transaction. These fields,
predefined by the user and generically known as user-defined codes
(UDCs), are used for a combination of up to two purposes:

* They can be used as selection and reporting date elements to subset
transactions into site-appropriate groupings. This way they can be
used in the selections for views and the selections for reports.

¢ Certain fields can have a site-specific program attached to them.
When data entry is complete, the program is triggered and, either
interactively or in batch, it undertakes some site-specific activity. For
example, a site may want to fax brokers with its promotions as they
are added or edited. The site can write a program, attach it to one of
the UDC codes, and on entry or edit, the program runs. This program
can prompt for notes, confirm the fax number, and then take the
promotion information and fax the detail to the relevant brokers.

Use of these fields is controlled from the Control File, page 6, as well as
whether programs are attached to the codes, and the names of those
programs.

In the case of rebate user-defined codes where programs can be attached,
the names of these programs are set in the relevant control structure.
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The selection of options in these fields is also controlled by the standard
divisioning and data grouping capabilities to display and make valid only
appropriate entries for each user. In addition, the system defaults can be
set (again by user) so that, on initial entry to the transaction, the most
common code populates the screen.

UDCH4 is a code common to both promotions and rebates that lets a
promotion and rebate have a common control field for items such as
archiving. UDC 5 and 6 can be used only for rebates.

UDC codes are used only in TrM.

The following is a summary of the UDC codes available for rebates.

Table 17.1
Field Where Used Where Controlled Uses Rebate UDCs
UDC4 Promotion Header 19.1 Control File, Reporting, Views, Budget
Rebate Header Page 6 Parameters for promotions only,
Run linked programs

UDC5-6 Rebate Header 19.1 Control File, Reporting, Views, Run linked
Page 6 programs

Rebate Status

Every rebate has, at any one time, a status represented by a number
ranging from O to 10.

Note that the business effect and meaning of each status is fixed and
cannot be changed. Only descriptions are maintained here; that is, the
effect and consequential work flows relating to a status cannot be changed
because TrM ties certain actions and processes to specific status levels.
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Rebate Status
Codes
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Typically, status moves below 5 are performed manually. Moves above
code 5 are automatic. Rebate status levels are defined in Table 17.2.

Rebate
Status
Code

Description

0

10

The rebate has been deleted and will eventually be completely purged from
the system. You cannot edit a deleted promotion.

Not used.

This is the level that all rebates are automatically added at. The rebate is on
the system but nothing is going to happen to it unless it is moved, by the
user, up through the status levels. Some Bulk Edits may change rebates at
this status.

This level is selected by the user. At this level the rebate is linked to a
budget. At this point the rebate becomes an internal company commitment
but it is not yet driving the full rebate functionality. The general term at this
point is a planned or budgeted rebate. Bulk Edits may change rebates at this
status.

Not used.

This level is selected by the user. When set to Status 5 and the start date is
today or earlier, the rebate is considered active. Bulk Edits may change
rebates at this status.

This level is automatically set. For a rebate at Status 5, when the first rebate
run or accrual is processed in the system, that is, an invoice processed, the
system automatically sets the Status to 6, indicating a live rebate. Bulk
Edits may change rebates at this status.

This level is automatically set. It can also be selected by the user as a means
of temporarily stopping a rebate. The automatic method looks at the dates
of a rebate and when these are passed, the system changes the status to 7. It
usually indicates that no more processing of rebates can occur against
current invoices.

Not used.

This level is automatically set or it can be selected by the user. The system
selects Status 9, closed, when the rebate is past the finish dates and the last
rebate run is cleared of all outstanding calculation.

This level is set by the system when the archive options are run.
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Rebate Codes Setup Activities

Activities List
Set Rebate Types 381
Modify Rebate Calculation Base Code Descriptions 382
Modify Rebate Calculation Unit Descriptions 382
Modify Rebate Calculation Scope Descriptions 383
Modify Rebate Combine Rule Descriptions 383
Modify Rebate Tax Rule Code Descriptions 384
Set Up Price Lists 385
Set Rebate User-Defined Code Usage 385
Define User-Defined Code Values 387
Modify Rebate Status Code Descriptions 387

Set Rebate Types

The rebate type is a form of coding for rebates that can optionally be used
for budgeting or reporting. It is similar to a user-defined code.

Using Rebate Types (7.20.14.1), press Insert to set rebate types as
required by site.

cdrtyp 7.20.14.1 Rebate Types 15/11/96 l?gl:;;tz-"}ypes
B e e +
Rebate Type Description
PROMOTION Promotion Rebate
B et +
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Fig. 17.2
Rebate Calculation
Base Codes

Fig. 17.3
Rebate Calculation
Units
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Rebate Type. These are usually group rebates. The important
implementation issues relate to the fact that rebate budgets can be set
by rebate type, which might become more useful than a simple
reporting parameter. Some examples of rebate types are Commission,
Growth, Incentive, and Product.

Modify Rebate Calculation Base Code Descriptions

The rebate calculation base codes are generally hard-coded and should
not be altered.

Use Rebate Calculation Base Codes (7.20.14.2) to change the rebate
calculation base code descriptions as required for site.

cdrcbs 7.20.14.2 Rebate Calculation Base Codes 15/11/96
e e e e +
| calc Base Description |
B |
| T Invoiced Price |
| n List Price |
| |
| |

Calc Base. Leave these settings as they are; these are hard-coded
values.

Description. The description can be edited to suit a site.

Modify Rebate Calculation Unit Descriptions

The rebate calculation units are generally hard-coded and should not be
altered.

Use Rebate Calculation Units (7.20.14.3) to change the rebate calculation
unit descriptions as required for site.

cdremd 7.20.14.3 Rebate Calculation Units 06/01/97
o +
| Calc Unit Description |
e |
| 1 Dollar |
| 2 Percentage |
| |
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Calc Unit. These options are fixed. Leave these settings as they are.
Using other codes does not automatically produce a change in the
transaction calculation.

Description. Adjust to suit the terminology used on site.

Modify Rebate Calculation Scope Descriptions

A sale transaction can drive more than one rebate. For example, member
stores in a chain could each be given a rebate of 3% on their sales by
setting up one rebate and having the calculation scope set to I. The
corporate head office could be paid a further rebate of 1% by setting up
another rebate and having the calculation scope set to A.

The Rebate Calculation Scope codes are generally hard-coded and should
not be altered. Adding new codes does not add new functionality or
processing capability.

Rebate calculation scopes are used only in TrM.

Use Rebate Calculation Scopes (7.20.14.4) to change the rebate
calculation scope descriptions as required for site.

cdrcsc 7.20.14.4 Rebate Calculation Scopes 15/11/96 Fig. 17.4
o o e . Scopes
| calc Scope Description |
[ oo
A Calculate on sum of all Cust's |
I Calculate on each Customer |
|
|

Calc Scope. Leave these settings as they are; these are hard-coded.

Description. The description can be edited to suit a site.

Modify Rebate Combine Rule Descriptions

Rebate Combine Rules define the combining rules for situations when
there are two rebates of the same type (rule 1) and two rebates of different
types (rule 2) for a single customer or product.

The rule codes are hard-coded and cannot be adjusted. Adding new codes
does not add new functionality or processing capability.

383

Rebate Calculation
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Fig. 17.5
Rebate Combine
Rules

Fig. 17.6
Rebate Tax Rule
Codes
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The effect of these rules is determined by the fields set in the division
rebate parameter record. Rebate combine rules are used only in TrM.

Use Rebate Combine Rules (7.20.14.5) to change the rebate combine rule
descriptions as required for site.

cdrinr 7.20.14.5 Rebate Combine Rules 15/11/96

H Highest
L Lowest
S Additive/Sum All

Combine Rule 1. Leave these settings as they are; these are hard-
coded values.

Description. The description can be edited to suit a site.

Modify Rebate Tax Rule Code Descriptions

The Rebate Tax Rule codes are generally hard-coded and should not be
altered. Adding new codes does not add new functionality or processing
capability.

Rebate tax rules are used only in TrM.

Use Rebate Tax Rule Codes (7.20.14.6) to change the rebate tax rule
descriptions as required for site.

cdrtxr 7.20.14.6 Rebate Tax Rule Codes 15/11/96
o +
| Tax Rule Description |
[ ——_—— |
| Ex Exclude All Taxes |
| mv Include All Taxes |
| |

Tax Rule. Typically, rebates are calculated net of tax. They are rarely
calculated to include tax. Leave these settings as they are; these are
hard-coded values.

Description. The description can be edited.
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Set Up Price Lists

It is important when setting up rebates that you understand the basic price
against which the rebate is calculated. Where that price is neither the list
price nor the invoice price, but some other price, for example, invoice
price net of any freight element, the other price must be defined in a price
list.

These price lists are used only in TrM.

Use Price Lists (7.20.19.12) to define price lists as required by site.

- - Fig. 17.7
cdprlst 7.20.19.12 Price lLists 15/11/96 Price Lists
e et EEE L LR PR PP et +
| Price List List Name |
| |
| s Standard |
| |
| |

Price List. When the price is defined in a price list, that price list is set
up here and then tagged to the individual rebates. When the rebate is
calculated, it uses volumes and dates from the invoice transaction but
uses the price off the price list as the base value against which the
rebate is calculated line by line.

Set Up Rebate User-Defined Codes
Three optional fields can be added to the rebate transaction.

The selection of options in these fields is controlled by the standard
divisioning and data grouping capabilities to display and have valid only
appropriate entries for each user. In addition, the system defaults can be
set by the user so that, on initial entry to the transaction, the most common
code populates the screen.

Set Rebate User-Defined Code Usage

Use of these fields is controlled as to use or not and whether mandatory
from the Control File, page 6, as well as whether programs are attached to
the codes, plus the names of those programs.
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Fig. 17.8
Control File Page 6
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Set use of rebate user-defined codes in Control File page 6 (7.20.19.1) and
set site-appropriate values for other fields as needed.

cdcont 7.20.19.1 Control File 05/01/97
= Page 6 Of 10 —-=---------mmmmmmmmm o +
| |
| Used ? Mandatory On ADD On UPD  Program Type |
| uDC-1 yes yes yes ves |
| UDC-2 yes yes ves no |
| uDC-3 no no no no |
| UDC-4: no no no no |
| uDC-5 no no no no |
| UuDC-6 no no no no |
o o +

Used? Set these before adding rebates. If any of these codes are not
required, go to Database Field maintenance and blank out the side and
column labels. If a different label is required, not only change the
generic labels but also the labels attached to this particular program.

Mandatory. Generally it is more consistent and ultimately useful if the
code entry is mandatory, but in certain cases, some leniency may be
allowed. For those users who have very little variation in a certain
code, the defaults can be used to pre-fill the field during promotion
entry.

On ADD. If set to No, the field is bypassed on add promotions, but
can be updated.

On UPD. If set to Yes, the field is accessible by the edit UDC option
in the promotion strip menu.

Program. There are no standard programs supplied. The standard
functionality uses the flags just described. Anything else will require
a customer program. Once written, the name of that site-specific
program will go in here.

Type. This sets the timing of when the program is run.

» Batch: When the frame is exited, the program is run in batch.

¢ Interactive: When the frame is exited, the program is run
interactively.

* Validation: When the field is exited, the program is run
interactively.



Rebate Concepts and Setup 387

Define User-Defined Code Values

UDC4 is a code common to both promotions and rebates to let a
promotion and rebate have a common control field for items such as
archiving. UDC 5 and 6 can be used only for rebates.

Using Promotion and Rebate UDC4 and Rebate UDC5-6 (7.20.14.12.4-
6), press Insert to set values for user-defined codes as required by site.

cdudcl 7.20.13.12.4 UDC4: Promotion Purpose 13/0-/-6

1 New Product Support

2 Competetive Response

3 Threat of Deletion

4 Product Suppt within Acct
5 Account Specific

6 Stock Clearance

7 Opposition Blocking

8 Test Market

UDC4-UDCS. In this example, the UDC4 column label has been
changed to Purpose showing that the value entered for UDC4,
wherever that field is available, indicates the purpose of the
promotion or rebate. For user interface consistency, the UDC4 field
label can also be changed to Purpose in the Add New Promotion and
Add Rebate programs.

Typically, in the initial pass of the business analysis, it is difficult to get

all possible usages of UDC4-UDC6 and later questions can find a solution

with further use of these values.

Modify Rebate Status Code Descriptions

Each rebate in TrM has a status. A status represents where the rebate is in

its life cycle.

The business effect and meaning of each status is fixed and cannot be
changed. Only descriptions are maintained here; that is, the effect and
consequential work flows relating to a status cannot be changed because
TrM ties certain actions and processes to specific status levels.

Fig. 17.9
Promotion and
Rebate UDC4
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Use Rebate Status Codes (7.20.14.13) to change the rebate status codes
and descriptions as required for each site.

Fig. 17.10 cdrsta 7.20.14.13 Rebate Status Codes 15/11/96
Rebate Status
Codes e
Status No  Status Description

00 Deleted Deleted

01 Not Used

02 2Proposed  Proposed Rebate

03 3Plamnmed Plammed and Budgeted Rebate

04 4AwaitApp Rebate Waiting for Approval

05 SConfirmed Confirmed/Approved Rebate

06 6Live Live & Active Rebate

07 TWaitFin Waiting to Finish

08 Finished Finished

09 Complete Completed/Expired

10 Archived Archived

o o o e e el

Status No. These programmatic actions are fixed; they cannot be

changed.

Status. This should be changed to support the terminology at each
site. It is recommended that the number of the status be incorporated
into the short code so that varying descriptions that differ are given
specific code. For instance, 2 can easily be translated for support

purposes.

Description. This should be changed to support the terminology at

each site.
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Related Topics

Rebate access and security

 Set rebate access security in staff record (7.20.21.4 Opt: Rebate
Access Security)

 Set up custom rebate approval program if wanted (7.20.21.9 Opt:
Approval Programs)
Rebate sequence codes
 Set rebate number base to region or area (Control File 7.20.19.1 p1)

« If rebate number is set to region-based in control file, set rebate
sequence on region records; if all rebates are to have the same number
range, set rebate sequence same for all regions (7.20.21.10)

 If rebate number is set to area-based in control file, set rebate
sequence on area records (7.20.21.11) accordingly

* Set autogenerate rebate code option in control file; if set to No, all
rebate numbers must be manually input (Control File 7.20.19.1 p1)

* Set up and define rebate code prefix, if wanted (Control File
7.20.19.1 p1)
Next action codes
 Set up and define next action codes (7.20.13.17)

Rebate processing
* Verify rebate post program (Control File 7.20.19.1 p8)
* Verity off-invoice rebate load program (Control File 7.20.19.1 p10)
* Verify rebate calculation program (Control File 7.20.19.1 p10)
* Set rebate budget parameters (7.20.16.6)

Rebate accruals

* Set use of rebate accruals in division record (7.20.21.9 Opt: Rebate/
Invoice Parameters)

 Verify rebate accrual post program (Control File 7.20.19.1 p8)

* Set Accrual GL and Accrual CCtre if rebates are to be accrued to
separate accounts rather than same as promotion accruals (7.20.21.9
Opt: Rebate/Invoice Parameters)
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Rebate invoices

* Set rebate use (if set to No, the system does not create rebate links
during invoice load) (Control File 7.20.19.1 p10)

Rebate claims

* Set rebate date base (date on invoice used by rebate calculations to
determine if transaction is within this month) on division record
(7.20.21.9 Opt: Rebate/Invoice Parameters)

* Set use of rebate combine rules on division record (7.20.21.9 Opt:
Rebate/Invoice Parameters)
See also related information in these chapters.

e Chapter 3, “Business Considerations,” Figure 3.9, “Ongoing Rebates
Time Line,” on page 21.

e Chapter 9, “Business Structures,” “Division Rebate Parameters” on
page 129.

e Chapter 20, “Accruals,” “Rebate Accruals” on page 437.
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Rebate Add Activities

Fig. 18.1
Adding a Rebate

Adding a Rebate

Rebate header (mandatory)

Financial details (mandatory)

Customers (mandatory)

Included products (optional only if All =Y)
Excluded products (optional)

Breaks (mandatory)

Budgets (mandatory)

Notes (optional)

Activities List
Set Rebate Header Values 392
Add Rebate Financial Details 396
Add Rebate Customers 398
Add Rebate Products 401
Define Rebate Breaks 404
Attach Budget to Rebate 405
Approve Rebate Spreads 406
Add Rebate Notes 407

Set Rebate Header Values

Rebate entry is done on one main screen, the rebate header, with the
details added from pull-down or strip menus accessed from choices on the
top line of the header screen.

Use Add Rebate (7.20.2.1) to set site-specific field values in rebate
header.

FIQAD
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Screen Frame

7.20.2.1 Add Rebate Header

393

Fig. 18.2
roreba 7.20.2.1 Add Rebate 25/07/96 Add Rebate
o +

Rebate Code : 00000003 Status*: 2 WhatIf What If
Description :
Rebate Start : / / Amni. Date : / / lLast Accrual :
Rebate Finish : / / Review Date : / / Last Change : 25/07/96
Rebate Type*:
Division*: 1 Division 1
Region*: DIR1 Region 1, Division 1
Home Area*: DIAIA Area 1A, Region 1, Div 1
Zone* :
Owner*: gad QAD.Inc Demonstrator
Responsibility*: gad QAD.Inc Demonstrator
Next Action:
Action Date: / /
Analysis Code 4*:
Analysis Code 5*: Notes: n
Analysis Code 6*: All Products: n
- m o o +

The following fields require addition of details:

Rebate Code. This number is automatically generated for your

division. It cannot be entered as it is preassigned. If the rebate is
exited at this point or before being saved, this number is not reused. It
is the unique identifier for this rebate.

Status. Each rebate is automatically assigned the status 02 in the

default setup; this is the what if status. Status change otherwise is
achieved by a menu pick when in change rebate mode. It cannot be
edited from here.

Description. There are two lines of free format description of the
rebate. The lines do not wrap. It is mandatory to have at least one
character on the first line.

Rebate Start. This is the date that your rebate commences.

Rebate Finish. This is the date that your rebate finishes.

Anni Date. This is the date that your rebate has its start for the
purpose of calculating annual rebate charges. This supports situations
where customer financial periods are different than yours.

N QAD
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Review Date. This is the date that the rebate is due for review by
management. If the review date falls into a current calculation period,
the rebate does not calculate.

Last Accrual. The date when the last rebate calculation was run for
this rebate.

Last Change. The date the details of the rebate were last changed.
Rebate Type. A general code for categorizing rebates.
Division. The company division that this rebate is being entered for.

Home Area. This indicates the geographical or business unit coverage
of this rebate. It defaults as a value to the value held on your user file.

Zone. This indicates the geographical or business unit coverage of
this rebate. It defaults as a value to the value held on your user file.

Owner. By default, this holds your name. It can be changed now or at
a later date, but beware of the security issues involved. If you are
uncertain of these issues, refer to Chapter 5, “Security,” on page 65.

Responsibility. This identifies the user of the system who currently is
in charge of this rebate. It can vary from the owner, but typically it is
the same as the owner. There are security controls whereby the owner
of a rebate has greater power than a person who has only
responsibility. Refer to Chapter 5, “Security,” on page 65.

Next Action. This is not a mandatory field. It lets you specify a
particular activity that must occur next on this rebate. A list of rebates
that are assigned to you (your responsibility) have activity and date
listed. From this you can get a list of necessary work to complete or
move on a rebate.

Date. This is the date the next action must be complete.

Analysis Code 1-3. These are general codes that you can optionally
use to code rebates due to various characteristics.

Notes. This field is set if the notes area contains anything.

All Products. This field is set to Y if the rebate applies to all products.
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Fig. 18.3
roreba 7.20.2.1 Add Rebate 25/07/96 Add Rebate
o mmmmmmmmmmmmo 1add 2Edit 3Change 4ReViews SReports---------------- + (Values Entered)

Rebate Code : 00000003 Status*: 2 WhatIf What If
Description : Sample for Documentation
Rebate Start : 01/01/96 Anni. Date : 01/01/96 Last Accrual :
Rebate Finish : 31/12/96 Review Date : 30/12/96 Last Change : 25/07/96
Rebate Type*: PRODUCT Product Rebate
Division*: 1 Division 1
Region*: DIR1 Region 1, Division 1
Home Area*: D1A1A Area 1A, Region 1, Div 1
Zone* :
Owner*: gad QAD.Inc Demonstrator
Responsibility*: gad QAD.Inc Demonstrator
Next Action:
Action Date:
Analysis Code 4*:
Analysis Code 5*: Notes: n
Analysis Code 6*: All Products: n
o o +

Add Rebate Details

When you have entered header values, press Enter to access the rebate
strip menus. To complete the rebate entry, access and populate each of the
options in the Add menu. Note that these options are used only during the
Add process, when something has been added, it can be altered using the
Change options.

It is best to enter the details in the same order as the menu options.

Fig. 18.4
roreba 7.20.2.1 Add Rebate 25/07/96 Add Rebate, Strip
R 1Add 2Edit 3Change 4ReViews SReports---------------- + Menu, 1Add

e +: 2 WhatIf What If
IA. Add Financial Details Itation
IB. Add Customers !
IC. Add Products late : 01/01/96 Last Accrual :
ID. AGd Breaks late : 30/12/96 last Change : 25/07/96
|E. Add Budgets | Rebate
IF. Notes in1
B i it e T +1, Division 1
Home Area*: D1A1A Area 1A, Region 1, Div 1
Zone*
Owner*: gad QAD.Inc Demonstrator
Responsibility*: gad QAD.Inc Demonstrator
Next Action:
Action Date:
Analysis Code 4*:
Analysis Code 5*: Notes: n
Analysis Code 6*: All Products: n
o o +
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Fig. 18.5
Add Rebate, Strip
Menu, 1Add,
Financial Details
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Add Rebate Financial Details

Enter site-specific rebate financial details.

Screen Strip Option

7.20.2.1 Add Rebate 1 Add Financial Details

rbrebfn 7.20.2.1 Financial Details 25/07/96

Anal Payment Interval :
Anal Break Base*: es: n
Anal Break Rule*: ts: n
+----- B et et e R +

Tax Rule*:

R Payment Method*:
Re Combine Rule 1*: 07/96
Combine Rule 2%*:
Calc Method*:
Calc Scope*:
Calc Base*:
Inv Price List*:
Calc Period*:
Res Calc Interval :
Calc Rule :
Payment Period*:

Customer. If a check or a credit is being generated for each customer
on the rebate, leave this field blank. If payments or credits are to be
made to only one entity, for example, to a National or Corporate
office, enter a customer ID.

Tax Rule. Sets whether the calculation uses the tax-inclusive or tax-
exclusive amounts.

Payment Method. How this rebate is paid: by check (VO) or by credit
(CN).

Combine Rule 1. If there are two rebates of the same Rebate Type, for
a customer or product, how they interact with each other.

Combine Rule 2. If there there are two rebates of different Rebate
Types, for a customer or product, how they interact with each other.

Calc Method. This sets whether the calculation rate is a $ or %
amount.
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Calc Scope. When breaks exist, this sets whether the calculation is on
each customer sale or on the sum of customer sales.

Calc Base. Sets whether to use the invoiced price or the list (pre-
discount) price.

Inv Price List. If the list price is indicated above, if this field is filled
in, it uses this price list to get the list from, not the one used at
invoicing time.

Calc Period. Sets (in conjunction with interval below) how often the
calculation is run. This determines the size of the pool of money
against which the calculation is made. When breaks exist, this is
important.

Calc Interval. See above; this is numeric and sets the periodicity of
the calculation.

Calc Rule. Important with annual growth plans, this sets whether to
incorporate prior period sales or just sales since the last rebate run.

Payment Period. Sets (in conjunction with interval below) the
frequency of a payment.

Payment Interval. See above; this is numeric and sets the periodicity
of the payment.

Break Base. This sets the way the break values are entered; for
example, if the 3% rebate calculated against the $ sales value or on
units sold.

Break Rule. This sets the rule for boundaries with breaks. It specifies
the calculation rate for previous breaks when a new break level is
reached; for example, if you are now in a higher rate, do previous
sales get the new rate or only the incremental sales amount.
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Fig. 18.6

Add Rebate, Strip
Menu, 1Add,
Financial Details
(Values Entered)
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The following is a sample of a completed screen of financial details.

rbrebfn 7.20.2.1 Financial Details 25/07/96
+-—— - m - - 1add 2Edit 3Change 4ReViews SReports---------------- +
B e et e e +

Customer*
Tax Rule*: EX Exclude All Taxes
R Payment Method*: N Credit Note
Re Corbine Rule 1*: S Additive/Sum A1l 07/96
Combine Rule 2*: S Additive/Sum All
Calc Method*: T Inclusive
Calc Scope*: I Calculate on each Customer
Calc Base*: I Invoiced Price
Inv Price List*:
Calc Period*: M Monthly
Res Calc Interval : 1
Calc Rule : R Recalculate
Payment Period*: M Monthly
Anal Payment Interval : 1
Anal Break Base*: V Amount/Value es: n
Anal Break Rule*: H Calculate on Highest Break ts: n
+----- - R +

Add Rebate Customers

Next, define the customers against whose sales this rebate will be
calculated. On initial entry, the list is empty.

Press Add to access the customer information screen and specify

customers for rebate.

Screen

Strip Option

7.20.2.1 Add Rebate 1 Add Customers
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rbcust 7.20.2.1 Customers 25/07/96 Fig. 18.7 .
Add Rebate, Strip
el ¥ Menu, 1Add,
Entry Description Customer QGroup | Customers
______________________________________________________________________________ i
|
I
|
|
I
|
I
|
=== +
Responsibility*: gad QAD. Inc Demonstrator |
Next Action: }
Action Date: |
Mnalysis Code 4%: |
Mnalysis Code 5*: Notes: n |
Mnalysis Code 6%: A1l Products: n |
L et e +

Add Customers individually or define as groups through common
characteristics, thereby saving customer entry time. There can be many
entries here.

Figure 18.9 shows where customers or predefined groups are defined.

rbcustu 7.20.2.1 Edit Customers 25/07/96 Fig. 18.8 .
Add Rebate, Strip
o . Menu, 1Add,
o m n Customers
Entry : 1
Customer* :
Description :
CQGroup* :

Customer PDGrp*:
Customer Type*:
Cus Profile 1*:
Cus Profile 2*:
Cus Profile 3*:
Cus Profile 4*:
Cus Profile 5*:
Cus Profile 6*:
Cus Profile 7*:
Cus Profile 8*:
Cus Profile 9*:

i
1
+

BB
o—

Entry. Each record is automatically numbered by the system.

Customer. If the rebate requires specification of individual customers,
these can be entered by using the specific code here. The customer
description defaults to the Description field.

N QAD



400 User Guide — Trade Management

Fig. 18.9
Add Rebate, Strip
Menu, 1Add,
Customers

FIQAD

Description. A mandatory field. Describes the template for users who

may be maintaining this rebate.

Customer Group. If selected, this field pulls in all customers attached

to a specific customer group.

Predefined Group. If selected, this field pulls in all customers
attached to a specific predefined group.

Customer Type. If selected, this field pulls in all customers of a
specific customer type.

Cust Profile 1-9. If selected, this field pulls in all customers who have

profile values matching this entry.

As each entry is complete, it is added to the list.

rbcustu 7.20.2.1 Edit Customers 25/07/96
o

Entry Description Customer CGroup

1 Customer 1A C1A

e
o

Customer Group: Cus Profile 5*:

Cus Profile 1*: Cus Profile 6*:

Cus Profile 2*: Cus Profile 7*:

Cus Profile 3*:

Cus Profile 4*: Cus Profile 9*:
e

Figure 18.10 is a sample of using the system to add a group of customers;

in this case, all customers in a customer group.
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- Fig. 18.10
rbcustu 7.20.2.1 Edit Customers 25/07/96 Add Rebate, Strip
I . Menu, 1Add,
I . Customers
\ -
| |
| Entry : 2 |
| Customer*: |
| Description : CGroups in Northwest |
| CGroup*: Bl CGroup 1 Division 1 |
| Customer PDGrp*: |
| Customer Type*: |
| Cus Profile 1*: |

Figure 18.11 shows the resulting customer list.

- Fig. 18.11
rbcustu 7.20.2.1 Edit Customers 25/07/96 Add Rebate, Strip
o N Menu, 1Add,

| Entry Description Customer  CGroup } Customers
|l

\ \

| 1 Customer 1A cla |

| 2 QGroups in Northwest Bl |

\ \

| |

\ \

i i

Add Rebate Products

Adding rebate products is similar to adding rebare customers. If you have
answered Y on the header for All Products, you can use the Exclude
option. Otherwise, use the Include Products option. Both options act in
the same way.

Press Add to access the product information screen and specify products
for rebate.

Screen Strip Option
7.20.2.1 Add Rebate 1 Add Add Inclusion Products

N QAD
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Fig. 18.12
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products

Fig. 18.13
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products
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roprod 7.20.2.1 Edit Products 25/07/96

e e LR +
Entry Description Product |
______________________________________________________________________________ }
\

i

\

i

\

\

1

o o +
Owner*: gad QAD.Inc Demonstrator |
Responsibility*: gad QAD. Inc Demonstrator |
Next Action: !
Action Date: !
Analysis Code 4*: |
Analysis Code 5*: Notes: n |
Analysis Code 6*: A1l Products: n |

| Entry Description
= e -

Entry : 1
Product Code*:
Description :
Product Group*:
Pro Profile 1*:
Pro Profile 2*:

Pro Profile 3*: -+

Pro Profile 4*: !

Pro Profile 5*: !

Pro Profile 6*: !

Pro Profile 7*: !

I

I

I

I

I

I

Pro Profile 8*:
Pro Profile 9*:

Entry. Each record is automatically numbered by the system.

Product Code. If the rebate requires specification of individual
products, these can be entered by using the specific code here. The
Product description auto-fills the Description field.

Description. A mandatory field. Describes the template for users who
may be maintaining this rebate.

Prod Profile 1-9. If selected, this field pulls in all products that have
profile values matching this entry .
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Figure 18.14 is a sample of defining a product.

rbprodu 7.20.2.1 Edit Products 25/07/96
o o - +
| Entry Description Product !
R e e +---]
1 bl
1 Entry : 1 bl
| Product Code*: P1PGL Product 1, Product Group 1 | |
| Description : Product 1, Product Group 1 | !
| Product Group*: | |
| Pro Profile 1%*: | |
rbprodu 7.20.2.1 Edit Products 25/07/96
e e e EEEEEEEE PR P LR R R R P e P +
Entry Description Product
1 Product 1, Product Group 1 P1PG1l Product 1, Product Gr
o o o - +
R e EEEE R R e e e +
Product Group: Pro Profile 5*:
Pro Profile 1*: Pro Profile 6*:
Pro Profile 2*: Pro Profile 7*:
Pro Profile 3*: Pro Profile 8%*:
Pro Profile 4*: Pro Profile 9*:
e e e EEEEEEEE PR LR R PR P e e +
R +

Figure 18.16 is a sample of collecting all products in a product group.

|
I

| Entry : 2

| Product Code*:

| Product Group Selection for Major Group
i Product Group 1

I

Description :
Product Group*: PGl
Pro Profile 1*:

rbprodu 7.20.2.1 Edit Products 25/07/96
B e TP +
| Entry Description Product !
R e e |
Gr

403

Fig. 18.14
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products
(Values Entered)

Fig. 18.15
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products
(Values Entered)

Fig. 18.16
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products
(Values Entered)
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Fig. 18.17
Add Rebate, Strip
Menu, 1Add, Add
Inclusion Products
(Values Entered)

Fig. 18.18
Add Rebate, Strip
Menu, 1Add,
Breaks
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rbprodu 7.20.2.1 Edit Products 25/07/96

= = oo +

| Entry Description Product

| o

I I
1 Product 1, Product Group 1 P1PG1 Product 1, Product Gr

|
|
|
I
2 Product Group Selection for Ma |
|
|
|
|
|
|

Define Rebate Breaks

Define breaks using specialized screens.

Enter site-specific rebate break values.

Screen Strip Option

7.20.2.1 Add Rebate 1 Add Breaks

rbrebbk 7.20.2.1 Breaks 25/07/96
+-—— - m - - 1add 2Edit 3Change 4ReViews SReports---------------- +
Rebate Code : 00000003  Status*: 2 WhatIf  What If |
e e +
Value QUANTTTY $/%

Break 1 : 00 .0000

Break 2 : 00 .0000

Break 3 : 00 .0000

Break 4 : 00 .0000

Break 5 : 00 .0000

Break 6 : 00 .0000

Break 7 : 00 .0000

Break 8 : 00 .0000

Break 9 : 00 .0000

Break 10: 00 .0000
e e e LT L e +
R +

Value. The $ amount at or under which the $ or % rate applies.

Quantity. The quantity in units at or under which the $ or % rate
applies.

$/%. The $ or % rate applying to that break.

Break 1-10. A maximum of 10 break levels are available.
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Toreok 7.20.2.1 Breaks 25/07/96 Fig. 18.19 .
Add Rebate, Strip
o mmmmmmmmmmmmo 1add 2Edit 3Change 4ReViews SReports---------------- + Menu, 1Add,
Rebate Code : 00000003  Status*: 2 WhatIf  What If { Breaks (Values
e el + Entered)
Value QUANTITY  PERCENTAGE
Break 1 100000.00 1.0000
Break 2 200000.00 1.5000
Break 3 999999999. 00 2.0000
Break 4 : .00 .0000
Break 5 : .00 .0000
Break 6 : .00 .0000
Break 7 : .00 .0000
Break 8 : .00 .0000
Break 9 : .00 .0000
Break 10: .00 .0000
ittt +
=== ===~ +
Attach Budget to Rebate
You must establish the budget detail before entering rebates.
A rebate, when entered, can only attach to one budget.
Attach rebate to budget as required.
Screen Strip Option
7.20.2.1 Add Rebate 1 Add Add Budgets
rbbudga 7.20.2.2 Add Rebate Budgets 25/07/96
R 1add 2Edit 3Change 4ReViews 5Reports---------------- +
Rebt--mmmmmmm e +
Des Year : 1996
Budget Code*: HOLD
Reba Algorithm*: even
Rebat Status : 96
Reb Planned Entered Difference
Total Sales : 12000 12000
Total Qty :
H Base Sales : 12000 12000
Base Qty :
Rebate : 6000 6000
Respon
Net---—---- - +
Action Date:
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Year. The financial year the budget is running in.
Budget Code. The budget that this rebate is linked to.

Algorithm. The method the system uses to automatically spread the
planned amounts over the periods.

Status. System maintained, the status of the budget. It must be
approved for the rebate to move to status 5.

Planned. The total figures.
Entered. The sum of the figures in each period.
Difference. The difference (must be 0 for the budget to approve).

Total Sales. The planned $ figure for all sales against which this
rebate is calculated.

Total Quantity. The planned units for all sales against which this
rebate is calculated.

Base Sales. The planned $ figure for all sales against which this

rebate is calculated. This is different from the total figure only when

breaks occur.

Base Quantity. The planned units for all sales against which this

rebate is calculated. This is different from the total figure only when

breaks occur.

Rebate. The planned value of the total rebate spend for the year.

Approve Rebate Spreads

Using the algorithm entered in the add rebate budgets frame, the system
automatically spreads the planned rebate amounts over the periods. These

spreads can then be manually updated, as needed, using the Update
Spreads option in the Options Menu.

When you are satisfied with the rebate spreads, approve the spreads.

