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Course Description

The Trade Management Fundamentals course covers the basic concepts, setup, and use of QAD’s
Trade Management. The course includes:

« Setting up the Trade Management system
- Setting up business structures, products, and customers
« Creating price lists, promotions, and promotion budgets

Course Objectives

By the end of this class, students will be able to:
« Describe the advantages of a trade management solution
Describe the distinctions between Trade Management and standard ERP structures

Setup Trade Management for a company
Build a budgeted trade-spend plan using Trade Management
Report on the effectiveness of a trade-spend plan against actual sales

Audience

This course is designed for:
« Implementation consultants and teams
- Sales and account managers

Prerequisites

A knowledge of ERP systems or business applications in general, and trade-spend planning
specifically, is recommended.

Course Credit and Scheduling

This course is worth 18 course credit hours and usually requires three days for instructor-led
training.

QAD Resources

If you encounter questions or problems on QAD Standard Edition (SE) software that are not
addressed in this book, several resources are available.

Product Help

All QAD products ship with integrated help systems. A properly installed QAD application will
display help when you press the Help key (F1), or access it through the menu. The help covers the
normal use of the product.

MQAD
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QAD Web Resources

The QAD website provides product and company overviews. The Print Solution option on the
opening page provides a means of compiling desired content into a document specialized to your
industry, business implementation, and needs.

http://www.gad.com/

From QAD’s main site, you can access QAD’s Learning or Support sites.

QAD Learning Portal for Training OpportunitiesTraining Guide — Trade Management

To view available training courses, locations, and materials, use the QAD Learning Portal. Choose
Learning under the Global Services tab to access this resource.

QAD Support for Product Documentation and the QAD Knowledgebase

To access release notes, user guides, installation and conversion guides by product and release,
visit the Support website. Support also offers an array of tools depending on your company’s
maintenance agreement with QAD. These include the Knowledgebase and direct links to QAD
Support experts.

Choose Support under the Global Services tab.

Any QAD customer can register for a QAD web account by accessing the Support 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.

MNQAD
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Trade Management Introduction

Introduction

- Course Overview

a Course Objectives

~ Course Benefits

a High-Level Course Topics
 Terminology

~ High-Level (system level) process map
~ Module-Level Process map(s)

~ Related Courses

- Summary

QAD Proprietary 2008-TrM-Intro-020

Because rigorous product cost controls are now so commonplace and successful in the
manufacturing and distribution segments of the supply chain, managing pricing activities is one of
the last, best ways to positively affect a company's profit margin by establishing effective selling
prices. Discount control systems, that is, pricing management systems, give companies a way to
address this largest uncontrolled cost.

One primary goal of any successful business is to sell at the optimal price, a price low enough to
capture all possible sales but high enough to produce the best possible profit margin. Arriving at
that effective selling price is the objective of a well conceived and managed pricing plan.

M QAD
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Business Issues

Business Issues
a Business Considerations
~ Role-To-Task
— Define roles and relate to process diagrams
— Link roles to tasks and to process diagrams
- Review section
~ Summary (at course level)

QAD Proprietary 2008-TrM-Intro-080

MNQAD
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Effective Selling Prices

Effective Selling Prices

~ Manufacturers manipulate three components to
arrive at the effective selling price:

— Margin
— List Price
— Discounts

~ The effective selling price optimizes margin vs.
discount to maximize profit.

QAD Proprietary 2008-TrM-Intro-100

Manufacturers manipulate three components to arrive at the effective selling price:

« Margin

« List Price

- Discounts
The effective selling price optimizes margin vs. discount to maximize profit. Developing a pricing
strategy entails managing the various discounts as part of this optimization. Until now, lacking
specialized tools designed especially to facilitate this kind of optimization, many companies have
found it difficult to develop and execute an effective pricing strategy. Too often, decisions are

made on data pulled from several different sources, many of them external to the transactional
system.

M QAD
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Optimal Pricing

Optimal Pricing
~ A primary goal of business is to sell at the
optimal price:
— a price low enough to capture all possible sales
— high enough to produce the best possible profit
margin
~ Requires an effective pricing plan

QAD Proprietary 2008-TrM-Intro-090

Trade Management is designed to address the issues faced when trying to implement a pricing
policy. It structures and controls the implementation, administration and evaluation of pricing
activities, including promotions and rebates. This framework of structure and control allows a
company to bring its fluid pricing activities under effective management.

Implementing Pricing Plans

In implementing a manufacturer's pricing plans, TrM creates budgets that reflect the limits
imposed by the pricing plans. These budgets then serve as the controlling structure for creating
promotions and rebates. Each promotion or rebate reflects the intended discount to a particular
customer on a particular product.

Administering Pricing Plans

In administering pricing plans, TrM tracks discounted (and sometimes non-discounted) sales and
processes claims and deductions against promotions and rebates. Processing includes creating
appropriate general ledger transactions, credit memos and vouchers. Tracking ensures that each
discount is charged against the appropriate general ledger account.

MNQAD
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Evaluating Pricing Plans

For evaluating pricing plans, TrM provides real-time views (and some reports) for assessing the
actual vs. planned activity of the 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 then serves as the basis for changes in the pricing plan for the next fiscal period.

MQAD
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Trade Management Lifecycle

Trade Management Lifecycle

Plannin

Documeﬁ ation

Administration

QAD Proprietary 2008-TrM-Intro-120

All trade discounts have a life cycle as illustrated by the figure above. The planning, approval and
evaluation stages, particularly, support continual monitoring of the effectiveness of a company's
pricing strategy.

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

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

» Approval includes internal review to insure that proposed discount programs are in line with
the company's overall pricing strategy.

» 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.

- Evaluation includes assessing the effectiveness of the various programs by looking at and
evaluating results in terms of customers, products, sales representatives and planned vs. actual
budgeted amounts.

MNQAD
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Trade Management Process

Trade Management Process

Implement
Trade Spend
Plan

Implement | Develop
TRM System Trade Spend Plan

Control Files W Business " Off-Line
Codes Structures w Master Files Activity 1
Price Lists Promotions Budgets Rebates

Evaluate Administer
Trade Spend Trade Spend
Plan Plan

Views & N . f_—
Reports 5 Accruals Claims D

QAD Proprietary 2008-TrM-Intro-130

— |

The complete TrM process from implementation through evaluation includes some system
background steps as well as setting up codes, business structures and master files.

- Background setup covers security as well as control files

» Codes setup covers customer and item profile values and user defined codes

- Business structures covers the setup of divisions, regions and areas

« Master files covers customers, customer groups, products, product groups
Developing a trade spend plan is an off-line, that is, non-TrM, activity. This activity usually covers
customer, product and financial topics such as how much money to spend on trade promotions,

which customers and products to spend money on and what types of deals are likely to be most
effective.

Implementing the Trade Spend Plan involves the actual setup of TrM. This is the heart of the
matter. This is where price lists, budgets, promotions and rebates are defined and entered into the
system.

Administering the trade spend plan TrM is the tool for managing the promotions and other
components of the plan. These activities include processing sales orders, processing claims and
deductions, monitoring promotions and rebates and tracking spending and accruals.

Evaluating the trade spend plan TrM provides the tools for gathering, organizing and presenting
(via views and some reports) information to evaluate the success of the programs. This
information is then used as input for the next trade spend plan development cycle.

M QAD
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Trade Management Training Case Study

Puppy Love is a national company which manufactures a line of dog food and a line of pet
supplies.

They sell to national chain pet stores, independent pet stores, national chain supermarkets,
groomers and veterinarians and some animal shelters. They sell directly to most customers. They
do business only in US dollars.

They sell across the country to customers in 3 geographic regions - East Coast, Midwest and West
Coast. These regions are further divided into marketing areas, Northeast, Southeast, Upper
Midwest, Lower Midwest, Northwest and Southwest.

They have two product lines, dog food and pet supplies. The pet food line includes dry and wet
dog food in four flavors and a line of puppy treats in the same four flavors. The pet supplies line
includes toys, pet beds and carriers.

They have one national list price used primarily for reporting but also maintain list prices based on
customer type. They do some standard volume discounting.

Promotions are run throughout the year; they attend trade shows and participate in co-op
advertising with their customers. They want to be able to promote to their customers based on the
type of business they do and also based on the product lines they buy. They give some promotion
monies off invoice and some are paid directly to the customer via voucher or credit memo.

They have a rebate program for national chain pet stores and national chain supermarkets.

MNQAD
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Trade Management Implementation

[rade Management Implementation
Develo, Implement
2 Trade Spend
TRM System Trade Spend Plan Plan
Control Files Business . Off-Line
Codes Structures ! Master Files 5 Activity !
‘ Price Lists Promotions Budgets Rebates
Evaluate Administer
Trade Spend Trade Spend -—
Plan Plan
Views & . . F—
Reports H Accruals Claims D !
QAD Proprietary 2008-TrM-SysImp-020

This section covers the first step in the implementation of the TrM system - the setup of the Sales
Order and Pricing Control Files. The TrM Control File and various other files that form the basic
setup necessary to begin to work with and in TrM.

M QAD
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TrM and QAD Core Relationship

TrM and QAD Core Relationship

~ TrM uses a separate database
- Base data maintained in QAD Standard Edition

- TrM database

— Adds useful business structures over shared base
data

— Allows sales and marketing categories separate from
distribution and manufacturing categories

— Enables responsive pricing plans

QAD Proprietary 2008-TrM-SysImp-030

TrM resides in its own database. At first glance, it would appear that there is unnecessary
duplication between the information held in each of the databases and the logical question is why
have two databases?

The reason for a separate TrM database is that TrM has many structures, for example, division,
that do not exist in QAD SE. Having separate databases allows users to have the same set of base
data, customers and products, with the additional TrM codes attached to the records after they have
been created in the TrM database, using information passed to TrM from the QAD SE customer
master. This additional TrM data is used only in TrM and in no way interferes with how data is
defined in QAD SE.

One of the primary benefits of having the two separate databases is that it allows a company to
categorize its customers and products one way in the QAD SE database for the manufacturing and
distribution side of the business and in a wholly different way in the TrM database for the sales
and marketing side of its business without the necessity of heavily modifying the software.

It is precisely because Trade Management resides in a separate database and is largely user
configured, that its groupings of customers and products can be completely different than the way
those same customers and products are grouped in QAD SE. This, in turn, allows a company to
build a pricing strategy that can effectively respond to rapidly changing competitive pressures,
market conditions, etc. without having to worry that what is necessary for an effective pricing
program creates headaches for the manufacturing side of the business.

MNQAD
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Additionally, there are safeguards in place to insure the synchronicity of the data between QAD
SE and TrM. For example, although there is a customer master in TrM, if a user tries to enter a
new customer into it, he or she will receive an error message saying that new customer records can
only be added into the QAD SE Customer Master.

MQAD
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System Implementation — Control Files and Codes

Inplement
Control Files & Codes -
| Master Files
Control Files g _
& Business Structures
Codes
QAD Standard Edition TRM
-
Sales Order Control
File TRM Contral File
. I
£
icil il TRM Confrol Ale TRM Control Ale TRM Control Ale TRM Contol Ale
Pricing Control File Pags 1 —» Pags 2 —» Page 1 | Paga 4
mplemant on Nt Cusbmar Profils Produs tProfles Fnanelal int
- l
TRM Contal Fis RN ContEIn TRM Contol Ais TRM Conal Al
Pags & — — Pags & .- Page 5
Prosaiiing Prog EAiEs B0, Uner Definad Coda ¥ Incremant Values
L
TRM Conkal Als TRM Control Als
g8 - Page 10
ntsmal Control #1 Ganeral Dufaulte
Number Range Unit of Measure Generate Financial
Maintenance * Maintenance * Periods
Period Description _ o
Mai nce «——| Open/Close Periods [« Price List Parameters
QAD Proprietary 2008-TrM-SysImp-040
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Sales Order Control

Sales Order Control

# GoaTo = Actions '| L Copy '| @J Print L Preview

Usze Which Calc for [ty &xvailable to Allncate'

Allocate Sales Order Lines Dugin Da_l,ls: (0 for no allocations]
Lirnit Allocate to Avail Qnly: v Detail Allocations:
ATP Enforcement Enabled: ™ ATP Horizon:l:l
Family AT E'Alculahnn' Calculate Promize D ate:
Pick Only &llacated Lines: ¥ Sales Order F'lefix:
Are Sales Orders Printed: | Mext Sales Drder
K.eep Booking Histary: ¥ Invaice Plefix:m
Prirk Tax 1D on [rvoice:| MNest Involce:
Shipping Lead Tima: Integrate with AR:
Company Address' Integrate with Sa4: W
Sales Order Header Comments: | Integrate with Trkd: ¥ <:I
Sales Order Line Comments: | Confirmed Drders: v
Print Only Lines to Invaoice: | Fiscal Start Month: 1
Ln Format 5/M: Single M FDE'| Shipping Paint |

(o ) [wen ]

Sales Order Control (7.1.24)

QAD Proprietary

2008-TrM-SysImp-050

The first step in implementing TrM is to integrate TrM with QAD SE. This consists of checking a
field in Sales Order Control (7.1.24).