Screen Strip Option Option
7.20.2.1 Add Rebate 1 Add Add Budgets Approve Spreads
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Note that the Status field now shows an A for approved.

rbbudga 7.20.2.2 Add Rebate Budgets 25/07/96
- 1Add 2Edit 3Change 4ReViews SReports---------------- +
Reb+--------""oo i i i +
Des| Year : 1996

! Budget Code*: HOLD

Algorithm*: even
Reb| Plammed Entered Difference

|
|
|
|
Rebat | Status : A 196
|
|
|
|

! Total Sales : 12000 12000

Add Rebate Notes

Notes can be entered at any time. If they exist, the Notes field on the main
screen is set to on.

Add rebate notes as required.

Screen Strip Option Field
7.20.2.1 Add Rebate 1 Add Notes Notes

- * Fig. 18.20
nl251ul 7.20.2.2 Notes 1 - Rebate Header 25/07/96 Add Rebate, Strip
T 124d 2Edit  3Change 4ReViews SReports---------------- + Menu, 1Add, Notes
Rebate Code : 00000003  Status*: 2 WhatIf  What If
DE SO AP = == === === mm o - +
|
| |
Rebate S
Rebate Fi 6
Rebate
Divi
Re
Home
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Rebate Edit Activities

When you want to change any details, do not use the Add strip menu; use
the Change menu or the Edit Rebate option in the Edit strip menu.

Activities List
Edit Rebate from Edit Strip Menu 408
Edit Rebate from Change Menu 409
Set Rebate to Status 5 — Confirmed 409
Set Rebate to Status 7- Finished 410
Set Rebate to Status 9 — Completed 410
Delete Rebate 411
Copy Rebate 411
View Rebate 411

Edit Rebate from Edit Strip Menu
Edit the rebate description, start date, responsibility, next action code,

next action date, analysis codes, and all products as needed.

Screen Strip Option
7.20.2.1 Add Rebate 2 Edit Edit Rebate

Fig. 18.21

. rbrebe 7.20.2.2 Edit Rebate 25/07/96
Add Rebate, Strip * /07/
Menu, 2Edit, oo 12dd 2Edit  3Change 4ReViews SReports---------------- +
Approve Rebart-— === === m - s oo +f  What If

Desc|A. Edit Rebate
IB. Confirm Rebate
Rebat |C. Approve 101/96 Last Accrual :
Rebate|D. Reject 112/96 Last Change : 25/07/96
Reba|E. Finish Rebate
D|F. Complete

|G. Delete Rebate lon 1
Ho|H. Copy a Rebate i1, Div 1
Bttt e +
Owner*: gad QAD. Inc Demonstrator
Responsibility*: gad QAD.Inc Demonstrator
Next Action:

Action Date:

FIQAD
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Edit Rebate from Change Menu

Edit the rebate financial details, breaks, customers, products, dates,
region, area, zone, and budgets as needed.

Screen Strip
7.20.2.1 Add Rebate 3 Change

- Fig. 18.22
rbrebe 7.20.2.2 Edit Rebate 25/07/96 .
107/ Add Rebate, Strip
e L LR T 12dd 2Bdit  3Change 4ReViews SReports---------------- + Menu, 3Change
| Rebate Code : O#---——-=----———-mmmmmm oo +med/Approved |
Description : S|A. Financial Details
|B. Breaks

Rebate Finish : 3|D. Products t Change : 25/07/96
Rebate Type*: P|E. Dates
Division*: 1|F. Location Details
Region*: Di—--mmm—mmmm oo oo +
Home Area*: DIAIA Area 1A, Region 1, Div 1
Zone* :
Owner*: gad QAD.Inc Demonstrator
Responsibility*: gad QAD. Inc Demonstrator
Next Action:
Action Date:

\
|
Rebate Start : 0|C. Customers | Accrual :
\
i
[
i
\
i

Change Rebate Status

Every rebate has, at any one time, a status that is represented by a number
ranging from 0 to 10. A status represents where the rebate is in its life
cycle.

Set Rebate to Status 5 — Confirmed

After data entry, ensure accurate details and approve the rebate. This
means that the rebate run or calculation will now also run this rebate.

Approve rebate.

Screen Strip Option
7.20.2.1 Add Rebate 2 Edit Confirm Rebate

N QAD
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Fig. 18.23

Add Rebate, Strip
Menu, 2Edit,
Approve

Fig. 18.24
Add Rebate

FIQAD

The confirm option requires a Yes or No answer.

Confirm this Rebate ? n

F1-Go 2-Help 3-Ins 4-End 7-Rcl 8-Clr PgUp PgDn

Figure 18.24 shows the status changes.

rbrebe 7.20.2.2 Edit Rebate 25/07/96

e e e 1Add 2Edit 3Change 4ReViews 5SReports---------------- +
| Rebate Code : 00000003  Status*: 5 Approved Confirmed/Approved
| Description : Sample for Documentation
|
I

Rebate Start : 01/01/96 Amni. Date : 01/01/96 Last Accrual :

Set Rebate to Status 7- Finished

The finish rebate option changes the rebate status to status 7. Typically,
this status means that no more processing of rebates can occur against
current invoices. It is set by the user to temporarily or automatically stop a

rebate after the rebate finish date has passed.

Set rebate to status 7.

Screen Strip Option

7.20.2.1 Add Rebate 2 Edit Finish Rebate

Set Rebate to Status 9 — Completed

The complete option changes the rebate status to status 9.

Set rebate to status 9.

Screen Strip Option

7.20.2.1 Add Rebate 2 Edit Complete
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Delete Rebate
This option removes the current rebate.

Delete rebates as needed.

Screen Strip Option
7.20.2.1 Add Rebate 2 Edit Delete Rebate

Copy Rebate

This option creates a copy of the current rebate. You can define the new
rebate start, finish, anniversary, and review dates and edit the new rebate
as required.

Copy rebates as needed.

Screen Strip Option
7.20.2.1 Add Rebate 2 Edit Copy a Rebate

View Rebate

To see the details in terms of actual customers and products, use the » See “Views” on
Review options. page 487.

View rebate details as needed.

Screen Strip
7.20.2.1 Add Rebate 4 Reviews

N QAD
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Fig. 18.25
Add Rebate, Strip
Menu,4Reviews

Fig. 18.26
Add Rebate, Strip
Menu, 4Reviews,
Included Customers

Fig. 18.27
Add Rebate, Strip
Menu, 4Reviews,
Included Products
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rbrebe 7.20.2.2 Edit Rebate 25/07/96
+--- - 1Add 2Edit 3Change 4ReViews 5Reports---------------- +
| Rebate Code : 00000003  S#---------—————-—ooomooooo +d |
Description : Sample for D|A. Included Product Groups
B. Included Customer Groups
Rebate Start : 01/01/96 A|C. Included Products
Rebate Finish : 31/12/96 Re|D. Included Customers 25/07/96
Rebate Type*: PRODUCT P|E. Full Display
Division*: 1 D|F. Budget Summary
Region*: DIR1 R|G. Rebate Period Summary
Home Area*: DI1A1A A[H. Product Group Summary
Zone* : I. CGroup Summary
Owner*: gad Q|J. Product Summary
Responsibility*: gad Q|K. Customer Summary
Next Action: L. Rebate Transactions
Action Date: B et +
rbvincu 7.20.2.2 Included Customers 25/07/96
4 m = e +
| Group Code Customer !
| e e e e I
| I
| Bl c1a Customer 1A !
| BL C1B Customer 1B !
| I
I I
rbvinpr 7.20.2.2 Included Products 25/07/96
4 m = e +
| Product Code Description !
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, I
I
| P1PG1l Product 1, Product Group 1 !
| P2PG1 Product 2, Product Group 1 |
| I
I I

Note When you add a new rebate and add the customers or products by
designating the group, you cannot view the customers or products until
the rebate is confirmed. If you try to select views from the strip menu
option, Review, you will get an error message saying that no customers or
products exist. The rebate must be confirmed in order to use the review

function.
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Related Topics

Agreement access and security
* Set up staff security profiles (7.20.24.3)
* Attach individual staff record to security profile (7.20.21.4)

 Set staff agreement access security (7.20.21.4 Opt: Promotion Access
Security)

Agreement sequence codes

 Set agreement sequence in the division record (7.20.21.9 Opt:
Agreement Parameters)

Next action codes
e Set up and define the next action codes (7.20.13.17)

Agreement Concepts

Agreements are structured promotions; they are also useful for linking
new product roll out to trade spend budgets.

An agreement is a structure that pulls together one or more promotions or
rebates into another commercial structure, the agreement. Its main
purpose is to run contract or project work; for example, new product
launches, ongoing medical contracts, special project related matters for
varying market conditions.

Facilities within Agreement enable a user to view summarized
transactions that are due to multiple promotions and rebates.

A rebate or a promotion must be specifically linked to an agreement. An
agreement can have its own budget so that attached promotions can be
funded from this same source.

Agreement User-Defined Code Concepts

Four optional fields can be added to the agreement transaction. These
fields, predefined by the user and generically known as User Defined
Codes (UDCs), are used as selection and reporting parameters, to enable
subsetting of the transactions into site-specific groupings. They can also
be used in the selections for views and reports.
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When these fields are used, they must first be controlled for use or not
from the division file (agreement parameters).

The selection of options in these fields is also controlled by the standard
divisioning and data grouping capabilities to display and have valid only
appropriate entries for each user. In addition, the system defaults can be
set (again by the user) so that, on initial entry to the transaction, the most
common code populates the screen.

UDC Codes are used only in TrM.

The following is a summary of agreement UDC codes.

Field Where Used Where Controlled Uses
UDCE-H  Agreement  7.20.21.9 User Menu, Division Reporting, Views

Agreement Element Concepts

Agreements can comprise promotions, rebates, or a combination of both.
The portions of an agreement can also be separated into different
components for reporting reasons.

The use of these elements is varied. Each agreement must contain at least
one element to hold rebates or promotions. If both rebates and promotions
are attached to the agreement, there must be at least one element for each
of the rebates and promotions. An element can only contain promotions
or rebates, not a mixture of both.

For example, the agreement can be used to group activity associated with
the launch of a new product. The launch can include subgroups of activity
such as advertising, sales, and kick-off. Each of these can be grouped as
an element and associated activities (recorded as promotions) linked to
the related element.

Agreement elements are used only in TrM.

Agreement Status Concepts

Every agreement has, at any one time, a status that is represented by a
number ranging from 0 to 10.

N QAD
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Table 19.1
Agreement Status
Codes
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Note that the business effect and meaning of each status is fixed and
cannot be changed. Only the descriptions are maintained here; that is, the
effect and consequential work flows relating to a status cannot be changed
because TrM ties certain actions and processes to specific status levels.

In general, agreement status codes have the following meanings.

Status Description

0 The agreement has been deleted and will eventually be completely purged from
the system. You cannot edit a deleted agreement, nor can you usually see it.

1 Not used.

2 This is the level where all agreements are automatically added. The agreement
is on the system but nothing is going to happen with it unless it is approved by a
user.

Not used.

4 Not used.

This level is selected by the user. When set to Status 5 and the start date is today
or earlier, the agreement is considered active.

6 Not used.

7 This level is automatically set. The automatic method looks at the dates of an
agreement and, when these are passed, the system changes the Status to 7. In
general, it indicates that no more processing of agreements can occur from
attached promotions or rebates.

8 Not used.

9 This level is automatically set by the system or can also be selected by the user.
The system selects Status 9, closed, when the agreement is past the finish dates
and the last promotion or rebate run has cleared all outstanding transactions.

Agreement Codes Setup Activities

Activities List
Set Up Agreement Types 417
Set Agreement User-Defined Code Usage 417
Define User-Defined Code Values 418
Set Up Agreement Elements 418
Modify Agreement Status Code Descriptions 419
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Set Up Agreement Types
Agreement Types are used for reporting and viewing purposes.
Agreement Types are used only in TrM.

Use Agreement Type Maintenance (7.20.13.23.1) to set up agreement
types as required by site.

. Fig. 19.1
cdconty 7.20.13.23.1 Agreement Type Maintenance 15/11/96 Agreement Type
Maintenance
o +
| Code Description |
oo |
| NATIONAL Naticnal Marketing |
| NEW-LAUNCH New Product Launch |
| |
| |

Code. This is essentially a reporting structure; it is mandatory on an
agreement.

Set Up User-Defined Codes, UDCE—UDCH

Four optional fields can be added to the agreement transaction.

The selection of options in these fields is also controlled by the standard
divisioning and data grouping capabilities to display and have valid only
appropriate entries for each user. In addition, the system defaults can be
set (again by the user) so that, on initial entry to the transaction, the most
common code populates the screen.

Set Agreement User-Defined Code Usage

When these fields are used, they must first be controlled as to use or not
from the division file (agreement parameters).

These are not defaults, but are straight control fields. They are relevant
only to TrM.

Set the use of agreement UDC codes in division record.

N QAD
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Fig. 19.2
Agreement Type
Maintenance

Fig. 19.3
Agreement UDCE
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Screen Option

7.20.21.9 Divisions Agreement Parameters

|

|

| UDC-E Used?: no
| UDC-F Used?: no
|
|
|

UDC-G Used?: no
UDC-H Used?: no

UDC-E Used—UDC-H Used. Implementation Issues: Activate or
deactivate the use of this user-defined code field in Agreements. This
mimics the UDC codes used on promotions and rebates. The
associated code tables must be populated for these codes to be valid.

Define User-Defined Code Values

Using UDCE-UDCH (7.20.13.12.13-16), press Insert to set user-defined
code values that are site-specific.

cdudce 7.20.14.12.13 Agreement UDCE 08/e2/97
Code Description
2yr Tuo year agreement
3yr Three year agreement

UDCE-UDCH. Reporting and viewing criteria.

Set Up Agreement Elements

Each agreement must contain at least one element to hold rebates or
promotions. If both rebates and promotions are attached to the agreement,
there must be at least one element for each rebate and promotion. An
element can contain only promotions or rebates, not a combination of
both.

Use Agreement Elements (7.20.13.23.3) to set up site-specific agreement
elements.
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cdcele 7.20.13.23.3 Agreement Elements 15/11/96
e +
| code Element Base Description |
e |
| PR P  Promotion Promotional |
| rB R  Rebate Rebate |
| |
| |
s +

Code. Elements are one of two types: either promotion elements or
rebate elements. When attached, rebates and promotion must be

attached to an appropriately coded element. There must be a

minimum of one element per agreement.

Element Base. There are only two possibilities: promotion or rebate.

Description. This can vary by Agreement and should match the

subgroup reason. If only one element is used per agreement, the name

is meaningless.

Modify Agreement Status Code Descriptions

Every agreement has, at any one time, a status that is represented by a
number ranging from 0 to10. The short and long names for these codes
are maintained here.

These status codes are used only in TrM.

Use Agreement Status Codes (7.20.13.23.4) to change the agreement
status field and descriptions as required for site.

cdcsta

7.20.13.23.4 Agreement Status Codes

Status No. Status

02 2Proposed
05 SApproved
07 7Finished
09 9Closed

Proposed Agreement
Approved Agreement
Finished Agreement
Closed Agreement

15/11/96

Fig. 19.4
Agreement
Elements

Fig. 19.5
Agreement Status
Codes
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Status No. Fixed; leave these settings as they are.

Status. This can and should be changed to meet the exact terminology
of the site. The number of the status should be incorporated into the
short code so that the varying code descriptions are given specific
code. For instance, 2 can easily be translated for support purposes.

Description. This should be changed to support the terminology at
each site.

New Agreement Setup Activities

After entering the agreement header information, select User Menu to
display the Options menu for these choices:

Update References = UDCE to UDCH
Update Elements

Approve Agreement

Update Budgets

Link promotion to agreement

Link Rebate to agreement

Activities List

Set Agreement Header Values 421
Update Agreement User-Defined Codes 423
Update Agreement Elements 423
Approve Agreement 424

Update Budgets 424

Link Promotions to Agreement 424

Link Rebates to Agreement 424

Set Agreement to Status 7—Finished 425
Set Agreement to Status 9—Close 425
Reset Agreement (status 2) 425

View Agreements 426
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Set Agreement Header Values

Use Agreement (7.20.21.1) to set site-specific field values in the
agreement header.

cocont 7.20.1.21 agreement 08/e2/97 Fig- 19.6
Agreement
Agreement #: 1000 Sconfirm confirmed/Approved Agr Elements

Description : new product launch

Internal Ref :
External Ref :
Agreemnt Start : 01/01/97 Revieuw Date : 11/30/97
Agreemnt Finish: 12/31/97 Last Fee Calc
Next Actionx:
Action Date
Agreement Typex: Neu-Prod New product launch
1

Divisionx: Division 1
Regionx: e East
Zonex:
Ounerx: sul Sarah Loue
Responsibilityx: sul 5arah Loue Notes?: no
Customer Groupx: Promotions?: yes
Predef Groupx: Rebates?: no

Agreement #. The unique identifier of the agreement. This number is
automatically generated by TrM.

Status. All agreements are automatically assigned to status 2 by the
system on entry. Status can be changed by the user, using the Options
menu, when Agreement add is complete; otherwise; it cannot be
edited from header.

Description. There are two lines of free-format description of the
agreement. The lines do not wrap. It is mandatory to have at least one
character on the first line.

Internal Reference. An optional internal alternate reference identifier
for this agreement other than TrM’s code. Within the company, other
sections such as finance can have significant agreements recorded
into their own subsystems. Such a cross-reference number can
optionally be recorded here by the user.

External Reference. The customer identifier for this agreement. With
large and significant agreements, the customer often has their own
internal coding. This can optionally be recorded here by the user.

Agreement Start. This is the date that your agreement activates. Any
activity (promotion or rebate) attached to the agreement must begin
on or after this date. The system checks this; a promotion or rebate
that starts prior to this date cannot be added.
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Agreement Finish. This is the date that your agreement terminates.
Any activity (promotion or rebate) attached to the agreement must
finish on or before this date.

Review Date. This is the date that your agreement is due for review
by management. No special functionality is attached to this date (as
there is with rebate). Its purpose is to remind the user that the
agreement needs an audit.

Next Action. This field is optional. It lets the user specify a particular
activity that must occur next on this agreement.

Action Date. This is the date the next action must be completed by.

Agreement Type. Code defined and set by the user for the purpose of
grouping agreements by similar elements. This is essentially a
reporting structure; it is mandatory on an agreement.

Division. The company division that this agreement is being entered
for.

Region. This indicates the geographical or business unit coverage of

this agreement. It defaults as a value to the value held on your user
file.

Zone. This indicates the geographical or business unit coverage of

this agreement. It defaults as a value to the value held on your user
file.

Owner. By default, this holds your name. It can be changed now or at
a later date but beware of the security issues involved. If you are
uncertain of these issues, refer to Chapter 5, “Security,” on page 65.

Responsibility. This identifies the user of the system who is currently
in charge of this agreement. It can vary from the owner, for a number
of reasons, but generally it is the same as the owner. There are
security controls whereby the owner of an agreement has greater
power than a person who has only responsibility. Refer to Chapter 5,
“Security,” on page 65.

Customer Group. If entered by the user, the system pulls in all
customers attached to the specified customer group. If this criteria is
used, attached promotions and rebates must also include all customers
in the customer group.
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Predefined Group. If entered by the user, the system pulls in all
customers attached to the specified predefined group.You can only
enter a value here if the customer group is not used. If this criteria is
used, attached promotions and rebates must include all customers in
the predefined group.

Add Agreement Details

After entering the header information, select User Menu to display the
Options menu to access agreement user-defined codes and elements.

Update Agreement User-Defined Codes

Specify agreement user-defined codes as required.

Screen Option

7.20.1.21 Agreement Update References

Update Agreement Elements

When attached to an agreement, rebates and promotions must be attached
to an appropriately coded element. Elements are one of two types: either
promotion elements or rebate elements. There must be a minimum of one
element per agreement. If both rebates and promotions are attached to the
agreement, there must be at least one element for each rebate and
promotion.

Use Insert to add agreement elements as required.

Screen Option

7.20.1.21 Agreement Update Elements
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Approve Agreement

Before promotions and rebates can be linked to an agreement, the
agreement must first be approved by the appropriate user.

Set agreement to status 5S—confirmed and approved.

Screen Option

7.20.1.21 Agreement Approve Agreement

Update Budgets

An agreement can have its own budget so that attached promotions can be
funded from this same source.

Enter the appropriate financial year. Use Insert to specify a single budget
for all attached promotions and a single budget for all attached rebates, as
required by site.

Screen Option

7.20.1.21 Agreement Update Budgets

Link Promotions to Agreement

Use Insert to specify promotions to link to agreement, as needed.

Screen Option

7.20.1.21 Agreement Link Promotion to Agreement

Link Rebates to Agreement

Use Insert to specify rebates to link to agreement, as needed.

Screen Option

7.20.1.21 Agreement Link Rebate to Agreement
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Change Agreement Status

Every agreement has, at any one time, a status that is represented by a
number ranging from 0 to 10. A status represents where the agreement is
in its life cycle.

Set Agreement to Status 7—Finished

Although this level is generally automatically set, it can be set by the user
to indicate that no more processing of agreements occurs from attached
promotions or rebates.

Set agreement to status 7.

Screen Option

7.20.1.21 Agreement Finish Agreement

Set Agreement to Status 9—Close

This level is automatically set by the system or can also be selected by the
user.

Set agreement to status 9.

Screen Option

7.20.1.21 Agreement Complete Agreement

Reset Agreement (status 2)

This option takes an agreement at status 5 and resets it to status 2.

Set status 5 agreement back to status 2.

Screen Option

7.20.1.21 Agreement Reset Agreement
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P See “Views” on
page 487.
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View Agreements

Facilities within Agreement enable a user to view summarized
transactions that are due to multiple promotions and rebates.

View agreement details as needed using the following Options menu
selections.

Screen Options

7.20.1.21 Agreement View Linked Promotions
View Linked Rebates
View References
View Agreement Elements
View Budgets

View Summarized Costs
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Related Topics

Accrual general ledger (GL) account and cost center
e Define MFG/PRO GL accrual account (25.3.13)
e Define MFG/PRO cost center (25.3.20)
e Define TrM GL accrual account (7.20.19.14)
e Define TrM cost center (7.20.19.11)
» Specify GL account and cost center (7.20.21.9 Opt: Rebate/Invoice
Parameters)
Buying code
* Define in Buying Codes (7.20.13.14)
 Specify in Deal Category (7.20.13.4)
Buying base
* System defined
* Specify in Deal Category (7.20.13.4)

Deal categories
¢ Define in Deal Category (7.20.13.4)
* Specify in Add New Promotion (7.20.1.1)

FIQAD
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Accruals Concepts

The company is liable for the commitments defined in each promotion or
rebate that reaches status 5, Confirmed. For rebates and promotions that
are not off-invoice discounts, this liability is paid later. Accruals are the
moneys a company sets aside to meet these delayed liabilities.

Promotion accrual and rebate accrual are separate operations. For
promotions, the accrual calculation is based on actual or planned product
sales volume for the period; the reversal calculation is based on posted
claims and closed promotions for the period. For rebates, accruals are
always based on actual product sales volume for the period. After
inspecting, adjusting, and approving the results of the accrual run, post
the accruals to create an MFG/PRO general ledger (GL) transaction.

General Ledger Accounts

Two types of GL accounts are relevant to accruals: the accruals account
and the expense accounts.

Set the single GL accrual control account for each division on the division
record. Set the single GL expense account for rebates on the rebates
budget. Set the GL expense accounts for promotions on the various
promotion budgets that customer-product combinations are attached to.

The accruals run calculates the various additions to and reversals from the
accruals account. Posting the accruals moves the accrued amounts from
the rebate and promotion expense accounts to the accrual control account
and moves the reversed-out moneys back to the appropriate expense
accounts.

The accrual entries and the adjusting entries are type JL rather than type
RV.
Promotion Accruals

The calculations for promotion accruals are based on accrual methods on
the promotion, product volume spreads over time, and relevant dates.

N QAD
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Fig. 20.1
Promotion Accruals

Def: from Deal Category to Pr

Accrual Method
* Planned/Actual
« Total/by Structure

Buying Base
« Buy-In Dates/
Retail Dates

Buying Code
« 7-point pattern

Product Volume Spread

%

GL Accounts Claims

Cost Centers Promotions PAgain‘st
romotions
\ |
_ |
P rom otl on Promotion Accrual Calculations Use:
* Accrual Methods
« Product Volume Spreads
Accrua IS * Accrual Dates
« Claims for Reversals

Accrual Methods

Accrual methods specify the sales basis for accrual calculations. The deal
categories on a promotion supply the default accrual methods. Update
accrual methods on individual promotions from Edit Promotion
(7.20.1.2).

Accruals are based on planned sales or actual sales; they are also based on
total sales or sales by structures such as products or customer groups.
Table 20.1 shows accrual method codes.

Table 20.1

Accrual Methods Planned Sales  Actual Sales
Total sales PO A0
Customer Group P1 Al
Customer P2 A2
Product Group P3 A3
Product P4 A4
Customer Group-Product Group PA AA
Customer Group-Product PB AB
Customer-Product Group PC AC

FIQAD
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Planned Sales Actual Sales
Customer-Product PD AD

Accruals are not applicable = NO (zero)

Specify the default accrual method on the deal category record
(7.20.13.4) for these deal categories:

e Deferred claim (DC)
 Retail claim (IN)

* Coop straight moneys (CSM)
e Coop in lieu (CIL)

e Merchandising (ME)

e Coupon (CU)

For bonus stock (BO) and general expense (GE), specify an accrual
method to use when these discounts are not paid off invoice.

These other deal categories do not require accruals because the discount is
provided off invoice:

* Off invoice (OI)
 Bracket price (BRK)
* Volume discount (VI)

Product Volume Spread Over Time

The spread of product volume over the duration of a promotion is
determined by the buying code and the buying base. The deal categories
on a promotion supply the default buying code and buying base.

Buying code is the seven-point pattern for spreading product volume over
the dates of a promotion. For example, an even pattern over the life of a
promotion has an equal number of units in each pattern period. A front-
loading or back-loading pattern for a promotion such as a lump sum has
all of the product volume represented in the pattern period when the
payment is made.

Buying base specifies whether the pattern determined by the buying code
should extend over the promotion buy-in dates or the retail dates.
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Update buying code on individual promotions from Edit Promotions
(7.20.1.2).

Accrual Dates

The accrual calculation references two sets of dates: the promotion start
and finish dates and the current and previous accrual dates.

The promotion dates are specified in the buying base. Specify the accrual
dates on Promotion Accruals (7.20.5.1).

Promotion Accruals Processing

The accruals run calculates the following:

e The amount to be accrued from each promotion or rebate expense
account to the division accruals account

* The amount to be reversed out from the accruals account in response
to claims

* The amount to be reversed out from the accruals account in response
to closed promotions or rebates

Depending on accrual method, the accrual is processed for planned or
actual product sales quantity. The accrual calculations and planned sales
quantity calculations are described below.

Accrual Calculations

If the accrual method is actual sales, the calculation is:
actual sales quantity * discount value per unit

If the accrual method is planned sales, the calculation is based on planned
or actual sales, whichever is greater:

[planned sales quantity * discount value per unit] -
[actual sales quantity * discount value per unit]
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Planned Sales Quantity Calculations

This example illustrates the planned sales quantity calculations for a
seven-point buying code pattern and a five-month promotion. The buying
code pattern in the example does not represent any common business
expectation; it was defined only to illustrate both small and large

fluctuations.

Days in financial period 30

Days in promotion 5 months * 30 =150
Buying code seven-point pattern 1215141

(pattern period values)

Days per buying code pattern period 150/7 =21
(promotion days/#pattern periods)

Total pattern point values 1+2+1+5+1+4+1 = 15
Total planned sales quantity 1000

This is the basic planned sales quantity calculation expression; the terms
are explained below:

(Pattern period days used/Days per pattern period) x
(Pattern period value/Total pattern point values) *
(Total planned sales quantity)

Expression denominators. For the denominators in the expression,
days per pattern period is 21 and total pattern point values is 15.
Using these data from the above table, this is now the basic planned
sales quantity expression:

(n/21) * (n/15) * 1000

Expression numerators. For each accrual, planned sales quantity
expressions are combined so that the total number of pattern period
days used equals the number of days in the financial period.

For example, to accrue for a 30-day financial period, the first accrual uses
the 21 days from the first pattern period and then 9 days from the second
pattern period.

(21/21) * (n/15) * 1000 + (30-21/21) * (n/15) * 1000 =
(21/21) * (n/15) * 1000 + (9/21) * (n/15) * 1000
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Table 20.2
Accrual
Calculations for
Planned Sales
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Each pattern period value is used days per pattern period times, which for
this example is 21. The first accrual uses the first pattern period value (1)
for 21 days and the second (2) for 9 days, giving this expression:

(21/21) * (1/15) * 1000 + (9/21) * (2/15) * 1000

The second accrual uses the remaining days from the second pattern
period and enough days from pattern period 3 to equal 30. The pattern
period values are also changed according to the above explanation:

(21-9/21) * (2/15) * 1000 + (30-(21-9)/21) * (1/15) * 1000 =
(12/21) * (2/15) * 1000 + (18/21) * (1/15) * 1000

Table 20.2 shows the accrual calculations, based on planned sales, for the
five-month promotion.

Accrual Calculation

1 (21/21 * 1/15 * 1000) + (9/21 * 2/15 * 1000) =1238
2 (12/21 * 2/15 * 1000) + (18/21 * 1/15 * 1000) = 1333
3 (3/21 * 1/15 * 1000) + (21/21 * 5/15 * 1000) +
(6/21 * 1/15 * 1000) =361.9
4 (15/21 * 1/15 * 1000) + (15/21 * 4/15 * 1000) =238.1
(6/21 * 4/15 * 1000) + (21/21 * 1/15 * 1000) =1429
Total =1000.0



Accrual
Calculations

Five-Month Promotion

® Planned sales accruals based on
buying code pattern

& Buying code seven-point pattern
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Rebate Accruals

Rebate accruals are always based on actual sales, never on planned sales.
Although rebate runs and rebate accruals are separate operations, they are
generally calculated on the same financial period schedule. The financial
period or payment schedule for rebates is determined by the payment

period and payment interval specified on the rebates.
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Fig. 20.2
Accruals for
Planned Sales
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Fig. 20.3
Division accrual
account
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Accrual Setup Activities

Accrual setup activities include GL accounts, accrual methods, and
accrual amounts on promotions.

Activities List
Set Up Accruals General Ledger Account 438
Update Accrual Methods Descriptions 439
Set Default Accrual Methods for Deal Categories 439
Update Accrual Methods on Promotions 440

Update Accrual Amounts on Promotions 440

Set Up Accruals General Ledger Account

There is one GL accrual control account for both rebates and promotions
in each division. Create the account in MFG/PRO (25.3.13) and in TrtM
(7.20.19.14). Specify the account on each division record.

Screen Option Field

7.20.21.9 Divisions Rebate/Invoice Parameters Accrual GL

cddivod 7.20 Rebate Parameters 07/23/97

Divisionx: 1
Name: Division 1

Combine Rules?:
Date Basex:
Accrue Rebate?:
Accrual GLx:
Accrual CCtrex:
Sale Date Bsex;

| S| |2
e o

Phone HNo:

Fax No:
Contact:
Device Namex:
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Update Accrual Methods Descriptions

Accrual methods are system-defined TrM codes. Update the descriptions,
as required, for each site.

Screen Option Field
7.20.19.5 General Codes Associated Codes Description

Fig. 20.4
cdgenc 7.20 General Codes 07/23/97 Update Accrual
. General Code
Descr‘i;{ﬂijs:; EEEE:;TDMEthDdS Descrlptlons
Code Description
Ao Actual Sales Overall
Al Actual Sales by Customer Group
A2 Actual Sales by Customer
A3 Actual Sales by ProdGroup
A4 Actual Sales by Product
AR Actual Sales by CGroup/ProdGrp
AB Actual Sales by CGroup/Product
AC Actual Sales by Cust/ProdGroup
AD Actual Sales by Cust/Product
NO Not aApplicable
Set Default Accrual Methods for Deal Categories
Each promotion deal category holds a default accrual method. Specify the
default on each deal category record.
Screen Option Field
7.20.13.4 Deal Categories Claim Defaults Accrual Method
Fig. 20.5
cddecoa 7.20 Claim Defaults 07/24/97 Accrual Method
Default

Deal Categoryx: BO
Description: Free Goods

Claim Limit;
Customer Limit:
Fol lowup Days:

Accrue Methodx: PO Planned Overall
Clash Datesx: 2 Retail Dates
spread Methodx: 2 Even

adj Val Progx:
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Update Accrual Methods on Promotions

On a promotion, each deal category has a default accrual method. Use
Edit Promotion to update the accrual methods.

Screen Strip Option Field

7.20.1.2 Edit Promotion 1 Header Financial Details 2 Accrual Method

Fig. 20.6
Update Accrual tppromf2 7.20 Edit Financial Details 2 07/24/97
Method —iLEENER 2Detail 3Status 4Review 5SViews 6Claim  7Budget 8Report 9Navig ——
--Number of Claims- Followup Accrual Committ Planned
overall Customer Days Method value Value
Promotion :
Deferred Claim : . PO 80
upcix: p Price protection
upcax: f Flyer
uUDC3x:
upca*: Notes : n
Update Accrual Amounts on Promotions
Update the amount to be accrued for lump-sum promotions such as coop
straight money or general expense on the promotion.
Screen Strip Option Field
7.20.1.2 Edit Promotion 1 Header Financial Details 2 Planned Value
Fig. 20.7
Update Accrual tppromfa 7.20 Edit Financial Details 2 07/24/97
Amount —IEENER 2Detail 35tatus 4Review SViews 6Claim  7Budget BReport SNavig —
--Number of Claims- Follouwup aAccrual Committ Planned
Overall Customer Days Hethod Value Value
Promotion :
General Expenses : _ PO 8000
UDC1*x: p Price protection
upcex: b Bin
upC3x*:
UDC 4 Notes : n
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Accruals Processing Activities

Activities List

Promotion Accruals Processing 441
Generate Accruals 442
Update Accrual Lines 443
Clear Accrual Lines 443
Approve Accruals 444
Unapprove Accruals 444
Post Accruals 444
View Accrual Status 445
View Accrual Lines 445
View Accrual Account Detail 446
Create Accrual Report 446

Rebate Accruals Processing 447

Promotion Accruals Processing

This section reviews the Promotion Accruals screen (7.20.5.1) and
provides directions for various promotions accrual tasks.

Fig. 20.8
acprom 7.20.5.1 Promotion Accruals 07/23/97 Promotion Accruals

Division 1

Divisionx:
Financial Year:
Period:
GL Date: /30/97
Accrual Doc: JL970710000001
Reversal Doc:
Batch ID:
Status: P
Reversal Amt: .00
Accrual Amount: 1000.00

997
06
[}

a:‘

Accrual Doc. The document number for the accrual GL transaction.
Reversal Doc. The document number for the reversal GL transaction.

Status. Indicates the existence and availability for manipulation of the
accrual lines. If the field is blank, there are no accrual lines for the
financial period.
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Generated. The promotion accruals program has run and produced
the accrual lines.

Approved. The accrual and reversal amounts in the accrual lines are
ready to post. They have been viewed, and where required, updated.

Posted. When you set the status for the accrual to Posted, the system
creates a GL transaction to post this amount from the promotion
expense accounts to the accrual control account.

Reversal Amt. The amount this accrual reverses-out from the accrual
account to the expense accounts. Reversals or adjustments for a
period are the total of claims posted during the period and over-
accruals remaining from promotions closed during the period.

Accrual Amount. The amount accrued for claims against promotions
for this period.

Promotions accruals processing covers these tasks:

Generate accrual lines for each promotion. Each line contains the
accrual amount and the reversal amount for that promotion.

Update accrual lines to fine-tune the accrual amount or reversal
amount for any promotion.

Approve the accrual or clear the accrual lines.
Reset or unapprove the accrual lines.
Post the approved accrual lines.

View the accrual status, accrual lines, and accrual account details.

Generate Accruals

Trade Management calculates accruals and reversals for each financial
period in each division. To generate accruals for a financial period, it must
be open (7.20.19.20) and accruals must have been generated for all
previous periods in the financial year.

Screen Fields Option

7.20.5.1 Promotion Accruals Division Generate Accruals

Financial Year
Period
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Select Generate Accruals from the Options menu to display this prompt:

Generate promotion accrual details?

Type Yes to generate accrual lines, display the accrual and reversal
amounts, and change the value in the Status field from blank to
Generated.

Update Accrual Lines

Change the accrual amount and the reversal amount in the generated
accrual line for any of the promotions in a financial period.

Screen Option Field

7.20.5.1 Promotion Accruals Update Accrual Lines Reverse Amt

Accrual Amt

Fig. 20.9
acprua 7.20 Update accrual Lines 07/25/97 Update Accrual
Lines
Divisionx: 1 Division 1
Code Deseription Category Reverse Amt Accrual aAmt
49 deferred claim percent bt .00 298.00
55 free goods/bonus stock promo BO .00 1936.00
58 General Expense-new product di GE .00 5071.00
Promotion Code: 49 deferred claim percent
Region: e East
Deal Categoryx: DC Deferred Claim
Budget: BUDG1 book budget 1

Clear Accrual Lines

When accrual lines are generated but not approved, you can clear them.

Screen Option

7.20.5.1 Promotion Accruals Clear Accrual Lines

Select Clear Accrual Lines from the Options menu to display this prompt:

This will delete all accrual lines. Continue? n

Type Yes to clear the accrual lines and change the value in the Status field
from Generated to blank.
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Approve Accruals

When the accrual lines for a financial period are accurate, approve them.

Screen Option

7.20.5.1 Promotion Accruals Approve Accrual

Select Approve Accrual from the Options menu to display this prompt:

Approve accrual? n
Type Yes to approve the accrual lines for the financial period and change
the value in the Status field from Generated to Approved. Approved
accruals cannot be updated.

Unapprove Accruals

You can unapprove accruals that are not posted.

You cannot update accrual lines for a financial period where the accrual is
approved; you must first unapprove, that is, reset the accrual.

Screen Option

7.20.5.1 Promotion Accruals Reset Accrual

Select Reset Accrual from the Options menu to display this prompt:

Reset accrual to non-approved status? n

Type Yes to reset the accrual for the financial period and change the value
in the Status field from Approved to Generated.

Post Accruals

Posting accruals for a financial period creates the accrual and reversal GL
entries.

Screen Option

7.20.5.1 Promotion Accruals Post Accrual
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Select Post Accrual from the Options menu to display this prompt:

Post accruals? n

Type Yes to post the accrual; that is, create the accrual and reversal GL
entries. These general ledger entries are type JL. Use Transactions Post
(25.13.7) to post these entries to the GL.

View Accrual Status

Screen Option

7.20.5.1 Promotion Accruals View Status Information

Fig. 20.10
acprvs 7.20 Vieuw Status Info 07/23/97 Promotion Accrual
Status Information
Divisionx: 1 Division 1
Entered Byx: sul Sarah Loue
Entry Date: 06/30/97

Update Byx: pez
Updated Date: 07/10/97
Generated By: sul

Date Generated: 06/30/97
Approved Byx: sul

Approval Date: 06/30/97
Posted By: pez

Posted Date: 07/10/97

System Administrator
Sarah Loue
Sarah Loue

System Administrator

View Accrual Lines

Screen Option

7.20.5.1 Promotion Accruals View Accrual Line

Fig. 20.11
acprva 7.20 View fAccrual Lines 07/24/97 View Accrual
Detail Lines
Divisionx: 1 Division 1

Code Description Category Reverse amt Accrual Amt

49 deferred claim percent DcC .00 298.00

55 free goods/bonus stock promo BO .00 1936. 00

98 General Expense-neu product di GE .00 S071.00
Promotion Code: 49 deferred claim percent

Regionx: e East
Deal Categoryx: DC Deferred Claim

Budget: BUDG1 book budget 1
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Fig. 20.12
View Accrual
Account Detail

Fig. 20.13

Accrual Reports

Fig. 20.14
Accrual Report
Parameters

FIQAD

View Accrual Account Detail

Screen Option

7.20.5.1 Promotion Accruals View Account Detail

acprgl 7.20 Vieu Account Details 07/24/97
Divisionx: 1 Division 1
Cost CentreExpense Afc Document TyDoc Ref Debit Amt
0700 7000 AC .00
Cost Centrex: 0700 Division 1

Expense Afcx: 7000 Trade Spend

Create Accrual Report

Use Accrual Document Extract (7.20.5.2) to create accrual reports. After
accepting the defaults or typing entries in the Report Title, Format,
Sequence, and Front Page? fields, press Go to display the Options menu.

rpacru 7.20.5.2 Accrual Document Extract 07/23/97

Report Title: Accrual Document Extract
Format*x: aa Select Output Device
Sequencex: aa Run HNou
Front Page ?: no Run in Batch

Select Enter Parameters from the Options menu; values are required in the
Financial Year and Period fields.

rpacrug 7.20 Accrual Document Extract 07/25/97

Report Title: Acerual Document Extract
Format*: aa Document Summary (Region/DealCat)
Sequencex: aa By Region/Deal Category
Front Page ?: no

Page 1 of 1
Financial Year: 1997
Period: 06
Divisionx: 1
Regionx:

Deal Categoryx:
Document Type:
Cost Centrex:
Expense Afcx:
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Select an output device and then select Run Now or Run in Batch from
the Options menu to create the report.

Rebate Accruals Processing

This section reviews the Rebate Accruals screen and provides directions
for various rebate accruals tasks.

Fig. 20.15

acrebe 7.20.5.5 Rebate Accruals Run 07/23/97 Rebate Accruals

Divisionx: 1 p

Financial Year: 1997 A. Generate
Period: D6 B. Vieu Transactions
GL Date: 06/30/97 C. Update Transactions
Tran Date: 06/30/97 D. Approve Accruals
Run Date: E. Post Accruals
Run Time: F. Clear Accruals
Run Status: I G. Reset Accruals
Accrual Amount: .00

Run Status. Indicates the existence and availability for manipulation
of the accrual lines. If the field is blank, there are no accrual lines for
the financial period.

Accrual Amount. The amount accrued for rebates for this period.

Rebate accruals processing covers these tasks:

Generate accrual lines for each rebate. Each line contains the accrual
amount and the reversal amount for that promotion.

Update accrual lines to fine-tune the accrual amount or reversal
amount for any promotion.

Approve the accrual or clear the accrual lines.
Reset or unapprove the accrual lines.
Post the approved accrual lines.

View the accrual status, accrual lines, and accrual account details.
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Related Topics
Accrual, deduction, and tax credit general ledger (GL) accounts and cost
centers are all required.

e Define MFG/PRO GL accounts (25.3.13)

e Define MFG/PRO cost centers (25.3.20)

* Define TrM GL accounts (7.20.19.14)

* Define TrM cost centers (7.20.19.11)

 Set division accrual GL account and cost center (7.20.21.9 Opt:
Rebate/Invoice Parameters)

FIQAD



Claims and Deductions 451

Claims and Deductions Concepts

A claim within TrM is a generic name for any transaction that initiates or
records a payment of a liability that has been defined in a promotion.

Any promotion discount that is not given off invoice is recorded in the
system via a claim. This is the mechanism for putting actuals into the
system. Apart from deductions, all payments for claims whether by credit,
check, or free goods must be initiated within TrM.

Claims in TrM must be linked to a promotion. This direct linkage ensures
correct allocation to the general ledger. It is also the means to accurately
monitor promotion performance.

Claims are not required for off-invoice discounts. These discounts are
processed via Sales Order Entry and are picked up as per-invoice
discounts during the invoice post.

Requests for payment under rebates are also not considered claims. They
are processed separately in their own transaction and management area.

Claims and Promotion Status

Posting a claim against a confirmed promotion (status 5) sets the
promotion to live status (level 6). Once a claim has been posted against a
promotion, the promotion cannot be deleted.

Limits on the number of claims for a promotion are the basis for
automatically setting a promotion to closed (status 9).

Claims and Deductions Notification Types

Customers have three means of notifying the manufacturer of their claim
against a promotion: invoice, structured advice, and payment deduction.

Invoice. When customers invoice for lump-sum moneys when the
promotion is finished, this is a claim based on the agreement entered
into under the promotion and it is processed through the TrM claims
and deductions area.
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Table 21.1
Claim Type Codes
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Structured Advice. When customers notify manufacturers that a claim
payment needs to be made, this notification is structured advice rather
than an invoice. These claims are processed through the appropriate
procedures within the claims and deductions area of TrM.

Deduction. The third claim notification type is a deduction. The
customer short pays and states that the value of the short pay is
equivalent to moneys owed for promotional activity. In other words,
they deduct the claim value from their due amount.

Claim Types

Trade Management processes several types of claims. Table 21.1 shows
alternate terminology for various claim types.

Claim Type Claim Type

Code Description Also Known As
BO Free goods Bonus stock, Freebies
C Lump sum COOP, Straight moneys, In lieu moneys
CU Coupon
DC Deferred claim Billback, Chargeback, Post-billed
GE General Expense
IN Indirect Deferred Indirect billback
ME Merchandiser

Bonus Stock. Usually free goods takes the form of extra cases at the
same price. For example, buy 3 get 1 free is a free goods offer. For
nondurable goods, because the cost is less, free goods usually takes
the form of extra cases rather than ancillary products because it is for
durable goods.

COORP, These claims cover lump sums of money where the amount of
money is not a function of the volume of product sold (although the
agreement as to the amount may have been originally set in
expectation of achieving a certain volume). These are claims for a
number of reasons; for example, slotting.

Coupon. Coupon claims are claims for deferred discounts that are
supported by hard evidence.



Claims and Deductions 453

Deferred Claim. Billbacks are similar to off-invoice except that the
retailer computes the discount per unit of all units bought during the
promotional period and bills the manufacturer for the units sold as
well as any other promotional allowances that are owed after the
promotion period is complete. The advantage from the
manufacturer’s position is the control it gives and guarantees that the
retailer performs according to the agreement before payment is
issued. Generally, retailers do not like billbacks because of the time
and effort required.

General Expense. These are claims against general expense
promotions, which are typically all or part of the expenses for an
event such as a tournament.

Merchandiser. These claims are for the costs associated with
merchandise given away in conjunction with the manufacturer’s
product.

Claim Dates

Claims have three main dates: the claim date, the payment date, and the
general ledger date.

Claim Date. The claim date is the date the customer is saying it
purchased the product. This is important because it provides
(potentially) accurate information of the spread of purchases over
time.

Payment Date. The payment date is the requested date for the check
if the claim is being paid by voucher. This is a recommended date
only and is set by the operator.

General Ledger Date. This is a date within the financial period to
post this transaction to.

Claim Currency

All claims must be in the default division currency, which is set in
Currencies (7.20.19.7).
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Claim Voucher Address

Trade Management has several methods for determining the appropriate
address for a voucher:

* If there is a supplier linked to the customer master, the access comes
from the supplier record.

* If there is no supplier linked on the customer master, the MFG/PRO
miscellaneous supplier (999) for that division is used. The address
comes from the claim customer master address.

« Ifthe claim customer is not in the customer master, the miscellaneous
supplier is used and the address is manually entered from the Voucher
Address option for the Add/Edit Claim screens.

Claims Security

Claims security includes access to claims for add, update, and view,
access to claims processing steps, and claims approval limits.

Claim Access Security

Add, Update, and View Access

Access to various types of claims is set by a staff member. For each staff
member, access to each claim type is limited in two ways:

* By division, region, area, or zone. For example, a staff member can
have access to billback claims in Division 1 but not in Division 2

* By access purpose; that is, update, add, or view. For example, one
staff member can have view access but not have add or update access
while another has all three access types.

Claim Processing Steps Access

Claim processing steps such as generating or approving claims are
accessed through the Options menu of the various Add/Edit Claim
screens. The content of Options menus is set by security profile, so users
have access only to the options available to their profile. For example, a
user with the Manager profile might have different options available to
them than users with the Sales profile.
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See Chapter 5, “Security,” for more information on security profiles.

Claims Approval Security

There is an optional approvals filter for claims. If the filter is enabled,
users attempting to approve claims must meet the filter requirements. This
control is as security against not only minor problems such as keying
errors, but also against internal commercial limitations and restrictions
placed on sales representatives and sales administrators.

The approval generally refers to the value of the claim, the accumulative
value of the claim with respect to the promotion, or the variance between
the accumulative value of the claims and the planned value of claims
when the promotion was first set up.

Claim Limits

Claim limits includes limits on the number of claims that can be
processed for a division, deal category, or individual promotion as well as
limits on cumulative claim values.

Claim Number Limits

Limits on number of claims can be set by division, by deal category, and
by promotion. There are limits for the number of claims per customer as
well as total number of claims per promotion.

Claim Value Limits

The value of claims for a promotion can be a security parameter for staff
so that during the processing of claims, accumulated values of claims may
limit a person’s capacity to approve a claim. A claim must be approved
before it can be posted.
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Fig. 21.1
Claims Work Flow
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Figure 21.1 shows the general work flow of the claims setup and
processing as well as indicating some of the principal tasks.

Claims Adq Process
Setup Claim MFG/PRO
7.203 Document
Header
1. Claim Code Maintenance 7.20.15.1 L, Options Menu
2. Claim Approval Limits 7.20.21.7 Voucher Address
3. Claim Parameters Generate Product Claims
Deal Category 7.20.13.4 Update Product Claims
Options Menu Approve Claim
Claim Defaults Post Claim

4. Claim Access Security 7.20.21.4
Options Menu

Claims Workflow

Activities List

Set Claim Credit Terms 457
Set Claim Number Range 457
Set Customer Payment Method 457
Set Claim Number Limits 457
Division Defaults for Claim Number Limits 458
Generic Deal Category Defaults 459
Division Deal Category Defaults 459
Promotion Claim Limits 460
Set Deduction and Tax Credit Accounts and Cost Centers
Set Claim Type Codes 461
Claim Add, Update, and View Security 462
Claim Processing Security 462
Set Claim Approvals Flag 463
Define Claim Approval Levels 463
Set Staff Claim Approvals Levels 464
Claim Approval Programs 465

Claims and Deductions Setup Activities

460



Set Claim Credit Terms

Set the system default credit terms in the control file, page 10. Update
terms on individual credit notes.

Set Claim Number Range

Set the number range for claim IDs in Number Ranges (7.20.19.3). The

sequence code for claim IDs is NXCLMID.

Set Customer Payment Method

Claims and Deductions 457

Set the payment method on each division customer record. Available
methods are voucher and credit note.

Screen

Option ->Screen

Option

Field

7.20.21.1 Customers Associated Divisions Additional
Information

Pay Method

mmcusd?2

7.

20 Additional Information

Customer Codex:

Page 1 of 2

08/01/97

Tax Classx:
Buy Days Open:
Buy Days Close:
Disc Display:
Vol HWeighting:
Settlement :
Servicing Fee:
Price Listx:
Pay Methodx:

Credit Note

Bill Customerx:
Supplierx:

Set Claim Number Limits

Set claim limit defaults on the division record or deal category record.
Update claim limits on promotions. When the claim limit is reached for
all deal categories on a promotion, the system sets the promotion to status

level 9, closed.

Fig. 21.2
Customer Payment
Method
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Division Defaults for Claim Number Limits

Set two types of claim defaults on the division record:
* Total number of claims allowed on a promotion

* Total number of claims allowed for each deal category on a
promotion

Screen Option Field

7.20.21.9 Division Claim Parameters Claim Limit
Billback Limit
Lump Sum Limit
Coupon Limit
M&E Limit

Free Goods Limit

Fig. 21.3

Division Claim cddivo4 7.20 Claim Parameters 07/23/97
Limit Defaults

Divisionx: 1
Name: Division 1

Claim Limit:
Billback Limit:
Lump Sum Limit:

Coupon Limit:
M&E Limit:
FreeGood Limit:
Journal Tax ?:

Tax Cr Afcx:
Tax Cr C/Ctrex:

MFGPro Vendorx:

Tax I/Sales?:
Deduction A/cx:
Deduction C/Cx:

=
=]

no_

=

Claim Limit. TrM closes a promotion when the total claims against the
promotion reach this limit.

Billback, Lump Sum, Coupon, Merchandiser, Free Goods. TrM
closes a promotion when the total claims for any one of these claim
types reaches its respective limit.

Deal Category Defaults for Claim Number Limits

Limits can be set on generic and division records for each deal category.

FIQAD
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Generic Deal Category Defaults

Update the deal category total claim limit and set the customer claim limit
on the generic deal category record.

Screen Option Field
7.20.13.4 Deal Category Claim Defaults Claim Limit

Customer Limit

Fig. 21.4
cddecoa 7.20.13.4 Claim Defaults 26/07/96 Set Generic Deal
Category Claim
e + Limits
Deal Category*: CSM
o +
| Claim Limit: 10 |
| Customer Limit: 2 |
| Followup Days: 60 |
| Accrue Method*: PS Planned Sales |
B et e EE L L PP PP PP PP PPt +
Deal Group*: LS
Clash Dates*: 1 Buyin Dates
Spread Method*: 2 Even
Adj Val Prog*: tpadjcsm Calculate QOOP Adjusted Values
B e e EE L PP PP e +

Division Deal Category Defaults

Update the category claim limit and customer claim limit on the division
deal category record.

Screen Option Field

7.20.13.4 Deal Category Division Parameters Claim Limit

Customer Limit
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Fig. 21.5
Set Division Deal cddecobu 7.20 Division Parameters 08/01/97
Category Claim
Limits Deal Categoryx: CSM
Divisionx: 1 Division 1
Expense A/cx:
Sales Bucket: __
Buying Codex: START Load all at Promotion Start
Buying Basex: P Promotion Dates
Clash Datesx: 1 Buyin Dates
Spread Methodx: _2
Adj Val Prog+: tpadjcsm Calculate LSum adjusted Values
Claim Limit:
Customer Limit:
Followup Days: ___
Accrue Methodx: PO
Promotion Claim Limits
Each deal category on a promotion has an overall per customer and total
claim limit as well as the same limits for each deal category. The deal
category limits default from the division record or the division or generic
record for each deal category. If there are no limits on the deal category
record, they default from the division record.
Update the claim limits in Edit Promotion.
Screen Strip Menu Option Field
7.20.1.2 Edit Promotion Header: Edit Financial Details 2 Claim Limit
Fig. 21.6
Update Promotion tppromf2 7.20 Edit Financial Details & 07/24/97
Claim Limits —ILEENER 2Detail 3S5tatus 4Review SViews 6Claim  7Budget BReport ONavig ——
--Number of Claims- Follouwup Accrual Committ Planned
Overall Customer Days Method Value Value
Promotion :
Deferred Claim H _ PO 20
ubDcix: p Price protection
upcex: f Flyer
uDC3x*:
uncax: Notes : n

Set Deduction and Tax Credit Accounts and Cost Centers

Trade Management requires the tax credit account and cost center for
posting claims. Set both the deduction and tax credit accounts and cost
centers in the division record.

FIQAD
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Screen Option Field
7.20.21.9 Division Claim Parameters Tax Cr A/C
Tax Cr C/Center
cddivo4d 7.20 Claim Parameters 07/23/97

Divisionx: 1
Name: Division 1

Claim Limit:
Billback Limit:
Lump Sum Limit:

Coupon Limit:
M&E Limit:
FreeGood Limit:
Journal Tax ?:

Tax Cr Afcx:
Tax Cr C/Ctrex:
MFGPro Vendorx:

Tax I/Sales?: no_
Deduction A/cx:
Deduction C/Cx:

=
=]

=
Gl

Set Claim Type Codes

Use Claim Code Maintenance (7.20.15.1) to change the description of
claim types. Although the description can be modified, the type codes

themselves are system variables, which cannot be changed.

cdcimt 7.20.15.1 Claim Types 07/21/97
Type Description
BO Free Goods Claim
C Lump Sum Claim
cu Coupon Claim
DC Billback Claim
GE General Expense Claim
IN Indirect Billback Claim
ME Merchandiser Claim

Set Claim Security

For claim security, set up claim access security, claim processing options,

and claim approval levels.

See Chapter 5, “Security,” for more information on security
considerations.

Fig. 21.7

Division Tax Credit
Accounts and Cost
Center

Fig. 21.8
Claim Type Codes
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Claim Add, Update, and View Security

Use the claim security options from Staff (7.20.21.4) to set the user claim
add, update, and view access. Each user can have different security access
settings for each division, region, area, and zone.

Screen Option Field
7.20.21.4 Staff Billback Claim Security Update?
Lump Sum Claim Security Add?

Free Goods Claim Security View?

Coupon Claim Security

GE Claim Security
Fig. 21.9
Clalm Access Immst fmc 7.20.21.4 Deferred Claim Security 26/07/96
Security
B e e e L L L P e e +

T +
i Division Region Area Zone Update? Add? View? i
ittt i
1 yes yes yes |
| |
e +
e +

Claim Processing Security

Use Program Maintenance (7.20.24.9) to set the available claim
processing Option menu items for each security profile.

Screen Option Field

7.20.24.9 Program Maintenance Program Options Seq No

FIQAD
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spprgopt 7.20 Program Options Maintenance 08/01/97
Profilex: SYSTEM System Default
No. of Options: 22
Start Rouw: O
&tart Column: 44
Prograin Seq No. Title
clcopacm 7 Approve Claim
clcopocm 5 Clear Product Claims
¢l copgem 3 Generate Product Claims
cl coppcm 9 Post Claim
cl coppdm 11 Print Claim Document
¢l coppum 13 Update Promotion
cl coppvm 12 View Promotion
clcoprcm 8 Reset Claim
clcoprvm 10 Reverse Claim
¢l copucm 4 Update Product Claims
Claim Approval Levels

Claim approvals depend on the claim approvals setting in the control file

and the approval level set on each staff record. Alternate approval

programs can also be implemented for each division.

Set Claim Approvals Flag

System-level setting on page eight of the control file (7.20.19.1). Applies

across all divisions.

cdeont 7.20.19.1 Control File 08/01/97
Page 8 of 10
Rebate Postx: rbpost3 Rebate Post [Interfaced to V86] ype
Prom Acc Postx; ifacpst3 Accrual Post [Interfaced to V74]
Reba Acc Post*: rbacpst3 Accrual Post [Interfaced to VBE]
Approval Reqd?: no
Cons. P/List : STD
Cons. P/L Grp:
no
Promo
Promo

Define Claim Approval Levels

Define claim approval levels in Claim Approval Levels (7.20.21.7).

mmcapl

T.20.

21.7 Claim approval Levels

T
Al

Descripti
Each Claim
otal Claim
ctual /Plan

Overrun

Approval Level: 01

on: Level 1 Claim Approvals
$: 10000000.00

8 10000000.00

#: 100.00

%: 100000000.00

08/01/97

Fig. 21.10
Claim Program
Options Security

Fig. 21.11
Claim Approvals
Flag

Fig. 21.12
Claim Approval
Levels
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Approval Level. There can be up to 99 different approval levels. Since
levels can be defined by job description or for functional groups,
many users can have the same approval level.

Description. The description of this level.
Each Claim $. The limit that this claim can be.

Total Claim $. If you add this claim to all other approved claims, the
total value cannot exceed this amount.

Actual/Plan %. If you add this claim to all other approved claims, the
total value cannot exceed the planned figure by more than this
percentage.

Overrun $. If you add this claim to all other approved claims, the total
value cannot exceed the planned figure by more than this dollar
amount.

Set Staff Claim Approvals Levels

Each user has a generic staff record and one or more division staff
records. Set claim approval level on each of these records.

Screen Option Field
7.20.21.4 Staff Security Setup (General) Claim AP Level

Fig-21-13 . mmstfol 7.20 Security Setup 08/01/97
Generic Staff Claim
Approval Levels User Cadex: pez

Short Name: pez

Plan Managerx:
Claim Managerx:
Rebate Mgrx:
Plan AP Lewelx: 00
Claim AP Level: 01
Rebat AP Level: ___
Security Level: 0
Warning Days: __
Disply Margin?: yes

Level 1 Claim Aapprovals

No match on Ouner or Resp reqd

Claim AP Level. Set at 00 if no approval checks are necessary for the
user. Set to any of the other defined approval levels if approval checks
are required.

The claim approval level defaults from the generic staff record to the
division staff record. Update division staff records as required.
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Option -> Screen Option Field

7.20.21.4 Staff Division Staff Record Security Setup (Division) Claim AP Level

-> Division Defaults

mmstfoa

7.20 Division Security 08/01/97

Plan Managerx:
Claim Managerx:
Rebate HMgrx:
Plan AP Levelx;
Claim AP Level:
Rebat AP Level:
Security Level
Warning Days:
Disply Margin?:
Price Listx:
Break Level : _

=
=

=

Level 1 Claim Approvals

I=\=|

No match on Owner or Resp reqd

=
=]

DL

lape

Claim Approval Programs

When the standard claims approval program is inadequate, specify an

alternate program for each division.

Screen

Option

Field

7.20.21.9 Divisions Approval Programs Claim AP

eddivol

7.20 aApproval Programs 08/01/97

Divisionx:
Name:

1
Division 1

Promotion A/Px:
Claim A/Px:
Rebate A/Px:
Project A/P*:
Invoice A/Px:

Span Days:
Plan AP Level*:
AP Ref Type 1%:
AP Ref Type 2x:
AP Ref Type 3%:
Main Approverx:

Claim A/P. Enter a program name only if the standard claim approvals

program is insufficient for the site.

Fig. 21.14
Division Staff
Claim Approval
Levels

Fig. 21.15
Alternate Claim
Approval Program
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Claims and Deductions Processing
Activities

Figure 21.16 shows the general flow of claims processing. A more
complete list of tasks is below.

Fig. 21.16
Claim Processing
Flow s daim )
7.20.3 Document
Header

1. Claim Code Maintenance 7.20.15.1 L, Options Menu

2. Claim Approval Limits 7.20.21.7 Voucher Address

3. Claim Parameters Generate Product Claims

Deal Category 7.20.13.4 Update Product Claims
Options Menu Approve Claim
Claim Defaults Post Claim

4. Claim Access Security 7.20.21.4
Options Menu

Claims Workflow

Activities List
Deductions and Accounts Receivable 467
Add Claim 467
Set Voucher Address for Miscellaneous Supplier 469
View Claim Status Information 469
Generate Product Claims 470
Clear Product Claims 470
View Product Claims 470
Approve Claim 470
Reset Claim 470
Post Claim 471
Reverse Claim 471
Print Claim Document 471
View Claim-Linked Promotion 471
Update Claim-Linked Promotion 471
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Add Notes to a Claim 471
Change Tax Details 471

View Promotion Claims 472
View Claims for Customer 473
View Claims for... 473

Deductions and Accounts Receivable

Use Payment Maintenance (27.6) to apply, to the invoice, the short-pay
amount submitted by the customer.

Create a TrM claim for the deduction taken by the customer. Process the
claim to generate a credit note. The claim amount is linked to the
appropriate trade spend budget in TrM.

Use Payment Maintenance (27.6) to reference and attach the credit note to
the short-paid invoice.

Add Claim

Use the various Add/Edit Claim screens (7.20.3.1-13) to add claims to
the system. Access all other claim processing through the Options menu
on each screen.

467

Fig. 21.17
cldetc 7.20.3.1 AAd/Edit Billback Claim 26/07/96 Creating Claim
Header
Bt e LR B TR +
Claim Number 5131
Promotion*: 10002 Another new Deferred Claim and Coop
Customer Group: Bl CGroup 1 Division 1
Custamer*: Cl1A Custamer 1A
Claim Cust*: ClA Customer 1A
Supplier
Pay Method*: VO Voucher

Claim Ref: Their Ref #

Claim Date: 01/07/96
Payment Date: 01/07/96
GL Date: 01/07/96

Status: P
Claim Amount: 300.00
Entered Amount: 300.00
Difference: .00
e +

N QAD



468 User Guide — Trade Management

FIQAD

Claim Number. The internal number automatically generated by the
system.

Promotion. The promotion that this claim is to be allocated to.
Customer Group. The customer group ID of the customer.

Customer. The customer on the promotion who will be allocated the
expense of the claim.

Claim Customer. The ID of the customer who will be paid the claim.

Supplier. The cross-reference into accounts payable for sourcing of
voucher details.

Pay Method. How this claim is to be paid. This is either VO or CN for
voucher or credit note.

Claim Ref. The customer reference number.

Blank. The field that cross-references the accounts receivable credit
reference.

Claim Date. The date of this claim transaction.

Payment Date. The suggested date that this claim is to be paid (used
only in AP payments).

GL Date. The date that the transaction affects the general ledger.
Status. The current status of this claim.

Claim Amount. The total value of the claim.

Entered Amount. The sum of the lines in the claim detail.

Difference. The outstanding difference between the sum of the lines
and the header amount. Should be zero.
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Set Voucher Address for Miscellaneous Supplier

When the claim customer is not in the customer master, use this option to
set the temporary address set record for the miscellaneous supplier record.

Screen Option
7.20.3.1-13 Add/Edit Claim Voucher Address
cldfcva 7.20.3.1 Voucher Address 26/07/96
Bt it T +
Claim Number 5134
Promotion*: +---=-------mmmm oo +al
Customer Group Name: Customer 1A
Custamer* Address: 99 Any Street
Claim Cust* Any Town
Supplier Any Play
Pay Method*: City: Any City
Claim Ref: State: ANY
Country: United States of America
Claim Date: Phone: 1 805 6846614
Payment Date: Extn No: 1234
GL Date: Fax: 1 805 6843131
Status: Contact: David Myers
Claim AmMOoUNt : 4---——=== = m oo +
Entered Amount: 3489.72
Difference: .00
A +

View Claim Status Information

From the Add/Edit Claim screens (7.20.3.1-13), use the View Status Info
option for view-only access to the date and times of status levels for this

claim.
cldfovs 7.20 Vieuw Status Info 07/21/97
Claim Number: 10001
Promotionx:
Customer Grpx: Entered By: sul Sarah Loue
Customerx: Entry Date: 07/05/97
Claim Custx: Updated By: 1 Sarah Loue

Supplierx:
Pay Methodx:
Claim Ref:
Payment Ref:
Claim Date:

su
Updated Date: 07/15/97

Approved By: sul
Approval Date: 07/15/97

Sarah Loue

Posted By:
Posted Date:

Payment Date:

GL Date: 07/31/97
Status: A
Claim Amount: 400.00
Entered Amount: 400.00
Difference: .00

Fig. 21.18
Voucher Address
for Miscellaneous
Supplier

Fig. 21.19
View Claim Status
Information
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Fig. 21.20
View Product
Claims
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Generate Product Claims

From the Add/Edit Claim screens (7.20.3.1-13), use the Generate Product
Claims option to generate claims for the products on the promotion claim.
This automatically spreads the claim amount across all products on the
promotion. Used mainly for lump-sum promotions.

Clear Product Claims

From the Add/Edit Claim screens (7.20.3.1-13), use the Clear Product
Claims option to delete existing claim detail lines.

View Product Claims

From the Add/Edit Claim screens (7.20.3.1-13), use the View Product
Claims option for view-only access to product claim information.

cldfove 7.20 Vieuw Product Claims 08/02/97
Claim Number: 10001
Promotion#: 49 deferred claim percent
Customer Grpx: AJ Ad Customer Group
Customerx: AJ2 Ad 2
Claim Claim Per Unit
Product Code Description Amount Quantity Dol lar
Cleant Clean 1 200.01 2857.0000 .07
Clean2 Clean 2 199.99 2857.0000 .07
| Difference: .00

Approve Claim

From the Add/Edit Claim screens (7.20.3.1-13), use the Approve Claim
option to set the claim to approved status. At this status, the claim is
automatically posted during the next posting run.

Reset Claim

From the Add/Edit Claim screens (7.20.3.1-13), use the Reset Claims
option to reverse the approval of a claim.
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Post Claim

From the Add/Edit Claim screens (7.20.3.1-13), use the Post Claim
option to do a one-off manual post of this claim only. Posting a claim
against a promotion sets the promotion to status level 6, live.

Reverse Claim

From the Add/Edit Claim screens (7.20.3.1-13), use the Reverse Claim
option to reverse an already posted claim.

Print Claim Document

From the Add/Edit Claim screens (7.20.3.1-13), use the Print Claim
Document option to print a copy of the claim details.

View Claim-Linked Promotion

From the Add/Edit Claim screens (7.20.3.1-13), use the View Promotion
option for view-only access to the promotion linked to this claim.

Update Claim-Linked Promotion

From the Add/Edit Claim screens (7.20.3.1-13), use the Update
Promotion option to edit the promotion linked to this claim.

Add Notes to a Claim

From the Add/Edit Claim screens (7.20.3.1-13), use the Claim Notes — 1
option to access the free-form notes area associated with this claim.

Change Tax Details

From the Add/Edit Claim screens (7.20.3.1-13), use the Change Tax
Details option to update tax information relevant to the claim.

The purpose of this option is to change the global tax parameters for this
claim only. If the claim is already net of tax, this option lets the user
suspend its effect for the purposes of this claim.
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Fig. 21.21
Change Claim Tax iftxpms 7.20 Change Tax Details 07/21/97
Details
Claim Number: 10001
Promotionx: 49 deferred claim percent
Taxable ?: no
To Tax Zone:
From Tax Zone:
Environmentx:
Tax Classx:
Tax Usagex:
VAT Class*x: __
GL Date: 07/31/97
Gtatus: A
Claim Amount: 400.00
Entered Amount: 400. 00
Di fference: .00
View Promotion Claims
From the Add/Edit Claim screens (7.20.3.1-13), use the View Promotion
Claims to list all current claims of whatever status against the linked
promotion.
Fig. 21.22
VleW Promotion cldfcuc 7.20.3.1 Update Product Claims 26/07/96
Claims
o +
| Claim Nurber 5134 |
o o +
| Claim Claim Per Unit |
| Product Code Description Amount Quantity  Dollar |
| . |
| |
| P1PG1 Product 1, Product Group 221.94 137.0000 1.62 |
| P2PG1 Product 2, Product Group 1083.78 669.0000 1.62 |
| P3PG2 Product 3, Product Group 1584.00 220.0000 7.20 |
| P4PG2 Product 4, Product Group 600.00 125.0000 4.80 |
| |
| |
o o +

Product Code. The code of a product on the promotion for which a
claim amount is being allocated.

Claim Amount. The dollar value of the portion of the total claim
amount being allocated here.

Claim Quantity. The number of units that are being claimed (relevant
in Billback claims).

Per Unit Dollar. The value per unit being claimed.
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View Claims for Customer

From the Add/Edit Claim screens (7.20.3.1-13), use the View Claims for
Customer option to list all current claims from the customer, regardless of
status, against the linked promotion.