Setting this field to yes allows QAD SE to pass sales detail to TrM. Sales processing steps such as
invoicing and payment also require this field setting to insure the Accounts Payable, Accounts
Receivable and General Ledger modules in QAD SE access the required data from TrM.

M QAD



Trade Management Control (7.20.19.1)

TrM Management Control

JTrade hanagement Caontrol X|

System Implementation 21

TrM Version:

Control ID:

Division*:

Autogen Promotion Code?:
Promotion # Basze:

Use Customer Spreads?:
Autogen Rebate Code?:
Rebate Code Prefix:
Rebate # Base:

Default Clash Code*:
FEeport Driver:

Region
a3TD
sp/eprpdrva

Fl-Go Z-Help 4-End INS-In=s 5-Del 6-0Opt 7-Rcl §-Clr PgDn

Trade Management Control (7.20.19.1)

QAD Proprietary

2008-TrM-SysImp-060

Once Sales Order Control has been set up, the remaining steps take place in TrM. These steps
consist of setting up Trade Management Control and other controls and code files such as Units of
Measure Maintenance and Financial Period Maintenance.

Trade Management Control contains system-wide defaults and setup codes. The file consists of ten

pages:
1 TrM implementation information
2 Customer profile types

3 Product profile types

4 Financial period parameters

5 Increment value settings

6 User-defined codes (UDC) settings
7  Defaults, data and batch settings

8 Processing programs

9 TrM internal control numbers

10 General default settings
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Not all of the pages in the control file require user setup. Some pages contain system defaulted
settings and should not be touched. Other pages require entry into only one or a few fields. Where
this is the case, only those fields requiring something be entered will be described here. Those
fields which must be set up during the initial implementation phase are noted in red type.

During this training, the control file will be set up all at one time. During actual implementations
however, the control file will be revisited over time. In most cases, a company will not have made
many final decisions regarding their use of such things as customer and item profiles and user
defined codes. Even some decisions made in the early stages of an implementation can change at a
later time after testing reveals issues not considered during the initial design phase.

The fields and descriptions for this frame are:
Control ID. Set by the system; do not change
TrM Version. Set by the system; do not change

Division. Sets a default division. If a division is entered here, when you add a record on which
the division designation is mandatory, for example a customer record, a divisional record is
automatically created. If there is more than one division, leave this field blank.

Autogen Promotion Code. Default = yes. Although it appears that you can change this code to
no, in fact, it does not change. The system will continue to assign sequential numbers to new
promotions.

Promotion # Base. Level at which new promotions are sequentially numbered. Can be set to
Region or Area. Area is very rarely used.

Use Customer Spreads. Not used in this version.
Autogen Rebate Code. Default = yes. See Autogen Promotion Code above

Rebate # Base. Level at which new promotions are sequentially numbered. Should be the
same as the Promotion # Base.

Default Clash Code. Default = STD. Only changed when a site specific program is written to
replace the standard program.

Report Driver. Default driver program supplied with TrM. Only changed when a site specific
program is written to replace the standard program.
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TrM Control - Customer Profiles and Product Profiles

TrM Control - Customer and Product Profiles

# Customer Hierachies:
Customer Frofile Type 1: ¢
Autogen customer Profile Type Z: ¢

E Customer Frafila Mime 3 -~

Use cu|  Customer I|Trade Msnsgement Contral X

Autog Customer E
Reb customer E

Customer F

Defa Customer E

Customer E .
# Product Hierarchys:

Product Profile Type 1:

Autogen Product Profile Type 2:

e
e
E Product Profile Type 3: ¢
Use Cu Product Profile Type 4: e
Autog Product Profile Type 5: ¢
Reb Product Profile Type 6: e
Product Profile Type 7: ¢

Defa Product Profile Type 3:

Product Profile Type 9:
F2-Help 4-End PgUp PgDn

FZ-Help 4-End FgUp PgDn

QAD Proprietary 2008-TrM-Sysimp-070

These two pages control which profiles will be used and the general form of the data in those
profiles. The setup is the same for both customer and product profiles. Profiles can be of different
types. The valid types are:

» V -- (value) a value not validated against a code table, typically a numeric value

» C -- (code) a value validated against a table. Customer or item can have only one value

- | -- (iterative) a value validated against a table. Customer or item can have multiple values
« Blank -- The profile is not used

These pages of the control file can be set up or changed at any time.

Maintenance of iterative profiles is different from value or code profiles. This is because, with an
iterative code, the multiple values must be entered. For values or code profiles, the maintenance is
done in customer or product maintenance. For iterative profiles, the maintenance is done in profile
maintenance. All of the details of how to set the codes up is covered in later sections of this
training.
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TrM Control - Financial Period Parameters

JTrade hanagement Contral X|

TrM Control — Financial Period Parameters

Financial Start Date:
Finance Period UCM:
Finance Period Units:

Earliest GL Date:
Latest GL Date:
Last Open Year:

Promo Date Default Type*:
Promo Date Validtn Typet*:

Page 4 of 10

01/01/08
M MNo. of Periods: 12
i1 1 1 1 1 1 1 1 1 1 1

04/01/08
10/31/08
Zoog

Z #tart=lst Monday End=+1 Week
5 PRetail dates can be anything

FZz-Help 4-End PgUp PgDn

QAD Proprietary

Trade Management Control (7.20.19.1)

2008-TrM-SysImp-080

TrM maintains its own financial period control. Periods are opened and closed for TrM from
within TrM. TrM period and General Ledger period opening and closing control is integrated so
that transactions cannot be posted from TrM to a general ledger period closed in QAD SE. For this
reason, the TrM financial period setup should be an exact duplicate of the QAD SE GL calendar.

Financial Start Date. Should be identical to the QAD SE GL calendar.

Finance Period UOM. M = Periods based on calendar months.
W = Periods based on 13 week quarters, for example 4-4-5.

Finance Period Units. The number of financial period units in each period.

Earliest GL Date. The earliest GL date available for TrM to process claims, deductions or
rebate payments. Usually set to be the 1st day of the 1st year in which TrM is being used.

Latest GL Date. Generally the current period.

Last Open Year. The oldest financial year having periods open for posting. Generally the

current year except at year-end.

Promo Date Default Type. A system-wide default operating if the division level defaults are

not entered.

Promo Date Validtn Type. System wide default operating if the division level defaults are not

entered.
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TrM Control - Increment Values

JTrade hlanagement Control X|

TrM Control — Increment Values

Promo Date Default Type*:
Promo Date Validtn Type*:

Page 5 of 10
Financial Star Incremental Value for %: 1.00
Finance Peri Incremental Value for $: .05 |1iods: 12
Finance Period Increment Value for Net: .10 1 1 1
Earliest GL Date: 04/01/08
Latest GL Date: 10/31/08
Last Open Year: 2008

Z  Btart=lst Monday End=+1 Week
5 PRetail dates can be anything

FZ-Help 4-End PgUp PgDn

QAD Proprietary

Trade Management Control (7.20.19.1)

2008-TrM-SysImp-090

These are the settings for the incremental values for discount percent, gross currency amount and
net currency amount. These increments are used in promotions, 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. These flags

apply to all divisions.

These should not be changed unless rounding issues arise.
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TrM Control - User Defined Codes

TrM Control — User-Defined Codes

JTrade hanagement Control X|

TUsed? Mandatory on ADD On UED Program Type
uDc-1: Yes Yes no no
UDC-£2: yes no ves ves
Upc-3: no no no no
upCc-4: no no no no

UpC-5: no no no no

UDC-6: no no no no

Promo Date Default Type*: Z Start=lst Monday End=+1 Week
Promo Date Walidtn Type*: 5 FRetail dates can be anything

FZ-Help 4-End PgUp PgDn

Trade Management Control (7.20.19.1)

QAD Proprietary 2008-TrM-SysImp-100

User defined codes are to promotions and rebates what profile values are to customers and items.
They provide fields for holding additional information about promotions and rebates. These codes
allow a site to report on promotion and rebate results using not only customer, item and group
information but also such things as promotion type (a commonly defined UDC).

This page of the control file defines whether these codes will be used and the conditions for their
use.

This page of the control file can be set up or changed at any time.
Used? Sets whether this UDC will be used.

Mandatory? Sets whether this UDC must be used. It is generally a good idea to set this to
mandatory. If this code is used for budgeting, then it must be set to mandatory.

On ADD. If No, field is bypassed when a promotion or rebate is added, but can be updated
later.

On UPD. If Yes, field is accessible by the Edit UDC option in the promotion strip menu.
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TrM Control - Defaults, Data & Batch

TrM Control — Defaults, Data and Batch

JTrade hanagement Control X|

Page 7 of 10

Divisional?: yes Type
Data Grouped?: no
Default ID*:
Process Batch?: no
Splits Prog*:

Bulk Change?: no

Upd Cust Addr?: no
Upd Prod Desc?: no

Job Modifier*:
Promo gtat Modifier*:
Promo BE/C Planned?: n

L

|

FZ-Help 4-End PgUp PgDn

Trade Management Control (7.20.19.1)

QAD Proprietary

2008-TrM-Sysimp-110

Nothing on this page should be changed.
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TrM Control - Processing Programs

QAD Proprietary

Trade Management Contral %

TrM Control - Processing Programs

Rebate Post*:
Brom Acc Postt:
Reba Acc Post*:
Approval Regd?:

Cons. PB/List:

Cons. EBSL Grp:

GL A/c¢ Length:

rhpost3 Rebate Post [Interface WEE]
ifacpstd  Accrual Fost [Tnterface VA6]
rhacpst3 Accrual Post [Interface VEE]
no

Pr
Promo

L

B/0Q Planned?: n

FZ-Help 4-End PgUp EBgDn

Trade Management Control (7.20.19.1)

2008-TrM-Sysimp-120

Nothing on this page should be changed.

M QAD




TrM Control - Internal Control Numbers

System Implementation 29

JTrada hdanagement Control X|

TrM Control - Internal Control Numbers

Page 9 of 10

Rehate P Next Audit Entry No:
Prom Acc P Workbench Display Prog*:
Reha Acc P

1000
ptpdlsad

Approval R
Cons. B/List:
Cons. B/L Grp:

E—— 5L Afe Length: 8

VB 6]
VEE]
veE]

Fr
Promo B/Q Planned?: n

L

FZ-Help 4-End Pglp

TR

QAD Proprietary

Trade Management Control (7.20.19.1)

2008-TrM-SysImp-130

Nothing on this page should be changed.
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TrM Control - General Default

TrM Control — General Defaults

JTrade hdanagement Control X|

— Page 10 of 10 —
Claim Cr Term*: u} CASH ON DELIVERY
E/List #eg*: NEPLITID MNext Price List ID
MFG/Pro?: yes
Pr List Prefix: TM

3/Man CusGrps?: yes
Hale Data Reg?: vyes
Rehates Used?: vyes

OI Rebate Prg*: +thinvrl C0ff Invoice Rebate Load
— Rebate Prg*: thinvrZ Rebate Load —
DivilustGrpPrg*: ifdvgrp gelect Div/CustGroup Base for 2.2
OI Apply Prg*: +thinvpZ C0ff Invoice Discount Apply Program
OF 8ys Editor:
Cost Bel Prog*: i1festsll Zelect Product Code - 1

MFG/Pro Ver*: eBZ.1

FiZ-Help 4-End BPgUp

Trade Management Control (7.20.19.1)

QAD Proprietary 2008-TrM-SysImp-140

P/List Seq. Sets which number range is to be used during the creation of new TrM price lists.
MFG/Pro. Sets whether TrM is to be used with QAD SE. This must be set to yes.

Pr List Prefix. Sets what prefix should be used with the number range during the creation of
new TrM price lists.

S/Man CusGrps? Sets whether a customer is allowed to belong to more than one TrM
customer group.

Sale Data Req? Sets whether non-promotional sales data from the invoice history file should
be loaded into TrM. This must be set to yes if rebates are being used.

M QAD



System Implementation 31

Number Range Maintenance (7.20.19.3)

Number Ranges Maintenance

JNumberRanges hlaintenance 36|
Seq Code Description dtart Mo Last No Current V
NEEUDS Next Promotion Budget ID 1 29552395 1
NZAONO Next APM Only Reference No 10000000 959599999 0000001
NEECHGID Next Bulk Change Trans ID 10000 959395539 10001
NEBTCHID Next Batch Process ID 10000 99935339 1001e
NEEBUDINC Next Budget Suwmmary No sS0000000 993999929 sS0000000
NECLMETH Next Claim Offload Batch 10000 99935339 10000
NECLMID Next Claim ID 1 953953333 7
NECNHNO Next Credit Note No 1 993999929 1
NECONTHC Next Agreement ID 1 29552395 1
NEICIETEN Next Cost Set Entry 1 33933333 1
NECATREET MNext Cost et No 1 29395929 1
NEDEASNO Next Deal dpread Reference 30000000 29552395 30000000
NXDEWOID Write Off Number Sequence Z00 959599999 zoo
NEGLBANO Next &L EBatch No 1 959395539 1
WEISDNO Next Int Sale Docket No 1 99935339 1

Fl-Go Z-Help 4-End 5-Del IN2-Add ENT-Upd &-Opt Home-PgF End-Pgl

Number Ranges Maintenance (7.20.19.3)

QAD Proprietary 2008-TrM-SysImp-150

TrM accesses number sequences from a common location, the number ranges file. Each number
range is coded uniguely. The number range codes and associated data are maintained here.