Fig. 21.23
veeuslaa 7.80 Line Format 07/21/97 View Claims for
Customer
Date PayClaim Mo Customer St Claim Ref Ref Value
07/05/97 V0 10001 AJ2 A 400.00
Promotion Code: 49 deferred claim percent
Customer Codex: AJE Ad 2
Claim Customer: AJ2 AJ 2
Supplierx: 999 Miscel laneous Supplier
Document: Vo

View Claims for ...
From the Add/Edit Claim screens (7.20.3.1-13), use the View Claims
options to list all current claims for the following:

* Customer/Claim Reference

* Payment Reference

* Customer/Payment Reference

e Customer/Promotion
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Related Topics

Internal sale security
* Set staff internal sale access security (7.20.21.4 Opt: Internal Sale
Security)
Internal sales tax
 Set internal sale taxation to Yes or No in Division record (7.20.21.9
Opt: Claim Parameters)
Internal sales budgets

* Set up individual internal sales budgets for each salesperson
(7.20.4.20)
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Internal Sales Concepts

Internal sales are those made to internal customers. Internal customer is a
loose term to cover a variety of transaction initiators, but the principal
ones are our own sales people who use stock in the field as samples,
substitute lump sum payments, and freebies for a variety of reasons. The
Friday Lunchtime Staff sales would also potentially be regarded as an
internal sales entity.

An internal sales structure can be the basis for a zone. Organize zones
according to internal sales structure by attaching zones to appropriate
internal salesperson staff records.

Fig. 22.1
Internal Sale
Structure
Internal Consumer
Customer
=. =N ]| uuuuul' I (4 GIGL
uﬁa Dﬁa
P /,//’
Manufacturer Retailers

Distributor

Internal
Customer
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Fig. 22.2
Internal Sales Setup
Work Flow
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Internal Sales Setup Activities

Internal sales setup includes stock locations, MFG/PRO salespersons,
MFG/PRO customers, TrM Customers, update TrM staff records, price
lists, MFG/PRO pending invoices, invoice load, and salesperson stock
levels.

MFG/PRO MFG/PRO TrM Stock MFG/PRO
Salesperson —® Customer [— Location —> User
251 211 7.20.21.24 36.3.18

Customer  |[€—] 7 '20 214 Y |« staff Member
7.20.21.1 T 7.20.21.4
Options

Internal Sales
Setup Workflow

Activities List
Stock Location Setup 478
Set Up MFG/PRO Salespersons 479
Set Up MFG/PRO Customers 479
Verify TrM Customer Records 480
Update TrM Salesperson Staff Records 480

Stock Location Setup

Each internal salesperson must be assigned a unique stock location by
division. Stock locations are set up here and are then linked to individual
internal salespersons on general and divisional staff records.

Use Insert to set up internal customer stock locations as required by site.
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Screen
7.20.21.24 Stock Locations

Code. Uniquely identifies the location that stores sales transaction
data for internal sales people. When internal sales are entered and
processed, for example, a sales order created for a particular internal
customer’s customer number, the transaction details are recorded by
stock location.

The stock location mimics an inventory for each salesperson.

Internal Salesperson Setup

To run and process internal sales, each internal salesperson must be set up
as an MFG/PRO salesperson, an MFG/PRO customer, a TrM customer
(MFG/PRO customer record values default to TrM customer record), and
a TrM staff member.

Set Up MFG/PRO Salespersons

Set up MFG/PRO salesperson records for each internal salesperson using
site-specific values.

Screen

2.5.1  Salesperson Maintenance

Set Up MFG/PRO Customers

These records are added, maintained, and deleted from within MFG/PRO
and, as part of the implementation into an existing MFG/PRO site, a bulk
load is done, which pulls all these values through.

Set up an MFG/PRO customer record for each internal salesperson using
site-specific values.

Screen

2.1.1 Customer Maintenance
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Fig. 22.3
Customers Page 1
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Promotion Group. Value defaults to customer type on TrM customer
record. Enter 6 for internal customer.

Verify TrM Customer Records

Customer records are created and maintained automatically for access by
TrM when the Customer Master record is maintained in MFG/PRO.

Review and verify individual TrM salesperson customer records as
needed.

Screen
7.20.21.1 Customers

Inmcust 7.20.21.1 Custamers 11/10/96

Customer Code*: 203882
Full Name: Franklins Stores
Short Name: Franklins

City:
State Code:

Zip Code:
Country:
Contact:

Phone No:

Fax No:

Area*: NSW
Customer Type*: DIREC
Bill Customer*: 203882

Supplier*:

New South Wales
Direct Customer
Franklins Stores

Update TrM Salesperson Staff Records

Set site-specific customer and stock location values on each salesperson’s
staff record.

Screen Fields
7.20.21.4 Staff Customer

Stock Location
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frostart 7.20.21.4 Staff 06/01/97 g;gffzz-‘t

User Code*: root
Short Name: root
Full Name: System Administrator
Profile*: SYSTEM System Default
Terminal Type*: vga VGA Monitor
Col Template*: No. 1 Standard Sudued PC Colors
Region*: 2C Div2, RegC
Area*: 2C Div2, AreaC
Customer*:
Supplier*:
Stock Locn*:
Division*: 2 Bakery
Data Group*: SYSTEM System Administrators
Device Name*: lasercl Laser Compressed - Landscape

Customer. When sales order entry makes sales to this customer
number, the system automatically detects the sales and loads the
values and quantities into the stock location assigned to this staff
member. It is from this stock location that internal sales transactions
are recorded and assignments to particular accounts and product
groups, and so on, are identified by staff member.

Stock Location. There must be one unique stock location per internal » For additional
salesperson. All sales to the staff customer record are automatically Sg;‘iﬁé;fseighe
loaded into the stock location for processing by the internal sales “Stock Location

mechanisms. Setup” on
page 478.
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Fig. 22.5
Internal Sales
Processing Work
Flow

FIQAD

Internal Sales Processing Activities

Internal sales processing includes setting up header, specifying products
and customers, approving sales, and posting.

el Generate Process 65
Sales Budget [—» Inter_nal S_ales —> MES RS —> Invoices
7.20.4.20 Price List Status 72058
R 7.20.4.21 Orders R
Options Menu

Approve Budget

Internal Sales
Processing

Add/Edit View TrM
<— Internal Sale [€—— Stock Levels |<€—
7.20.3.19 7.20.3.18

View TrM
Stock Levels

Options Menu
Update Sale Lines
Approve Sale
Post Sale

Activities List

Generate Internal Sale Price Lists 483

Set Up MFG/PRO Pending Invoice 483

Post Invoice 484

Load MFG/PRO Invoices into TtM 484
Verify Internal Salesperson Stock Levels 484
Set Up Internal Sale Header 484

Internal Sale Product and Customer Setup 485
Add Internal Sale Notes 486

Approve Internal Sale 486

Post Internal Sale 486

Update Internal Sale Products and Customers 485
View Internal Sale Details 486
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Generate Internal Sale Price Lists

Generate internal sale price lists.

Screen
7.20.4.21 Generate Staff Price List

Process Internal Sale Invoices

To set up salesperson stock levels, enter and post MFG/PRO invoices
with product amounts corresponding to the amount of product allotted to
each internal salesperson; then load invoices into TrM.

Set Up MFG/PRO Pending Invoice

Set up MFG/PRO pending invoice using site-specific values and with
product quantity equal to the amount allotted to the internal salesperson.

Screen

7.13.1 Pending Invoice Maintenance

Sold-to. Enter the code for the salesperson to whom products and
quantities in this invoice are allotted.

Product Code. Product code for product to be allotted to internal
salesperson.

Quantity. Quantity of specified product to be allotted to internal
salesperson.

Invoice Number. Must correspond to sales order number.
Ready to Invoice. No

Invoiced. Yes
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Post Invoice

Post MFG/PRO pending invoices for internal sale products.

Screen

7.13.4 Invoice Post

Invoice. The sales order number of the invoice.

Output. Select output device.

Load MFG/PRO Invoices into TrM

Load posted MFG/PRO internal sale product invoices into TrM.

Screen

7.20.5.8 Load Invoices

Verify Internal Salesperson Stock Levels

Verify internal salesperson stock levels as needed.

Screen
7.20.3.18 View Salesman Stock Levels

User Code. Enter selected salesperson user code here.

Set Up Internal Sale Header

Set site-specific field values in internal sale header.

Screen
7.20.3.19 Add/Edit Internal Sale

Sale ID. The unique, system-allocated audit number for this internal
sale transaction.

FIQAD
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Division. The company division that this internal sale is entered for.
Salesman. Salesperson user code.

Reference. A general reference code used to store relevant paperwork
or system cross-linkage data element.

Sale Date. The date the internal sale was made. This date determines
which budget period the sale is recorded against.

GL Date. The date the internal sale is posted to the general ledger.
The date must fall within an open financial period.

Status. System-allocated status code.

Sale Quantity. The total units sold or disposed of that are covered by
this internal sales transaction. This is a control value and the
subsidiary lines must add to the same total.

Internal Sale Product and Customer Setup

Specify product code, amount of product sold or disposed of, and sold-to
customer as required.

Screen Option
7.20.3.19 Add/Edit Internal Sale Update Sale Lines

Product Code. The product being sold or disposed of.
Customer. The customer code for the sold-to customer.

Sale Quantity. The quantity of the product sold or disposed of.

Update Internal Sale Products and Customers

Use the Clear Sale Lines option to clear previous products and customers
and the Update Sale Lines option to enter new values.

Screen Options
7.20.3.19 Add/Edit Internal Sale Clear Sale Lines
Update Sale Lines
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Add Internal Sale Notes

Add internal sale notes as required by site.

Screen Option
7.20.3.19 Add/Edit Internal Sale Sale Notes 1

Approve Internal Sale

Approve internal sale.

Screen Option
7.20.3.19 Add/Edit Internal Sale Approve Sale

Post Internal Sale

Post internal sale.

Screen Option
7.20.3.19 Add/Edit Internal Sale Post Sale

View Internal Sale Details

View internal sale details as needed using the following Options menu
selections.

Screen Options
7.20.3.19 Add/Edit Internal Sale View Status Information

View Sale Lines

See Chapter 23, “Views,” for information on creating and maintaining the
various TrM views.
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View Concepts

Views are developed and maintained from choices in the View
Maintenance menu.

All data goes to work files, and sequence determines the order of
retrieval.

Fast view sets defaults.

Predefined views offer selection criteria.

View Types

These view types are accessed from the View Maintenance menu.

Fast

Predefined
Deferred claim
Coop claim
Internal sale

GL Budget
Promotion budget
Rebate budget

Each of the following four view types is discussed in a section below.

Dedicated (Fast) These views apply only to promotions. They are

preprogrammed, run from the menu, using indexed
access to the data.

Predefined These views apply only to promotions. They are online

queries, predefined by the Systems Administrator or
power user and then made available for the general user.

Specialized These are preprogrammed views that have results that

are, or are themselves, part of another process.

Strip menu These are a dedicated view that are automatically

orientated around the current promotion.
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Dedicated (Fast) Views

These are preprogrammed views, run from the menu, using indexed
access to the data. A typical example, View Region/Customer
(7.20.1.14.1), contains fields to view by region, zone, customer code, and
status range. Control of line formats, description formats, and sort order is
provided.

Predefined Views

These views are first set up in the View Maintenance (7.20.22) after
which they automatically become available for the users in the Views
found in menus 1-6.

They are set up in two parts: the so-called fast portion, which is named,
and the added selections, which are bolted on to give the full selection
criteria. These fast views are then used in creating the fuller predefined
views.

Additional selections based on customer and product characteristics are
available from the Options menu. In addition, the dates have a special set
of selection criteria.

Specialized Views

The distinction between Specialized and Dedicated views is arbitrary, but
generally, specialized views prompt for little or no selection criteria.
These are the main specialized views within a promotion.

View Owners Promotions Defaults to the user name and displays all
promotions with a match in the Owner field.

View Responsibility User name matches to the Responsibility field but
not the owner field.

View Next Action User name matches to the Owner field and there is a
Next Action code. The view sorts by descending
status, next action date, and start date.

Process Approvals User name matches the Responsibility field and the
status is 4.
View by Alternate Reference View is organized by value in the Alternate

Reference field.
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Strip Menu Views

These are dedicated views automatically oriented to current promotion.
The two primary views are View Promotion History and View Clashes.

Promotion Budget Views

The views are the methods by which users can see specific subsets of the
promotional budgets. The views parameters are first set up by the systems
administrator for each division. Users do not set them up; they use (and
modify) them. The following sections describe how the templates of
parameters are set up and how they are used.

View Activities

Activities List
View Promotion History (7.20.1.2) 491
View Clashes (7.20.1.2) 491
Maintain Promotion Budget Views (7.20.22.9) 492

Activity Limitations

Not all views are covered here. Both promotion edit views from the strip
menu are covered and the process for maintaining a promotion budget
view is described. Follow the same process for the following programs on
the 7.20.22 View menu:

e Promotion View Maintenance (fast)

* Promotion View Maintenance (predefined)
* Maintain Billback Claim View

* Maintain Lump Sum Claim View

* Maintain Internal Sale View

* Maintain GL Budget Views

* Maintain Rebate Budget Views

e Maintain Promotion Budget Summary

e Maintain Rebate Budget Summary



* General View Types

 Transaction View Types

View Promotion History (7.20.1.2)
1 From the Views strip menu, choose View Promotion History.

2 In the Promotion History option menu, select from the following
options for defining the view:

e Customer Group-Product

e Customer-Product Group

3 Press Go to run the view.

View Clashes (7.20.1.2)

1 From the Views strip menu, choose View Clashes (On-line) or View

Customer-Product

Product

Customer

Clashes (Batch).

2 With the online option, once TrM displays the promotions with
clashes, there is an Option menu with these items:

3 Press Go to run the view.

Edit Promotion
Pricing Work Bench
Product View
Customer View
Transactions

Full View

View Promotion

Views 491
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Maintain Promotion Budget Views (7.20.22.9)

1 Name the view and enter constraining data as necessary.

[Vopvim 7.20.22.9 Maintain Promotion Budgt Views 07/07/96
o +
View*: div21996 Division 2 1996 |
Year : 1996 |
Owner oo Options -------- +
Cost Centre*: -to- | Secondary Selections |
GL Account*: -to- | Customer Selecticns |
Division*: 2 Bakery | Product Selections |
Region*: | References |
Area*: | |
Zone* : | |
Deal Group*: | |
Deal Category*: | |
Customer Grp*: e +
Product Grp*: |
Budget*: -to- |
Line Format*: ad Budget/Year/Cat/Amount/Plarmed/Actual /Ba |
Desc Format*: ac 2 Line Budget Description/Category Descr|
Sequence*: ac Year, Deal Category, Budget Code
o +
F1-Go F2-Help F4-End Home-PgF End-Pgl PgUp PgDn
2 Press Go to save.
3 Press Go to User Menu to select Secondary Selections from the
Options menu.
4 Enter status and manager codes.
[Vopvim1 7.20.22.9 Secondary Selections 07/07/96
R Tt e R et +
| | |
| Status: | |
| Entered By: | |
| Approved By: | |
| Update By: | |
| | |
e + |
5 Press Go to save.
6 Press Go to User Menu to select Customer Selections from the
Options menu.
7 Enter customer profile values.




[Vopvin2 7.20.22.9 Customer Selections 07/07/96
A - +

Cus Profile 1*:
Cus Profile 2*:

Cus Profile 4%*:

Cus Profile 6%*:
Cus Profile 7*:
Cus Profile 8*:
Cus Profile 9*:

Customer Code:
Customer Type*:

8 Press Go to save.

9 Press Go to User Menu to select Product Selections from the Options
menu.

10 Enter product profile values.

[Vopvin3 7.20.22.9 Product Selections 07/07/96

e aatan B B R R L P L L L b o +

Pro Profile 5*:
Pro Profile 6*:
Pro Profile 7*:
Pro Profile 8*:
Pro Profile 9*:

Product Code*:

o - +
Line Format*: ad Budget/Year/Cat/Amount /Plarmed/Actual /Ba
Desc Format*: ac 2 Line Budget Description/Category Descr
Sequence*: ac Year, Deal Category, Budget Code
R e L L LR L P E Pt +

11 Press Go to save.

12 Press Go to User Menu to select References from the Options menu.

Views 493
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13 Enter user-defined codes (UDCs).

[Vopvimn4 7.20.22.9 References 07/07/96
o e e mmmm +

User Code 1*:
User Code 2*:
User Code 3*:

User Code 4
User Code 7*:
User Code 8*:
User Code 9*:

14 Press Go to save.
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System Administration Programs

Transaction Menu Maintenance

Use Transaction Menu Maintenance (7.20.24.2) to modify the promotion
and rebate strip menu options.

sptmenu 7.80.24.2 Transaction Menu Maintenance 08/2e2/97

Profilex: SYSTEM
Name: tppopupt
Description: Promotion H p
A. Menu Option Maintenance

Database Field Maintenance

Use Database Field Maintenance (7.20.24.8) for tasks such as changing
the side label or column label for a field.

spflinf 7.20.24.8 Database Field Maintenance 08/06/97

Field Name: cprfvi
Description: Profile Value 1
Side Label: _Maj/Min Custx:
Column Label: Maj/Min Cust
Other Label: Maj/Min Cust
Used ?: wves

Help Reference: 10220
No. Help Pages:

Program Maintenance

Use Program Maintenance (7.20.24.9) for tasks such as changing the
screen title or screen placement and maintaining program-specific fields.

spprog2 7.20.24.9 Program Maintenance 08/06/97

Program: cdcprvi Version:
Description: Customer Profile 1 Maintenance
Directory: cd/
Procedure Type: codemnt Code Maintenance
Title: Cust Prof 1 Maj/Min
Option Title:
Top Rouw: 3
Left Column: 6
Ho of Oceurs: 15

Access Program: Directory:
Help Reference: 11545
No. Help Pages: 1




System Administration 499

Procedure Type Maintenance

Use Procedure Type Maintenance (7.20.24.7) to maintain TrM program
titles.

spproty 7.20.24.7 Procedure Type Maintenance og/22/9:
Proc Type Description
accfilt Access Filter
aceprg Access Program
actlog aAction Log Entry
adjcal Adjusted Value Routines
batchdry Batch Driver
batchprc Batch Procedure
bcchpro Bulk Change Promotions
beehreb Bulk Change Rebates
bchgere Bulk Change Create Routine

Find Function Maintenance

Use Find Function Maintenance (7.20.24.10) to modify field drill-downs
and how they display.

spfnfc 7.20.24.10 Find Function Maintenance 08/22/97
Programx: acpraa Promo Acecruals - Approve Accrual
Field Namex: aacust Auto Add Customers flag
Find Programx: flaction Action Scroller - Division/DGroup
Title:
Top Rou: _0
Left Column: _0
Mo of Occurs: _0
Find Func Code:

Report Type Maintenance

Use Report Type Maintenance (7.20.24.12) to maintain report
descriptions, sequences, and formats.

sprptt 7.20.24.12 Report Type Maintenance 08/22/97
Code Description Seq Programx Format Progx
accrual Accrual Document Listing sgacru pracru
advprom Advertising & Promotion Report sqadpr pradpr
aloflou Autolink Overflow Budgets List sqjbBa prjbBa
autocipr Auto Close Promotions sqprcl prprci
autosépr Change Promotions from Stat 5 to 6 sqprs6 prprsé
bdgnnp Generate Non- Promotion Budgets sqgnnp prgnnp
bdpepy Budget Copy sqpcpy pPrpcpy
bdsumm Generate Budget Summary Data sqj b6b prjb6b
bonus Bonus Stock Claim sgbonc prbonc

The Associated Sequences frame from the Report Type options menu
controls the report column order.
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sprpto1 7.20 Report Type Seguences 08/2e2/97
Code Description Seq Programx Format Progx
acc
adv
alo Sequence Codex: aa
aut Description: By Region/Deal Category
aut No of Fields: 2
bdg Title Width: __
bdp First Title:
bds Second Title:
bon Third Title:
Fourth Title:

Printer Type Maintenance

Use Printer Type Maintenance (7.20.24.13) to add printer types.

spprity 7.20.24.13 Printer Type Maintenance 0g/22/97

Printer Type: PRL
Description: General Printers
Short Desc: Printers
Display Seq No: 1
Print Routinex:

Printer Maintenance

Use Printer Maintenance (7.20.24.14) to manage detailed printer setup
information.

spprt 7.20.24.14 Printer Maintenance 0s/22/97

Device Namex: laserc
Description: Laser Compressed
Printer Type: PRT General Printers
Max Page Lngth: 64
Output Command:
Print Command: Ip -dlaser -oc
Parameter
Parameter
Parameter
Parameter
Parameter
Parameter
Spooled ?: Yes
Batch Use 0OK?: Yes
Output File?: MNo
Output Dir: /tmp

Page 2 of 2

N U bW -

80 Col Init:
132 Col Init:
Other Init:

Reset String:
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Terminal Type Maintenance

Use Terminal Type Maintenance (7.20.24.16) to maintain display
characteristics by terminal type.

sptrmty 7.20.24.16 Terminal Type Maintenance 08/22/97

Terminal Typex: VBGA
Description:
Error HMsg Text:
Warning Text:
Info Text:
Request Text:
Error Msg B/G:
Warning B/G:
Info Msg B/G:
Request B/BG:

Color Maintenance

Use Color Maintenance (7.20.24.17) to maintain display characteristics
for color terminals.

spcolor 7.20.24.17 Colour HMaintenance og/22/97
Colour Description
BLACK Black
BLUE Blue
BROWN Broun
CYAN Cyan
DARK-GRAY Dark Gray
GRAY Gray
GREEN Green
LIGHT-BLUE Light Blue
LIGHT-CY¥AN Light Cyan
LIGHT-RED Light Red
LT-BRD Light Broun
LT-GRE Light Green
LT-MA Light Magenta
MAGENTA Magenta
MESSAGES Standard Highlight Colour

Color Template Maintenance

Use Color Template Maintenance (7.20.24.18) to manage the color
display for a given terminal type.
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spetpl 7.20.24.18 Colour Template Maintenance 08/22/97
Page 1 of 3
Terminal Typex: UGA Standard Terminal /PC screen

Col Templatex: Opt1
Description: Standard Subdued PC Colors
Form Text: YELLOW Yellou
Form B/Grnd: BLACK Black
Display Text:
Display B/Grnd:

Prompt Text: NORMAL Standard Normal Colour
Prompt B/Grnd: NORMAL Standard Normal Colour
Title Text:
Title B/Grnd:
Dption Text: NORMAL Standard Normal Colour
Option B/Grnd:
Dption Hi Text: MESSAGES Standard Highlight Colour
Dption Hi B/Grn
Option Title Te
Option Title B/ Scroller Text:
Scroller B/Grnd

Scrol ler Hi Tex
Scroller Hi B/B
Scroller Title
Scroller Title
Scrol ler Dption
Scrol ler Dption
Scrol ler Option
Scrol ler Dption

System Messages Maintenance

Use System Messages Maintenance (7.20.24.20) to maintain TrM
messages and their behavior.

spsysmsg 7.20.24.20 System Message Maintenance 08/22/97
Message Mo Description
Bell 7 Pause Default
0001 There are no records to display
yes 2 n
oooa2 VIEW access NOT allowed
yes 2 n
oon3 ADD access HNOT al loued
yes 2 n
o004 UPDATE access NOT allouwed
es 2 n
0005 DELETE access NOT allowed
yes 2 n
0006 HD ACCESS al lowed
yes 2 n

Audit Log Message Maintenance

Use Audit Log Message Maintenance (7.20.24.21) to maintain audit log
messages by transaction file.
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spaudmsg 7.20.24.21 aAudit Log Message Maintenance 08/22/97

Transaction File: tag_mstr

Message No Text

1010 Tag detail tracking

Code File Listing
Use Code File Listing (7.20.24.23) to manage code ranges.

rpcode 7.20.24.23 Code File Listing 0s/22/97
Page 1 of 1
Apps. File #x: 031 Cost Sets *
From Code :
To Code :
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Batch Concepts

TrM provides its own batch queues separate from MFG/PRO batch
capabilities. These are used not only for reporting as per the standard
batch concept, but also for the processing of specialized jobs that are
TrM-specific. A batch method is mainly used when there is a large
volume of transactions that will take some time to process.

Virtually all TrM reports can be submitted in batch. They can be batched
for immediate processing, or linked to a batch queue and run at a specific
time. Additionally, a report’s parameters can be saved and the report can
be run regularly on a daily, weekly, or monthly basis.

Batch Transactions

Key transactions such as invoice loads can be run periodically in the
system. These are generally loaded in batch in order to set a specific load
time or to schedule processing when system demands are lowest.

Bulk Changes

Bulk changes are batch edits of customer and product related files. Bulk
changes are generally run once a day after the invoice loads and prior to
the start of a day’s activity. When data-sensitive bulk changes are used,
they must be run daily.

Individual Batch Jobs

There are a number of individual jobs, that can be selectively set up as
batch processes.

Online Batch Processing

Any job that can be batched can be run immediately in batch, thus the
term online batch job. This is the alternate to submission for running at a
particular time.



Available Batch Jobs

The following batch jobs are available.

Repetitive Batch Processes

The processes listed in Table 25.1 are generally undertaken on an ongoing

basis.

Batch Processes and Utilities

Process ID

Program

Description

Notes

BUDSUMGN

Splopmjb

Generate Budget
Summary
Records

For sites that have large numbers
of budgets, the online summaries
are too slow. An additional set of
views are available that use
specially generated summary
records. This job creates those
records. It should be run after the
invoice load.

BULKUPD

Splopmjb

Run Bulk Update

This performs any bulk updates
that are due today (today’s date or
carlier associated with them)..

CHGSTATS

Splopmjb

Change Status
from 5 to 6

For promotions at status 5 that
have actual transactions posted
against them, the status is
changed from 5 to 6. Run after
the invoice load.

FCSTUNIT

Splopmjb

Generate Forecast
Units

This takes the volume figures in
the planned and actual promo
budget columns and converts
them to a common forecast
UOM. The Forecast UOM is set
by division and the conversion
factor is held on the division
product record.

LOADINVS

Splopmjb

Load Invoices

Takes invoices and credits from
SOE and loads them into TrM. In
the process it will process against
rebates and budgets as well as
promotions.

INVLOAD

Splopmjb

Load Individual
Invoice Details

In conjunction with Load
Invoices, it processes the
individual lines.

507

Table 25.1
Repetitive
Processes
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Process ID Program Description Notes
WORKDEL Splopmjb Delete/Clear Deletes all work files not in use.
Work Files TrM processes generally leave
these since Progress deletes are
too slow to do during normal
processing.

RPT10OFF Sploftjb 1 Off Report Job | Any report that is not run
interactively and is not set up for
periodic, automatic rerunning, is
placed in this queue.

RPTPERM Sppermjb Permanent Report | Any report that is not run

Job interactively and is not a one off
request can be set up for
periodic, automatic rerunning.
Such jobs are placed in this
queue.

PRPRODA Spprompr Add Promotion | When promotions are added,

Products sometimes the number of records
being added is very large. When
the number of customer, product,
and customer/product records
exceeds a user-definable value,
the promotion record creation can
be placed into batch. When this is
done, at the end of promotion
add, rather than be placed back
into edit, the user is returned to
the main menu.

PRCUSTA Sppromcu Add Promotion | see PRPRODA above

Customers

PRCUPRA Sppromcp Add Promotion | see PRPRODA above

Customer/

Products

PROMDEAL | Sppromdl Add Promotion | see PRPRODA above

Deal

FIQAD
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The processes listed in Table 25.2are generally undertaken in an ad hoc

manner.
Proc ID Prog Description Notes
PROMUP1 spallpjb Create All When all product promotions are
Product Promo set up, associated records are not
Records added interactively, but by this
batch process. This enables rapid
entry for these large-scale
promotions.
APPROMO spallpjb Approve All When these large promotions are
Product approved, the approval process
Promotions can also be batched.
PARTNOCH | splopmjb Change Product | Takes existing code and converts
Item Code it to another code, changing
history and price lists as well.

ISPLISTS splopmjb Generate Internal | When sales people have their own

Sale Price Lists | stock managed through TrM, the
sales orders raised for them to get
stock value the product at $0.
This procedure generates the
MFG/PRO price lists for the
salespeople.

COSTFLEX splopmjb Flex Costs This will take the costs held on
the division product record and
recalc promotion costs for
planned figures. (See
PRODCOST.)

PRODCOST |splopmjb Update Product | This takes the MFG/PRO cost set

Cost Prices specified in the Control File and
updates the item cost on the
division product record.

PRODLIST splopmjb Update Product | This takes the list price held on

List Prices

the MFG/PRO Item Master and
updates the item list price on the
division product record.

Table 25.2
One-Time Batch
Processes
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Batch Setup Considerations

Some of the constraints and considerations for setting up batch jobs are as
follows:

There can be up to nine batch queues. Assign time procedures to their
own queue.

Assign the promotion product/customer/customer/product and deal
add procedures to one queue.

Assign the One-Off Report procedure to its own queue.
Assign the Permanent Report procedure to its own queue.
Run Invoice Load after invoicing has finished for the day.

Run Invoice Load before the Generate Budget Summary Records
procedure and before the Change Status from 5 to 6.

Delete/Clear Work Files can be run at any time.
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Utility Programs Activities

File Unlocking
Use File Unlocking (7.20.23.1.1) to unlock a specific TrM file.

ul fsel 7.20.23.1.1 File Unlocking 08/21/97
| File Namex: caccsgrp Access Groups *‘

Resequence Popup Menu Options

Use Resequence Popup Menu Options (7.20.23.1.2) to create new pop-up
menu sequences from Profile Maintenance (7.20.24.3).

utopseq 7.20.23.1.2 Hesequence Popup Menu Options 08/21/97

Resequence Options. Continue? n

Interface Parameter Maintenance

Maintain interface record numbering in Interface Parameter Maintenance
(7.20.23.1.3).

spintf 7.20.23.1.3 Interface Parameter Maint 0g/21/97

Record Ho: 5001
Description: Interfaced to MFGPRO
Textual Data:
Numeric Data:
Date Reference:
Logical: yes
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Initialize System

Run Initialize System (7.20.23.1.5) after all implementation steps are
complete.

spinit 7.20.23.1.5 Initialise System 08/21/97

‘ Proceed ?: no ‘

General Load XRef Maintenance

Maintain file load cross-references in General Load XRef Maintenance
(7.20.23.1.7).

utxrf 7.20.23.1.7 General Load XRef Maintenance 08/21/97

XRef Typex: XRef 1
Description: Cross Reference 1
Input Fieldix:
Input Field2x:
Input Field3x:
Input Field4dx:
Input Fieldsx:
Output Fieldix:
Dutput Field2x:
Dutput Field3x:
Output Field4x:
Dutput Fieldox:
Dutput Fieldbx:

Maintain Source XRef Files

Enter the cross-reference file name in Maintain Source XRef Files
(7.20.23.1.9).

utsrexrf 7.20.23.1.9 Maintain Source XRef files 08/21/97

Parent File:
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Generate Compile List

Use Generate Compile List (7.20.23.1.10) to create a log file for file
compilation.

utcompls 7.20.23.1.10 Generate Compile List 08/21/97

Dutput File:

‘ Source File: ‘

Promotion Utility Activities

Unlock Promotion

Use Unlock Promotion (7.20.23.2.1) to reopen a promotion for edits.

Promotion

Regenerate Planned Spends

Use Regenerate Planned Spends (7.20.23.2.4) to recalculate spend
amounts after budget changes.

trgenps 7.20.23.2.4 Regenerate Planned Spends 08/21/97

Promotion Code: 2 First promo

Statusx: 2Proposed
Regionx: e East
Areax: ne North East
Ouner: pez System Administrator
Proceed 7: No
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Regenerate Promotion Budgets

Use Regenerate Promotion Budgets (7.20.23.2.5) to create new budgets
after changes to budgets have been made.

trgenbd 7.20.23.2.5 Regenerate Promotion Budgets 08/21/97

Promotion Code: 2 First promo

Statusx: 2Proposed
Regionx: e East
Areax: ne North East
Ouner: pez System Administrator
Proceed 7:

Generate Non-Promotion Budgets

Generate Non-Promotion Budgets (7.20.23.2.8) regenerates budgets for
internal sales.

bdgnnp 7.20.23.2.8 Generate Non Promotion Budgets 08/21/97

Report Title: Generate Non Promotion Budgets
Format*: aa
Sequencex: aa

Front Page ?: n

Gl

Process ALL PRODUCTS Promotion

Use Process All Products Promotion (7.20.23.2.12) to update all products
more efficiently.

utal I prm 7.20.23.2.12 Process ALL PRODUCTS Promotion 0g/21/97

Promotion Code: 4

Proceed 7:
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Delete Promotions

Use Delete Promotions (7.20.23.2.13) to delete a sequential range of
promotions.

Bulk Promotion Deletion

Division:

Start Promotion No:

End Promotion No:
Deleted if Budgeted ?: No
Proceed ?: No

Messages

Extend Promotion Dates

Use Extend Promotion Dates (7.20.23.2.14) to change the buy, start, and
finish dates or the promotion start and finish dates.

trexdat 7.80.23.2.14 Extend Promotions Dates 0g/21/97

Promotion Code: 5 june 9

Status: 2Proposed
Buy Start : 06/16/97
Buy Finish: 09/14/97
Promo Start : 06/26/97
Promo Finish: 09/04/97
Region: e East
Area: ne North East
Ouner: pez System Administrator
Proceed ?7: No

Set Promotions from Status 5to 6

Set Promotions from Status 5 to 6 (7.20.23.2.15) moves all approved
promotions currently at status 5 to status 6.

rpprs6 7.20.23.2.15 Set Promotns from Stat 5 to 6 08/21/97

Report Title: t Promotns from Stat 5 to 6
Formatx:
Sequencex;

Front Page ?:

:lmlmm
o v o
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Budget Utility Activities

Check GL Budget Details
Check Budget Details (7.20.23.3.1) is a detailed budget reporting tool.

rpckgb 7.e0.