When the system is installed, the number range sequences are already set up. Most of these are
never changed.

However, in certain instances it may be appropriate to change the start, last and/or current
numbers. For example, there may be times when you want to begin to re-number promotions
because of some administrative change or a change in business strategy. In that instance, you can
change the current number from, say 1000 to 2000.

Keep in mind that numbers are not re-used and when anything which uses sequential numbers, for
example, a price list or promotion, is deleted, that number is gone.
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Unit of Measure Maintenance (7.20.19.4)

Unit of Measure Maintenance

JUnitof Meazure Maintenance x|

jifo)ls Description
Ea Each
FL Pallet

Fl-%o Z2-Help 4-End 5-Del IN3-aAdd ENT-Upd é-Opt Home-PgF End-Pgl

Unit of Measure Maintenance (7.20.19.4)

QAD Proprietary 2008-TrM-SysImp-160

Each product is assigned one or more units of measure. The UOM codes must already exist in
QAD SE to be entered here. All TrM transactions are done in the unit of measure held on the QAD
SE Item Master unless set up otherwise. If an item is stocked in one unit of measure but can be
sold in another unit of measure, both must be entered here.
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Generate Financial Periods (7.20.19.22)

Generate Financial Periods

J Generate Financial Periods X‘

Financial Year: 2010
Year #tart Date: 01/01/10
Period 1 End Date: i
Year End Date: s/
Proceed?:

Fl-Go Z-Help 4-End IN3-Ins 5-Del 6-Opt 7-Rel 2-Clr

Generate Financial Periods (7.20.19.22)

QAD Proprietary 2008-TrM-Sysimp-170

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

Financial periods must be generated during initial setup and then once a year thereafter. Multiple
years can be generated at the same time; however, this should be done with caution. If there are
multiple divisions, the same calendar is used for all of them. The system generates the financial
periods based on the parameters that were set on Page 4 of the TrM Control file.
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Period Description Maintenance (7.20.19.21)

Period Description Maintenance

JF‘eriod Description Maintenance X|

Pd Description
01 JAN
0z FEE
o3 MAR
04 APR
05 MAY
06 JUN
o7 JUL
og AUG
o9 SEP
10 [elayiy
11 nNow
1z LDEC

Fl-Go Z-Help 4-End 5-Del IN2-Add ENT-Upd é-Opt Home-PgF End-Pgl

Period Description Maintenance (7.20.19.21)

QAD Proprietary 2008-TrM-SysImp-180

Set up the descriptions for the periods generated in the previous step here. These will appear on
various screen views and reports.
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Open/Close Periods (7.20.19.20)

OpeniClose Periods X
Go Ta -~ Actions «
Year Period Start Date End Date Status
2008 01 01/01/2008 01/31/2008 C
2008 ul=3 02/01/2008 02/29/2008 ©
2008 03 03/01/2008 03/31/2008 C
2008 04 04/01/2002 04/30/2008 o}
2008 os 05/01/2008 05/31/2008 v}
2008 u=} 06/01/2002 06/30/2008 o}
2008 o7 a7/01/2008 07/31/2008 v}
2008 og 08/01/2002 0s8/31/2008 o}
2008 o9 09/01/2008 09/30/2008 v}
2008 10 10/01/2008 10/31/2008 o}
2008 11 11/01/2008 11/30/2008 I
2008 1z 12/01/2008 12/31/2008 I
2009 01 01/01/2009 01/31/2009 I
Open/Close Periods (7.20.19.20)
QAD Proprietary 2008-TrM-SysImp-190

Open and closed periods in TrM do not match those in QAD SE. However, TrM transactions will
not post to a closed QAD SE GL period even if that period is open in TrM.

During initial setup, after the financial periods have been generated, those periods up to and
including the month beyond the current month should be opened. Once the system is live, opening
and closing periods is a month-end activity.
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Price List Parameters (7.20.18.1)

Price List Parameters

Division*: 1 Best Products, Inc.
Multiple Diwvs?: no
20 Line Entry?: yes
Reln Code*: Z01
B/List Prefix: TM
B/List feqg*: NIPRLETID

Fl1/Enter-Update F4-Exit

Price List Parameters (7.20.18.1)

QAD Proprietary 2008-TrM-SysImp-200

These are the parameters used by the system for TrM price lists. These parameters normally do not
change after initial setup but they may be changed if necessary, for example, if it is decided that
price lists should begin with P instead of PL

Division. Sets the division for this set of parameters.
Multiple Divs? Sets whether there is more than one division set up in TrM.

SO Line Entry? Sets level at which a determination can be made as to which customer group is
credited with the sales of an item. This is only relevant when a customer is attached to more
than one group.

Yes = customer group can be assigned at the line item level.
No = customer group can be assigned at SO header level only.

Reln Code. Default = 201. This is never changed.
P/List Prefix. Sets what the prefix will be for price lists created in TrM.

P/List Seq. Sets what number sequence the system will use when a new price list is created.

M QAD



System Implementation 37

Summary

Summary

~ Two separate databases, QAD Standard Edition and TrM

- Set “Integrate with TrM” flag in QAD Standard Edition
Sales Order Control “turn on” TrM

~ For Initial Setup

TrM Control File, Page 1 — Implementation Information
TrM Control File, Page 4 — Financial Period Parameters
TrM Control File, Page 10 — General Default Settings
General Code Menu — Generate Financial Periods

« After initial setup, must be done once a year
Price Lists Codes Menu — Price List Parameters

QAD Proprietary 2008-TrM-Sysimp-220
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Summary (cont.)

Summary (Cont.)

- Control file settings can be changed after initial
implementation of TrM

— TrM Control File, Page 2 — Customer Profile Types

— TrM Control File, Page 3 — Product Profile Types

— TrM Control File, Page 6 — User Defined Code Settings
~ Number Range Maintenance

— Ranges can be changed if necessary

— Numbers are no re-used
- Unit of Measure Maintenance

— Unit of Measure codes must exist in QAD Standard Edition

— If item is stocked and sold in different units of measure, both
must be set up

QAD Proprietary 2008-TrM-SysImp-230

M QAD



First Activity for all Courseware

Training

System Implementation 39

File Edit Tools ‘Workspace Window Help
Australia dar Browse X
Australia2 T |
1s ™ =0 Print 7 Addto Favorites | iy Chert 880 ChartDesigner | @ Refresh = ] New @ Edit
Canada - -
s Calendar Cross-Pefer Mesxico L : :
[ Calendar Cross A [ - = v | [stats at hdl| 20097 | +
B Calendar Inquiry raiming T —
% Calendar Maintenanc United States (1) S5 ol 52 Records per page: [100 | @ @ @ =
[ Calondr Meintenznce-am |7 Yew A ¥ Peicd ¢ ¥ PeiodStan ¢ ¥ PeicdEnd ¢ ¥ Entiy &7 Modules Closed ¢ ¥
[ Customner Calendar Browse
5 Customer Calendar Mainte... 4
[ Engineer Calendar 2009 1 01/01/2009 01/31/2009 1000 Mo Mo
i Fived Assel Colendar Mai 2009 1 010142009 01/31/2009 2000 No Mo
B Fined Aszet Calendar Rep...
E+ GL Calendar Browse 2009 1 0140142009 [11/31/2009 3000 o Nao
[ GL Calendar Browse b 2009 2 02/01/2009 012/28/2009 100 o Nao
%2 6L Calendar Maintenance T 2009 2 02/01/2009 02/28/2009 1000 Mo No
B GL Calendar Report =
F 2009 2 02/01/2009 012/28/2009 2000 No No
B GL Calendar Report :
5 Supplier Calendar Browse E 2009 2 02/01/2009 012/28/2009 3000 No No
& Supplier Calendar Mainten. : 2009 3 03/01/2009 03/31/2009 100 Na No
B GL Calendars b 2009 3 03/01/2009 03/31/2009 1000 No No
2009 3 03/01/2009 013/31/2009 2000 o Nao
2009 3 03/01/2009 (13/31/2009 3000 Mo No
2009 4 04/01/2009 014/30/2009 100 Na No
2009 4 04/01/2009 04/30/2009 1000 No No
2009 4 04/01/2009 04/30/2009 2000 Na No

QAD Proprietary

2008-FA-020

1 Verify Domain: From the workspace menu select United States (1).

a Note the domain name appears in the top window frame.
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GL Calendar Browse

GL Calendar Browse

L3 Applications = | GL Calendar Browse X

|Menu Search | Actions ¥ @ Print 5 7 Add to Favaorites | ollg Chart @ Chart Designer
=% General Ledger |Z| Seachl])

Current Entity Change |Year - | |starts o - | | 2DUS| _ |
" General Ledger Setup Menu

) Entity Menu Mo recornds found Records per page:
- Entity Code Change

= Year ~ W Perod &V PerodStat © W PeiedEnd £ 7 Entity & 7 Mo

[ GL Calerda

1 Report
s o

QAD Proprietary 2008-FA-030

2 Verify GL Calendar Period
a Use GL Calendar Browse (25.3.5)
b  Start search at current year
¢ You should see a list of months for the current year

d If you find No Records, continue to step three
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GL Calendar Maintenance

JGL Calendar Maintenance X|

M GoTo = « Actions '| Ll Copy '| EQ}' Print ; Presview

QUALITY PRODUCTS COMPANY
Year: 2009
Period: 2
Period Start: 4./1/2009
Period End: 643042009

Enty Description BF AR Fa&u wolIC 50

Ti00 ~ | QUALITY PRODUCTS COMPANY

GL

“ear Cloged

Back

| [ Newm

GL Calendar Maintenance (25.3.4)
QAD Proprietary

2008-FA-040

3 Use GL Calendar Maintenance (25.3.4).

Enter the current year, then as a short cut enter one period whose dates will cover the term of your

training event.
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Trade Management Implementation

[rade Management Implementation
Develo, Implement
2 Trade Spend
TRM System Trade Spend Plan Plan
Control Files Business . Off-Line
Codes Structures ! Master Files 5 Activity !
A J- J-
Price Lists Promotions Budgets Rebates
Evaluate Administer
Trade Spend Trade Spend -—
Plan Plan
Views & . . F—
Reports H Accruals Claims D !
QAD Proprietary 2008-TrM-BS-020

This section covers the second step in the implementation of the TrM system - the setup of the
TrM Business Structures, Division, Region and Area.
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Divisions

Divisions

- Fundamental business structure in Trade
Management

~ Represents a natural and logical grouping of
activity within a company

- TrM requires at least one division set up

— If a customer or product is not assigned to a division
it cannot be seen or used in TrM

— TrM master files are associated with a division

— All TrM promotions, budgets and rebates are
associated with a division

QAD Proprietary 2008-TrM-BS-030

Divisions are the fundamental business structure in Trade Management. A general definition is
that a division represents a natural and logical grouping of business activity within a company.
This structure is used only in TrM and there must be at least one division set up.

Many TrM master files including customers, items, customer groups and product groups are
associated with a division and all promotions, budgets and rebates are also associated with a
division. If a customer or product is not assigned to a division it cannot be seen or used in TrM.

The first major implementation decision a company must make is whether to use a single or
multiple divisions. Whether a single division or multiple divisions are used is based on a number
of factors. The two primary reasons a company elects to set up multiple divisions are different
sales structures and different transaction currencies.
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Divisions (cont.)

Divisions (cont.)

~ Different Sales Structures
— Customer divisions
* business channels
« strategic business units
— product lines such as pharmaceuticals and medical
devices
~ Different Transaction Currencies
— Mandates multiple divisions in TrM

— All promotions, deals, rebates, claim and rebate
payments are in the division currency

QAD Proprietary 2008-TrM-BS-040

Often within a company there are multiple operating units. These units may be aligned along
customer lines, for example different business channels or strategic business units, or along
product lines, for example pharmaceuticals and medical devices.

An important effect of maintaining records by division within TrM is that key data elements can
then be separated by division automatically. In a multiple division setup, customers and products
can belong to a single division or multiple divisions. The advantage of this arrangement is that a
customer may be defined differently in each division. They may, for example, have different
addresses, contacts, brokers, salespersons, etc. The same is true for products. It might be the same
basic product with different pack sizes, colors, etc.

Different Transaction Currencies

The only business scenario that mandates the establishment of multiple divisions in TrM is when
company does business in multiple currencies. All financial transactions within TrM occur in a
given currency. This currency designation is held on the division's master record. All of a
division's promotions, deals, rebates, claim and rebate payments are deemed to be in the currency
held on the division record. This is because summary figures, multiple promotion displays, margin
calculations, etc. cannot be converted from multiple currencies in TrM.
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Regions and Areas

Regions and Areas
- TrM-specific structures

- At least one region is required and each
contains one or more areas

a Definition is determined by sales structure of
company

~ All promotions, deals, budgets and rebates are
coded with a region and (optionally) an area

- Controls user security

QAD Proprietary 2008-TrM-BS-050

Regions and areas are the second fundamental structures in TrM. Like Division, they occur only in
TrM. Together with Division, they comprise the foundation business structures in TrM to which
other TrM elements are attached. All promotions, deals, budgets and rebates are coded with a
region and (sometimes) area. User security is restricted by the region and area on staff records.
How these structures are user defined and determined by the sales structure of the company. It can
be, and usually is, very different from one company to the next.

Regions and areas are hierarchical in nature. Regions are made up of one or many areas. Itis
extremely important to set the region and area structures 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.
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Regions

Regions
~ Mandatory structure within TrM
— Minimum one default region

- Geographic organization model
— East coast, Midwest, West coast, ...
— Europe, Middle East, Africa, ...

a Sales organization
— Platinum, Gold, Silver, ...
— Industrial, Wholesale, Retall, ...

QAD Proprietary 2008-TrM-BS-060

Region is a mandatory structure within TrM. If a company's business is such that they do not want
to use this structure, then at least one generic region must be set up. For example CO for total
company, or US for United States.
Most typically, companies will define regions along geographic or sales lines. For example:

- Geographic - East Coast, Midwest and West Coast regions

« Sales Status - Platinum, Gold, Silver and Bronze regions
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Areas

Areas

a Structures within regions
— One or more per region
— One area can be attached to multiple regions

a Further divides a region for sales purposes

QAD Proprietary 2008-TrM-BS-070

Avrea is the structure below Region and provides a way to further divide a region for sales
purposes. One area can be attached to multiple regions. As with regions, if a company's business
structure does not demand this level of detail, then a single area can be defined and attached to the
single mandatory region that was established.

If a company does decide to use areas, the areas should be set up first and then attached to the
appropriate region or regions.

Using the examples above, a company using geographical regions may set up areas Northeast,
Southeast, Upper Midwest, Lower Midwest, etc. A company using the sales status regions may not
need further sub-divisions and will elect to create a single area called ALL or something similar.
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Business Structures

- Implement
Business Structures o
I
[} |
Control Files
: mcm Business Structures : Master Files
[ttt iy filasda sttt
DIVISION REGION, AREA
Division Maintenance FERE
‘ 1
|
bt isp i User Oplicns G Region Maintenance
l_ﬁzvff‘_l_z___ e
Division Maintenance Division Maintenance Region Maintenance
User Options B User Options H User Options A
Defaults Taxable Flags Covered Areas
) !
Division Maintenance Division Maintenance
User Options C User Options |
Sundry Parameters Approval Managers
Il 1
Division Maintenance Division Maintenance
User Options D User Options J
Claim Paramaters Edit Notes
L I
Division
User Options E User Options K
Misc Procedures
L
| User Options F Pluision Matwtenanced | = Optianal or Non
I Agreement Used Options
bl 1111 Price List Parameters
QAD Proprietary 2008-TrM-BS-080
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Division Maintenance (7.20.21.9)

Division Maintenance

Divigieon*:
MName:
Entity:
Address:

City:

gtate Code:
Zip Code:
Country:
Phone #:
Fax #:
Contact:

Fl-Go E-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl 6-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-090

A division record consists of a division header record and a number of optional setups located in
the User Menu of the division record.

Division. Code that identifies the division. Can be alpha or numeric or a combination of both, 8
characters.

Name. Name of the division.

Entity. The QAD SE entity this division is associated with. Every division must be associated
with a valid QAD SE entity. Multiple divisions can be assigned to a single QAD SE entity.

All other fields on the header screen are optional.
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Division Maintenance — User Options

Division Maintenance — User Options

Division*: 1

Name: A, A
Entity: B. Defaults
Address: C. Bundry Parameters
D. ©laim Parameters
E. Misc Procedures
City: F. Agreement Parameters
State Code: @. Rebate/Invoice Parameters
Zip Code: H. Taxable Flags
Country:
Phone #:
Fax #:
Contact:

Fl-Go EZ-Help 4-End INZ-Ins 5-Del &-Opt 7-Rel 8-Clr

Division Maintenance (7.20.21.9)

QAD Proprietary 2008-TrM-BS-100

Press F6 to open this frame.
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Division Maintenance — Approval Programs

Division Maintenance — Approval Programs
Division Maintenance

Division*: 1

Name:
Entity:
Addresa:

City:
dtate Code:
Zip Code:
Country:
Fhone #:
Fax #:
Contact:

Fl-Go Z-Help 4-End IN2-Ins 5-Del &-Opt 7-Rel 8-Clr

Division Maintenance (7.20.21.9)

QAD Proprietary

2008-TrM-BS-110

Only used when site specific programs are written to be used in place of standard TrM approval

programs.
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Division Maintenance — Defaults

Division Maintenance — Defaults

| Division*: 2

Default Clash*: gTD Custeomer/ Product/Regicn
Discount Seq*: 10 Base

Pro List Prg*:

Print P/Lists? Yes

Currency*: USD us
Site Code:
Data Group*:
Meszage Limit: _ 99
Adj Close Date: ;7

Forecast UOM*:
Tax Zone: UZA

Fl-Go Z-Help 4-End INS-In=s 5-Del 6-0Opt 7-Rcl 8§-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-120

Default values are set at a variety of levels. Those set at the division level are established here.
Many of the defaults set at this highest level can be over-ridden at a lower level, promotions,
rebates, etc.

Default Clash. STD - this is the standard TrM clash code used to check customer, item, date
overlaps on promotions.

Discount Seq. Discount sequences control how multiple discounts are applied to line items
during Sales Order Entry. If the Discount field in QAD SE Pricing Control is set to additive,
this field is ignored. If it is set to Cascading this is the default discount sequence. It can be
over-ridden on individual promotions.

Prc List Prg. Not used in this version.

Print P/Lists. Default behavior for printing discount information on invoices is controlled by
the Print P/Lists field. This can be overwritten on individual price lists and promotions.

Currency. Currency code for the division.
Site Code. Not used in this version

Data Group. Not used in this version
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Message Limit. Sets the number of messages that display when there are errors during the
promotion approval process. It is a good idea to set this number between 50 - 99. This means
that if there are several different issues they will display and can be dealt with all at one time
but not so many messages will display that you end up with pages and pages of error
messages.

Adj Close Date. Not used in this version
Forecast UOM. Not used in this version

Tax Zone. Enter a valid QAD SE tax zone.
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Division Maintenance — Sundry Parameters

Division Maintenance — Sundry Parameters
Divizgion haintenance *

| Division*: 2

validate Type*: 5 Eetail dates can be anything
Default Type*: 2 Start=1lst Monday End=+1 Week

Promotion Accrual Acct: 2280
FG Spend Base*: 1 Use List Price

Country: TSA

Phone #: 213.425.3786
Fax #:

Contact: Robert Carmen

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-Opt 7-Rel 8-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-130

Miscellaneous defaults for promotions and promotion accruals.

Validate Type. Sets the default for validating the retail dates on promotions. Although the
system requires you to enter something in this field, in practice it does not affect the validation
of promotions.

Default Type. Sets the default dates that are entered onto a new promotion. Although the
system requires you to enter something in this field, in practice very seldom do these default
dates match the actual dates for a promotion and they will be manually entered by the users.

Promotion Accrual Acct. Sets the QAD SE GL account, sub-account and cost center for
promotions accruals. This must be set up before promotions accruals can be run.

FG Spend Base. Sets whether free goods transactions will be recorded at the list price or the
item'’s standard cost when a promotion is for free goods (such as buy one, get one).
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Divizion kMaintenance

Division Maintenance — Claim Parameters

Business Structures 57

Claim
EBEillback
Lump Sum

Coupon
M&E
FreeGood

Limit:
Limit:
Limit:
Limit:
Limit:
Limit:
MEGPro WVendor®:

Tax I/Sales?:

no

ove Fet Products

iver Front Drivwve

Country:
Phone #:

UsA
213,425, 3786

Fax #:

Contact:

Robert Carmen

Fl-Go E-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl §-Clr

QAD Proprietary

Division Maintenance (7.20.21.9)

2008-TrM-BS-140

Claim parameters are set up and maintained here. This page is usually left blank and the limits for
individual types of claims (discussed in detail in a later section of this training) are set elsewhere or
on the individual promotions.

MNQAD



58 Training Guide — Trade Management
Division Maintenance — Miscellaneous Procedures

Division Maintenance — Misc. Procedures
Divigion hdaintenance

| Division*: 2

Frice List Pg*: tpplselm Retrieve Product Price/Cost ex MFG
gale Qty Prog*:
Splits Prog*:
Approval Prog*:
Advice Prog*:
Pricing Prog*:
Close Adj Prg*:

Fax #:
Contact: Robert Carmen

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl 8-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-150

The only field that should be filled in here is Price List Pg. This allows TrM to use list prices from
price lists and not from the QAD SE Item Master when performing and displaying margin and
other calculations in promotions. The remaining fields are used only when site specific programs
are written to replace standard TrM programs.

User Options F - Agreement Parameters, (screen not shown), is not used in this version.
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Division Maintenance — Rebate and Invoice Parameters

Division Maintenance —
Rebate and Invoice Parameters
Divizion Maintenance X

| Division*: 2

Combine Rules?: no
Date Base*: I Invoice Date
Accrue Rebate?: yes
Rebate Accrual Acct: 2290
Zale Date Bse*: T Invoice Date
Pay Negatives=?: no
feparate Docs7?: no

Fhone #: 213.425.3786
Fax #:
Contact: Robert Carmen

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl §-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-160

Some rebate and invoice parameters are set up and maintained here.

Combine Rules. Sets whether TrM is to combine interacting, overlapping rebates. It is rare for
this to be the case and this flag is generally set to no.

Date Base. Sets whether the date base for rebate calculations should be invoice date or order
date. This is almost always set to I.

Accrue Rebate? Sets whether rebate accruals will be used.

Rebate Accrual Acct. Sets the QAD SE GL account, sub-account and cost center to be used for
rebate accruals.

Sale Date Base. Sets which date is used when considering whether a sale should be included
in rebate calculations for a period should be based on invoice or order date. This is almost
always set to 1.

Pay Negatives. Sets whether payments should be made for rebates amounts that are negative.

Separate Docs? Sets whether separate payments should be to the same customer or group
when they have multiple rebates in the system. For example, if a customer has 3 rebates in the
system, TrM will calculate the amount of each rebate separately. If this flag is set to no, a
payment will be made for the aggregate amount of the 3 rebates. If set to yes, a separate check
will be cut for each rebate. This is almost always set to no.
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Division Maintenance — Taxable Flags

Division Maintenance — Taxable Flags

Division*: 2
HName:
Entity: E/B Claims?: no
hAddress: L/8 Claims?: no
&/E Claims?: no
Coupon Claimz?: no
City: M/T Claims?: no
State Code: F/G Claims?: no
Zip Code: In BE/E Claims?: no
Country: Rebates?: no
Phone #: 0/I Claims?: no
Fax #: CIL Claims?: no
Contact:
J

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl §-Clr

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-170

Sets whether claim payments are taxable. It is extremely rare that a company's claims payments
are subject to tax. These are almost always set to no.

User Options | - Approval Managers, (screen not shown), is used only when site specific approval
programs have been written to replace standard TrM approval programs.
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Division Maintenance — Price List Parameters

Division Maintenance —
Price List Parameters
Divigion Maintenance X

| Divigion*: 2

Digcount Seg*: 10 Base
Friority Used: No

Pricrity 01*:

Eriority 02*:

Pricrity 03*:

Cust Groups: Yes

Customer Lvl*: 2 Specific Customer Groups
Product Lewvel*: 1

Accrual Acct:

Contact: Robert Carmen

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl §-Clr In=sert

Division Maintenance (7.20.21.9)
QAD Proprietary 2008-TrM-BS-200

Sets division defaults for TrM price lists.
Discount Seq. Sets the discount sequence that will be used if none is set elsewhere.

Priority Used. Priority 01, 02, 03
Not used in this version.

Cust Groups. Indicates whether price lists will be allowed to be set at the customer group
level.

Customer Lvl. The default customer level of TrM price lists. In practice, this is always over-
ridden on the individual price lists.

Product Level. The default product level of TrM price lists. In practice, this is always over-
ridden on the individual price lists.

Accrual Acct. The default accrual account if one is not set on applicable price lists.
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Region Maintenance (7.20.21.10)

Region Maintenance

Region*: EC
Description: East Coast
Promotion Seq*: NXPROMID Next Promotion Number
Template Seg*:
Rebate BSeg*: NXREBID

Fl-Go Z2-Help 4-End IN8-Ins 5-Del 6-Opt 7-Rel 8-Clr

Region Maintenance (7.20.21.10)
QAD Proprietary 2008-TrM-BS-210

A region record consists of a region header screen and some optional setups located in the User
Menu of the region record.