23.3.1 Check GL Budget Details

08/21/97

Report Title:

Check GL Budget Details

Enter Parameters

Report Title:
Formatx*:
Sequencex:
Front Page 7:

Check GL Budget Details

aa GL Budgets Errors

aa Cost Centre/GL Account/Year
no

Output Type

File

Printers
screen

Format*: aa GL Budgets Errors Select Dutput Device
Sequencex: aa Cost Centre/GL Account/| Run Nou
Front Page 7: no Run in Batch
rpckgbg 7.20 GL Budget Check & Edit Listing 08/21/97
Report Title: Check GL Budget Details
Formatx: aa GL Budgets Errors
Sequencex*: aa Cost Centre/GL Account/Year
Front Page ?: no
From C/Ctrx: 0700 Division 1
To C/Ctrx: 0700 Division 1
From GL Afcx: 2000 Trade Spend
To GL a/fcx: 7000 Trade Spend
Financial Year: 0000
rpckgh 7.20.23.3.1 Check GL Budget Details 08/21/97
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Check Promotion Budget Details

Check Promotion Budget Details (7.20.23.3.2) is a promotion budget
reporting tool.

rpckpb 7.20.23.3.2 Check Promotion Budget Details 08/21/97

Report Title: Check Promotion Budget Deta| [iCTNEETETIEIE-1

Formatx*: aa Error Messages Select Output Device
Sequencex: aa Region/Year/Budget Cod| Run Nou
Front Page ?: no Run in Batch

Budget Copy

Budget Copy (7.20.23.3.4) copies a source budget to a target budget.

bdpepy 7.20.23.3.4 Budget Copy 08/21/97
Report Title: Budget Copy
Formatx: aa Budget Copy Audit Repor| Select Output Device
Sequencex: aa Budget Code Run Nou
Front Page ?: no Run in Batch

Budget Reorganize

Budget Reorganize (7.20.23.3.5) reorganizes budgets.

ute2ud 7.20.23.3.5 Budget Reorg og/22/97
Report Title: Budget Reorg Enter Parameters
Formatx: aa Budget Reorg Audit Select Output Device
Sequencex: aa By Budget Code Run Nou
Front Page ?: no Run in Batch

Check Budget Spreads

Check Budget Spreads (7.20.23.3.13) provides a detailed report on budget

spreads.

bdfxspr 7.20.23.3.13 Check Budget Spreads 08/2e2/97

Proceed ?: No
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Reaccumulate GL Budgets

Use Reaccumulate GL Budgets (7.20.23.3.14) to rebuild GL budgets.

bdglrac 7.20.23.3.14 Reaccumulate G/L Budgets 0s/22/97

Divisionx: 1
Cost Centrex: 0700
G/L Account*: 2001
Financial Year: 1997
Proceed ?:

Reaccumulate Promotion Budgets

Use Reaccumulate Promotion Budgets (7.20.23.3.15) to rebuild
promotion budgets.

bdprrac 7.20.23.3.15 Reaccumulate Promotion Budgets 0g/22/97

Budgetx*:; B?7.10DC
Description: Deferred claim budget-region
Regionx: E East
Areax;
Deal Categoryx:
Customer Grp*:

Product Groupx: BU Bath unscented
Cost Centrex: 0700 Division 1
G/L Accountx: 7000 Trade Spend

Proceed ?: No
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Batch Activities

Activities List
Setting Up Batch Drivers 519
Set Up Batch Queues and Link to Procedures 519
Running Batch Drivers 519

Setting Up Batch Drivers

1 From the procedures described in this chapter, determine which jobs
the batch driver will run.

2 Setup a number of batch queues (next activity).

3 Assign each procedure to a queue (there can be more than one
procedure attached to a queue).

4  Start batch queues.

Set Up Batch Queues and Link to Procedures
This activity assigns procedures to specific queues.
1 Run one of the batch driver programs.
Go to User Menu to select Batch Parameter Job Types.
Enter the procedure IDs for the jobs to run in this queue.

2
3
4 Press End to save.
5 Go to User Menu to select Batch Parameter Maintenance.
6

Set the start and end time of the batch driver and record the full path
to the log file.
Running Batch Drivers

You can start and stop batch queues either manually or from a script.
Manually start using the facilities in the Batch Utilities menus.

519
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Start from the operating system (interactively or using a script) by
executing progres and supplying the -b parameter for batch operations
and -p sp/spbdrv?.p where ? is the appropriate batch queue number
(1-9).

FIQAD






522  User Guide — Trade Management

FIQAD



Promotion

ments of |

532
534
536

538




524 User Guide — Trade Management

Promotion Edit Rules for Status 0

No editing is allowed; in fact, you cannot access the promotion.

FIQAD



Promotion Edit Rules 525

Promotion Edit Rules for Status 1

Editing is allowed; the source promotion from which the template is
created is best if 1 is as close as required prior to template creation.

Fields Rules

Status No Change to Status allowed.
Description As per Status 2.

Dates As per Status 2.

Deal Code As per Status 2.

Division No change allowed at any time.

Region, Area, Zone

As per Status 2.

Owner, Responsibility

As per Status 2.

Next Action, Date

As per Status 2.

Customer Level

As per Status 2.

Product Level

As per Status 2.

UDC1-+4 As per Status 2.
Customer Add (if none exist) As per Status 2.
Single Customer Add As per Status 2.
Customer Delete (all) As per Status 2.
Customer, Customer Group Add, Delete (individuals) | As per Status 2.

Product Add (if none exist)

As per Status 2.

Product Delete (all)

As per Status 2.

Product Add, Delete (individuals)

As per Status 2.

Deal Edit — $ and quantity

As per Status 2.

Customer, Product Volumes

As per Status 2.

Product Volumes

As per Status 2.

Notes

As per Status 2.

Modifiers

As per Status 2.

Linking to an Agreement

Change not allowed.

Alternate Reference

Change not allowed.

Financial Details 1&2

As per Status 2.

Delete the promotion Yes.
Copy the promotion Yes.
Process actuals As per Status 2.
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Promotion Edit Rules for Status 2

Fields Rules

Status Change to Status 3 allowed.
Change to Status 5 allowed.

Description Change allowed.

Dates Change allowed.

Deal Code This can be changed to any other code. If the deal type is similar, for
example, changing an OI$ to a BB$ or changing an OI$ to OI%, this
can be done with no loss of detail; otherwise during the change, the
Deal details (volumes, discounts, and so on) are deleted as well and
must be reentered.

Division No change allowed at any time.

Region, Area,
Zone

Changes allowed to these. There are associated actions however.
Region, area, zone security is checked for Add capability. The user is
asked if the customers are to be cleared or not. If not, existing
customers are checked for conformance to the new values on region,
area, zone. Customers are automatically deleted (as well as customer
groups with no customers) if they do not meet these new criteria.

Owner Change allowed. Check ADD security on Owner.

Responsibility Change allowed. This circumvents the ADD security to the extent
that Responsibility has the same capability as Owner.

Next Action, Change allowed.

Date

Customer Level

Change allowed. A change results in all customers being
automatically deleted.

Product Level

Change allowed. A change results in all products being automatically
deleted.

UDCl1-+4

Change allowed.

Customer Add
(if none exist)

Customers can be added if none exist. The template for adding
customers is determined by the customer level.

Single Customer
Add

Adds one customer as long as the customer, customer group pass
region, area, zone filter, and owner passes Add security.

Customer Delete

(all)

All the customers can be deleted.
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Fields Rules

Customer, Customers, customer groups can be added and deleted (not

Customer Group | predefined groups — delete all customers and re-add if this is

Add, Delete required). Must adhere to filter criteria.

(individuals) Bulk Edit — if a customer is maintained on a customer group or
predefined group and the customer level is set at customer group,
predefined group, region, or zone, the customer is automatically
added to the promotion.

Product Add (if | Products can be added if none exist. The template for adding products

none exist)

is determined by the Product level.

Product Delete | All the products can be deleted.

(all)

Product Add, Products, Groups can be added and deleted. Must adhere to filter
Delete criteria.

(individuals)

Bulk Edit — if a product is maintained on a Product Group and the
Product Level is set at Product Group level, the Product is
automatically added to the promotion.

Deal Edit—$ and | Change allowed.
quantity

Customer Change allowed.
Volumes

Product Volumes | Change allowed.
Notes Change allowed.
Modifiers Change allowed.
Linking to an Change allowed.
Agreement

Alternate Change allowed.
Reference

Financial Details | Change allowed.
1

Financial Details | Change allowed.
2

Delete the Yes

promotion

Copy the Yes

promotion

Process actuals | No

N QAD



528 User Guide — Trade Management

FIQAD

Promotion Edit Rules for Status 3

Fields Rules

Status Change to Status 2 allowed.
Change to Status 5 allowed.

Description Change allowed.

Dates Change allowed, but not recommended since the promotion is not
rebudgeted. Better to change to Status 2, make the change, and
rebudget. The dates cannot be changed to a year below the financial
year of the from-date or above the financial year of the fo-date.

Deal Code Transfer allowed; change is not.

Division No change allowed at any time.

Region Change not allowed.

Owner As per Status 2, but only if Budget Setup Algorithms for the years
that this promotion spans do not utilize Owner.

Responsibility | As per Status 2.

Next Action, Change allowed.

Date

Customer Level

Change not allowed.

Product Level

Change not allowed.

UDC1-4 Change allowed only if Budget Setup Algorithms for the years that
this promotion spans do not utilize UDC1-4.
Customer Add A promotion cannot move to Status 3 if it has no customers.

(if none exist)

Single Customer
Add

Set back to Status 2, make changes, and reset to Status 3.

Customer Delete
(all)

A promotion cannot, at Status 3, have no customers.

Customer Add, | Set back to Status 2, make changes, and reset to Status 3.

D e(lftg Bulk Edit — if a customer is maintained on a customer group or

(individuals) predefined group and the customer level is set at customer group,
predefined group, region, or zone, the customer is automatically
added to the promotion.

Product Add (if | A promotion cannot get to Status 3 if it has no products.

none exist)

Product Delete | A promotion cannot, at Status 3, have no products.

(all)
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Fields Rules

Product Add, Set back to Status 2, make changes, and reset to Status 3.

D.elejte. Bulk Edit — if a product is maintained on a Product Group and the
(individuals)

Product Level is set at Product Group level, the Product is
automatically added to the promotion.

For a manual add, the product is not added unless:

A product in the same product group exists on the promotion

« All products within a product group have exactly the same deal;
for example, 5% off and it is a % deal, or $2 off and it is a $off
deal.

Note: Special rules exist for the other Deal Types such as

Lump Sum and Free Goods.

For a Bulk Edit add, the product is not added unless:

« All products within a product group have exactly the same deal;
for example, 5% off and it is a % deal, or $2 off and it is a $off
deal.

Note: Special rules exist for the other Deal Types such as
Lump Sum and Free Goods.

Deal Edit—$ and
quantity

Change not allowed.

Customer
Volume

Change not allowed.

Product Volumes

Change not allowed.

Notes

Change allowed.

Modifiers

Change allowed; the consequences vary by the way each installation
has used modifiers and appended their own programs. Each site must
accommodate this in their additional programs.

Linking to an

Change allowed only when no special budgets are used.

Agreement

Alternate Change allowed.
Reference

Financial Details | Change allowed.
1

Financial Details | Change allowed.
2

Delete the No

promotion

Copy the Yes

promotion

Process actuals | No

N QAD
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Promotion Edit Rules for Status 4

Fields Rules

Status Change to Status 2 allowed.
Change to Status 3 allowed.
Change to Status 5 allowed.
The above only using the special program — Approve, Reject
Promotion

Description Change not allowed.

Dates Change not allowed.

Deal Code Change not allowed.

Division No change allowed at any time.

Region Change not allowed.

Owner Change not allowed.

Responsibility | Change allowed.

Next Action, Change allowed.

Date

Customer Level

Change not allowed.

Product Level Change not allowed.
UDC1-4 Change not allowed.
Customer Add | A promotion cannot get to Status 3 if it has no customers.

(if none exist)

Single Customer
Add

Change not allowed.

Customer Delete | A promotion cannot, at Status 3, have no customers.

(all)

Customer Add, |Individual customers can be added and deleted only via Bulk Edit,
Delete not manually. Bulk Edit add has the same rules as in Status 3.
(individuals)

Product Add (if | A promotion cannot get to Status 3 if it has no products.

none exist)

Product Delete | A promotion cannot, at Status 3, cannot have no products.

(all)

Product Add, Individual products can be added and deleted only via Bulk Edit, not
Delete manually. Bulk Edit add has the same rules as in Status 3.
(individuals)
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Fields

Rules

Deal Edit—$ and
quantity

Change not allowed.

Customer
Volume

Change not allowed.

Product Volumes

Change not allowed.

Notes

Change allowed.

Modifiers

Change not allowed.

Linking to an
Agreement

Change not allowed.

Alternate
Reference

Change not allowed.

Financial Details
1

Change not allowed.

Financial Details
2

Change not allowed.

Delete the No
promotion
Copy the No
promotion
Process actuals | No

N QAD
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Promotion Edit Rules for Status 5

Fields Rules
Status Change to Status 3 allowed.
Change to Status 2 allowed.
Change to Status 7 allowed only if no current orders in SOE using
this promotion.
Change to Status 9 allowed only if no current orders in SOE use this
promotion or no unposted claims in Claims.
Description Change allowed.
Dates As per Status 3 except the price lists are modified. No rebudget.
Deal Code Change not allowed.
Division No change allowed at any time.
Region Change not allowed.
Owner As per Status 3.
Responsibility As per Status 3.
Next Action, Change allowed.
Date

Customer Level

Change not allowed.

Product Level Change not allowed.
UDC1-4 As per Status 3.
Customer Add | A promotion cannot get to Status 5 if it has no customers.

(if none exist)

Single Customer
Add

As per Status 3, amend price list.

Customer Delete | A promotion cannot, at Status 5, have no customers.
(all)

Customer Add, | Set back to Status 2, make changes, and reset to Status 5.
Delete

(individuals)

Product Add (if | A promotion cannot get to Status 5 if it has no products.

none exist)

Product Delete | A promotion cannot, at Status 3, have no products.

(all)

Product Add, Set back to Status 2, make changes, and reset to Status 5.
Delete

(individuals)
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Fields

Rules

Deal Edit—$ and
quantity

Change not allowed.

Customer
Volume

Change not allowed.

Product Volumes

Change not allowed.

Notes

Change allowed.

Modifiers

Change allowed — the consequences vary by the way each installation
has used modifiers and appended their own programs. Each site must
accommodate this in their additional programs.

Linking to an

Change allowed, provided no special budgets are used.

Agreement

Alternate Change allowed.
Reference

Financial Details | Change not allowed.
1

Financial Details | Change allowed.
2

Delete the No

promotion

Copy the Yes

promotion

Process actuals | Yes

N QAD
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Promotion Edit Rules for Status 6

Fields Rules

Status Change to Status 7 allowed only if no current orders in SOE use this
promotion
Change to Status 9 allowed only if no current orders in SOE use this
promotion or no unposted claims in Claims.

Description Change allowed.

Dates As per Status 5.

Deal Code Change not allowed.

Division No change allowed at any time.

Region Change not allowed.

Owner As per Status 3.

Responsibility As per Status 3.

Next Action, Change allowed.

Date

Customer Level

Change not allowed.

Product Level Change not allowed.
UDC1-4 As per Status 3.
Customer Add | A promotion cannot get to Status 3 if it has no customers

(if none exist)

Single Customer
Add

As per Status 5.

Customer Delete | A promotion cannot, at Status 3, have no customers.

(all)

Customer Add, |Changed allowed. The deletes check the existence of actuals for this

Delete customer, and also check the SOE Order File for outstanding orders

(individuals) since the last invoice run and the Claims file for any unposted claims.
If so, they are not deleted but a retirement date is held on the
promotion customer record. Price lists are modified to accommodate
the changes. Adds are only allowed if the group already exists.

Product Add (if | A promotion cannot get to Status 3 if it has no products.

none exist)

Product Delete | A promotion cannot at, Status 3, have no products.

(all)
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Fields Rules

Product Add, Change allowed. The deletes check the existence of actuals for this
Delete product, and also check the SOE Order File for outstanding orders
(individuals) since the last invoice run and the Claims file for any unposted claims.

If so, they are not deleted but a retirement date is held on the
promotion product record. Price lists are modified to accommodate
the changes. Adds are only allowed if the group already exists.

Deal Edit—$ and
quantity

Change not allowed.

Customer
Volume

Change not allowed.

Product Volumes

Change not allowed.

Notes

Change allowed.

Modifiers

Change allowed; the consequences vary by the way each installation
has used modifiers and appended their own programs. Each site must
accommodate this in its programs.

Linking to an
Agreement

As per Status 5.

Alternate
Reference

Change allowed.

Financial Details
1

Change not allowed.

Financial Details | Change allowed.
2

Delete the No

promotion

Copy the Yes

promotion

Process actuals | Yes

N QAD
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Promotion Edit Rules for Status 7

Fields Rules

Status Change to Status 5 allowed only if promotion from-to dates are equal
to or later than today; should move S=7 to S=5 if no actuals exist;
otherwise, to S=6.
Change to Status 9 allowed only if no current orders in SOE order file
use this promotion or no unposted claims in Claims.

Description Change allowed.

Dates Change not allowed.

Deal Code Change not allowed.

Division No change allowed at any time.

Region Change not allowed.

Owner As per Status 3.

Responsibility As per Status 3.

Next Action, Change allowed.

Date

Customer Level

Change not allowed.

Product Level

Change not allowed.

UDC1-4

As per Status 3.

Customer Add
(if none exist)

A promotion cannot get to Status 7 if it has no customers.

Single Customer
Add

Change not allowed.

Customer Delete | A promotion cannot, at Status 7, have no customers.
(all)

Customer Add, | Change not allowed.

Delete

(individuals)

Product Add (if | A promotion cannot get to Status 7 if it has no products.

none exist)

Product Delete | A promotion cannot, at Status 7, have no products.
(all)

Product Add, Change not allowed.

Delete

(individuals)

Deal Edit—$ and
quantity

Change not allowed.
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Fields Rules
Customer Change not allowed.
Volume

Product Volumes

Change not allowed.

Notes

Change allowed.

Modifiers

Change allowed; the consequences vary by the way each installation
has used modifiers and appended their own programs. Each site must
accommodate this in their additional programs.

Linking to an
Agreement

As per Status 5.

Alternate
Reference

Change allowed.

Financial Details
1

Change not allowed.

Financial Details | Change allowed.
2

Delete the No

promotion

Copy the Yes

promotion

Process actuals

Yes, claims only.

N QAD
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Promotion Edit Rules for Status 9

Fields Rules

Status Change to Status 10 allowed.
Change to Status 7.

Description Change allowed.

Dates Change not allowed.

Deal Code Change not allowed.

Division No change allowed at any time.

Region Change not allowed.

Owner As per Status 3.

Responsibility | As per Status 3.

Next Action, Change allowed.

Date

Customer Level

Change not allowed.

Product Level Change not allowed.
UDC1-4 As per Status 3.
Customer Add | Change not allowed.

(if none exist)

Single Customer
Add

Change not allowed.

Customer Delete
(all)

Change not allowed.

Customer Add, | Change not allowed.
Delete

(individuals)

Product Add (if | Change not allowed.

none exist)

Product Delete | Change not allowed.
(all)

Product Add, Change not allowed.
Delete

(individuals)

Deal Edit—$ and
quantity

Change not allowed.

Customer
Volume

Change not allowed.
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Fields Rules

Product Volumes | Change not allowed.

Notes Change allowed.

Modifiers Change allowed; the consequences vary by the way each installation

has used modifiers and appended their own programs. Each site must
accommodate this in their additional programs.

Linking to an
Agreement

As per Status 5.

Alternate
Reference

Change allowed.

Financial Details
1

Change not allowed.

Financial Details | Change allowed.
2

Delete the No

promotion

Copy the Yes

promotion

Process actuals | No

(invoices or
claims)

N QAD
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Appendix B

TrM System Map

The TrM system map is presented in this appendix as a hierarchical table. The
columns have the following entries:

Menu Number/Name. The name and number of the top-level TrM menu
items; for example: 1Promotions.

Submenu Item, Strip Menu Name, or Screen Page. There are three entry
types in this column:
» Name and number of submenu items; such as 1.1 Add New Promotion.

e The name and number of strip menus, such as 2Detail, which is on the
Edit Promotion (1.2) strip menu.

« The name and number of pages from multipage screens; for example,
2Customer Profile, which is page two of Control File (19.1).

Strip Menu Item. The name and letter of strip menu items; such as B Edit
Dates, which is on the 1 Header strip menu in Edit Promotion (1.2).

Option Menu Items. First-level Options menu items; such as View Audit Log.
Access is from submenu item screens, strip menu screens, or screen pages.

2nd-Level Option Menu Items. Access a 2nd-level Options menu from screens
displayed by first-level options.

3rd-Level Option Menu Iltems. Access a 3rd-level Options menu from screens
displayed by 2nd-level options.

4th-Level Option Menu ltems. Access a 4th-level Options menu from screens
displayed by 3rd-level options.

5th-Level Option Menu Items. Access Sth-level Options menus from screens
displayed by 4th-level options.



542 User Guide — Trade Management

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
[PAYT-UMW

[ead 1pd

ISI7T 9911 ] 109]0S
9011 ISI'T 3199]0S

ISI7T 9911 ] 109]0S
9011 ISI'T 3199]0S
SIOWO)SN)) 199[0S

sdnoin) Jowoisn)) paunboy ppy

SuId)| SWd)[ S|
nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-PIE [PAT-pug

(7’1 99s) uonoword 1pg 6
u/A so3uey) [ed 2ALS  §

JOUOQIIOA SuroLid/Arewung £
u/A syonpoid azow ppy = 9

Arewwns jonpold ¢

UuonRWIOUI JONPOId  §

WA SAON PPY ¢

UONBWLIOJUL IOWOISN) ¢
I0pedy |

uonowo.ad M3IN PPV I'T°0C°L

suonjowoid 1°0Z’L

UE I8k d WIS 10
nuw\ drLng ‘QuieN nudA ding
‘wR) nudWNS



543

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

YOUIQYIOA UONOWOIJ AP [e2(

¢ S[tea( [eloueul] P N

[ s[reye( [eroueul] 31pH N
Q0URIRJOY OJeUINNY NPT T

¥ 9pOD paulys( Ies) MpyH
€ 9p0D paulya( 198 MpH
T 2pO) pauys( Ies) MpH
[ 9p0D pauys( Ies() NPy
[9A9T owold 1onpoid Ipg
[9A9T oW1 JoWOISN)) P
Annqisuodsay/roumQ 1pyg
9po)) 183 28uey)
oUO0Z/eaIY/UOISY JIPH
sojed 1pd

ISIT 90LIJ 199[9S
9011 ISIT 10998
[ A10ISIH UOOWOL]
507 upny MIIA
uonoy/uonduose@ 1pa v

ISI7T 9011 ] 109]0S
Q011 IS 39905

1 A103SIH uOnI0WOI]

eed ¢

opedy |

uonpowold MpHA TI°07°L

507 upny MIIA
SwN| SwIN| NIET UE
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng

[PATT-PIE [9A9T-puUyg

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



544 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

s1npoid [V Ad[a 4
Jowolsn)) 9[3uIS B ppy d

SIWo)SN)) AJ[R/PPV
dnoin 1owoisn)/10WoIsn)) ARRA/PPY D
Youaq3Iop SuIoLL/[ed] MIIA

SOWIN[OA Ysanjoy
130Ny S9esS 108
SOWINJOA [[BIOAQ) JOW0)Sn))
SOWIN[OA 3ONPOIJ Iowo)sn))
SoNSNEIS [[BIDAQ Jowo)sn))
SOT)STIBIS JONPOIJ JOWo)sn))

QWIN[OA 199[9S

sannuenQ 11pg

soSuey) jesoelg BN

SpO0D 331 NpH

syosorIg X[

€04 1o dnyjorq [eradg

SPLLIDAQ JooRIg J[SUIS

sasuadxy [e1ouan) 1pg

[89@ uodno) npg

wng dum 3ipg

[ead &30y 11pH

[ead FrqIg ¥pq
9OLOAUT HJO P
panuuod
SwN| SwIN| NIET UE
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng
[PAT-PIE [PAT-pug

uonowo.d NpH T'1°0¢°L

I8k d WIS 10
‘QuieN nudA ding
‘) nudwIqng



545

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

193png o1y102dg 031 Yoeny
uonowold £doDH

uonowoId A2
uonowold pasor) & uadoay
Pasor) - ¢ Smels 03 39S
paystul{ - 2 smei§ 01 319§
pauLIjuo)) - ¢ SN 03 10§
pauue[d - € Smels 0} 19§

pasodoid - Z smei§ 03 39S
smels ¢
suondQ Jurxeq 93uey) O
sopo) Suidng a3uey) N
Soje(J UOT)OWOIJ AL pudury N

JUOWRAISY 03 UOHOWOId NUuI] T

o:::O%ﬁEO%E%EM
SAION HPA [
SISYIPOJA uonowold 1pd 1
SOWIN[OA YSAIY
10ng s9es 198
SOWINJOA [[BIOAQ) JoW0ISn))
SOWINJOA 30NPOId JoWoIsn)
SONSTIRIS [[BIOAQ) JOWO0ISN))
SONSIIeIS 10NPoId Jowoisn)
SOWIN|OA 19§ 03 AI0ISTH 9s) H
SINPOId IV 919[2d D
dnoinonpoid e a0[RA/PPY A

ponuyuos  uonowoig NPH TI0T'L

SwN| SwIN| S| S| I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



546 User Guide — Trade Management

Aeydsiq 14
T ©1e( [BUONIPPY MOITA
[ e1e( [EUONIPPY MIIA
uoneuLIOJu] 1JoIJ
UOIBULIOJU] [BUONIPPY

ISWO)SN)) MOIA

T ©1R( [RUOLIPPY MIIA
 eje [BUONIPPY MIIA
UOT)RULIOJUT SIJOIJ

UonBWIONU] }S0D)

UE NIET SwN|
nuwdA uondQ nudA uondQ nuIA uondQ
[PAYT-YIS [PAYT-UMW [PAT-PIE

S[1e19(J JoWoIsn))
SuonOBSURI],

Aeydsiq [in4

10NpOIJ MATA

SwIN|
nudA uondQ
[PAT-pug

S[1819(T 1oNpOoIq
suonoesueI],
Keydsiq 1ind
Arewwung dnoin) jonpoid g
Ledsiq (nd v
MOIASY ¢
s[relod [e2 snuog 1pd N
so3esso [eaoaddy mo1p T
G SnJeIS 0] SAOJN 1S9, I
soZessoN Sune3png MoIA [
panuyuo>  uonowold NPy TI0TL

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng

NIET UE
nuwA uondQ nuw\ drLng



547

TrM System Map — 7.20.1 Promotions

Keydsiq 14
T BIB(] [BUODIPPY MOIA
1 Be(] [BUONIPPY MOIA
uoneuLIOJu] 1JoIJ
uoneuwLIoyuy 10D
1ONPOIJ MITA
S[rela(J 1onpoid
SuonoBSURI], WIL[) PALRJIQ
suonjoesuel] doo)
suonodesuel]
Aeydsiq [in4
T BIB(] [EUOLIPPY MIIA
1 Be(] [BUONIPPY MOIIA
uoneuLIoyuy A1yoId
UoIjeuLIOU] [BUONIPPY
JOW0ISND) MITA

s[ree( Jowoisny)

suonoesuel],
Keydsiq (g
Arewrwung dnoin) owoisn) D
suonoesuel],
Kedsiq g

s[re3o dnoin) sowoisn))
suonoesuLI], WIe[) paRjoq

suonjoesuel], doo)

suoroesuRI],
panunuos uonowo.ad yNpH T1°0T°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



548 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

[ B1eq [RUODIPPY MIIA

UOTJBULIOJU] O[1JOI]

UOeULIOJU] [BUONIPPY

NIET
nudA uondQ
[PAYT-UMW

JoWI0ISN) MAIA

s[rejod Iowolsny)

suorndesuel],

Keydsiq 1ind
T e1e( [BUONIPPY MIIA
[ BIBQ [BUONIPPY MIIA
uoneuLIoJuy A1yoId
uorneuLIoyuy 1800

10NPOIJ MATA

UOTJEULIOJU] SN)BIS
swire|) 1onpoid

IopeoH wIe[)

Arewrwung 3onpoid

q

Arewwung sar03ae) eod

suIrers
suonoesuel],
Keydsiq 1ind
SUOT)ORSURI],
Kedsiq 14
s[re3d dnoin) 1onpoig
SuojoBSURI],
Swd)I S S
nuIA uondQ nudA uondQ nuwA uondQ
[PAIT-pPIE [PAYT-puy

panunuod

UE
nuw\ drLng

uonowo.d NpH T'1°0¢°L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



549

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

s[re3o pea1ds 103png
suonoesuel],
Arewwng 1o3png O
Kedsiq g
SUOT)ORSURI],

C Ble(J [eUONIPPY MOIIA
[ Ble( [BUONIPPY MIIA
uoreuLIou] o[oId
UOTJBULIOJU] }SO))
1oNpoId MIIA
s[rejo(J 1onpoid
suonoesuel], Wie[) paLRjoq
suonjoesuel], doo)
suonoesuel],
Keydsiq 1ind
C Ble( [eUONIPPY MIIA
[ B1e(J [BUONIPPY MIIA
UOT)BULIOJU] S[JOIJ
UOT)BULIOJU] [RUOT)IPPY
IOWOISND) MITA
Arewwung 1owoisn)
suonoesuel], WIe[) PR

suonjoesuel] doo)

suonoRsuRI],
Aeydsiq [in4
C Ble(J [eUONIPPY MOIIA
panuyuod  uonowoldd NPy T'I°0T°L
NIET SwN| SwIN| NIET UE I8k d WIS 10
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
PAT-U [PAT-PIE [PAT-pug ‘w9l nuAwIgng



550 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

dnoin jonpoid/dnoin) rowoisn))

IoY01g UonoOwWol € 199[0S

onpoid/dnoin owosn)

IoY01g UonoOwWol € 199[0S

dnoin rowosn)

JIowIo)sny) UONOWOI] B JO9[9S

dnoip jonpoig/rowoisn)

JIowIo)sny) UONOWOI] B JO9[9S

10NPOIJ/IoWOISN))

JIowIo)sny) UONOWOI] B JO9[9S

SwN|
nuIA uondQ
[PAT-PIE

Jowo)sny
KIOJSTH UOTJOWOIJ MIIA
auruo sayse) Aerdsiq

S0 yIpNy MIIA

SOJON MIIA

[OUQQIIOA\ SUIOLIJ/[ed(] MOIA

UOLBRWLIOU] SNJBIS
swire[) 3onpoig

IopeoH wie[)

surery

suonoesuURI], UONOWOIJ
SuoIjoBSURI],
Aedsiq 4

panuuod

SwIN| NIET UE

nudA uondQ nuwA uondQ nuw\ drLng
[PAT-pug

< MmO A Mm

SMIIA S

—

uonowo.d NpH T'1°0¢°L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



551

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SUwIe[D) UOTOWOIJ MIIA
[ S9ION wrers
uonowolid epdn
UOT)OWOIJ MIIA

J[1] ‘UIAIOS ‘SINULIJ
JUAWNOOJ WD) JULIJ
wire)) 9sIAdY
wre[s 1sod
wirelD 3959y
wre[) sroxddy
swire[D) JoNpold MIIA
swire[)) 19npold 18D
swrel) jonpoid 2yepdn
Swire[)) J9NpoIJ 9JBIdUIL)
UOIRWLIOU] SNJBIS MIIA

SSQIPPY IOYONOA

wrep) wing dung3pg g

(1°¢ 99s)

wres yoeqig 1pd vV

dnoin) jonpoid uonowoId € 309[0S

dnoin jonpoig
19NpoIJ UOIOWoId © J99[9S
1onpoig
I0y0Ig UonowWwoId © 199]9S
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

10BIUOD) MIIA

panunuod

UE
nuw\ drLng

wrerp 9
d

uonowo.d NpH T'1°0¢°L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



552 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

Arewwng 1o8png v

UOT)BULIOJU] SNIE)S

swire[) jonpoid

IopeoH wre[)
swre[) D

(67¢ 998)
wre[) J01pul IpH

(¢ 908)
wre[) asuadxy [eIouon) Ipg o

(97¢ 998)
wre[) uodno) upy

(87¢ 998)

wre[) spoon 21 NP O

UuonowolJ /I9WOo)sn)) I0J SWIL[D MIIA

JoY Juowiked /I0WOISN)) JOJ SWIB[D) MIIA

Jo¥ JuswAR{ 10J SWIB]D MIIA

Jo] wre[)/IowWo)sny) J0§ SWIL[D) MAIA
Joy wre[) Ioj swre[y MoIA

JIowo)sny) 10J SWIe[) MOIA

UOTJEULIOJU] SN)BIS
swire|) 1onpoid

IopeoH wiIe[)

NIET SwN| SwIN|
nudA uondQ nuIA uondQ nudA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

wspng L

ponuyuos  uonowoig NPH TI0T'L

s[relo xeJ a8uey)
NIET UE
nuwA uondQ nuw\ drLng

I8k d WIS 10
‘QuieN nudA ding
‘) nudwIqng



553

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

110doy dnoin 1onpoig/rowolsny)
110doy] 19NPOIJ/IdWoIsn))

1 ‘USAIOG ‘SINULIJ
Arewung MI1AY [0 JuLd

1 ‘USAIOG ‘SINULIJ
Arewwung 303png juLig

1 ‘USAIOG ‘SINULIJ
SUOT)OBSURI], JULI

1 ‘USAIOG ‘SINULIJ
SWIE[) UOT)OWOIJ JULI

1 ‘USAIOG ‘SINULIJ
SOJON UOT)OWOI] JULI]

1 ‘USAIOG ‘SINULIJ
[Tl yIpny juLld
Ao9YD yse[d yoreq

J1] ‘UdAIOG ‘SINULIJ

(Te1ouan)) s[re3xd JuLd

umopealg puadg 103png
Arewnwung joedwy 393png
3091 198png duluQ
SUOT)ORSURI],
Kerdsiq 1ind
s[relo pea1ds 103png
suonoesuel],
panunuod
S S Sud)[
nudA uondQ nuwA uondQ nuw\ drLng
[PAYT-puy

uonediaeN 6

spodoy g

uonowo.d NpH T'1°0¢°L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



554 User Guide — Trade Management

J[1] ‘USAIOG ‘SINULIJ
901A0p IndIno 309198

siojoweled 19yuyg

syrodoy uonowond I 1°07'L

sreaoaddy ssa20ag 01°1°07°L

‘suonjowoad derdwd) ISIy L°1°0T°L

‘uopowoad derdway aear) 9°1°07°L

‘uonowoad Sunsixd woay Ado) S 1°07°L

e ¥pg

doyD ysed) yoyeq
Snpold ppy

SIOYIPOIN PPV

SOION PPV

sIowoIsn)) ppy

$ 9p0)) pauLa(T 198 Iuy
€ 9po)) pauLya( Jas() Jug
7 9pOD) PAULId(T JoS[) I
[ 3p0D paula(J 19s Ijuyg

< MO0 AM@mELO T~ ~

panupuo>  uonowoLd NPH T'I°0T'L

UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



555

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

So1sne)S
[[BISAQ JowWOIsSN))
So1STIRIS
1onpold reuwoisny)
AUWINJOA 199]9S
sennueng) ypg
saduey)
1ovjoRIg DA
SpooD 201 JIPH
sjoyoRIg X9
404 1o dnyjorq [erads

IPLLIDAQ 1o3]0RIg 2[3UIS
sosuadxy [e1ouaD) P
[ea@ uodno) 1pg

umg dwn' y1pg

[ead [re1oyd 11pyq

[ead
Aorq(Itd 1pd

010AUT JO MPH

youaqyIop Surong

(oa0qe 7' 99s) uonowoid Ipg

NIET SwN| SwIN|
nudA uondQ nuIA uondQ nudA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

yojeq ur uny

AOU Uy

NIET
nuwA uondQ

UOIBULIOJUI UOJOWOL] T
IopedH |

SUOIIOWIOIJ S IAUMQO MIIA €T T°0T°L

s)rodoy uonowold I 107°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



556 User Guide — Trade Management

JONpoIJ UOTIOWOI] € }99[9S
jonpoid
Ioyo1g uonowoid e 199[0S
dnoin j1onpoig,/dnoin) Jowoisn))
Ioyo1g uonowoid e 199[0S
jonpoid/dnoin 1awosn)
Ioyo1g uonowoid e 199[0S
dnoin rowoysn)
JIowo)sny) UONOWold € 399[9S
dnoin jonpoirg/rowolsn)
JIowo)sny) UONowWold € 399[9S
JonpoId/IauWwolsn))
JIowo)sny) UONowWold € 399[9S
Iowoisny)
KJOISTH UOIIOWOIJ MOIA
SOJON MPH
307 upny moIp
MIIA [N
OUQIIOA SUIOLIJ MIIA
SOWNJOA YSALFY
1950ng Soes 198

SOUINJOA
[[eI0AQ JowoIsn))