Region. A code used for this region.
Description. Region Description.

Promotion Seq. The number range by which promotions for this region will be sequentially
numbered.

Template Seq. Sets the number range by which promotion templates for this region will be
sequentially numbered.

Rebate Seq. Sets the number range by which promotions for this region will be sequentially
numbered.

Note In most cases, a common number sequence will be set for all regions for promotions,
templates and rebates. If a different numbering sequence is required for each region, the sequence
codes must first be set up on General Code Menu - Number Range Maintenance and then entered
here.
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Region Maintenance — Area Coverage

Region Maintenance — Area Coverage

Region*: EC
Description: East Coast
Promotion Seq*: NXPROMID Nex| B. Grouping

Template Seg*:
Rebate Seq*: NXREBT Region Maintenance X
Region*: EC
P| Area Description r
NE Northeast
Fl-Go 2-Help 4-End INS-Ins S5-Del €
Fl-Go 2-Help 4-End 5-Del INS-Add ENT-Upd 6-0pt Home-PgF End-Pgl Insert
Region Maintenance (7.20.21.10)
QAD Proprietary 2008-TrM-BS-220

Press F6 to access the option menu. Options A, Area Coverage, is used to attach areas to a region.

User Options B - Grouping, (screen not shown), not used in this version.
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Area Maintenance (7.20.21.11)

Area Maintenance

Area*: 2W
Description: Southwest
Eromotion Sedq*:
Tenplate Seg™:
Rebate Seg*:
ME Stock Locn*:

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl 8-Clr

Area Maintenance (7.20.21.11)
QAD Proprietary 2008-TrM-BS-230

An area record contains only a header screen. Since sequence numbering is set at the region level,
all that is required for area setup is a code for the area and a description.
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Summary

Summary
~ Division

— Mandatory structure, must be at least one division set up
Can have multiple divisions

Multiple currencies mandate multiple divisions

Customer, Customer Group, Product, Product Group
divisionalized

All price lists, promotions, rebates are divisionalized
- Region
— Mandatory structure, must be at least one region set up

— Can have multiple regions
— Hierarchical relationship with areas

 Area
— Optional structure
— Can have multiple regions

— Attached to regions, one area can be attached to multiple
regions

QAD Proprietary 2008-TrM-BS-240
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Hands-On Exercises

Activity 1 - Set Up a Division
1 Open Division Maintenance (7.20.21.9)

2 On the Division header enter the following:

Field Value

Division 1

Name Puppy Love Pet Products
Entity 1000

Address 13400 River Front Drive
City Chicago

State Code IL

Country us

3 Press F1 to save
4 Press F6 to display the Options menu

5 Choose Option B - Defaults - and enter the following:

Field Value
Default Clash STD
Discount Seq 10
Print P/Lists Yes*
Currency usD
Message Limit 99
Tax Zone USA

6 Press F1 to save

7 Choose Option C - Sundry Parameters - and enter the following:

Field Value

Validate Type 5 (Retail dates can by anything)
Default Type 2 (Start = 1st Monday End=+1 week)
Promotion Accrual Acct 2280*

FG Spend Base 1 (use list price)

8 Press F1 to save

9 Choose Option G - Rebate/Invoice Parameters - and enter the following:
Field Value

Combine Rules no
Date Base |
Accrue Rebate yes
Rebate Accrual Acct 2290

Sale Date Base |
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Field Value
Pay Negatives no
Separate Docs no

10 Press F1to save
11 Choose Option L - Price List Parameters - and enter the following

Note Press L, L is not displayed on the option menu.

Field Value
Discount Seq 10
Cust Groups Yes
Customer Lvl 2%
Product Level 10*

* These are the default values most commonly used and may have to be changed if decisions
regarding how TrM should be set up change.

Activity 2 - Set Up Areas
1 Open Area Maintenance (7.20.21.11)

2 On the screen enter the following, pressing F1 to save after each entry

Area Description
NE Northeast

SE Southeast
UMW Upper Midwest
LMW Lower Midwest
NW Northwest

SW Southwest

Activity 3 - Set Up Regions
1 Open Region Maintenance (7.20.21.10)

2 On the screen enter the following, pressing F1 to save after each entry

Field Value
Region EC
Description East Coast
Promotion Seq NXPROMID
Template Seq [blank]
Rebate Seq NXREBID

3 Press F6 to display the Options menu
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4 Choose Option A - Covered Areas - press F3 and enter the following:

Field Value
Area NE
Area SE

5 Continue setting up the regions and their covered areas per the table below.

Covered Covered Covered Covered Covered Covered
Region Description  Area Area Area Area Area Area
EC East Coast NE SE
wC West Coast NW SW
MW Midwest umMw LMW
us United States NE SE NW SW umMw LMW

M QAD
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Trade Management Customer Master Files Process

Trade Management Implementation

Implement
Develop
TRM System Trade Spend Plan Trade Spend

Plan
Control Files Business 5 Master Files Off-Line W

| —d

Codes Structures Activity
Price Lists Promotions Budgets Rebates
Evaluate Administer
Trade Spend Trade Spend  |[a——
Plan Plan

Views & . . F— H
Reports ! Accruals Claims D

This section covers the final step in the implementation of the TrM system - the setup of the TrM
Master Files and associated code files. For clarity, this section has been divided into two segments;
this section covers customer master files and associated codes and the following section covers
product master files and associated codes.

QAD Proprietary 2008-TrM-MF-020
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Customer Groups, Profiles & Types

Customer Groups, Profiles, & Types

~ TrM data structures that focus on promoting
and selling to your customers

- Independent data that does not interfere with
QAD Standard Edition customer structures

QAD Proprietary 2008-TrM-MF-030

Businesses need to categorize and group their customers. This categorization is used throughout
the company to carry out pricing, distribution, and financial administration. It is critical to produce
sales, financial and other reports to help manage and grow a business. Categorizing customers is
important in Sales and Marketing. QAD SE provides some customer groups, they are usually
defined to make life in manufacturing, shipping and finance easier.

Trade Management addresses this (without upsetting the folks in the manufacturing, shipping and
finance departments!) TrM categorizes customers in ways meaningful to the company's marketing,
sales, pricing and promotion strategies. These structures are used only in TrM and are not linked to
any other values on the customer master files. Therefore they do not interfere with the use of these
other fields which can then be used to characterize customers for other areas of QAD SE.
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Customer Groups

Customer Groups

- Basic business/pricing grouping for your
customers

~ Basis for base and promotional pricing
~ Mandatory field on the customer master
~ Must be assigned to a valid TrM division

a Customers can belong to multiple customer
groups within a division
— During sales order entry, a screen appears showing
all groups a customer belongs to

— Choose the right group for the specific sale

QAD Proprietary 2008-TrM-MF-040

Customer groups can be broadly defined as the basic business/pricing grouping for the company's
customers. Careful discussion about how this structure will be defined and used is necessary to
insure that it is done correctly and provides the flexibility the company will need to set up both
base and promotional pricing.

This is a mandatory field on the customer master. For customers to be on a price list, promotion or
rebate, they must belong to at least one customer group. Customer group is one of the TrM
structures that is divisionalized, i.e., the customer group must be assigned to a valid TrM division.

Customers can belong to multiple customer groups within a division. When this is the case, then
during sales order entry, a screen will appear showing all the groups that customer belongs to and
the user must choose which group should be associated with that particular sale.

M QAD



Customer Master Files 73

Customer Profiles

Customer Profiles

- Nine optional profile values to define additional
customer characteristics

~ Profile-specific or system-wide

a Customers can be assigned to different profiles
in different divisions

QAD Proprietary 2008-TrM-MF-050

Customer profile values are the next grouping structure in TrM. There are times when a company
needs to have more options for grouping customers beyond attaching them to a customer group.
To accommaodate this requirement, Trade Management has nine additional fields, called profile
values, each representing a separate characteristic or dimension. These are optional, user defined
fields and as many profiles are used as necessary to adequately define the customers.

In a multi-division setup, customer profiles can be division specific or apply across all divisions.
Regardless of how they are set up there are only nine available.

A customer can have a different set of profile values for each division. For example, if one of the
customer profiles is defined as Buying Status, in one division a customer might have a profile of
Gold, and in a second division this profile might be set to Silver.
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Customer Profiles (cont.)

Customer Profiles (cont.)

- Primarily used to
— Define customers who belong to user-defined groups
— Define customers on price lists, promotions and rebates
— Define customers and use these parameters to locate budgets
— Reporting or viewing purposes.

- Profiles can be one of three types:

— V = Value: not validated against a code table, typically numeric

— C = Code: validated against a code table. A customer can
have only one value

— | = Iterative: validated against a code table. A customer can
have multiple values

QAD Proprietary 2008-TrM-MF-060
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Customer Types

Customer Types

- Based on how the customer sells the products it buys
from the company
— Direct — Buys from the manufacturer, sells to the consumer

— Wholesale/Distributor — Buys from the manufacturer, sells to
indirect customers, who then sell to the consumer

— Indirect — Buys from a wholesaler/distributor, sells to the consumer

— Customer Group — Entity formed to negotiate pricing and not
necessarily to undertake transactions, alliance is with the
manufacturer, usually a broker or a contract salesperson

— Buying Group — Group of (usually) unassociated companies that band
together to leverage their combined buying power to negotiate pricing
and not necessarily to undertake transactions, alliance is with the
customers.

— Internal — Usually the company’s internal sales staff who use stock as
samples and free goods for a variety of reasons, rarely used

QAD Proprietary 2008-TrM-MF-070

TrM customer type defines customers based on how the customer sells the products it buys from
the company. TrM customer types are system-defined (cannot be modified or added to by users)
and all customers are assigned a TrM customer type when the customer is set up in QAD SE
Customer Maintenance.
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Customer Master Files

Customer Master FiIeS Implement TrM

I
v ¥ v

Control Files & Codes Business Structures Master Files

e Cust.omer We= > TrM Data Screen
Maintenance
— Custo_mer Sl > TrM Relationship Data
Maintenance
Profile 7| [Profile 8] |Profile 9 l
Type ? || Type ? || Type ?
Associated Divisions
Profile 4| [Profile 5] |Profile 6
Type ? || Type ? || Type ?
—> Customer Profiles TrM Data Screen
Profile 1| [Profile 2| |Profile 3
Type ? || Type ? || Type ? <
QAD Proprietary 2008-TrM-MF-080
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Customer Group Maintenance (7.20.21.13)

Customer Group Maintenance

JCustomerGrouD hdaintenance x|

CustomerGroup*: Ret
Name: Retail Stores
Address:

City:

State Code:

Zip Code:
Country:
Contact:

Thone #:

Fax #:

Customer Code*:

Fl-Go Z-Help 4-End INS-Ins 5-Del 6-0Opt 7-Rcl 8-Clr PgDn

Customer Group Maintenance (7.20.21.13)
QAD Proprietary 2008-TrM-MF-090

Although there are many fields on the screen, the only ones required are the code and the name
(description). All other fields are optional and using them is dependent on how the customer group
has been defined. For example, if customer group is defined as brokers, then you might want to fill
in the address and contact information.

It is important to understand that the record being created is actually a generic one. If there is only
one division, then behind the scenes the system creates a division record for the group. This record
is exactly the same as the generic one, except that it contains a division designation. After the
initial record is created, any modification to the generic record will not automatically modify the
division record. For example, if you change the name in the generic record, you must manually go
into the division record and change the name there also.

Customer Group. A code for this particular customer group.
Name. The name or description of this customer group.
Address & Contact Fields. Used depending on how the customer group is defined.

Customer Code. If this customer group has a customer code associated with it then that
customer number is entered here. For example, the customer group might be a broker who is
also set up as a customer for the purpose of rebate (commission) payments. In that case, the
broker's customer number should be entered here.
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Customer Groups — Divisions

Customer Groups — Divisions

CustomerGroup*:
Name:
Address:

Custorer Group Maintenance X

Ccity:

State Code:
Zip Code:
Country:
Contact:

Phone #:

Fax #:
Customer Code*:

Name: Retail Stores

— CustomerGroup*: Ret

Division Name

Best Products, Inc.

Fax #:

Fl-Go 2-Help 4-End INS-Ins 5-De!
Customer Code*:

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd 6-0Opt Home-PgF End-Pgl

QAD Proprietary 2008-TrM-MF-100

Press F6 to access the Options menu. Press Enter to display the division record for the customer
group.

Pressing Enter again displays the detail record for the division customer group. Note that all
information is identical to the generic record, except that there is now a division designation.

Note This division record is created automatically if there is a single division and a default
division has been entered on Page 1 of the TrM Control File. If a default division was not entered
there, the division record for the customer group will have to be entered manually. When there are
multiple TrM divisions, the customer group division record will always have to be manually
created and the code for the customer group will have to be different for each division, for
example, RET1 and RET2.
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Customer Groups - Divisions (cont.)

Customer Groups — Divisions (cont.)