SOUWINJOA
1oNpoIJ JIWolsny)
panuyuod  SUONOWOAJ S UM MIIA €1 T°0C°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



557

TrM System Map — 7.20.1 Promotions

[ ered
[eUOnIppY MIIA
uoneULIOU]
d[yold
UuoneULIOU]
[euonIppy
IOWOISND) MIIA
s[rejo Jowoisn))
SUOT)ORSURI],
Kedsiq 4
C Ble( [eUONIPPY MIIA
[ Bl [BUONIPPY MIIA
UOT)BULIOJU] 9[1JOIJ
UOT)BULIOJU] }S0))
JONPOIJ MOTA
S[1e39(T 3onpoid
SUOT)ORSURI],
Kedsiq ndg
Arewwung dnoin) jonpord MIIA
(eA0Qe 7' 99s-uonowold Ipg) UOHIOWOIJ MITA
Anpqisuodsay /1oumQ 1pg
1] ‘USAIOS ‘SINULIJ
110day] s[redq uonowoig
Keydsiq [0 uonowolid sydnnn

dnoin jonpoid uorowo1] € 309198

dnoin 1onpoig
panuyuod  SUONOWOAJ S UM MIIA €1 T°0C°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



558 User Guide — Trade Management

uoneuLIOU] 3500

10NPOIJ MIIA

s[Tejo( 1onpoid

SUOIOBSULIL] WIB[D) PALIJO

T ®IR( [BUOLIPPY MIIA
[ e [BUOHIPPY MIIA
UOT)RULIOJU] S[IJOIJ

UOIBWIOJU] [BUOLIPPY

SUOIOBSURIL], WIB[D) PALIRJO

suornjoesuel], doo)

SuoIjORSURI],
Kerdsiq ing
¢ ered
[eUODIPPY MIIA
UE NIET
nuwdA uondQ nudA uondQ
[PAYT-YIS [PAYT-UMW

suornjoesuel], doo)

suondesuel]

Aeydsiq [n4

JIOWIOISN)) MATA

S[Tejo( JOWO0ISN))

SUOIjoBSURL],
Aeydsiq [in4
Arewwng dnoin 10wosny) MaIA
SUOOBSUBI],
Aedsiq 4

s[re3d dnoin rowoisn))

ponuyuod  SUONOWOIJ S IUMQO MIIA €T 10T L

SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



559

TrM System Map — 7.20.1 Promotions

zera
[EUOTIPPY MIIA
I ered
[EUOTIPPY MIIA
UuoT)BULIOJUT
ayoid

UE
nuwdA uondQ
[PAYT-YIS

SUOToBSURI],

Kedsiq ndg
T B1R(J [BUONIPPY MOIIA
[ BIE( [BUONIPPY MIIA
uornjeuLIOyuy 9[IyoIq
UoIeuLIOJU] 150D

1oNpoIg MITA

Arewrung jonpoIg MIIA

uoneuLIoJu|
snye)s

swire[) Jonpoid

JIopeSH wre[)

Arewrwung A103918)) 189 MIIA

suire[d
SUOT)ORSURI],
Kerdsiq 1ind
suonoesuRI],
Kerdsiq ing
s[rejo dnoin) jonpoid
SUOT)OBSURI],
Kerdsiq 1ind
S Swd)I S
nudA uondQ nuIA uondQ nudA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

ponuyuod

NIET
nuwA uondQ

SUOTIOWIOIJ S IAUMQO MIIA €T T°0T°L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng

UE
nuw\ drLng



560 User Guide — Trade Management

UoInjeuLIOJU] S[1JoIq
UoneuLIOJU] 150D
JONPOIJ MITA
S[rea(J 1onpoid
SuoIoBSURI], WIR[)) PAIIRJIJ
suorjoesuel] doo)
SUOToBSURI],
Kedsiq ndg
T BIE( [EUOHIPPY MIIA
[ €18 [BUOTIPPY MSIA
uorjeuLIOyuy 9[IyoIq
UONEULIOJU] [BUOHIPPY
JOWI0)SNY) MITA
Arewiwung Iowosn)) MIIA
SuoInoBSURI], WIR[)) PAIRJIJ
suorjoesuel] doo)
SUOToBSURI],
Kedsiq 4
T BIE( [EUOHIPPY MIIA
[ €18 [BUONIPPY MSIA
UuoIjeuLIOJU] S[1JoIq
UOIEULIOJU] [BUOHIPPY
JOWI0)SNY) MITA
S[ree(d Iwoisny)
panuyuod  SUonoOWodJ S, JIDUMQO MIA €1°T°07°L
NUEINE SWId) | SwI) NUEBIY SWId) | NUEINE 33ed UG 10

nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



561

TrM System Map — 7.20.1 Promotions

T v1e( [RUOHIPPY MIIA
[ ©Je(] [BUOBIPPY MIIA

UE NIET
nuwdA uondQ nudA uondQ
[PAYT-YIS [PAYT-UMW

SUOT)ORSURI],
suonoesuRI],
Keydsiq g
s[rele peaads 1e3png
SUOT)OBSURI],
Arewwung 1o3png MoIA
SUOT)OBSURI],
Kerdsiq 1ind
panunuod  SuonoWolg S, RUMQ MIA €1 T°07°L
Swd)I S S Sud)[ J8ed uddIg 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAIT-pPIE [PAYT-puy ‘W) nudwWqNg



562 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

(E€1°1) S, JoUM( MIIA SB dwes

MITA ¥ DAN uonowold 7|

(E€1°1) S, JoUM( MIIA SB dwes

MITA € DAN uonowold [

(E€1°1) S, JoUM( MIIA SB dwes

MITA T DAN uonowold (]

(E€1°1) S, JoUM( MIIA SB dwes

MITA [ DAN uonowolg 6

(E€1°1) S, JoUM( MIIA SB dweS

MIIA JONpOIJ/IoWoIsn)  §

(E€1°1) S, JoUM( MIIA SB dwes

dnoin) 1onpoid/dnoin) pwosn) /£

(E€1°1) S, JoUM( MIIA SB dwes

1onpoid/dnoin ewosny 9

(E€1°1) S, JoUM( MIIA SB dwes

MIIA dnoin Jowoisn) pauyopald  §

(E€1°1) S, JoUM( MIIA SB dwes

MIIA dnoin jonpory ¢

(E€1°1) S, JoUM( MIIA SB dwes

MOIA JONpoId €

(E€1°1) S, JoUM( MIIA SB dwes

MITA dnoin owoysn)y g

(E€1°1) S, JoUM( MIIA SB dwes

SwIN|
nudA uondQ
[PAT-pug

MOTA JoWOISN) |
NUSJA| SMIIA uonowo.ad yI°1°0T°L
Sw S| I8k d WIS 10

nuwA uondQ nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



563

TrM System Map — 7.20.1 Promotions

MIIA DUIIYIY NCWINY 9 T 0T'L

(oA0qe 7' 99s) uonowold Npg
uonoy JXoN MIIA ST'T°0T'L

MOTA 9Je(J/)oNPOIJ/IoWoISn) €7
(811 999)
(pourgopaid) suonoword MaIA 8]
(oA0qe 7' 99s) uonowold y1pg
S0 1pny MIIA
I S9ION
Apiqisuodsoy MaIA L1
MOIA Q0URIRJY 9JBUINY 9]
(1 99s) uonowoid 1pg
UONOY IXON MIIA - G
(€1°1) S.JouUM(Q MIIA S dweg

SUONOWOI] S JoUM(O) MATA €]

ponunuod MU SMIIA Uonowoag 1 107" L

UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



564 User Guide — Trade Management

zereq
[EUODIPPY MIIA

Tereq
[BUOLIPPY MIIA

UOLBWLIOJU] J[1j0I]
UOTJRWLIOJU]
[euonippy
JIoWI0)SN)) MATA

T vIe( [BUODIPPY MIA
[ e [RUOBIPPY MIIA
UOIRWLIOJU] J[1J0Id

UOTJBULIOJU] }SO))

UE NIET
nuwdA uondQ nudA uondQ
[PAYT-YIS [PAYT-UMW

S[1e39(J Jowolsny)
suonoBSULI],

Kepdsiq g

1oNPOIJ MITA

MAIA JONpoIJ

9010AU] JO MPH
JouaqsIop Suronig
umy
(pauyopaad) suoyourorg MIIA 81°T°0T°L
(oA0qe 7' 99s) uonowolid 3pg
S0 1pny MIIA
I 10N
Ayiqisuodsay MIIA LI T°0T L
SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



565

TrM System Map — 7.20.1 Promotions

MOIA T[]
suoroesueI]
suonoesuel]
Aeydsiq [n4
cereq
[BUOTIPPY MIIA
[eeq
[EUONIPPY MAIA
uornjeuLIOu] 9[1yoId
uonewIoyuy 10D
JONPOIJ MIIA
S[Ie1x(J 1onpoiq
suonoesuel], Wie[) paLwjaq
suornjoesuel] doo)
SUOINOBSURI],
Kepdsiq g
T wle( [BUONIPPY MOIIA
[ BIE(] [BUONIPPY MIIA
uoneuLIOJuy 1yoId
UONEUWLIOJU] [EUOBIPPY
IOW0ISN)) MITA
MIIA JdWoIsn))

SUOIOBSURI] WIB[D) PILIJI
suonjoesuel] doo)
SUOI}OBSURI],

Kerdsi [ind

UE NIET SwN| SwIN|
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug

panuyuod  (pauyapdad) suonowoag MIIA ST T0T°L

NIET
nuwA uondQ

UE
nuw\ drLng

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



566 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Surprewno j/eouanbog
Uo109[9S 1oNpoid
SUOI}09[0S JowoIsny)

SUOI}99[9S ATBpU0IIS

(oA0qe 7' 99s-uonowold JIpy) UOIIOWOI] MIIA

SwN|
nuIA uondQ
[PAT-PIE

SwIN|
nudA uondQ
[PAT-pug

panuyuod  (pauyapdad) suonowoag MIIA ST T0T°L

Sw Sw 33ed UG 10
nuwA uondQ nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



567

TrM System Map — 7.20.1 Promotions

UE
nuwdA uondQ
[PAYT-YIS

JUAWRITY 19SY
JuowaIdy 9391dwo)
JUAWIZY YSTul,{
JuowdI3y oro1ddy
Q1] ‘UdAIOG ‘SINULIJ
s[rejo yuowaaIdy JuLd
SOJON
S1S0)) POZLIBWIWING MOTA
s1o3png MOIIA
SJUSWID[H JUIWIAIZY MIIA
SOOUQIQJOY MIIA
(T 29s) a1eqay 11pd
(T'7 00s-012qY NPH) 21QRY MIIA
S91BQIY PIUIT MIIA
JUAWARIZY 0) 9JeqY JUI'T
(7’1 99s) uonowoid 11py
(1
99S-UONOWO0Id }IPH) UOT)OWOI MIIA
SUOT)OWIOIJ PISUIT MOTA

JUOWRAISY 0} UOOWOI] NUI']

s1o3png arepdn
syuawarg arepdn
S9oud19)oy aepdn
NIET SwN| SwIN| NIET
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ

PAYT-Wp PAYT-PAE PAYT-pug

UE
nuw\ drLng

JWIBY [TT°0T'L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



568 User Guide — Trade Management

yojeq ur uny|
MON Uy

Q1] ‘UdIOG ‘SINULIJ
90149 IdinQ 309[0S

SIajouweled Iuy

spr0doy Arewrwng JAowIny, 7 1°07°L

yojeq ur unmy
MON UMy

J[1] ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1o)oweIRd oYU
$310doy UMWY TT'10T'L
Sud)[ S Swd)I S S Sud)[ J8ed uddIg 10

nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



569

TrM System Map — 7.20.2 Rebates

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

SWd)[
nudA uondQ
[PAT-pug

reqay ® Ado)

9eqay 2191

Jo1dwo)

9Jeqay ystur

103l0y

oroxddy

9JeqQaY WIJUO))

91eqQay 1pd

SOJON
speardg 1959y
speaidg aao1ddy
speardg maIA
speaids a1epdn
speaidg oje1ouan)

sy8png ppy

syearg

s1oNnpoId uoIsnjoxy 31pg

S}oNpOoIJ UOISN[OU] PPy

NEln N )

s[red( [eroueurj

<m0 A @mr O T

@)

< MmO A W K

3uey) ¢

wd ¢

PPV 1
NeqRY NPH TT'0T'L

$3)eqY PPV I'T°0T°L

sajeqay 2'0Z'.

S| S|
nuwA uondQ nuw\ drLng

I8k d WIS 10
‘QuieN nudA ding
‘wR) nudWNS



570 User Guide — Trade Management

Arewuung poLog
Aepdsi( g
Arewwung 193png
syonpoid papnjoxyg

SIOWO0)S) PapN[ou]

O A B K

$10NpoId papnjouy
s1oUWI0)SN))
papnpoup
sdnoin rowosn)) popnjou] g
S10npoId papnjouf
sdnoin) jonpoid papnpu] v
SMIIAYY ¢
spea1dg 1959y
speaidg aao1ddy
speardg maIp
speaidg a1epdn
speaxdg 9jeI10U2D)
s1a8png
S[1e1d( UONEI0]
sojeq
S1oNpoId uoISn[oXy
S10NpOIJ UOISNJoU]
NElnN i)
syearg

s[Telo( [eroueulj

<m0 A @mr O T

ponunuod  3yeqdy NpA T'T0TL

UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



571

TrM System Map — 7.20.2 Rebates

BN |
nuwA uondo
PAYT-INS

NIET
nudA uondQ
[PAYT-UMW

Arewwung poLod 91eqay

Swd)|
nuwA uondo
[PAT-pIE

Kerdsi 1nd

UEN |
nuwA uondQ
[PAdT-pug

K10)s1y ojeqorjuLld g

[1ejop jeqaruLld v

syearg N
S[1e1op [erourul] N

suonoesuel], |

Arewrwng 1owoisn) 3
Arewwung jonpold [
Arewwng dnoiny owosn) |
Arewwung dnoin) jonpold H
Arewrwung poLdd a1eqay D
panunuod
S Sud)[
nuwA uondQ nuw\ drLng

spodoy ¢

NBAIY NPH T°T0T'L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



572 User Guide — Trade Management

S[1ejo(J [eIoURUI]
Arewrwng 1owoisn))
Arewrwung 3onpoid
Arewwng dnoin) 1owoisn))
Arewnwung dnoin) jonpoig
Arewuwung poLog

Arewwung porod 91eqay

Aepdsi( g

Arewnwung poLdd
Aepdsi( g

Arewwung 3938png

syonpoid papnjoxyg

SIOWO0)SN)) PapNou]

$10NpoId papnjouy
sIoUWO0)SN))
papnpouy

sdnoin owo)sny) papnyouy
syonpoId papnouf

sdnoin) jonpoid papnouy

(oA0qe 7'z 995) 91eqaY 1pH

(T'7 00s-012qY NPH) 21QRY MIIA

UOT)BULIOJUT 9}8qOY T
IopeoH|
odA], 91eqay MIIA |
NUIJAL SMIIA I8qY ¥°T°0T°L
Sud)[ S Swd)I S S Sud)[ J8ed uddIg 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



573

TrM System Map — 7.20.2 Rebates

UE
nuwdA uondQ
[PAYT-YIS

s[relo yealg

S[1ejo(J [eIoURUI]
Arewrwng 1owoisn))
Arewrwung 3onpoid
Arewwng dnoin) 1owoisn))
Arewnwung dnoin) jonpoig
Arewwung poLog

Arewwung porod 91eqay

Kerdsiq 1ind
Arewnwung poLdd
Kerdsiq 1ind
Arewwung 3938png
syonpoid papnjoxyg
SIOWO0)SN)) PapNou]
$10NpoId papnjouy
sIoUWO0)SN))
papnpouy
sdnoin 1owo)sny) papnyouy
syonpoId papnouf
sdnoin) jonpoid papnouy
(oA0qe 7'z 995) 91eqaY 1pH
(T'7 00s-012qY NPH) 21QRY MIIA
s[relo yealg
S Swd)I S S
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

UOHBULIOJUT JBqIY T

JOpRIH |
Anpqisuodsoy MatA ¢

ponuyuod NUIA] SMIIA NeqIY $°T0T°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



574 User Guide — Trade Management

sud)|
nudy uondo
PAYT-IS

Sw
nudA uondQ
PAYT-UI

SwA
nuwA uondQ
[PAYT-PIE

(1'y°7) 9dAL 218QY MIIA SE dwes

(1'y°7) 9dAL 218QY MIIA SE dwes

(1'y°7) 9dAL 218QY MIIA SE dwes

(1'y°7) 9dAL 218QaY MIIA SE dwes

(1'y°7) 9dAL 218QaY MIIA SE dwes

(1'y°7) 9dAL 218QaY MIIA SE dwes

(1'y°7) 9dAL 218QaY MIIA SE dwes

SwIAN| NIET

nudA uondQ nuwA uondQ
[PAT-pug

MOIADY 0] aN(] MIIA

9 3P0 paulJo( 13S) MIAA

G PO paula( IS MIIA

{7 9P0O) paulJo(J 13S) MIAIA

Iowoisny) 0} Aed MIIA

QUOZ/UOIZOY MIIA

SIOUMQ MIIA

€

panunpuod  NUIIA] SMIIA eqdY $°T° 07 L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



575

TrM System Map — 7.20.2 Rebates

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Q1 ‘UdAIOG ‘SINULIJ
90149 IdinQ 109[0S

SIdjouweled JIuy

yoreq ur uny
MON UMy

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s19joweIRJ oYU

yojeq ur uny|
MON Uy

Q1] ‘UdIOG ‘SINULIJ
90149 IdinQ 309[0S

SIajouweled Iuy

yoreq ur uny
MON UMy

J[1] ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1o)oweIRd oYU

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

JdenXT JUdWNIO( Arewwns 91°707°L

sgunsI| Arewwng 9eqdY S1°7T07°L

spa0day] 198png 91eqaY vI°T0TL

s110doYy 91eqdY €1°T°0TL

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



576 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

yojeq ur unmy

MON Uy

panunuod  3deNXH JUIWNIO( ATewruing 91°7°07°L

SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



577

TrM System Map — 7.20.3 Claims and Deduction Management

Swd)
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

Joy wIe[)/I10woIsny) 10J SWIe[D) MIIA

Joy wite[?) 10y Sulte[?) MaIA

IOWO)SN)) I0J SWIe[D) MITA
UOT)BULIOJU]
sme)sg
suwrer)) 3onpoid
IopeaH wWiIe[)

SUWITE[) UOT)OWOIJ MIIA

[ S9JON Wrers

(z'1 99s) uonowoid 2epdn

@1

90S-UONJOWOI1J }IPH) UOT)OWOIJ MIIA
Q1] ‘UdIOG ‘SINULIJ

JUSWNOO(] WIe[D) JULI

WIe[) 9SIAY

wrers 1sod

wrer)) 1S9y

wre]) saoxddy

suIre[)) 19NpoId MOIA

swre[)) Jonpoid I1es[)

swire[) onpoid arepdn

swre[)) 1onpoiJ djeIouan)

UOTJRULIOJU] SNJBIS MITA

SSOIPPY JOYONOA

wre[) yoeqirg MPA/PPV 1'€°0T°L

“—COEOQNCNS_ uoljonpaqg pue swie|d ¢02°'.L

Sw) Sw) IETT
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PATT-puy

Sw 33ed UG 10

nuw\ drLng ‘QuieN nudA ding

‘) nudwIqng



578 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

s[relo( xe[, a3uey)
UONIOWOI] /IAWO)SN)) J0J SWIB[O MIIA
Jo¥ JuowAe /I9WOISN)) JOJ SWIB[D) MIIA

Jo JuowiAe I0J SWIB[D) MIIA

panuyuoo  wire[) ydoeqqig MPA/PPV 1't°0T°L

SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



579

TrM System Map — 7.20.3 Claims and Deduction Management

SUWITE[) UOT)OWOIJ MIIA

[ S9JON Wrers

(z'1 99s) uonowoid 2epdn

(1

99S-UONOWOId }IPH) UOTJOWOIJ MIIA
Q1] ‘USIOS ‘SINULIJ

JUAWN20( WIe[)) ULl

WIe[) 9SIOAY

wre[s 1sod

wre)) 1Sy

wre) saoxddy

SuIre[)) 19NpoIJ MOTA

swre[) jonpoid I1es[)

swire[) jonpoid oyepdn

swire[) 1oNpoid JeIour)

UOT)BULIOJU] SNIB)S MITA

SSOIPPY IOUYONOA

surre[) dsuddxy [e13UdD JNPH/PPY S'€0T'L

swre[d) yoeqig MIIA €°€°0C°L

Surpewno,j/eouanbog

suonoafeg asuey)

uny
swire[) yoeqig MIIA T°E°0T°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



580 User Guide — Trade Management

wirel)) 9SIAdY

wrers 1sod

wrel)) 1959y

wre]) saoxddy

Swire[) J9NpoIJ MIIA
suire[) 3onpoid Ies|)
swire[)) 1onpoid arepdn)
Swire[) JONpold 9)eIdudn)
UONBWLIOJU] SNJBIS MIIA

SSOIPPY JOYONOA
suirer) uodno) JIPH/PPV 9°€°0T°L

UOIIOWI0]/IOWO0ISN)) JOJ SWIR[D) MOIA

RER|
JUOWARJ/I9W0)SN)) JOJ SWITR[D) MOIA

JoY Juowke JOJ SWIB[D) MOIA

Jo wIre[)/IswWo)sny) I0§ SWIB[D) MOIA
Joyg wire[) 1oy swre[) MIIA
ISWO)SN)) I0J SWIB[D) MOIA

s[rered
xe], o3uey)

UOLJRWLIOJU]
sme)s

swire[) Jonpoid
IopeoH wie[)

ponuyuo>  swe]) ASUdAXF [€I2UID NPHA/PPV S'E€0T'L

UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



581

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

uonowWol /19WoIsny) 10J SWIL[D) MIIA
Jo¥ Juswike /I0WOISN)) J0J SWIB[D) MIIA
Jo JuowiAe I0J SWIB[D) MIIA

JOY wire[)/I0wo)sny) 10J SWIB[D) MIIA
Joy wire[) 10} SWie[) MIIA

JIoWI0ISN)) 10§ SWIIR[D) MOIA

s[relo xe[ oSuey)

UonBWIONU]
smels

suwrer)) 3onpoid
IopeoH wWiIer)

SUWITE[) UOT)OWOIJ MIIA

[ S9JON Wrers

(7’1 99s) uonowoid 2epdn

(@1

99S-UONOWOId }IPH) UOTJOWOIJ MIIA
J[1] ‘USIOS ‘SINULIJ

WOWNO0(J WD) ULl

panuyuod

NIET SwN| SwIN| NIET
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

swite[) uodno) NPH/PPV 9°€0T'L

33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



582 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Joy uswAe  I0J SWIRD) MIIA

Joy wIe[)/10woIsny) I0J SWIe[D) MIIA

Joy wite[?) Iof Sulte[) MIIA

IOW0)SN)) I0J SWIe[D) MITA
UOT)BULIOJU]
sme)s
suwrer) 1onpoid
Iopedy wier)

SWITE[) UOT)OWOI MIIA

[ SSJON wrerd

(7 199s) uonowoid aepdn

(T1

90S-UONIOWOIJ }IPH) UOT)OWOIJ MIIA
J[1] ‘UdAIOG ‘SINULIJ

JUAWNOO( Wre[)) JULIJ

WIe[) 9SIAY

wrers 1sod

wrer)) 1S9y

wre]) saoxddy

suIre[)) 19Npoid MOIA

swre[) Jonpoid I1es[)

swire[) onpoid arepdn

UONBULIOJU] SNJBIS MIIA

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

swie[) JISIpUeyd.dA MPH/PPV L'€0T'L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



583

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

uonowoIg
/IoW0)SNY) IO SWIE[D) MOIA

JOY JuswAeq /10WO3ISN)) J0J SWIB[D) MIIA
swre) JISIpue RN MPA/PPV L€ 0T L
SwAY Surd)| surd)| surd)| 98ed udaIdg J0

nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



584 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Joy wiIe[)/Iowoisn)) 10§ SWI[D) MOIA
Joyg wre[) 1oy swre[) MIIA
ISWOISN)) IO SWIB[D) MOIA

UOLJBWIOJU]
sme)s

suwre[) 3onpoid
IopeoH wiIer)

SUWITE[) UOT)OWOIJ MIIA

[ S9JON Wrers

(z'1 99s) uonowoid 2epdn

(1

99S-UONOWOId }IPH) UOTJOWOIJ MIIA
J[1] ‘USIOS ‘SINULIJ

JUAWNO0( WIe[)) ULl

wiIe[)) 9SIOAdY

wre[s 1sod

wre)) sy

wre) saoxddy

SuIre[)) 19NpoIJ MOTA

swire[)) 1onpoid I1es[)

swire[) jonpoid oepdn

swire[)) 1oNpoid JeIour)

UONBULIOJU] SNJBIS MIIA

SSAIPPY IOYONOA
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

Swre[?) spooy 314 MPHA/PPV 8°€°0C°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



585

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

uonowWol /19WoIsny) 10J SWIL[D) MIIA
Jo¥ Juswikey /10WOISN)) J0J SWIB[D) MIIA

Jo JuowiAe I0J SWIB[D) MIIA
swire[) spooy I NPH/PPV 8¢ 0T°L

NIET SwN| SwIN| NIET UE I8k d WIS 10
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
PAT-U [PAT-PIE [PAT-pug ‘w9l nuAwIgng



586 User Guide — Trade Management

Joy wiIe[)/Iowoisn)) 10§ SWI[D) MOIA
Joyg wre[) 1oy swe[) MIIA
ISWO0JSN)) IO SWIB[D) MOIA

UOLJRWLIOJU]
sme)s

suwrer) 1onpoid
Iopedy wier)

SWITE[) UOT)OWOI MIIA

[ SSJON wrerd

(7’1 99s) uonowoid arepdn

(T1

90S-UONIOWOI1J }IPH) UOT)OWOIJ MIIA
Q1] ‘UdIOG ‘SINULIJ

JUAWNOO( Wre[)) JULIJ

WIe[) 9SIAY

wrers 1sod

wrer)) 1S9y

wre]) saoxddy

SuIre[)) 19Npoid MOIA

swre[)) Jonpoid I1es[)

swire[) onpoid arepdn

swre)) 1onpoiJ djeIouan)

UOTJBULIOJU] SNJBIS MOIA

SSAIPPY IOYONOA
swire?) 393.Ipuy IPH/PPV 6°¢°0T°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



587

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

s[relo( xe[, a3uey)
uonowolJ /19Wolsny) I0J SWIL[D) MIIA
Jo¥ JuowAe /I9WOISN)) JOJ SWIB[D) MIIA
JoY JuowARy I0J SWIB[D) MIIA
panupuos  SWIR) J2.11pUL JIPH/PPY 6°¢°0T°L
N EN) | eI | surd) | swd)| 9%ed uddIIG 10

nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



588 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

(Trre
SuIe[) UonowoLJ MAIA St dwes

uoneWIOU]
snye)s

swire[)) 3onpold
JIopeaH wre[)

SWITR[D) UONOWOIJ MIIA

[ S9ION Wrer)

wreys 3sod

wre[) saoxddy
A1 ‘ULDIOS ‘SIAULIJ

WAWNO0 Wrel) JuLld

UOTJBULIOJU] ST)BIS MIIA

SIUSWINOO( MIIA

SWwIre[)) JoNpoIJ MIIA

T1

99S-UONOWO0IJ JIPH) UOHOWOL] MIIA

(uoaios
wre[) NpHE/PPY) wrer) ayepdn
(uoa10s WIED IIPH/PPY) WIE[D MIIA

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

swire]) dnoin 10woIsn) MIIA €

SwITe[) IOWO0)sN)) UOTJOWOIJ MIIA T

Swire[) UONOWoId MIIA |

NUIJAI MIIA SWIe[) T1°¢°0T L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



589

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

uonewIou|
snye)s

swre[)) 3onpoid

JIopeoH wIe[)

(Trre
SuIe[) UonowoLJ MAIA St dwes

(Trrre
SuIre[)) UONOWOoIJ MIIA St dWeS

(Trrre
SWwIIB[)) UOIIOWO0IJ MIIA SB dWeS

(Trrre
SWwIIe[)) UOIIOWO0IJ MIIA SB dWeS

(Trrre
SwIre[) UONOWOIJ MIIA St dWeg

(Trrre
SuIe[) UonowoLJ MAIA St dwes

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

[eIOUSD) SWIE[D) MATA |

J0UQIQJOY JudwAed SUIS() SWIR]) MIIA 8

00UQIOJOY we]) SUIS) SWIB[D MIIA [

swire[)) suoIgoy MaIA 9

Swre]) SUOISIAI MIIA  §

swire[) Jowolsn) Jurwre[) MOIA

ponuyuos>  MUI MIIA Swre) [1°€'0T'L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



590 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Joy wre[) I0j SWIe[D MIIA
Iowoisny) 10y SWIe[) MOIA
s[relo xe[, a3uey)

UOLJBWIOJU]
sme)s

suwre[) 3onpoid
IopesH wrep)

SUWITE[) UOT)OWOIJ MIIA

[ S9JON Wrers

(z'1 99s) uonowoid 2epdn

(1

99S-UONOWOId }IPH) UOTJOWOIJ MIIA
J[1] ‘USIOS ‘SINULIJ

JUAWNO0( WIe[)) ULl

wiIe[)) 9SIOAdY

wre[s 1sod

wre)) sy

wre) saoxddy

SuIre[)) 19NpoIJ MOTA

swire[)) 1onpoid I1es[)

swire[) jonpoid oepdn

swire[)) 1oNpoid JeIour)

UONBULIOJU] SNJBIS MIIA

SSAIPPY IOYONOA
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

surre[) wing dwn'p JIPA/PPV €1°€°0T°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



591

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

uonowoIg
/IoW0)SNY) IO SWIE[D) MOIA

JoY JuswAeq /10WOISN)) JOJ SWIB[D) MIIA
JoY Juowike 10J SWIB[D) MIIA
Jo wire[)/Iowolsny) 103 SWIB[D) MIIA
ponuyuo>  swre) wing duin'g JIPH/PPV €1°€°0T'L
SwAY Surd)| surd)| surd)| 98ed udaIdg J0

nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



592 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

JUSWNOO(J 9[eS [euIdU]
Jes 1504

oes 1959y

ores aaoxddy

SOUI d[eS MITA

SouI] 9es Ied])

saury ores aepdn

UOTJBULIOJU] SNJBIS MOIA

SOUIT S[ES/] MIIA

yoreq ur uny
MON UMy

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1ojoweIRd IOJUg

Surpewno,j/oouanbog

suonoafeg asuey)

uny
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

J[eS [BWINU] JPH/PPV 61°€°0T°L

S[PAY] YD0)S UBWISI[ES MIIA 8T°€°0T'L

syrodoy wirer) wng dwn'y §1°¢°07°L

sure[) wng dumy M3IA $1°€0TL

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



593

TrM System Map — 7.20.3 Claims and Deduction Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Sunpewo j/3urouanbog

SUOI399[og
J8uey)

umy

103png oS [BUIOIU] MIIA

1 SOION o[BS

Q1] ‘UdIOG ‘SINULIJ

Arewuing 9[eS/I MIIA pT'E0T'L
QUIT 3BS/ MIIA €T°€°0T L

(MaN) monoesuel], A[eS/I MIIA TT'E0T'L

uonaesuLL LS/ MIA [T°€0T'L

393png d[eS [BUIRU] MIIA 0707 L

panuyuod  dfe§ [euINU] JIPH/PPV 61°€°0T°L

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



594 User Guide — Trade Management

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
[PAYT-UMW

eeq
1oNPOIJ MITA

Ble(J JowWoisSn)) MIIA

speaidg oje1ouan)

speardg maIp

SOOUQIOJOY MIIA

198png Mmo[0AQ aepdn

198png 2a01ddy
1o8png 1050y
198png 2a01ddy
speaids 1eo])

speaidg a1epdn)

spea1dg ojeIouoD)

speardg maIA
UOT)BULIOJU] SNIB)S MITA
s1a3png sores
103png 99[dwo)
speaidg a1epdn)
s[rela(q 1onpoid repdn
s[re3d(q Iowolsn)) arepdn
SQIUAIYY
depdn
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

s)a3png uonowoaq 37epdn/ppV 1'40T'L

syabpng 702",

NIEIN| 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘wR) nudWNS



595

TrM System Map — 7.20.4 Budgets

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

1o8png 1050y
UOIJRWLIOJU] SNJBIS MIIA
spea1ds 1eo])
panunyuod
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

s198png uopowoad 3epd/PPV I'H0T'L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



596 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

(v

-sjo3png uonowolid epdn)/ppy 29s) 103png 03 93epdn)
(1'p-s103png

uonjowold epdn)/ppy 29s) 103png woi] aepdn
1a3png 01 MIIA

198png
woI] MOTA

Ioysuel], oroxddy

yoreq ur uny

MON UMy
J[1 UdAIOS ‘SIAULIJ
901A9( IndinQ 109708
a[o1d 1onpoid
9ol Iswoisny)
6-10dN

uoneWIOU] JopeoH 13png

LD D

MIIA
sIojoweIed JJuy
SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

$)9Spng uonowoad JJsuedy, €407 L

s310day 193png uonowoid 7H 07 L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



597

TrM System Map — 7.20.4 Budgets

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SUOIIOWOIJ MOIA

SwN|
nuIA uondQ
[PAT-PIE

Surpewoy /ooudnbog
SO0UQIRJY
SUOT}O[0S

jonpoig

SUOT)O0S JOWO0ISN))
SUOI}09[9S AIBPU0IOS

SUOI399[Og
J3uey)

umy

Sumpewo,] /oousnbag
SQOURIJY
SUOIIS

jonpoid

SUOTO9[AS JAWOISN))
SuOI}99[9S A1BPUOIIS

SUOI9[OS UTRIA

MITA TeI0L
Aepdsi( g
polred
Ag s193png
uny
Surd)| surd)|

nudA uondQ
[PAT-pug

nuwA uondQ

nuw\ drLng

soLIewIWINgG 395png uonowoad S 07°L

SMIIA 193png uopowoId ' 07"L

Sw 33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



598 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SOOURIRJOY
depdn

speardg maIp
speaidg 1ea])
speaxds a1epdn
speaidg ojeIouan)

UOTJBULIOJU] SNJBIS MOIA

yoreq ur uny
MON UMy

J[1] ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s19joweIRJ oYU

s)o3png d)eqay Aepdn/ppyv €107 L

$3a3png UonoOWoIJ UON ABIIUID) T['H 0T L

SIUSWIUIO))
1o8png 1050y
198png 2a01ddy
speardg maIp
speaidg 1ea])
speaids a1epdn
speaidg oje1ouan)

UOTJBULIOJU] SNJBIS MOIA

SwN| SwIN| NIET
nuIA uondQ nudA uondQ nuwA uondQ
[PAT-PIE [PAT-pug

s33png 19 a9epdn/pPpV 8%°07°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



599

TrM System Map — 7.20.4 Budgets

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

1o8png 1050y
198png 2a01ddy

panuyuos  $1o8png d1eqay 3epdn/PPV £1'V0T'L

SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



600 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

Surpewno,j/eouanbog

SUOIIS
J3uey)

polred

Ag s193png
uny

SMIIA 198png 31qaY 91" 0T'L

(€1°p-s108png ayeqay a1epd)/ppy 2es) je3png o, apepdp)
€1y

-s103png 91eqay 91epd)/ppV 29s) 103png woi epdn
1o3png O, MIIA

198png
woI] MOTA

Ioysuel], oroxddy

$193png 3)eqay IdJSULAL ST'H'0T'L

yojeq ur uny|
MON Uy

J[1] ‘UdIOG ‘SINULIJ
90149 IdinQ 109105

SIojouwieled JIuy

s)10day] 393png 9eqdY vI'H'0T L

NIET SwN| SwIN| NIET UE I8k d WIS 10
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
PAT-U [PAT-PIE [PAT-pug ‘w9l nuAwIgng



601

TrM System Map — 7.20.4 Budgets

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1ojoweIRd oYU

1o3png 1050y
198png 2ro01ddy
speardg maIp
speaidg 1ea])
speaids a1epdn

speaidg oje1ouan)

ISI'T 9911 JJBIS AIRIIUWID [TH0T L

193png sofes [eurdyu] epd/ppPY 074 0T'L

Surpewo,j/eouanbog
SUOT}O[0S
J3uey)
dnoin) jonpoig £q nds
dnoin sowoisn)) £q dg
od47, areqey Aq nids
ea1y Aq nids
uor3oy 4q yids
pouad Aq s103png
s1o3png MIIA
uny
Swd)I S S
nuIA uondQ nudA uondQ nuwA uondQ
[PAIT-pPIE [PAYT-puy

nuw\ drLng

soLEmImIng 395png Aeqa LI'b'0T'L

Sw 33ed UG 10
‘QuieN nudA ding
‘) nudwIqng



602 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

yojeq ur unmy

MON Uy

ponuyuod )SrY LI JEIS NEIUWID [TH0T'L

SWd)[ S| S| I8k d WIS 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



603

TrM System Map — 7.20.5 Accruals and Bulk Update

S|
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

SJUWNIO(J MITA

160D
9JeIoUAD)

yoreq ur uny
MON UMy

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1ojoweIRd IOJU

[ENIOOY 1059y
[enI00Y 1504

[en100y aa01ddy
soury [en1ddy depdn
S[TRI(J JUN0OIY MIIA
SOUIT [eNINOY MOTA
SQUI] [eNIdOY IBd]D)

S[enIoY
9JeIoUAD)

UOTJBWLIOJU] SNJBIS MIIA

unyj ajeqay $°'s'0T°L

JeNXF JUIWNIO( [ENINV 'S0 L

S[ENINDY UonowoLd 'S 07'L

ajepdn Ying pue s|eniddy G'0Z°L

Sw) Sw) IETT
nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-PIE [PAYT-puyg

nuw\ drLng

Sw 33ed UG 10
‘QuieN nudA ding
‘wR) nudWNS



604 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

1080y

1504

oroxddy
suonoesueI],
depdn
suonoesuel],
MIIA

syjuawmoo( aepdn
suonoesuel],
depdn
suonoesuel],
MIIA

NIET SwN| SwIN| NIET
nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-UMW [PAT-PIE [PAT-pug

panunyuod uny AeqdY +°S°07°L

Sw 33ed UG 10
nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



605

TrM System Map — 7.20.5 Accruals and Bulk Update

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

sIojowRIRd I9)UY
epdn Mg pT's'0T'L

sde( d3uey) Yng 1NV LIS 0T'L

SHUIAY ddueyD) MIIA HI'S°0T'L

SHUIATY AZuey) Mg NPHA/PPV €1°S°0T'L

yoreq ur uny
MON UMy

91 ‘USIOS ‘SINULIJ
901A9( IndinQ 109708

s1ojoweIRd oYU

SIII0AU] PBOT] 8°S 0T’ L

S[ENIOOY 1osY
S[ENIOIY I8I[D
S[eNnId0Y 1s0d
s[en1ooy aroxddy

suonoesuel] aepdn

suorjoesuel],
MITA
JeIdUAN)
uny s[enaoddy ajeqay §°s°0¢°L
SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



606 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

yojeq ur unmy

MON Uy

panuyuo>  depdn MIng yT°S°0T°L

SWd)[ S| S| I8k d WIS 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



607

TrM System Map — 7.20.13 Promotion Code Maintenance

S|
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

Surdnoin

Surdnoin

Surdnoin

SI19joweIRd UOISIAI(

sHnepRQ wre))

apo)) a8uey)
Surdnoin

syew1o ] Aefdsi(q [[ng
suondrosa( I9[[010S
SyeuLIo ] I9[[0I0S

sodAJ, [ea pareroossy

Surdnoin

SPPATT 39NPoIJ UoBoWoId 6°E1°0T'L

S[9AJT JOWI0)SN)) UONOWOLJ §8° €T 0T L

sadA], yunowry 83 9°€1°0T°L

ddueudUIRIA 9es) dnoa) [ed S €1°07°L

S3L1039)e) 183 H°E1°0T°L

sadAY 1edq €°€1°07°L

SIPO)) [Bx T'EL'0T'L

sdnoao) [goq 1°€1°07°L

aoueuajule|\ apoH uonowold £1°02°.

Sw) Sw) IETT
nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-PIE [PAYT-puyg

UE I8k d WIS 10
nuw\ drLng ‘QuieN nudA ding
‘wR) nudWNS



608 User Guide — Trade Management

QouURUIUIRIA Jojowreled JOIIPON |

Surdnoin
0
[IOYIPON |

Surdnoin
[ IYIPOIN 6

Surdnoin
H ISYIPON 8

Surdnoin
D I_YIPON L

Surdnoin
J IPYIPON - 9

Surdnoin
q IYIpON ¢

Surdnoin
d PYIpON ¥

Surdnoin
D IBYIPON €

Surdnoin
g BYIPON ¢

Surdnoin

V IBYIPON |
NUIJA[ QUBUNUIBIA] 9p0)) PYIPOIA TT°€T°0T L
Sud)[ S Swd)I S S Sud)[ J8ed uddIg 10

nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



609

TrM System Map — 7.20.13 Promotion Code Maintenance

S
DDAN WAWARITY |

Surdnoin
14
DN weweaidy |

Surdnoin
€
00N udweaIdy |

Surdnoin
62aN w3png 6

Surdnoin
82aN 13png 8

Surdnoin
LDanwspng L

Surdnoin
90dN 2'g4dd 9

Surdnoin
codNn 9eqy ¢

Surdnoin
$OdN 91eqaYy pue uonowold

Surdnoin
£2d uonowold ¢

Surdnoin
¢odn uonowold ¢

Surdnoin

1Dan uonowold |
NUITA] 9IUBUIUIBIA] IPOD) PIUYd( 13S0 ZI'€T°0T°L
surd)| surd)| SwAY Surd)| surd)| surd)| 98ed udaIdg J0

nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAYT-YIS [PAYT-UMW [PAT-PIE [PAT-pug ‘wd)| nudwiqng



610 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Surdnoin

9
HOQN ueweaidy |

Surdnoin

Ponupuod MUILA] ULUNUILIA IP0)) PIUYd( 9N TI'€T°0T°L

SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



611

TrM System Map — 7.20.13 Promotion Code Maintenance

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

Surdnoin
QOUBUQJUIBJA] SWIQ, Snuog ¢

Surdnoin
QOUBUQIUIBA] dseq shuog ¢

Surdnoin

doueudurey 2dL7, yearg snuog |
NUIJA] DULUIUIEIA] IPO)) SPOOD) 31 T €107’ L
SOpO)) SMye)S JUOWAITY ¢

SJUQWID[ JUSWAAITY ¢

Surdnoin

oouruuIRIA 9dA] JUoWOAITY |

NUIA] IUBUNUIBIA] PO JUIWRISY €TE€T°0T°L

Surdnoin

QOUBUQIUIBIA] SPOD) USE[D
DUEBUNUIBIA 3PO)) YSB[D) 8T°€T°0T°L

Surdnoin
SOPO)) UONOY IXIN

SOPOD) U0V IXON LI'ET°0T L

SIdjoWRIRJ YOUIQIOA SUDLIJ 9T €T°0T°L
sadA ], uondesue.a], uonowoid SI°€1°07°L
$apoD Suldng pI°€I0T"L

$3p0)) sme)s uonowoId 1€Y1 07'L

SWd)[ S| S| I8k d WIS 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



612 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

Surdnoin
sod£7 snuog ¥

Ponuyuod NUIJA IIUBUIUIRIA] IPO)) SPO0D) R pT' €I 0T'L

SWd)[ S| S| I8k d WIS 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



613

TrM System Map — 7.20.14 Rebate Code Maintenance

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
PAYT-Y)p

SuId)|
nuIA uondQ
[PAYT-PIE

€2 uonowoid ¢
Surdnoin

¢odn uwonowoid ¢
Surdnoin

DN uonowoig |

NUIJA] IIUBUIUIRIA] 3P0 PauLd( 138} TI'v1°07°L

Surdnoin
SadA[, uondesued], aeqIY Lv1°0T°L

Surdnoin
SIPOD) ANY XEJ, 9eqdYy 9°¥1°0T L

Surdnoin
SI[MY dUIqUIOD) YN S'Y1°0T L

Surdnoin
sadoog uonenore) Neqay P H1°07°L

Surdnoin
S)u() uone[nd[e) ANeqR Y107’ L

Surdnoin
S9po)) Iseq uone[nofe) NeqR THI'0T°L

Surdnoin

sadAY, 91eqdy 1'H1°07°L

aoueuajule\ apo) ajeqay 102’2

Sw) IETT Swd) 33ed udAIG 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PA9TT-pug ‘w9l nuAwIgng



614 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

SwIN|
nudA uondQ
[PAT-pug

Surdnoin

9
HOAN WwewdaIdy |

Surdnoin
S
DDAN WWAWARITY |

Surdnoin
14
DN weweaidy |

Surdnoin
€
00N uweaIdy |

Surdnoin
62aN w3png 6

Surdnoin
82aN 13png 8

Surdnoin
LDanwspng L

Surdnoin
90dN 2.4y 9

Surdnoin
codNn9reqy ¢

Surdnoin
$OdN 91eqaY pue uonowold

Surdnoin

Ponupuod MUILA] ULUNUILIA IP0)) PIUYd( 19N TI'H1°0T°L

Sw Sw 33ed UG 10
nuwA uondQ nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



615

TrM System Map — 7.20.14 Rebate Code Maintenance

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

SwIN|
nudA uondQ
[PAT-pug

Surdnoin
SIpPO)) smeS NeqY €I'vI0T'L
Sw Sw 33ed UG 10
nuwA uondQ nuw\ drLng ‘QuieN nudA ding

‘) nudwIqng



616 User Guide — Trade Management

Swd)
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

Sw)
nuIA uondQ
[PAYT-PIE

Surdnoin
sadAy, wireD 1°61°07°L

2oueuUdjuUIR|\ 9pPOH W) GL 02 L

Swd)[ IETT Swd) 33ed udAIG 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



617

TrM System Map — 7.20.16 Budget Code Maintenance

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
[PAYT-UMW

Surdnoin

Surdnoin

7oan uonowolg g

10dn uonowold |

NUJJA IUBUIUIRIA] IPO)) PAUYd( 19S() 19107 L

SIo1owWeIRd 1959y
s19joWIRIRd XI.]

spior Arewung dn 30§
SPOYIdN s9res dn 198
spooN dn 10§

s1ojowrered 3onpoid dn 10§
s1o1oweIed Jowojsn)) dn 108

sapo)) podoy dn 108

s3e[] o3es() 1onpoid
s3e[ ] o3es Jowoisn))
s3e| oes() aseq

Surdnoin

s19)oWeIE 193png 9eqdY 9'91°07'L

sI9)owelIRd 393png uonowold S'91°07"L

SWPLIOSIY €91°07°L

SPOYIIIAl Sund3png T°9I1'0T°L

sadAY, 198png 191°0T°L

aoueuajulepy apoI jabpng 910z

SuId)| SWd)[ S|
nuIA uondQ nudA uondQ nuwA uondQ
[PAYT-PIE [PAT-pug

UE I8k d WIS 10
nuw\ drLng ‘QuieN nudA ding
‘wR) nudWNS



618 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

SwIN|
nudA uondQ
[PAT-pug

Surdnoin

DON IUWRITY

Surdnoin
ADdn weweaIly

Surdnoin
DN IUoWISY

Surdnoin
620N 193png

Surdnoin
82N 193png

Surdnoin
LDdnN 103png

Surdnoin
90dN 2¥eqay

Surdnoin
§2dN gy

Surdnoin
DN 21eqaY pue uonowoIg

Surdnoin

€0 uonowoIg

€

Ponupuod MUILA] ULUNUILIA IP0)) PIUyd( 190 TI91°07°L

Sw Sw 33ed UG 10
nuwA uondQ nuw\ drLng ‘QuieN nudA ding
‘) nudwIqng



619

TrM System Map — 7.20.16 Budget Code Maintenance

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

SwN|
nuIA uondQ
[PAT-PIE

Surdnoin

9
HOAN uowoaIly |

Ponupuod MUILA] ULUNUILIA IP0)) PIUyd( 190 TI91°07°L

SWd)[ S| S| I8k d WIS 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-pug ‘) nudwIqng



620 User Guide — Trade Management

Swd)
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

dueuduIey dA Y, d3uey) YIng 1°L1°0T°L

aoueuajuiepy abueys yng/jentody /1022

swa)| Sud) IETT Swd) 33ed udAIG 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PATT-puy ‘wrd)] nudwIgNg



621

TrM System Map — 7.20.19 General Code Maintenance

S|
nuwdA uondQ
PAYT-UYIS

IETT
nudA uondQ
[PAYT-UMW

Sw)
nuIA uondQ
[PAYT-PIE

Surdnoin

SANUALIND) L°61°0T°L

SWyLIo3[Y 9°61°07°L

Surdnoin

SOPO)) PALId0SSY

sadAY, apo)) [BIUID) S 6T°0T'L

Surdnoin

AINSBIA] JO SHUN) 61707 L

soguey JaquinN €61°07°L
0

QoegII] OYd/OIN  1d
SuuoquinN  6d
uorewioju] Sunsod sjentooy  gd
I sSumjeg [erouon  ,d
opo) peuyog 10sn  9d
san[eA [eyuowarou]  ¢d
pouod [eroueur d
Jqgoid jonpord ¢d
orgoid rowosn)  zd
opedy 1d

A [0U0) 1°61°0T°L

9dueudjule|\ 8po |etdu’dn 61°0C°L

Sw) IETT Swd) 33ed udAIG 10
nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PA9TT-pug ‘w9l nuAwIgng



622 User Guide — Trade Management

UE
nuwdA uondQ
[PAYT-YIS

NIET
nudA uondQ
[PAYT-UMW

Surdnoin
QOUBULIUIBJA] 9PO)) [BIJUSD)
Surdnoin
SOPO)) PAJBIOOSSY

doueuduIey 2dLT, 9po)) [eIoudD)

AdA1, osuadxy [BIUID) 9T°6T°0T L

SadA ], uonoesued], JIPIT [BIUID) ST°61° 0T L

Surdnoin
SJUNO0IIY JIZPIT [BIDUID) HT°6T° 0T L
Surdnoin
SI19JUd)) JS0)) ISP [BIUID) €T°61°0T 'L
Surdnoin
SISIT LI TI°61°0T L
Surdnoin
$39S§ 350D 11°61°0T°L
apoD d3en3ue 6°61°0T'L
Surdnoin
SadA T, yudwndo( §°61°07°L
SwN| SwIN| NIET UE I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAT-pug ‘w9l nuAwIgng



623

TrM System Map — 7.20.19 General Code Maintenance
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TrM System Map — 7.20.20 Customer/Product Code Maintenance
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TrM System Map — 7.20.20 Customer/Product Code Maintenance
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TrM System Map — 7.20.21 Master File Maintenance
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TrM System Map — 7.20.21 Master File Maintenance
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TrM System Map — 7.20.21 Master File Maintenance

SuUoOnNEBIOY YI0IS T 10T L

yojeq ur unmy
MON UMy

I ‘USAIOS “INULIJ
901A9( IndinQ 109708

s19joweIRd oYU

y10day] suondaoxy Jonpoid 7T 1707 L

yojeq ur umy
MON UMy

I ‘USAIOS “INULIJ
901A9( IndinQ 109708

s19joweIRd oYU

3a10doy suondadxy Jowoisn) 1 17°07°L

suondQ nepq 61°17°0T°L

s[oqe] ynejyo Arepdn
SINBJI( MIIA
panuyuod  13pedy Jnepd 81°1T°0C°L
UE NIET SwN| SwIN| NIET UE I8k d WIS 10
nuwdA uondQ nudA uondQ nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding

PAYT-WIS PAYT-Wp PAYT-PAE PAYT-pug ‘wd)] nudWIQqNS



634 User Guide — Trade Management

S|
nuwdA uondQ
[PAYT-YIS

S|
nudA uondQ
[PAYT-UMW

SOOUAILAY
SUOI}99[9S JoNpold
SUOI}09[ag Jowolsny)
SUOI}99[9S A1BPUOIIS

SMIIA J3png UONOWO.I UIBIUIEIA 6°7T 0T'L

SMIIA 193pNg T UIBIWIEIA §°TT°0T 'L

MIIA J[ES [BUIdIU] UIBIUIEI 9°TT°0T'L

MIIA Ado)

AIIA wre[) wing dwn' ureIUIRIN §°7T°07°L

MIIA Ado)

MIIA wre[) Yoeqig urejule]Al $°cc'0C’L

MIIA ISE] 9BAI)
MITA 158, AdoD

MITA ISeA [N
SMOIA IS8 MOIA

SUOI)O9[0g
1onpoId

SUOI}09[OS Jowolsn))
(pauyopaad) SduBUIUIBIA] MIIA UODOWOI] T°TT 0T L

(35E)) IULUNUIEIN MIIA UOHOWOI] ['TT0T'L

9oUueUdUIRI\l MIIA 22°02° L

SuId)| SWd)[ S| S| I8k d WIS 10
nuIA uondQ nudA uondQ nuwA uondQ nuw\ drLng ‘QuieN nudA ding
[PAT-PIE [PAYT-puyg ‘W) nudwWIgng



635

TrM System Map — 7.20.22 View Maintenance
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TrM System Map — 7.20.23 Utilities and Batch Processing
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TrM System Map — 7.20.23 Utilities and Batch Processing
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TrM System Map — 7.20.24 Systems Administration
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Accruals. When the company sets up and
confirms promotions and rebates, it is liable for
those defined commitments, and needs to
accrue for its liability because considerable
time may pass before customers submit claims
and the claims are processed. Accruals are the
moneys the company sets aside to meet those
claims against promotions and rebates that are
not off-invoice discounts. Promotion accruals
can be based on planned or actual sales figures;
rebate accruals are always based on actual
sales.

Accrual Methods. The methods for
calculating set-aside moneys to pay claims
against promotions and rebates. Accrual
methods for promotions include accrual by
planned or actual sales totals by period as well
as planned or actual sales by element of the
promotion, such as customer, product group, or
customer group by product.

Agreements. A trade discount that consists of
one or more promotions or rebates linked
together into a single structure. Its primary
purposes are to support contracts such as those
with medical buying groups and to run projects
such as new product launches.

Approval Security. Specifies the conditions
under which a staff member can approve a
claim or confirm a promotion (Status 5).

Glossary

Areas. The third structure in the TrM business
structures hierarchy, following divisions and
regions. Areas often reflect company
geographical or logical sales structures and are
attached to, or are covered areas for, one or
more regions. An area must be specified on all
budgets, promotions, and rebates. For TrM to
budget a promotion, there must be a promotion
budget with the same region-area combination
as the promotion. An area generally should be
specified for each staff member and customer.
Security can be based on staff region and area
assignments. For staff to add a promotion, the
promotion area and the staff area must belong
to a common region.

Bonus Stock. A promotion deal category
(BO). Refers to stock given away at no charge.
The category also covers free goods and
freebies. The stock may be delivered with the
original order or later after proof of sales.

Bracket Pricing. A promotion deal category
(BRK). Discount pricing is based on the
quantity of product ordered and an additional
discount is given when the customer picks up
the actual goods rather than having them
delivered.

Budgets. Budgets define and hold summarized
information on budgeted, planned, and actual
trade spend costs. Budgets also hold the
general ledger (GL) account and cost center
codes used for posting actual trade spend
expenses to the GL. There are five budget
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types: general ledger, promotion, rebate,
internal sales, and sales budgets. Promotion,
rebate, and internal sales planned expenditures
are matched against budgeted, or approved,
expenditures. The actual amounts from
discounts, claims, and deductions are
compared to both the planned and approved
spend. Each budget channels costs to one GL
account and cost center. A rebate or an internal
salesperson is linked to only one budget and,
therefore, one GL account and cost center. A
promotion is linked to a budget, and, therefore,
a GL account and cost center, for each
customer-product combination. Sales budgets
track both promoted and non-promoted sales
transactions, rather than just promoted sales
transactions.

Bulk Change. When a change is made to a
record in TrM, such as a customer group or
product group record, the bulk change function
makes it possible for that change to be
automatically reflected in transactions and
other records that the change has bearing on.
For instance, when a customer is added to a
customer group, they can then be added to all
promotions and rebates for that customer group
using the bulk change function. There are two
types of bulk change: the interactive bulk
change, which is automatically generated by
the system if the Bulk Change field in the
control file is set to Yes, and the user makes
changes to customer, customer group, user-
defined Group, product, or product group
records; and the batch bulk change, which is
set up by the user and which changes both the
designated master record and any associated
transactions. Batch bulk changes can have
dates set on them by the user so that the change
takes place at some point in the future rather
than during the next batch run.
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Business Structures. For a company, the four
TrM business structures—division, region, area,
and zone—can be set up to reflect the operating
unit, line of business, sales, budgeting,
reporting, or currency requirements of the site,
or a combination of these aspects. The first
three structures are hierarchically related;
divisions have covered regions, regions have
covered areas. Within a division, zones can cut
across regions and areas.

Buying Base. Specifies whether the pattern
determined by the buying code should spread
over the buy-in dates or the retail dates.

Buying Code. The pattern used to spread
product volume over the period of a promotion
in each included deal category. The buying
code consists of seven weighted values that
determine how the product volume will be
distributed, or spread, between the dates
defined by the buying base. For example, to
spread the volume evenly over the period of the
promotion, an equal value would be entered for
all seven weights, while the buying code for
another promotion, such as a lump sum
promotion, might have all of the product
volume concentrated on the last weight value
so that the entire promotion volume would be
represented in the period in which the
payments to customers would be made.

Claims. A TrM transaction that records or
initiates a payment to a customer based on a
promotion discount. TrM processes all
promotional discounts that are not taken off
invoice as claims. Claims represent the actual
costs of promotions, as opposed to budgeted or
planned costs. Customers can inform the
manufacturer of their claim against a
promotion by invoice, by structured advice, or
by deducting the claim value from their
payment to the manufacturer. For security
purposes, users can specify the maximum



number of claims allowed against a promotion
as well as the maximum claim value
(individual and cumulative) a staff member can
approve against a promotion.

Clashes. Situations where there are concurrent
promotions for a product in the same division
and region. When prompted by the user, the
system checks for clashes on the promotion
that is currently in the process of being added
or edited and, if there are clashes, displays or
prints a list of clashing promotions. Users
specify how TrM resolves clashes.

Consumer. The consumer purchases from the
retailer, the distributor, or the internal
customer. The consumer uses, or consumes, the
manufacturer’s products. Not to be confused
with the customer, or sold-to customer, who
purchases goods from the manufacturer and
pays the invoice.

Coop In Lieu. A promotion deal category
(CIL). Also known as in-lieu moneys. Refers to
lump sums funded from unpaid rebate moneys
that are spent on discounts. The values entered
are not posted to the general ledger but are
displayed to show where rebate moneys are
being spent. This deal category is used for
reporting and record-keeping purposes.

Cost Centers. Cost centers gather information
for reporting across multiple GL accounts or
sub-accounts. For example, a Trade Spend cost
center could gather and report information
from both the Trade Expenses and Trade
Accruals accounts. Cost centers must first be
set up in MFG/PRO in Cost Center Code
Maintenance (25.3.20) and then, by division, in
TrM.

Costing Method. The method for populating
the cost field on a division product record. The
division record sundry parameters holds the
costing method; there are two. Method C: The
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value is taken from the standard cost set on the
item-product’s default site record when the
product is added to a promotion or when the
Cost Flex program runs. Method T: Requires
the Cost Management module. When the
product is added to a promotion, the value is
taken from the standard cost set on the item-
product’s default site record. When the Cost
Flex program runs, products are recosted
according to a cost set specified on the
divisional product record.

Coupon. A promotion deal category (CU). The
customer claims the discount based on coupons
as sales evidence.

Customer. In TrM, customer refers to an
intermediary between the manufacturer and the
consumer that purchases goods from the
manufacturer and pays the manufacturer’s
invoice. Not to be confused with the consumer.

Customer Group. A customer type in TrM; a
grouping of customers that is recognized in the
real world, that is, outside of TrM, that the
manufacturer regularly does business with. In
the food service industry, these are brokers; in
the retail industry, they are chain stores; in the
medical industry, they are buying groups. Each
customer must be attached to at least one
customer group.

Customer Profiles. A set of up to nine
attributes or characteristics called Customer
Profile 1 through Customer Profile 9, for which
users define the valid values and assign these
profile values to customers. Customers who
exist in multiple divisions can have a different
set of profile values in each division. Profiles
can be used as selection and reporting criteria
in several different areas of the program,
including user-defined group templates, rebate
customer selection, budget matching
parameters, and various reports and views.
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Customer Types. Categories of customers
based on the various direct and indirect
relationships between the manufacturer, the
customer, and the consumer. The TrM
customer type is the same as the promotion
group on the MFG/PRO customer record.
Customer types include direct customers,
indirect customers, customer groups, and
internal customers. Direct customers buy from
the manufacturer and sell to the consumer.
Distributors buy from the manufacturer and
sell to indirect customers who, in turn, sell to
consumers. Internal customers are a
manufacturer’s sales personnel who use stock
for field samples or replacement goods.

Customization. TrM menus, screen titles, and
field labels can be customized to reflect site-
specific or user-defined structures, such as
user-defined codes, customer profiles, and
product profiles.

Deal. The sum of the financial aspects of a
promotion. Each deal is identified by a deal
code. Deals can consist of anywhere from one
to four deal types. Each deal type has two
parts: the deal category and the pricing method.
Deal categories cannot be repeated in a deal,
but pricing methods can be repeated as often as
necessary. For example, OI$CUS (off invoice
dollar, coupon dollar) is a valid deal while
OISOIN (off invoice dollar, off invoice net) is
not.

Deal Categories. The class of promotion
discount, for example, off invoice, coupon, or
free goods. Pairings of deal categories and
pricing methods form deal types, which in turn
are the building blocks for deal codes. A deal
category can be used only once in a deal; for
example, OI$CUS$ (off invoice dollar, coupon
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dollar) is a valid deal while OI$OI1% (off
invoice dollar, off invoice percent) is not.

There are 11 TrM-defined deal categories:
bonus stock, bracket pricing, coop in lieu,
coupon, deferred claim, general expense, lump
sums, merchandising, off invoice, quantity
breaks, and retail claim.

Deal Codes. The code identifier for a deal,
consisting of up to four deal types. Deals are
specified on promotions by deal code.

Deal Types. Pairings of deal categories and
pricing methods; for example, off invoice-
dollar off, off invoice-percent off, or coupon-
dollar off. A promotion deal, identified by a
deal code, is comprised of a combination of up
to four deal types.

Deferred Claims. A promotion deal category
(DC), also known as billback, chargeback, or
post-billed. The discount is claimed from the
manufacturer after the event. If there are only
wholesale or both wholesale and retail
components on the promotion, the deferred
claim discount is taken off the wholesale
component.

Direct Customer. A customer type. The direct
customer buys goods directly from the
manufacturer and sells them to the consumer.

Division. The first structure in the TrM
business structures hierarchy, followed by
regions, areas, and zones. Divisions are
primarily used to support multiple operating
units, or logical categories of activity in a
company, also known as lines or channels of
business, such as food services and retail
divisions, or to support the use of multiple
currencies within a company, since each
division is limited by the system to one
currency for all deals, claims, payments, and so
on . Divisions can have multiple and
overlapping regions; for example, a national
region might overlap north and south regions.



Financial Periods. Segments of the TrM
financial calendar that can be opened or closed
to permit or prohibit processing financial
transactions, such as posting to the general
ledger, within that period. Financial periods
can be designated as either closed, open, or
inactive. Generally, past periods are designated
as closed, current periods are open, and future
periods are inactive. All divisions must have
the same number of financial periods,
determined in the same manner; that is, one
division cannot have 12 periods and another
have 13. The TrM financial periods are
maintained separately from the MFG/PRO
general ledger periods; however, for a
transaction to be posted, both the TrM and
MFG/PRO periods must be open.

General Expense. A promotion deal category
(GE). Refers to lump sums paid toward
activities not generally covered by other lump
sum payments such as trade show fees and
annual golf tournaments.

GL Accounts. TrM uses GL accounts to track
expenses and accruals. Parallel GL accounts
must be set up first in MFG/PRO and then in
TrM.

GL Budgets. GL budgets specify valid GL
account and GL cost center combinations by
division. Each GL budget summarizes data for
posting to the GL accounts. A GL budget is
required for each of the three areas of budgeted
trade spend: promotions, rebates, and internal
sales.

GL Periods. Segments of the MFG/PRO
general ledger calendar. If a GL period is
closed, TrM transactions cannot be posted to
the general ledger, even if the appropriate TrM
financial period is open.
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Indirect Customer. A customer type. When a
manufacturer sells to a wholesaler or
distributor, who in turn sells to a retailer who
then sells goods to consumers, the retailer is
the manufacturer’s indirect customer.

Internal Customer. A customer type. Internal
customers are employees of the manufacturer,
for instance, salespeople who supply goods
directly to retailers and distributors to replace
damaged stock or promote good relations.

Internal Sales. Refers to stock given or sold to
internal customers, primarily salespeople who
then distribute stock to retailers and
distributors for a variety of reasons, but can
also include other internal transactions such as
lunchtime staff sales.

Invoices. Invoices for goods sold or
distributed must be created in MFG/PRO
automatically by shipments or manually using
Pending Invoice Maintenance (7.13.1).
Loading invoices into TrM makes actuals
information available for a variety of purposes,
such as for budgeting and calculating rebates.

Lump Sums. A promotion deal category
(CSM). The manufacturer pays the customer
lump sums of money not based on the volume
of product sold (although the agreement
beforehand as to the amount may originally
have been set with regard to volume). This
money may be used for various purposes, such
as cooperative advertising (coop), shelf space
(slotting), or retail promotions (straight
money).

Merchandising. A promotion deal category
(ME). Lump sums are applied toward
merchandise not necessarily related to the
product sold, such as hats, tee shirts, point-of-
sale displays. This deal category is not used in
the current release.
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Modifiers. Ten user-defined fields, which,
along with the four promotion user-defined
codes, can be used to group and identify
promotions. Modifier values can be text or
numeric; unlike the user-defined codes, values
can be free-form or they can be validated
against a user-defined table of codes. Modifiers
differ from user-defined codes in several other
ways: they cannot be entered as budget
parameters; they do not display on the
promotion header, but instead are added and
edited on a separate pop-up screen; and if there
are programs attached to them, they will
always run upon add and edit of the code.

Number Ranges. The number sequences that
the system uses to numerically identify TrM
transactions, such as promotions and rebates as
well as documents such as price lists and
claims.

Off Invoice. A promotion deal category (OI).
The discount is taken and shown on the invoice
subtracted from the invoice total.

Owner. The TrM staff member who is the
designated manager of a transaction or user-
defined group. Designation of owner on
transactions and groups in TrM is used mainly
for security purposes. Owners always have
access to their transactions or groups,
regardless of other security limitations such as
region or area, and security may be configured
in such a way that a user must be the owner of
a transaction or group in order to use or access
it. Owner is a mandatory field on some
transactions, including promotions and rebates.
The default owner for a transaction or group is
the user entering the values. Owner can also be
an element in a budget method. Contrast with
responsibility.
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Pricing Method. The means by which the
system calculates the discount for a deal
category. There are four pricing methods:
dollar off, percent off, net price, and markup.
Pairings of pricing methods and deal categories
form deal types. In contrast to deal categories,
there is no limit on the number of times that a
pricing method can be used in a deal. For
example, OI$CSMS$ (off invoice dollar, lump
sum dollar) is a valid deal type while
DC$DC% (deferred claim dollar, deferred
claim percent) is not.

Product. Product is the most basic level of
goods at which TrM calculates a promotion,
rebate, or internal sale. The generic and
divisional product records contain information
such as units of measure, conversion factors
relevant to units of measure, costs and prices,
and 20 free-form text fields. Divisional product
records also hold the product group and
product profile information. Each TrM product
must first be entered as an MFG/PRO item. In
addition, all items must be assigned to an
MFG/PRO product line.

Product Groups. In every division, each
product must be assigned to one and only one
product group. Product groups can be assigned
to more than one division, if required. TrM
product groups are linked to individual
products by entering the group code in the
promotion group field on the corresponding
MFG/PRO item record.

Product Lines. All products in TrM must be
assigned to an MFG/PRO product line,
designated in Product Line Maintenance
(1.2.1), for planning and accounting purposes.

Product Profiles. A set of up to nine user-
designated product characteristics used to
describe and categorize products. Users define
the valid values for the profiles and assign
profile values to products. Products that exist



in multiple divisions can have a unique set of
profile values in each division. Profiles can be
used as selection criteria for promotions and
rebates, budget matching parameters, and for
reports and views.

Promotion Groups. In MFG/PRO the
customer, item, and supplier master files all
contain a promotion group field. Field values
for promotion group on the customer and item
records are identical to the values for TrM
customer type and product group. In order for
customer and item records created in
MFG/PRO to be used in TrM, the promotion
group field on the MFG/PRO record must
contain a valid value.

Promotion Levels. The customer and product
promotion levels, set on the promotion header,
govern how customers and products are added
to new promotions as well as how they are
added to or removed from existing promotions.
Promotion customer levels are: region, zone,
customer group, user-defined customer group,
and customer. When customer level is region,
zone, or customer group, and there are
customer changes in any of these structures;
that is, customers are added to or removed
from a region, zone, or customer group
included in a promotion, and the Bulk Change?
field is set to Yes in the Control File, bulk edit
automatically adds and deletes customers from
promotions in accordance with those region,
zone, or customer group additions and
deletions. When customer level is a user-
defined customer group or customer, customers
must be added to or removed from promotions
manually; they cannot be added or removed
using bulk edit. Product levels are: product
group, all products, specific products, and
product. When product level is product group,
there are changes in a product group included
in the promotion, and Bulk Change? is Yes in
the control file, Bulk Edit updates the
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promotion with those product additions and
deletions. When product level is product, all
products, or specific products, products must
be added to or removed from promotions
manually; they cannot be added or removed
using bulk change.

Promotions. Generally short-term, temporary
trade discounts.

Quantity Breaks. A promotion deal category
(VI). Discount pricing is based on the quantity
ordered: the greater the quantity, the greater the
discount.

Rebates. Trade discounts based on long-term
product purchasing.

Regions. The second structure in the TrM
business structures hierarchy, after divisions
and followed by areas and zones. Regions
often reflect a company’s geographical or
logical sales structures. Regions in a division
can overlap; for example, a national region
overlapping north and south regions. A region
must be specified on all budgets, promotions,
and rebates. For TrM to budget a promotion,
there must be a promotion budget with the
same region-area combination as the
promotion. A region is generally specified for
each staff member and customer. Security can
be based on staff region and area assignments.