Customer Group Maintenance %

Division*:

Diwv CustGroup*:
Name :

Area®:

Zone*:

Address:

City:

State Code:
Country:
Contact:

Phone #:
Customer Code™:
Advice Prog*:

1 Best Preducts, Inc.
Ret
Retail Customers

Zip Code:

Fax #:

Fl-Go Z-Help 4-End INS-Ins= 6-0pt 7-Rcl 8-Clr

QAD Proprietary

Customer Group Maintenance (7.20.21.13)

2008-TrM-MF-110
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Customer Profile Maintenance

Customer Profile Maintenance

J Customer Profile 4 Maintenance X|

Cust Profile 4 Description Divizion
AS Animal Shelter

[aled] Chain Grocery Store

cPs Chain Pet Store

GRM Groomer

Ieg Independent Pet Store
Veterinarian/Animal Hosp

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd 6-0pt Home-PgF End-Pgl

QAD Proprietary 2008-TrM-MF-120

Whether a profile is used and what type of profile it is are defined on Page 2 of the TrM Control
File. If the profile is of type V (value) then it is not validated against a table of codes and no setup
is necessary. A value can simply be entered into the appropriate profile field on the QAD SE
customer master record.

However, for profiles that are of the types C (code) or | (iterative), a table of valid codes must be
set up here. When these codes are entered on the customer record in QAD SE Customer
Maintenance, they are validated against this table. A Type C profile has a one-to-one relationship
with the customer record to which it is attached, i.e., a customer can have only one value for that
profile. Most profile values are of this type.

In the example shown below, Customer Profile 1 has been set as a Type C in the control file and
has been defined as Customer Type. Only the codes entered here can be entered onto a customer
record.

The setup for any additional Type C or Type | profile values is the same as the setup shown here.
Cust Profile 1. A code for this profile value.

Description. The description of this profile code.
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Customer Type Maintenance (7.20.20.1)

Customer Type Maintenance

J Customer Type Maintenance X|

Cust Type Description

Direct Customer
Wholesaler/Distributor
Indirect Customer
Customer Group/Broker
Buying Group

Internal Customer
Intercompany
Manufacturer/3upplier
Other

\DDJ&]U\U’!»&-LAJNI‘

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd 6-0pt Home-PgF End-Pgl

Customer Type Maintenance (7.20.20.1)
QAD Proprietary 2008-TrM-MF-130

The Customer Type numbers are hardwired into the TrM programs and cannot be changed. The
only thing that can be changed is the description.
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Customer Maintenance (2.1.1)

Customer Maintenance

Customer Maintenance
M GoTo ™ Actions ' L Copy ‘ [QJ Print &/ Preview =@ atach
Attachments
Customer Address

Custamer: 00070023

Mame: Petz R Us

Address: 27012 Camina Capistrana

Address:

Address:

City: San Juan Capistrano State: Ch Post: 92675 Format: 0
Country: United States of America USA County:
Attention: [2]:
Telephone: Eut: [2) Ext:
Fan/Telex: [2: Added: 4/28/2009
Bank Accounts
Bark Acct Type EDI Branch Bank Account Begin Date End D ate
BOA | EDI A
Back Next
Customer Maintenance (2.1.1)
QAD Proprietary 2008-TrM-MF-140

The TrM data is entered in Customer Maintenance (2.1.1). The only screens shown here are those
that pertain to adding TrM data to an QAD SE customer record. The TrM screens appear at the end
of the QAD SE customer record. If nothing is entered on these screens, the customer is not added
to the TrM database.

The Bank Accounts entry screen is the last QAD SE screen before the TrM data screens.

Important You must click Back to get to the TrM screens.
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Customer Maintenance — TrM Data

Customer Maint. — TrM Data

# GoTo - Actions ' L Copy ' @ Print ; F'reviaw; @ Aittach

Attachments

Cugtomer 00010023 Petz R Lz

TrM Data

Promotion Group:
Drefault Divigion:
Addiess Code:

Reference 1:

Eest Products, Inc.

Reference 2:
Reference 3:
Reference 4:
Reference 5

Reference &

Customer Maintenance (2.1.1)

QAD Proprietary

2008-TrM-MF-150

Promotion Group. The customer type for this customer.

Default Division. If there is only one division, the code will default in here. If there are multiple
divisions, the first division code will default in; however, you will be able to change it to enter

the code of the division to which this customer belongs.

Address Code. Not used in this version. Leave blank and click Next.
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Customer Maintenance - TrM Relationship Data

Customer Maint. — TrM Relationship Data

Customer Maintenance
@ GoTo - Actions * I Copy | () Print 2/ Preview | & Aftach
Attachments

Customer: 00070023 Pets R Us

TrM Relationship Data
Divizion Tupe Group Description
1 2m RET Retail Stores

Division Type Group Description

bt e

2008-TrM-MF-160

Customer Maintenance (2.1.1)
QAD Proprietary

The customer group to which the customer belongs is entered here. If a customer belongs to more
than one group, they are all entered here. Press “Back to get to the final TrM screen.

Division. Enter the customer's TrM division.
Type. This is always 201.

Group. Enter the code of the customer group to which this customer belongs.
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Customer Maintenance - TrM Relationship Data

Customer Maint. — TrM Relationship Data

M GoTo ~ Actions ' L Copy ' Q,,J Print s] Preview é’ Aitach
Attachments

Customer. PLMOT Petco Distribution Center #1
TrM Profile Data

Drivvisicn Eest Products, Inc.

Promation Grouy Direct Custorner
Address Cod

Customer Type™ CPS Mational Chain Pet Stores

National Acct™ PCO

Line™

Cus Prafile 4%

Cus Profile 5

Cug Prafile 6%

Cus Profile 7

Cus Prafile 8

Cus Profile 3

2008-TrM-MF-170

Customer Maintenance (2.1.1)

QAD Proprietary

Division. Defaults from the first TrM data screen.
Promotion Group. Defaults from the first TrM data screen.

Address Code. Not used in this version.

Cust Type. This is the 1st customer profile that was previously defined. Enter one of the
values from the table of values that was set up for this Customer Profile 1.

Natl Acct. This is the 2nd customer profile that was previously defined. Enter one of the values
from the table of values that was set up for Customer Profile 2.

Cus Profile 3. Although this profile was set up in the TrM Control File, the field cannot be
edited. This is because this profile was set as Type | (iterative). Because an iterative profile
allows a customer to have many different values for this profile, the maintenance is done in a
separate step, rather than here in Customer Maintenance.

MNQAD



86 Training Guide — Trade Management

Customer Profile 6 Maintenance (7.20.20.8)

Customer Profile 6 Maintenance

Custormer Profile 6 Maintenance % I
Cust Profile 6 Description Division
Buys Dog Food Line
Toy Buys Pet Toys Line

Custamer Profile B Maintenance X

Cust Profile & Description

Buys Dog Food Line
Buys Pet Toys Line| B. Grouping

Fl-Go 2-Help 4-End 5-Del

Fl-Go 2-Help 4-End 5-Del INS-Add ENT-Upd 6-0pt Home-PgF End-Pgl

Customer Profile 6 Maintenance (7.20.20.8)
QAD Proprietary 2008-TrM-MF-180

Use Customer Profile 6 Maintenance to set up an iterative profile. This is the table of codes that
was set up earlier.

From the base screen, Press F6, choose Option A and press Enter.
Then add the customer to the profile value.

Repeat these steps to attach the customer to another profile value in the table.
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TrM Customer Maintenance (7.20.21.1)

TrM Customer Maintenance

Customer Code*:
Full Nawme:
Short Name:
Eddress:

City:

State Code:

Tip Code:
Country:
Contact:

FPhone #:

Fax #:

Area*:

Customer Type*:
Bill Customer®:
Supplier*:

PLMO1

Petco Distribution Center #1
Petco Distribution Center #1
3801 Rock Creek Boulewvard

Joliet

IL

a0601

United States of America

1 Direct Customer
PLMO1 Petco Distribution Center #1

QAD Proprietary

Customer Maintenance (7.20.20.1)

2008-TrM-MF-190

This is what the TrM customer record looks like after it has been passed to TrM from QAD SE.
You can see that all of the address data has been transferred, but where can you see the division,
customer group and profile information that was also entered in QAD SE?
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TrM Customer Maintenance — Divisions

TrM Customer Maint. — Divisions

Customer Code*: PLMOL
Full Name: Petco Distribut
ghort Mame: Petco Distribut| K

address: 3801 Rock |oyaomer Maintenance X

City: Joliet
State Code: IL
Zip Code: 60601
Country: United Sta
Contact:

Phone #: "
i Best Products, Inc.
ran £ L ,

Area*:
Customer Type*: 1
Bill Customer*: PLMOL

Customer Code*: PLMOL

Division Name

Supplier®:
Customer Type*: 1 Direct Customer
Bill Customer*: PLMO1 Petco Distribution Center #1
Supplier#:
Customer Maintenance (7.20.20.1)
QAD Proprietary 2008-TrM-MF-200

Press F6 to open the Options Menu and select option A.

The record is the same as the generic record that was entered in QAD SE except that the TrM
record has a division assignment.

M QAD
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Customer Master Files 89

TrM Customer Maint. — Profiles

Customer Code*:
Full Name:
Short Name:
ARddress:

City:

State Code:

Zip Code:
Country:
Contact:

Phone #:

Fax #:

Area*:

Customer Type*:
Bill Customer*:
Supplierc*:

PLMOL

Petco Distribut

Petco Distribut| A. Associated Divisions

3801 Rock Creek

Customer Maintenance %

QAD Proprietary

Jol
ILn
BOE | Customer Code*:
Uni
Buy Days Open:
Buy Days Close:
Disc Display:
Vol Weighting:
1 gettlement %: .on
PLM gervicing Fee: .oo
Price List#:
Pay Method=:
Area*:
Customer Type*: 1 Direct Customer
Bill Customer*: PPIZZ Petco Corp Headquarters

supplier#:

F1/F4-End F2-Help DgUp PgDn

Customer Maintenance (7.20.20.1)

2008-TrM-MF-210

Use Page Down to view the second page.
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TrM Customer Maintenance — Groups

TrM Customer Maint. — Groups

Customer Code*:
Full MName:
Short Name:
Rddress:

City:

State Code:

Tip Code:
Country:
Contact:

Fhone #:

Fax #:

Area™:

Customer Type*:
Bill Customer®:
Supplier#®:

PLMO1

Petco Distribut %

Petco Distribut
3801 Rock Creek

Joliet
IL

. Bssoclated Divisions
. View Attached Groups
Customer Data 1
Customer Data 2

Edit MNotes 1

A
E
C.
D.
E.

AalanNT
United States of

1 Direct Customer
Petco Distribution Center #1

PLMO1

America

QAD Proprietary

2008-TrM-MF-220

From the main customer screen, press F6 and choose Option B to see the customer group to which
the customer is attached.
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Summary

Summary

~ Customer Groups
— No limit to how many customer groups you can have
— Customer groups are divisionalized
— Customers can belong to multiple customer groups within a division
— When customer groups belong to multiple divisions, records must be
manually edited.
~ Customer Profiles
— Nine customer profiles

— Profiles can be of three types
e Code - validated against a table, customer can have only one value for the
profile
- lIterative - validated against a table, customer can have many values for the
profile
» Value — not validated against a table, no setup, typically numeric

— If there are multiple divisions, profiles can cross divisions or be restricted
to only one division

QAD Proprietary 2008-TrM-MF-230
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Summary

Summary

A Customer Types
— Six Customer Types

— Types are hardwired into TrM programs and cannot
be changed

— Descriptions can be changed.

QAD Proprietary 2008-TrM-MF-240
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Hands-On Exercises: Set Up Customer Groups, Profiles, & Types

Activity 1 - Set Up Customer Groups
1 Open Customer Group Maintenance (7.20.21.13)

2 On the Customer Groups Maintenance screen enter the following 2 customer groups:

Field Value Value
Customer Group RET VGS
Name Retail Customers Vets, Groomers, Shelters

3 Press F1 to save after each entry.

4 Press F6 and Enter twice to display the customer group division record. Notice that the all
information is the same as the generic group record. Press F4 to exit

Activity 2 - Set Up Customer Profile Tables
1 Open Customer Profile 1 (7.20.20.3)

2 Press F3 to enter each code on the table below
Customer Profile 1: Customer Type

Cust Profile 1 Description

AS Animal Shelters

CGS Chain Grocery Stores
CPS Chain Pet Stores

GRM Groomers

IND Independent Pet/Grocery
VET Veterinarians

3 Press F4 to exit
4 Open Customer Profile 2 Maintenance (7.20.20.4)

5 Press F3 to enter each code on the table below
Customer Profile 2: National Account

Cust Profile 2 Description
KRO Kroger

NA Not Applicable
PETCO Petco

PETSM Petsmart

WAL Wal Mart
RAL Ralphs

HD Home Depot

6 Press F4 to exit
7 Open Customer Profile 3 Maintenance (7.20.20.5)
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8 Press F3 to enter each code on the table below
Customer Profile 3: Buys Line

Cust Profile 3 Description

FOOD Buys Dog Food Line
TOY Buys Pet Toys Line
ALL All Lines

9 Press F4 to exit

Activity 3 - Set Up Customer Master in QAD SE

1 Open Site Maintenance (1.1.13)

Enter the customer value in the table below, PLMOL1 in the Site field, and the Name, Petco
Distribution Center #1 in the description field. Accept all other defaults.