Responsibility. The TrM staff member who is
designated as the secondary manager, after the
owner, of a transaction such as a promotion,
rebate, or claim. Users who are designated as
responsible are likely to be those who create
the transactions, in contrast to owners, who
who generally authorize them. Responsibility
is not available as a budgeting parameter; its
main purpose is to enable rapid identification
of promotions requiring approval and thus
speed the approvals process. If a promotion is
moved to Status 5 and fails to pass the
approvals check, it is set to Status 4 and the
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responsibility is changed to the responsible
user’s promotion approvals manager.
Transaction add and access security can also be
based on responsibility and ownership.
Contrast with owner.

Retail Claims. A promotion deal category
(IN). The discount is claimed from the
manufacturer after the event, similar to the
deferred claim or billback category. If there are
both wholesale and retail components on the
promotion, or if it consists of only retail
components, this category is used for the retail
component, and the discount is based on the
retail quantity sold.

Salesperson. MFG/PRO salesperson records
are relevant to two TrM structures: customer
groups and internal sales. When a customer
belongs to multiple customer groups on a
promotion, the appropriate one for that sale is
designated in the Salesperson field on the
MFG/PRO sales order header. Two things are
required for using the customer group
designation in that field: S/Man CusGrps? must
be set to Yes in the Control File and a
corresponding MFG/PRO salesperson record
must be set up for each customer group. Entry
and processing of internal sales requires that
the TrM salesperson is also set up as an
MFG/PRO salesperson, as well as an
MFG/PRO user and customer. The term
salesperson as it is used in MFG/PRO is not to
be confused with the TrM term internal
salesperson.

Security. TrM maintains security on value
limits as well as access to functions, master file
data, and transaction data.

Spread Method. The method by which the
product volume for a deal category is split
across customers for the duration of a
promotion. Spread method is specified on the
deal category record and defaults to individual
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promotions. Volumes can be split by one of
three methods. Product volume can be
distributed evenly across all customers. Some
customers can be allotted more product than
others, due to size or some other factor. The
third method of spreading volumes is by taking
into account past sales figures.

Staff Members. Those who have been defined,
with a staff record, as TrM users. All TrM staff
members must first be set up as MFG/PRO
users. Staff member user codes can represent
individuals or groups. Group IDs, such as Sales
Manager, rather than actual names, are
recommended since they allow for employee
turnover and changes in staff positions without
making it necessary to update staff records.

Status. The status for any individual
promotion, rebate, budget, agreement, or claim
indicates its stage in the transaction life cycle.
Financial period status indicates whether or not
that period is available for activity.

Stock Location. In TrM, stock locations hold
stock allocated to an internal salesperson by
processing invoices for the product being
allocated against an internal sales price list.
Processing an internal sale removes stock from
the salesperson’s location.

Supplier. In order to make payments of
promotion and rebate moneys to customers,
TrM generates vouchers to MFG/PRO.
MFG/PRO makes payments to suppliers; to
receive payments, customers must be linked to
suppliers. Claiming customers with
corresponding customer records in TrM and
MFG/PRO can either be linked to specified
suppliers or paid through a generic supplier
specified in the MFG/PRO Vendor field in
division claim parameters. Use of individual
suppliers is more practical when there are
frequent, regular payments to the customer,
while generic suppliers are often used when the



payments are less frequent. The previously
defined individual supplier is noted on the
customer record. A generic supplier, known as
the Miscellaneous Supplier, is specified as a
claim parameter for each TrM division. The
generic supplier is a better choice if payments
are infrequent. Claimants without
corresponding customer records in MFG/PRO
and TrM are paid through the generic supplier.

Trade Discounts. The means of promoting
sales to a manufacturer’s customers, the
intermediaries between manufacturers and
consumers, rather than to consumers. The three
types of trade discounts in TrM are short-term
incentives (promotions), long-term incentives
(rebates), and negotiated contracts
(agreements).

Trade Spend. The money spent by a
manufacturer to promote sales to members of
the distribution channel rather than to
consumers. Distribution channel members
include distributors, retailers, buying groups,
brokers, and so on.

Transactions. Structures that reflect TrM day-
to-day activities, for example: promotions,
rebates, posted claims, internal sales, invoices,
agreements, bulk changes, and so on.

Units Of Measure. Definitions of product
groupings used for counting; for instance, case,
crate, each, and so on. Used for various
purposes, such as pricing, stocking, retail, and
forecasting.

User-defined Code (UDC). Each user-defined
code consists of a set of values entered by the
user, which can then be designated on
promotions, rebates, agreements, and budgets.
These codes have up to three functions: to
classify transactions into site-specific groups
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for viewing and reporting, to act as matching
parameters for budgets and promotions, and to
optionally link transactions to site-specific
programs.

User-defined Customer Groups. This is not
a grouping that exists outside of TrM; rather, it
is a group of customers linked together by the
user based on internal criteria. The group is
defined using a template of user-selected
parameter values, and customers who match
the template can then be automatically attached
to the group by the system. User-defined
groups can be used as selection and reporting
criteria in many different areas of the program.
User-defined customer groups are not to be
confused with customer groups.

Users. TrM users must be set up as MFG/PRO
users and TrM staff members.

Volume. The expected quantity of a product
that will be sold under a promotion. The value
entered on a promotion is for all customers
across the entire period of the promotion. The
spread method for each deal category
determines how the volume is spread across
promotion customers. The buying code and
buying base together determine how the
volume is split across the period of the
promotion.

Zone. The fourth structure in the TrM business
structures hierarchy, following divisions,
regions, and areas. The main purpose of zones
is to reflect business structures other than the
generally geographic structures represented by
region and area. To this end, zones can be
assigned independent of region or area to
create separate, alternate groupings, or they can
be assigned to regions and areas, and thus
become the last level in a three-tier business
structure hierarchy. Use of zones is not
mandatory in TrM.
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view for claim reference 577
view for customers 577
view for payment reference 578
views 634
copy claim views 634
edit deal 544
bonus base 611
bonus break type 611
bonus stock 452, 645
claim limit setup 126
edit deal 546
bonus stock transactions
examples 60, 61
Line Pricing field and 56



processing 59
bonus terms 611
bonus types 612
bonus units of measure 199
bracket pricing 645
budgeting
errors report 636
messages, view 546
methods 617
budgets 645
adjusted value program 284, 287
agreements
update 567
view 567
by region 131
codes 617
components 216, 645
concepts 214, 645
copy 517, 638
copy, batch 638
deal groups 295
division 233
general ledger 216, 516, 518, 645
approve 598
batch reports 638
check details 638
create 242, 598
reaccumulate 639
spreads 598
views 634
internal sales 216, 514, 645
approve 601
create 601
view 593
views 634
methods 617
non-promotion 514, 645
batch run 636
generate 598, 636
overflow, update 594
promotions 216, 517, 645
approve 594
attach 367, 545
batch reports 638
check details 638
create 244, 594
customers update 594
impact summary 553
products update 594
reaccumulate 518, 639
regenerate 514, 636
reports 596

Index 657

reports, batch 596
reset 595

spread 553
spreads 549, 553

generate 594
update 594

View 594

strip menu 552
summary 549, 552, 597, 635
summary, print 553
summary, view 561
transfer 596
views 597, 634
rebates 216, 645
approvals 252, 406
approve 599
attach 569
batch reports 575, 600
create 251, 598
parameters 240
reports 600
spreads 598
spreads, change 570
summary 570, 601, 635
summary, view 572
transfer 600
view summary 573
views 600, 635
reorganize 517, 638
reorganize, batch 638
report codes 235, 617
sales
approve 594
create 248, 594
security 70, 630
setup
algorithms 226, 617
basic flags 617
customer parameters 236, 617
customer use flags 228, 617
element use flags 228
methods 226, 238, 617
parameters for promotions 617
parameters for rebates 617
product parameters 237, 617
product use flags 229, 617
promotions parameters 232
summary fields 239, 617
user-defined codes 231
spreads 517
spreads, check 639
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turnover 233
types 216,227,617, 645

user-defined codes 235, 302, 609, 614, 618

utilities 516, 638
value splitting program 127
views
messages 367
promotions 254
bulk changes 506, 646
batch run 606
create 605
customer groups 190
divisional 185
predefined 186
when effective 190
edit 605
edit dates 605
product groups 209
run updates 605
security 70, 630
types 620
view events 605
business flow 25
business structures 646
buy-in dates 265, 318
buying base 646
deal categories, and 283, 287
volume spread, and 276
buying codes 306, 646
change in promotions 545
deal categories, and 283, 287, 646
setup 306, 611
volume spread, and 275, 646

C
calculation units 382
chargeback 452, 648
claim reference
view
billback claims 577
claims 589
coupon claims 581
free goods claims 584
general expense claims 580
indirect claims 586
lump sum claims 552, 590
merchandiser claims 582
claims 646
accruals and 431
approvals 454, 631
billback 453
approve 577

FIQAD

edit 551
generate 577
post 577
reset 577
reverse 577
security 630
update 577
views 634
by customer

coop (lump sum) transactions 560, 565

deferred transactions 560, 565
by deal category 548
by owner
by deal category 559
coop (lump sum) transactions 558
deferred transactions 558
by product

coop (lump sum) transactions 560, 565

deferred transactions 560, 565
by promotion

coop (lump sum) transactions 547, 549

deferred transactions 547, 549

print 553

review 550
concepts 451, 646
copy billback views 634
copy lump sum views 634
coupons

approve 580

edit 552

generate 580

post 580

reset 580

reverse 580

security 630

update 580

view 581
dates

claim 453

general ledger 453

payment 453
defaults by deal category 285
division parameter setup 126
free goods

approve 584

create 584

edit 552

generate 584

post 584

reset 584

reverse 584

security 630



update 584
view 584
general expense
approve 579
edit 552
generate 579
post 579
reset 579
reverse 579
security 630
update 579
indirect
approve 586
change tax detail 587
create 586
edit 552
generate 586
post 586
reset 586
reverse 586
security 630
update 586
view 586
limits 126, 646
defaults by deal category 607
defaults by division 631
limits by deal category
per claim 285, 287
per customer 285, 287
limits by promotion
customer 352
overall 352
lump sum 452
approve 551, 590
change tax detail 552
create 590
edit 551
generate 590
post 551,590
reports 592
reports, batch 592
reset 590
reverse 590
security 630
update 590
view 551
views 634
merchandiser
approve 582
post 582
reset 582
reverse 582

Index 659

update 582
view 582
parameters 126
processing 466
promotion close 285, 287
security 70, 646
setup
access security 462
approval levels 463
deal categories 458
defaults 285
division parameters 458
GL accounts and cost centers 460
promotions 460
security 461
types 461
types 452,616
view
by claim reference 589
by claiming customer 589
by customer group 588
by divisions 589
by payment reference 589
by promotion 588
by promotion customer 588
by regions 589
views 472
clash codes
division 124
setup 307
clashes 276, 647
batch check 553, 554
codes setup 611
dates and deal categories 284, 287
view 545, 550
view reports 360
views 491
code file listings 503
codes
See also, user-defined codes
agreement status 611
agreements 611
budget types 617
claim types 616
clash 307
cost sets 95
currencies 94, 621
customer types 624
deal 264,281, 543, 607
discount sequences 113
discount types 118
file listing 643
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free goods 611

general code types 621

general codes 94

languages 622

modifiers 608

next action 296, 611

number ranges 93, 103

payment 623

price lists 95

promotion status 611

rebate calculation base 613

rebate status 615

rebate tax rule 613

status 309

tax class 623

tax status 95

units of measure 94

user-defined 270, 272, 301, 319
color templates 643
commit value 352
compile lists 513
concepts

accruals 431

agreements 414

budgets 214

claims 451

clashes 276

customer groups 159

customers 272

data groups 69

deal categories 260

deal codes 264

deal types 263

deals 281

divisions 68, 121

internal sales 477

owners 265

pricing methods 262

product groups 195

products 270

promotion levels 267

promotions 260

rebates 375

regions 129

responsibility 265

security 66

security profiles 67

status, promotions 264

user-defined codes 270, 272

user-defined customer groups 160

zones 132
concurrent. See clashes.

FIQAD

consumers 647
control file
approval flags 101
customer profiles 91, 97, 621
financial periods 92, 98, 621
incremental values 99, 621
interface flags 102, 621
product profiles 91,97, 621
setup 90
user-defined codes 92, 99, 621
coop 452, 647, 649
claim limit setup 126
coop. See lump sum
copy
billback claim views 634
budgets 517, 638
fast view 634
lump sum claim views 634
Options menu (F9) items 641
promotions 366, 370, 545, 554
rebates 569
cost centers 647
accrual 430
deduction 460
divisions 112
general ledger 112, 622
tax credit 460
cost of sale discounts 16
cost price 200
cost sets 95, 200, 622
costing 647
costing methods 647
costs
by divisions 628
control 14
product 14
view agreement summary 567
view for product 546, 547, 548, 549, 557, 558, 559,
560, 564, 565
coupons 647
claim limit setup 126
claims
approve 580
edit 552
generate 580
post 580
reset 580
reverse 580
security 630
status 580
update 580
view 581



view for claim reference 581
view for customers 581
view for payment reference 581
edit deal 544
create
accruals 438
agreements 420
budgets
general ledger 242
promotions 244
sales 248
promotions 316
rebate budgets 251
rebates 392
cross references
load files 512
source files 512
currencies
codes 94, 621
division 121
custom programs, approvals 123

customer claim limits by deal category 285, 287

customer groups 17, 19, 647
by zone 133
concepts 159, 647
customers on promotions 325
divisions
associated customers 184
setup 182
generic
associated divisions 181
generic, setup 179
master files 632
member lists 160
predefined
bulk changes 186
promotions, add/delete 544
rebates 570, 571, 572, 573
sales order entry 159
selection through profiles 193
setup
divisions 182
generic 179
summary, promotion 547
view
by product groups 547, 558
promotion history 550, 556
summary 558
view claims 588
vs MFG/PRO analysis groups 158
customer levels, edit 348
Customer Maintenance 45, 48

Index 661

customer profiles 97, 157, 173, 176, 647
control file 91
predefined customer group templates 188
customer promotion level 543, 607
customer types 17, 43, 648
customers 163, 647
as suppliers 165
concepts 272, 647
direct 18
division, setup 167
divisional
options 169
setup 170
edit in promotions 356
exceptions batch report 633
generic, setup 164
groups 19
indirect 18
internal 19, 479
levels 267,297,319
master file 628
on sales transactions 56
overall statistics 545
overall volume 545
parameters for budgets 236
product statistics 545
product volume 545
product volume spread 273, 275
profiles 157,193, 624
codes 173
setup 176
promotion budgets, update 594
promotion deal statistics 544
promotion deal volumes 544
promotions, on
add/delete 544
by customer groups 325, 542
by individual 329, 542
by region 320
by user-defined groups 327
by zone 322
rebates 398, 570, 571, 572, 573
setup 45, 48
division 167
divisional 170
generic 164
summary, promotion 549
tax status 166
type codes 624
types 17
user-defined customer groups, generate for 189
view
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billback claims 577
by customer groups 547
by product groups 546
by products 548, 557
by promotion 549
coupon claims 581
free goods claims 584
general expense claims 580
indirect claims 586
lump sum claims 552, 590
merchandiser claims 582
promotion history 550, 556
summary 560
volume weighting 273
customization 648

D

data flow 54, 62
data groups 632
by division 125
concepts 69
security 69
database field maintenance 641
dates
accrual 431
claims 453
clash 284, 287
promotions 264
buy-in 265, 318
edit 345
extending 515
retail 265,318
promotions, extend 637
rebates
anniversary 378
from, to 377
review 378
deal amount types 607
deal and pricing workbench
edit 353
deal categories 260, 648
claim defaults 285
claim limit defaults 607
claims, by 548
edit defaults in promotions 351
maintenance 607
setup 282
claim parameters 458
divisional 286
generic 283
groups 295
spread method 287

FIQAD

summary, promotion 548
view summary 559
volume spread method 276
deal codes 264, 281, 319, 543, 648
associated deal types 292
change 607
concepts 264, 648
deal group levels 291
edit 346
full screen displays 294
maintenance 607
scrollers
descriptions 294
format setup 293
setup 289, 607
deal groups
budgets 295
deal categories, in 284
levels 291, 296
maintenance 607
setup 295
deal types
concepts 263, 648
deal codes, associated with 292
edit in promotions 352
maintenance 607
setup 288
deals 281,319, 648
alternate pricing program 128
edit
billback 544
bonus stock 546
coupon 544
free goods 544
general expense 544
lump sum 338, 544
off invoice 336, 544
retail 544
edit for promotions 334
selection through profiles 193
targets, edit by totals 340
deductions
GL account and cost center 460
processing 467
default header 632
default options 633
defaults
by staff identifier 86
division 124
deferred claims 452, 648, 652
views 488
delete



promotions 515
delete promotions 366
develop trade spend plan 27
direct customers 17, 18, 648
discount categories
cost of sale 16
structural 16
trade 16
discount sequences 623
discount types 623
discounts 14
categories 15
sequences 113, 124
types 118
divisions 646, 648
agreement parameters 631
agreements 415
approval managers 631
approval programs setup 631
areas and 132
budgets 233
claim limit defaults 631
claims
limits 126
parameters 126
clash codes 124
concepts 68, 121, 648
cost centers 112
costs, product 628
currency 121
customer groups, associated with 181
data groups 125
deal category setup 286
defaults 124
discount sequences 124
entity 123
master file records and 42
master file security 68
master files 631
options setup 123
product groups, associated with 208
regions and 131
sales structure support 121
sales transactions and 57
security by 68
setup 121, 122
agreement parameters 128
approval programs 128
claim parameters 458
header 123
notes 128
programs 127

Index 663

rebate parameters 129
suppliers 151
units of measure 125
view claims 589
document types 622
DR/CR memos 64

E
edit
billback claims 551
billback deals 544
bonus stock deals 546
coupon deals 544
coupons claims 552
deal targets by totals 340
free goods claims 552
free goods deals 544
general expense claims 552
general expense deals 544
indirect claims 552
internal sales 592
internal sales lines 592
lump sum claims 551
lump sum deals 338, 544
off invoice deals 336, 544
promotions 341, 543
accrual method 352
alternate reference 350
customer levels 348
customers 356, 544
dates 345, 543
deal and pricing workbench 353
deal category defaults 351
deal codes 346
deal types 352
deals 334
financial details 543
header 344
modifiers 358, 545
notes 359
owner/responsibility 543
owners 347
price list details 350
product groups 357
product levels 348
products 357, 544
regions 346
responsibility 347
rules 342
strip menus 342
user-defined codes 349, 543
volumes 545
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rebates 569
breaks 569
customers 569
financial details 569
products 569
retail deals 544
user-defined customer groups 189
effective selling price 14, 15
evaluate trade spend plan 27

F
field labels, setup 498
file unlock 636
files, unlocking 511
financial periods 113, 649
control file 92, 98
descriptions 113, 623
generate 623
open and close 113, 117, 623
find functions 499, 643
flows
create promotions 316
general business 25
TrM business 26
follow-up days 352
free goods 452, 645
claims
approve 584
create 584
edit 552
generate 584
post 584
reset 584
reverse 584
security 630
status 584
update 584
view 584
view for claim reference 584
view for customer 584
view for payment reference 585
codes 611
edit deal 544
freebies 452, 645
full screen displays 294

G
general code types 621
general codes 94
general expense 649
claims
approve 579

FIQAD

edit 552

generate 579

post 579

reset 579

reverse 579

security 630

status 579

update 579

view for claim reference 580

view for customers 580

view for payment reference 580
edit deal 544

general expense types 304
linked to general codes 305
setup 304
general ledger

account codes 622
accounts 112,431, 649
budgets 216, 649

approve 598

check details 638

create 242, 598

detail 516

reaccumulate 518, 639
claims dates 453
cost centers 112, 622
deduction account 460
expense types 115, 622
MFG/PRO and 112
periods 649
promotion budget accounts 431
rebate account 431
setup 112
tax credit account 460
transaction types 115, 622

H
hierarchies
setup 158, 194
values maintenance 158, 194

|
implement
trade spend plan 27,211
TrM system 26
in lieu monies 452, 647
incremental values 99
indirect claims
approve 586
change tax detail 587
create 586
edit 552



generate 586
post 586
reset 586
reverse 586
security 630
status 586
update 586
view 586
view for claim reference 586
view for customer 586
view for payment reference 587
indirect customers 17, 18, 649
initialize system 636
Integrate with TrM field 40
interface parameters 511
interfaces
control file setup 102
TrM user 4
internal customers 17, 19, 649
internal sales 649
approve 592
budgets 514
approve 601
create 601
view 593
concepts 477, 649
create 592
edit 592
lines, view 593
post 592
security 70
setup
customers 479
stock locations 478
summary, view 593
transactions, view 593
update lines 592
invoice data 53
invoices 649
invoices, batch load 605, 640
Item Master Maintenance 48,49, 51
items
on sales transactions 58
setup 48, 51

L

language codes 622
language utilities 640
levels

customers in promotions 267,297, 319, 651

deal group 291, 296

products in promotions 269, 298, 319, 651

Index

limits
approval 71
claims 126
Line Pricing field 56
list price 14, 335
product, last resort 199
promotion deals, in 337, 339
lump sum 452, 649
claims
approve 551, 590
change tax detail 552
create 590
edit 551
generate 590
post 551,590
reset 590
reverse 590
security 630
update 590
view 551
view for claim reference 552, 590
view for customers 552, 590
view for payment reference 552, 591
views 634
copy claim views 634
edit deal 338, 544

M
main menus 641
margin 14, 336
hide in promotions 72
market development fees. See lump sum.
master files
customer 45, 48
customer groups 632
customers 628
divisions 631
item 48, 51
product groups 632
products 628
Promo Group field in 45
regions 631
staff 630
supplier 51,53
suppliers 630
user-defined customer groups 632
zones 632
menus
link programs 68
resequencing 511
security 66, 67
merchandiser

665
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claims
approve 582
post 582
reset 582
reverse 582
update 582
view 582
view for claim reference 582
view for customer 582
view for payment reference 582
merchandising 649
messages, maintenance 502
MFG/PRO
general ledger 112
price lists 125
product analysis groups vs TrM product groups 195
product groups vs TrM product groups 195
profiles vs TrM profiles 157, 193
promotion groups 651
salesperson 652
suppliers 150, 652
TrM interface 93
miscellaneous creditors 52
miscellaneous supplier 150
modifiers 650
add to promotions 331
codes 608
edit in promotions 358
parameters setup 302
setup 303

N
next action
codes 296, 611
view 563
non-promotion budgets 514
notes
add to promotions 330
division setup 128
edit in promotions 359
rebates 407
number ranges 93, 621, 650
setup 103

o
off invoice 650
off invoice, edit deal 336, 544
Options menu
copy 641
resequence 641
options menus
resequencing 511
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security 68
overflow budget, update 594
owners 650
edit in promotions 347
promotions 265, 319
user-defined customer groups 187

P

payment codes 623
payment methods
customer 167, 171
deal types, for 289
payment processing
AR credit memos 64
data flow 62
payment method 62
vouchers 62, 63
payment reference
view
billback claims 578
claims 589
coupon claims 581
free goods claims 585
general expense claims 580
indirect claims 587
lump sum claims 552, 591
merchandiser claims 582
payment terms 623
pickup price 645
planned spend, regenerate 636
post
internal sales 592
lump sum claims 551
promotion accruals 603, 621
rebate accruals 605
rebates run 604
post-billed 452, 648
predefined views 489
Price List Maintenance 55
price list prefix 41, 55
price lists 54, 55
alternate program 127
codes 95, 622
edit details in promotions 350
MFG/PRO and 125
selection 125
staff 601
prices
effective selling 15
list 14
retail 200
Pricing Control File 40, 41



pricing methods 262, 650
pricing units of measure
product 199
promotion deals, in 338
printer types 643
printers
setup 500
types 500
procedure types 499, 641
product 650
concepts 650
product groups 44, 650
bulk changes 209
concepts 195, 650
divisional 208
edit in promotions 357
generic 207
master files 632
products on promotions 333
promotion deals, in 337, 339
rebates 570, 571, 572, 573
selection through profiles 193
summary, promotion 546
view promotion history 551, 557
view summary 557
volumes on promotions 273
vs MFG/PRO product analysis groups 195
vs MFG/PRO product groups 195
product lines 650
product profiles 97, 650
control file 91
product promotion level 543, 607
products 197
all product promotions 514
concepts 270
divisional
setup 201
edit in promotions 357
exceptions batch report 633
levels 269, 298, 319
edit 348
margin in promotion 336
master files 628
parameters for budgets 237
profiles 157, 193, 625
promotion budgets, update 594
promotion deal statistics 544
promotion deal volumes 544
promotion deals, in 337, 339
promotions, on
by individuals 331
by product groups 333

Index

rebates 401, 570, 571, 572, 573
setup, division 201
spend in promotion 336
summary, promotion 548
view promotion history 551, 556
view summary 559
volume spread
across customers 273
over time 275
volumes in promotions 335
volumes on promotions 273
profile maintenance 641
profiles 42, 43,157, 193
customer codes 173
customer setup 176
customers 624
divisional 157,193
hierarchy value rules 158, 194
products 625
selecting deals, customers, products 193
TrM vs MFG/PRO 157, 193
uses 157,193
value maintenance 158, 194
value types 157, 194
program maintenance 641
programs
auto run 303
division setup 127
Promo Group field 49
promotion groups 651
promotion header
create 317
promotion levels 651
promotion life cycle 20
promotion methods
billback 23
bonus stock 24, 25
chargeback 23
deferred claim 23
free goods 24, 25
lump sum 24
off invoice 22
rebates 24, 25
promotions 651
accruals 431, 603
agreement linked 567
agreements, in 418
agreements, link to 361, 545, 567
all product 514
all products 637
approvals 267, 554, 631
attach to budget 367

667
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budgets 514, 517,518
approve 594
attach 545
check details 638
create 244, 594
impact summary 553
reaccumulate 639
regenerate 636
reports 596
spreads 549, 553
strip menu 552
summary 549, 552, 597, 635
summary, print 553
summary, view 561
transfer 596
views 254, 597
bulk changes
customer groups 185, 186
product groups 209
change buying codes 545
change status 515
clash dates and deal categories 284
clashes 276, 647
closing for claims 285, 287
concepts 260, 651
copy 366, 370, 545, 554
create 542
header 317
work flow 316
customer deal statistics 544
customer deal volumes 544
customer groups summary 547
customer level 543, 607
customers 272
by customer groups 325, 542
by individual 329, 542
by product groups 333
by region 320
by user-defined groups 327
by zone 322
edit 544
levels 267,297,319
summary 549
dates 264
buy-in 265, 318
edit 543
extend 637
extending 515
retail 265,318
deal categories 260
deal categories summary 548
deal codes 264, 289
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deal groups 295
deals 281,319, 334
delete 366, 515, 545, 637
edit 341, 543
accrual method 352
alternate reference 350
areas 543
customers 356, 544
customers, levels 348
dates 345, 543
deal and pricing workbench 353
deal category defaults 351
deal codes 346
deal types 352
display margin security 72
financial details 543
header 344
modifiers 358, 545
notes 359
owner/responsibility 543
owners 347
price list details 350
product groups 357
product levels 348
products 357, 544
regions 346, 543
responsibility 347
strip menus 67
user-defined codes 349, 543
volumes 545
zones 543
edit rules 342, 523
edit strip menus 342
financial details, edit 543
history, view 368
levels 267
life cycle 20
margin by product 72, 336
modifiers 303
add 331
parameters 302
modifiers, edit 545
notes, add 330
number ranges 93
owner/responsibility, edit 543
owners 265, 319
pricing methods 262
pricing workbench 611
print claims 553
product groups summary 546
product level 543, 607
product spend 336



product volumes 335
products 270
by individuals 331
edit 544
levels 269, 298, 319
summary 548
volume spread across customers 273
volume spread over time 275
volumes 273
regenerate planned spreads 513
reopen 365, 545
reports 554
audit trail 553
batch 555
customer groups 553
customers 553
product groups 553
products 553
transactions 553
reports, define 370
responsibility 265, 319
security 70
security levels 71
sequences 131
setup
claim parameters 460
reports 370
status 264, 309, 318, 362, 515
5to 6, batch 637
change 545
codes 611
templates 371, 554
test move to status 5 368
time lines 22
transaction types 611
unlock 513, 636
user-defined codes 270, 272, 319, 543, 609, 617
view 564
by owner 555
claims 588
claims by customer 588
responsibility 564
views 488, 489, 550, 562
budgets 254
clashes 491
customer group/product 562
customer group/product group 562
customers 562, 634
customers groups 562
customers/products 562
customers/products/dates 563
history 368, 491

Index

maintenance 634

product groups 562

products 562, 634

user-defined customer groups 562
volumes

edit 545

Q
quantity breaks 651

R
rebates 651
accruals 437
approve 605
generate 605
post 605
reset 605
agreements linked 567
agreements, in 418
approvals 409
approve 569
breaks 404
budgets
approvals 252, 406
approve 599
attach 569
create 251, 598
parameters 240
reports 600
spreads, change 570
summary 570, 601, 635
transfer 600
view summary 572, 573
views 600
calculation base codes 613
calculation scopes 613
calculation units 382, 613
change details 408
combination rules 613
combining rules setup 129
concepts 375, 651
copy 569
create 392, 569
customer groups
included 570, 572, 573
summary 571, 572, 573
customers 398, 570
included 570, 572, 573
summary 571, 572, 573
dates
anniversary 378
from, to 377
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review 378
delete 569
division setup 129
edit 569
breaks 569
customers 569
financial details 569
products 569
financial details 396
funding 378
notes 407
number ranges 93
parameters 129
product groups
included 570, 572, 573
summary 571, 572, 573
products 401
excluded 570, 572, 573
included 570, 572, 573
summary 571, 572, 573
reports, batch 575
run
approve 604
generate 603
post 604
reset 604
security 70
sequence 131
setup 381
calculation base 382
calculation scope 383
calculation units 382
combine rules 383
prerequisites 381
tax rules 384
types 381
user-defined codes 385
status codes 378, 615
structure 375
tax rule codes 384, 613
time lines 21
transaction types 613
types 376,613
user-defined codes 378, 609, 613, 618
view
owners 574
pay to customer 574
region/zone 574
user-defined codes 574
views 411, 572
regions 646, 651
areas and 132
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budgets and 131
concepts 129, 651
covered areas 631
customers on promotions 320
divisional customer groups 183
divisions and 131
edit 346
edit promotions 543
master files 631
promotion sequences 131
rebate sequences 131
setup 129, 130, 139
rebate sequence 131
template sequence 131
template sequences 131
transaction numbering by 130
view claims 589
report codes, budget 235, 617
report types 499
reports
agreements 568
customer exceptions, batch 633
define for promotions 370
general ledger, batch 638
lump sum claims 592
lump sum claims, batch 592
product exceptions, batch 633
promotion audit trail 553
promotion budgets 596
promotion budgets, batch 596
promotions 554
customer groups 553
customers 553
product groups 553
products 553
transactions 553
promotions, batch 555, 638
rebate budgets 575, 600
rebate budgets, batch 600
rebate listings 575
rebate summary 576
rebates 575
turnover summary, batch 568
types 643
responsibility 265, 319, 651
edit 347
retail claims 652
retail dates 265, 318
retail deal, edit 544
retail price, products 200
retail units of measure
product 94, 199
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promotion deals, in 338 default 67
retrospective discounts. See deferred claims. menu access 66
servicing fee 167,171
S settlement percentage 167, 171
sales budgets setup

approve 594
create 248, 594
sales channels 17
Sales Order Control File 40
sales transactions
bonus stock processing 58, 61
divisions and 57
item entry restrictions 58
overview 53
pricing 55
sold-to customers 56
screen titles
setup 498
scrollers
descriptions 294
formats setup 293
security
agreements 70, 417, 630
approval limits 66, 71
budgets 70, 630
bulk changes 70, 630
by area 71
by division 68, 71
by region 71
by staff identifier 66, 71
by zone 71
claims 70, 461
billback 630
coupons 630
free goods 630
general expense 630
indirect 630
lump sum 630
concepts 66
internal sales 70
levels 71
main menus 66
master file data
data groups 66, 69
divisions 66
promotions 70
rebates 70
strip menus 66
user menus 66
value limits 71
security profiles
concepts 67

agreement parameters 128
agreements 420
approval programs 128
areas 129, 140, 631
budgets
algorithms 226, 617
basic flags 617
customer parameters 617
customer use flags 228, 617
element use flags 228
methods 226, 238, 617
parameters for promotions 617
parameters for rebates 617
product parameters 617
product use flags 229, 617
promotions parameters 232
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claim parameters 126 work flow 39
header 123 zones 129, 132
options 123 slotting. See lump sum.
programs 127 spend, product by promotion 336
field labels 498 spread methods 652
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general expense type 304 budget 517
general ledger 112 regenerate 513
hierarchies 158, 194, 204 staff 652
Integrate with TrM field 40 approval limits 71
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stock locations 478 price list, generate 602
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master files 44, 53 security 66, 71
menus 66 status
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notes 128 concepts 652
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price list prefix 41 closed 365
Pricing Control File 40, 41 confirm 363
printers 500 finished 364, 365
product records 48, 51 planned 363
products reopen 365
division record 201 what-if 367
Promo Group field 45, 52 promotions 264, 309, 318
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promotions deal groups 295 change 545
rebate parameters 129 codes 611
rebate sequence 131 promotions edit 523
rebates 381 rebate codes 615
calculation base 382 rebates 378
calculation scope 383 strip menu 362
calculation units 382 test move to 5 368
combine rules 383 stock levels, view 592
prerequisites 381 stock locations 633
tax rules 384 stock locations, internal sales 478, 652
types 381 stocking units of measure 199
user-defined codes 385 straight monies 452, 649
regions 129, 130, 139 strip menus
Sales Order Control File 40 edit promotions 342
screen titles 498 security 67
security 66 setup 498
strip menus 498 status 362
supplier promotion groups 52 views 490
supplier records 51, 53 structural discounts 16
template sequence 131 Supplier Maintenance 51, 53
TrM base data 41, 44 suppliers
user-defined codes 609 claims 62
user-defined codes for promotions 301 customers as 165, 652
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MFG/PRO 150, 652
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miscellaneous creditors 52, 63
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setup 51, 53
TrM 150
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system administration
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color templates 501
color terminals 501
database fields 498
find functions 499
printer types 500
printers 500
procedure types 499
programs 498
report types 499
system messages 502
terminal types 501
transaction menus 498
system messages 502, 643
system, initialize 636

T
tax class codes 623
tax credits
account setup 127
cost center setup 127
tax rules 384
tax status
codes 95
customers 166, 171
products 199
taxes, internal sales setup 127
templates
promotions. 371
sequence 131
user-defined customer groups 187
terminal types 643
terminals
color 501
color templates 501
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time lines
billback promotion 23
coupon promotion 24
general promotion 22
lump sum promotion 24
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off invoice promotion 22
ongoing rebates 21
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rebate 21
trade discounts 16, 653
trade spend 653
trade spend plan
administer 27
develop 27
evaluate 27
implement 27, 211
transaction menus 641
transaction numbering by region 130
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™M
business flow 26
initializing 512
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MFG/PRO integration 93
suppliers 150
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deal 263,288,291, 352
discount 118
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procedure 499
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report 499
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views 488
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product 653
bonus 199
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forecasting vs pricing 199
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unlock
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security 68
user-defined codes 270,272,319, 617, 653
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