2 Open Customer Maintenance (2.1.1)
Enter the customer master data per the table below.

Field Value

Customer PLMO1

Press Enter or Next

Name Petco Distribution Center #1
Address 3801 Rock Creek Blvd.
Press TAB to advance to the City field

City Joliet

State IL

Post 60601

Press Tab to advance to the Country field

Country USA

Press Enter or Next

Site PLMO1

Press Enter or Next until you advance to the Time Zone frame
Time Zone CST/CDT

Press Enter or Next until you advance to the Bank Accounts frame

Press Back to advance to the TrM data screens

Promotion Group Enter 1

Press Next or Enter to accept the default.

Address Code Defaulted to [blank]

Click Next or Enter to accept the default & move to TrM Relationship Data frame.

Division 1
Type 201
Group RET

Click Next then Back to move to the TrM Profile Data frame
Press Tab to move to Cus Profile 1
Cus Profile 1 CPS
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Field Value
Press Tab to move to Cus Profile 2
Cus Profile 2 PETCO

Press Enter or Next - customer record has been added

Activity 4 - View Customer Record in TrM

1 Go to Distribution, open Sales Orders/Invoices, open Trade Management Menu, open Master
Data Menu, open Customer Maintenance.

2 On Customer Code field, enter PLMO1 and press the Down arrow to bring up the record you
just created.

3 Press F6 and choose Option A - Associated Divisions and press Enter twice to bring up the
division record for this customer. Notice that all info is the same as the generic record with the
addition of a division designation.

4 Press F4 twice to return to the top of the generic record.

5 Press F6 and choose Option B - View Attached Groups. You can see the customer group that
was entered when the record was created.

6 PressF4

7 Press F6 and choose Option A. Press F6 again and choose Option B - Profile Information. You
can see the profile information that was entered when the record was created.

8 Press F4 twice to return to the top of the generic record.

Activity 5 - Add the Customer to Customer Profile 3

Remember that Customer Profile 3 was set up to an iterative profile meaning that a customer can
have more than one value associated with it.

In the setup for the training case study company, Customer Profile 3 is defined as Lines Purchased
(which product lines a company purchases, pet food, toys or both). Therefore, a customer could
potentially have two values associated with this profile if it buys both pet food and toys from the
manufacturer.

In the QAD SE customer master a customer can have only one profile value attached. Therefore,
when associating a customer with an iterative profile value, it must be accomplished in reverse
order, i.e., instead of attaching the profile to the customer, you must attach the customer to the
profile.

The setup for the customer is not complete until it has been added to Customer Profile 3.
1 Open Customer Profile 3 Maintenance (7.20.20.5)
2 Press F6 and choose Option A - Associated Customers.

3 Press F3 to enter the customer number - PLMO1 and press Enter to add the record.
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Activity 6 - Add All Additional Customer Records

1 Create a site for each customer in Site Maintenance (1.1.13) using the Cust# as the Site value.

2 Open Customer Maintenance (2.1.1) and enter the data in the table below.

Cust #

Customer Name

Address

Cust Grp

Profile 1
Cust Type

Profile 2
Natl Acct

Profile 3
Buys Lines

PLMO1

PLMO02

PLMO3

PLMO4

PLMO5

PLMO6

PLMO6

PLMO7

PLMO8

PLMO09

PLM10

PLM11

PLM12

MQAD

Petco Distribution Center #1

Petco Distribution Center #2

Petsmart Distribution Cntr #1

Petsmart Distribution Cntr #20

Kroger Great Lakes Dist Cnitr.

Kroger Distribution Cntr #20

Kroger Distribution Cntr #45

Fred Meyer Dist Center

Ralphs Dist Center

WalMart Distribution Cntr #24

WalMart Distribution Cntr #62

WalMart Distribution Cntr #1

Doggie Heaven Pet Store

3801 Rock Creek
Blvd.
Joliet, IL 60601

4345 Parkhurst St.
Mira Loma, CA
92801

7650 W Latham St.
Phoenix, AZ 85043

6499 Adelaide
Court,
Lockbourne, OH
43137

2000 Nutter Farms
Lane,

Delaware, OH
43015

701 Gellhorn,
Houston, TX 77029

5079 Bledsoe Rd.,
Memphis TN
38141

11506 SE Highway
212,

Clackamas, OR
97015

1500 Eastridge
Ave.,
Riverside CA
92507

3880 Southwest
Blvd.,
Grove City, OH
43123

9605 H.K. Dodgen
Loop,
Temple, TX, 76504

4530 Hope St.,
Bentenville, AR
45634

3267 Kingsbridge
Rd., McLean, VA
22101

RET

RET

RET

RET

RET

RET

RET

RET

RET

RET

RET

RET

IND

CPS

CPS

CPS

CPS

CGS

CGS

CGS

CGS

CGS

CGS

CGS

CGS

IND

PCO

PETCO

PETSM

PETSM

KRO

KRO

KRO

KRO

RAL

WAL

WAL

WAL

NA

ALL

ALL

ALL

ALL

FOOD

FOOD

FOOD

FOOD

FOOD

ALL

ALL

ALL

ALL
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Profile 1 Profile 2 Profile 3
Cust # Customer Name Address Cust Grp Cust Type  Natl Acct Buys Lines

PLM13  We Love Dogs Pet Store 7550 Ridgeline IND IND NA FOOD
Rd., Roseburg, OR
98435

PLM14  Lynnwood Veterinary Center 1346 164th St. VGS VET NA FOOD
SW., Lynnwood,
WA 98036

PLM15  Stanwood Animal Hospital 907 East Woodley VGS VET NA FOOD
Rd., Chicago, IL
40356

PLM16 PAWS Animal Shelter 1236 Starwood St.  VGS AS NA FOOD
Los Angeles, CA
90012

PLM17  Doggie Day Spa 9076 Bently Drive, VGS GRM NA TOY
Dayton, OH 34567

PLM18  Best Pet Grooming 1210 Lucky Ridge VGS GRM NA TOY
Dr.,
Miami, FL 34890

PLM19  Lucky Dog Groomers 4563 Carrollton VGS GRM NA TOY
Ave., Atlanta, GA
24534

PLM20  Bay Ridge Animal Shelter, 4356 Bay Ridge VGS AS NA FOOD
Dr., White Plains,
NY 10213
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Trade Management Product Master Files Process

Trade Management Implementation

Views &
Reports

! Accruals

Implement
Develop Trade Spend
TRM System Trade Spend Plan Plan
Control Files Business . Off-Line
Codes Structures 5 Master Files 1 Activity W
Price Lists Promotions Budgets Rebates

Evaluate Administer

Trade Spend Trade Spend  [#4—
Plan Plan

=

=

QAD Proprietary

2008-TrM-MFP-020

This section covers the final step in the implementation of the TrM system - the setup of the TrM
Master Files and associated code files. For clarity, this section has been divided into two segments;
the previous section covered customer master files and associated codes and this section covers

product master files and associated codes.
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Product Groups & Product Profiles

Product Groups & Product Profiles

 TrM data structures that focus on promoting
and selling products rather than manufacturing
or distributing products

~ Independent data that does not interfere with
QAD Standard Edition product structures

QAD Proprietary 2008-TrM-MFP-030

As with customers, businesses need to effectively categorize and group their products. This
categorization and grouping is used throughout the company to facilitate manufacturing,
distribution, and finance. Categorizing and grouping products in the same way as customers is
especially important in the areas of sales and marketing. Although the QAD SE Item Master
contains pages of information, it is mostly for manufacturing, inventory, distribution and costing
purposes. There are a few fields to group products for pricing and sales but even these are defined
in ways that do not reflect how a company wants to price and sell its products. TrM provides the
same structuring and categorization features for products as for customers. Like Customer Groups
and Customer Profiles, these structures are used only in TrM and are not linked to any other values
on the item master files. Therefore they do not interfere with the use of these other fields which
can then be used to characterize customers for other areas of QAD SE.
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Product Groups

Product Groups

a Groupings based on how products are priced, promoted
and sold

-~ Mandatory field on the item master

~ Assigned to divisions

— Unlike customers which can belong to multiple groups within a
division, a product can belong to one and only one product
group in a division.

— A product can be in multiple divisions as long as it is in only one
product group in each division.

~ Often the same as QAD Standard Edition product lines
— If not, assign a product profile equal to the product line

QAD Proprietary 2008-TM-MFP-040

It is generally easier to categorize products than customers. Customer data is generally more fluid.
Customers move their locations from place to place, salespersons change, what they purchase
changes, etc. However, a ten pound bag of dog food pretty much stays a ten pound bag of dog
food! While products are always being added and retired, product lines tend to remain relatively
stable over time.

Like customer groups, product groups can be broadly defined as a grouping of products with
common characteristics relevant to how the products are priced, promoted and sold. Although, as
mentioned above, it tends to be easier to decide on how product group is defined, careful attention
should still be given to insure that the definition provides enough flexibility to set up both base and
promotional pricing.

Product group is a mandatory field on the item master. For products to be on a price list, promotion
or rebate, they must belong to a product group.

Product group is divisionalized.

Unlike customers which can belong to multiple groups within a division, a product can belong to
one and only one product group in a division. A product can be in multiple divisions as long as it is
in only one product group in each division.
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TrM product groups are commonly defined as being the same thing as the QAD SE product line
but they do not have to be. If the way product lines in QAD SE are defined is not conducive to
being able to use product groups as the primary way to enter products onto price lists and
promotions, then the TrM product group should be defined differently.

If the TrM product group is not to be the same as the QAD SE product line, then it is highly
recommended that one of the product profile values be set to equal the QAD SE product line. This
insures that there's a way to tie item data from TrM back to items in QAD SE for reporting
purposes.
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Product Profiles

Product Profiles

-~ Provide nine additional options for grouping products
~ Optional and user-defined
a Can be division-specific or apply across all divisions
~ Products can have different profile values for each division
~ Primarily used to
— Define products on price lists, promotions and rebates
— Support reporting or viewing purposes
~ One of three types (like customer profiles)

— V = Value: not validated against a code table, typically numeric

— C = Code: validated against a code table. A product can have only
one value

— | = Iterative: validated against a code table. A product can have
multiple values

QAD Proprietary 2008-TrM-MFP-050

Product profile values are the next grouping structure in TrM. They serve the same purpose for
products as their customer counterparts by providing more options for grouping products beyond
attaching them to a product group. Like customer profiles, each represents a separate characteristic
of the product. They are optional and user defined and as many or few can be used as needed to
adequately define the product.

If there are multiple divisions, product profiles can be division specific or apply across all
divisions. Regardless of how they are set up there are only nine available.

A product can have a different set of profile values for each division.

Product profiles are primarily used to:
 Define products on price lists, promotions and rebates
* Reporting or viewing purposes.

Profiles can be one of three types which are the same as types for customer profiles.
» V = Value: a value not validated against a code table, typically numeric
» C = Code: a value validated against a code table. A product can have only one value
- | = Iterative: a value validated against a code table. A product can have multiple values
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Product Master Files

Product Master Files

Implement TrM

105

Control Files & Codes Business Structures Master Files
o ae)
L Py
= (@)
2 g
[l
wn —> C;Ztiﬁgi;:{ze »| TrM Data Screen O
) —
© y
|| Customer Group TrM TrM Product Group
Maintenance Relationship Data| Data Maintenance
Associated Associated
Divisions Divisions
] I
> i Y . 2
Profile 1 Profile 1P
Type ? | Ly i M les [e— | Type ? [
Customer Profiles TrM Data Screen Profile Data Product Profiles

QAD Proprietary

I

2008-TrM-MFP-060
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Product Group Maintenance (7.20.21.15)

Product Group Maintenance

JF’rodum Group Maintenence X|

Prod Group Descripticon

Pet Carriers
FOOD Dog Food
TOY Pet Toys

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd 6-Opt Home-PgF End-Pgl

Product Group Maintenance (7.20.21.15)

QAD Proprietary 2008-TrM-MFP-070

The setup for product groups is somewhat simpler than that for customer groups. Unlike customer
groups, for which a division record is automatically created if there is a default division set up on

the TrM Control file, product groups must always be manually assigned to a division, even if there
is only only one division.

Prod Group. A code for this product group.

Description. The description of this product group.
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Product Group - Division

QAD Proprietary

Product Group — Divisions

JF’rodum Group Maintenence X|

Prod Group Descripticon

Pet Carriers
Dog Food
Pet Tovys

ign

FOOD
TOY

. Specific Assignments
. View Divi/Data Grp Assigned
Delete Divi/Data Grp Assigned

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd 6-Opt Home-PgF End-Pgl

Product Group Maintenance (7.20.21.15)

2008-TrM-MFP-080

Pressing Enter again displays the menu for assigning the product group to one or multiple

divisions and for viewing division information about the product group.
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Product Profile 1 Maintenance (7.20.20.15)

Product Profile 1 Maintenance

JPrndum Profile & Maintenance X‘

Prod Profile B Description Division
EEEF Beef Flavor
CHIX Chicken Flavor

Fl-Go Z-Help 4-End 5-Del INS-Add ENT-Upd &6-0Opt Home-PgF End-Fgl

Product Profile 8 Maintenance (7.20.20.15)

QAD Proprietary 2008-TrM-MFP-090

Whether a product profile is used and what type of profile it is are defined on Page 3 of the TrM
Control File. The types for product profiles is the same as that for customer profiles:

« C - code, validated against a table, product can have only one profile value
- | - iterative, validated against a table, product can have many profile values

- V - value, not validated against a table, product can have only one profile value, typically
numeric

The setup for any additional Type C or Type | product profile values is the same as the setup
shown here.

Prod Profile 1. A code for this profile value.

Description. The description of this profile code.

M QAD



Product Master Files 109

Item Master Maintenance (1.4.1) - TrM Data

Item Master Maintenance

W GoTo = Actions =| L] Copy =| &5 Print (8 Preview | @ Attach
Attachments
Item | Planning  Price
fl}'—‘ P> ItemData B [ 4
Item
Itern Murmber: PLFO1 Description: Puppy Love Beef, Dy
Unit of Measure: CS EA0#
Item D ata
Prod Line:| FG A Itern Type A Drawing A
Added Status:| fingoad A Revision; A
Design Group: 2 Group: pel Drawing Loc; 2 Size: pel
Proma Group) FOODY A Price Break Category:

Item Inventoy Data

ABC Clazs: Average Interval a0
Lot/Serial Control: Cycle Count Interval: 120
Site: 20000 Shelf Life:
Locatior: Allacate Single Lat.
Location Type: Key Itenm
Auto Lot Mumbers: PO Receipt Status: Active:
Lot Group: Wi Receipt Status: Active:

Article Mumber:

Item Master Maintenance (1.4.1)

QAD Proprietary 2008-TrM-MFP-100

The TrM data is entered in QAD SE Item Master Maintenance (1.4.1). The only screens shown
here are those that pertain to adding TrM data to an QAD SE product record.

It should be noted that unlike customers, there are usually many items that should not be added to
the TrM database. There is rarely a reason why a QAD SE customer would not also be a TrM
customer. However, there are usually many items, such as raw materials, packaging, etc. that
should not be in TrM. The rule of thumb is that if it is not an item that is sold or given (marketing
materials, for example) to a customer, it should not be in TrM.

Promo Group. Enter a valid TrM product group code. The TrM screens where profile
information is entered appear at the end of the QAD SE record. These screens will not appear
unless this field is populated.
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Item Master Maintenance (1.4.1) - TrM Data

ltern haster Maintenance X

Item Master — TrM Data

Item Number: PLFO7
Urit of Measure: C5

TrM Data

Promotion Gruup.: F

Default Division: 1
Pricing Group 1:
Pricing Group 2:

‘@ GoTo ~ Actions ' L Copy ' @ Print 1+ Preview # Attach
Attachments

llem  Planning ’m‘

B Price B Coct

Item

Description: Puppy Love Besl, Dy
G104

[og Food

Best Products, Inc.

QAD Proprietary

Item Master Maintenance (1.4.1)

2008-TrM-MFP-110

Promotion Group. Defaults from the Promo Group field in the Item Data Frame.

Default Division. If there is only one division, the code will default in here. If there are multiple
divisions, the first division code will default in; however, you will be able to change it to enter
the code of the division to which this product belongs.
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Item Master Maintenance (1.4.1) - TrM Profiles

Item Master — TrM Profiles

# GoTo~  Actions ~| [ Gopy =| © Print 4] Preview & Atach

Attachments

ltern Planning | Price

B Price B Coot

Item

Itern Murnber. PLFO Description: Puppy Love Beef, Dry
Unit of Measure: CS 64108

TrM Profile Data
Divisior: 1 Best Products. Inc.
Pramation Gloup: Dog Food

Pricing Group 1:

Pricing Group 2
Flaver® | BEEF ]
Pet Type™ | |
Product Type™ | BAG |
Pack /5ize™ [0 |
|
|
|

Beef Flavor

M Usze Type™ |
M Prod Type™

MPower Source™

Prd Prafile &7
Prd Prafile 37

[ | e

Item Master Maintenance (1.4.1)

QAD Proprietary 2008-TrM-MFP-120

The product profile data is entered on this screen.
Division. Defaults from previous screen.
Promotion Group. Defaults from previous screen.

Prod Profile 1. Defined as Beef Flavor. This is the 1st product profile that was previously
defined. Enter one of the values from the table that was set up for Product Profile 1.
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Summary

Summary

~ Product Groups

No limit

Divisionalized

Products belong to one group within a division

Products can belong to multiple divisions

After group is entered, must be manually assigned to divisions

- Product Profiles
— Nine product profiles
— Three types
» Value — not validated
» Code - validated against a table, one value for the profile
« Iterative - validated against a table, many profile values
— Profiles can cross divisions or be restricted to only one division

QAD Proprietary 2008-TrM-MFP-130

Two unique TrM product group structures:
 Product Groups
 Product Profile Values

Product Groups:
» No limit to how many product groups you can have
 Product groups are divisionalized
 Products can belong to only one product group within a division
 Products can belong to multiple divisions but must be in only one group with each division
- After product group is entered, it must always be manually assigned to a division or divisions

Product Profiles:
« Nine product profile
« Profiles can be of three types
- Code - validated against a table, product can have only one value for the profile
« |terative - validated against a table, product can have many values for the profile
- Value - not validated against a table, no setup, typically numeric
« If there are multiple divisions, profiles can cross divisions or be restricted to only one division
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Hands-On Exercise: Set Up Products

Activity 1 - Set Up Product Groups

1
2

Open Product Group Maintenance (7.20.21.15)

On the Product Groups Maintenance screen enter the following 2 customer groups:

Field Value Value
Prod Group FOOD TOY
Name Dog Food Pet Toys

Press F1 to save after each entry.
Press F6. A - Grouping, then Enter and choose Option A - Assign to all divisions.

Press F4 to exit.

Activity 2 - Set Up Product Profile Tables

1
2

3

Open Product Profile 1 Maintenance (7.20.20.15)

Press F3 to enter each code on the table below
Product Profile 1: Flavor

Prod Profile 1 Description
BEEF Beef Flavor
CHIX Chicken Flavor

Open Product Profile 2 Maintenance (7.20.20.16)

4 Press F3 to enter each code on the table below

Product Profile 2: Type

Cust Profile 2 Description

BAG Bag

BOTH Dog or Cat Product
CAN Can

CAT Cat Product

DOG Dog Product
STICK Stick

5 Open Product Profile 3 Maintenance (7.20.20.17)

6 Press F3 to enter each code on the table below

Product Profile 3:Size/Pack

Cust Profile 3 Description
10 10 Pound
100 100 Count
24 24 Pack

50 50 Pound

7 7 0Oz.

113
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2

Product Profile 3:Size/Pack

Cust Profile 3 Description
LG Large

NA Not Applicable
SM Small

Press F4 to exit

Activity 3 - Set Up Item Master in QAD SE

1
2

Open Item Master Maintenance (1.4.1)

Enter the product master data per the table below.

Field Value

Item Number PLFO1

Press Enter or Next

Unit of Measure CS

Description Puppy Love Beef, Dry, 6/10#
Press Enter or Next to advance to the Item Data Frame

Prod Line FG

Press Tab to advance to the Promo Group field

Promo Group FOOD

Press Tab to advance to the Status field

Status fingood

Press Enter or Next through the frames to advance to the 1st TrM Data frame
Promotion Group Accept default (FOOD)
Press Enter or Next to advance to the TrM Profile Data frame

Promotion Group Accept default (FOOD)
Press Tab to advance to the 1st profile value field

Flavor BEEF

Press Tab to advance to the 2nd profile value field

Pet Type BAG

Press Tab to advance to the 3rd profile value field

Size/Pack 10

Press Enter or Next - product record has been added

Activity 4 - View Product Record in TrM

1

2

Open Product Maintenance (7.20.21.2)

On Product Code field, enter PLFO1 and press the Down arrow to bring up the record you just

created.

Press F6 and choose Option A - Associated Divisions and press Enter twice to bring up the
division record for this customer. Notice that all info is the same as the generic record with the

addition of a division designation.
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4 Press F4 twice to return to the top of the generic record.
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5 Press F6 and choose Option A - Associated Divisions. Press F6 again and choose Option B -
Profile Information. You can see the profile information that was entered when the record was

created.

6 Press F4 twice to return to the top of the generic record.

Activity 5 - Add All Product Records

Use Item Master Maintenance (1.4.1)
For all Items:
Prod Line = FG

Promo Group = FOOD, TQOY, or CAR

Status = fingood

Item Prod Profile1 Profile2 Profile3
Number  Description UOM  Group Flavor Type Size/Pack
FO1 Puppy Love Beef, Dry, 6/10# CS FOOD BEEF BAG 10
F02 Puppy Love Chicken, Dry, 6/10# CS FOOD CHIX BAG 10
FO3 Puppy Love Beef, Dry, 50# EA FOOD BEEF BAG 50
FO4 Puppy Love, Chicken, Dry, 50# EA FOOD CHIX BAG 50
FO5 Puppy Love Beef, Can, 24/70Z CS FOOD BEEF CAN 7
F06 Puppy Love Chicken, Can, 24/70Z CS FOOD CHIX CAN 7
FO7 Puppy Love Beef Sticks, 24/3PK CS FOOD BEEF STICK 24
F08 Puppy Love Chix Sticks, 24/3PK CS FOOD CHIX STICK 24
F09 Puppy Love Beef Sticks, Bulk, 100CT EA FOOD BEEF STICK 100
F10 Puppy Love Chix Sticks, Bulk, 100CT EA FOOD CHIX STICK 100
TO1 Dog Chewy Ball, Large, 12CT CS TOY NA DOG LG
T02 Dog Chewy Ball, Small, 12CT CS TOY NA DOG SM
TO3 Dog Rope Toy, Large, 12 CT CS TOY NA DOG LG
TO4 Dog Rope Toy, Small, 12CT CS TOY NA DOG SM
TO5 Kitty Catnip Mouse, 24CT CS TOY NA CAT NA
TO6 Kitty Chase a Ring, 6CT CS TOY NA CAT NA
TO7 Kitty Feather Chase, 6CT CS TOY NA CAT NA
Co1 Pet Carrier, Small, 1IEA EA CAR NA BOTH NA
C02 Pet Carrier, Large, 1EA EA CAR NA DOG NA
C03 Pet Bed, Square, Large, 1IEA EA CAR NA DOG NA
C04 Pet Bed, Square, Small, 1IEA EA CAR NA BOTH NA
CO05 Pet Window Perch & Platform EA CAR NA CAT NA
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Trade Management Price Lists Implementation

[rade Management Implementation
Develo, Implement
2 Trade Spend
TRM System Trade Spend Plan Plan
Control Files Business . Off-Line
Codes Structures H Master Files 5 Activity !
Price Lists Promotions Budgets Rebates
Evaluate Administer
Trade Spend Trade Spend -
Plan Plan
Views & N . F—
Reports ! Accruals Claims D
QAD Proprietary 2008-TrM-PR-020
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TrM Price Lists

TrM Price Lists

- First step in implementing trade spend plan
~ Used to set up normal list and discount pricing
- Variously called base, standard, everyday pricing

~ Generally defined as everyday pricing and includes
List prices

Standard or on-going discounts

Volume driven discounts

Samples pricing

Accrual

Markup price lists

a Special pricing scenarios and short-term deals in TrM
promotions

QAD Proprietary 2008-TrM-PR-030

Creating price lists is the first step in the implementation of the trade spend plan. Price lists are
used to set up the company's normal list and discount pricing. Terminology differs from site to site
and it's variously called base, standard or everyday pricing.

It is generally defined as a company's everyday pricing scheme. This includes list prices and any
standard or on-going discounts, volume driven discounts, samples pricing, accrual and markup
price lists, etc. and excludes special pricing scenarios, short-term promotional pricing and
(normally) any kind of pricing where discount monies need to be expensed against other than the
standard sales discount accounts assigned to the product lines. Pricing for the special pricing
scenarios and short-term deals is set up in a separate step using TrM promotion functionality.
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Price Lists Integration with QAD SE

Price List Integration with QAD SE

- TrM price list approval creates corresponding
QAD Standard Edition price list

— Used for pricing items on sales quotes, sales orders, and Return
Material Authorizations (RMAS) in Service/Support Management

— QAD Standard Edition price list prices sales orders

a Allows the user to
— Perform pricing and promotions in single place

— Maintain single set of pricing and promotions codes rather than
analysis codes in QAD Standard Edition for pricing and TrM
codes for promotions

QAD Proprietary 2008-TrM-PR-040

A price list created in Trade Management creates a corresponding QAD SE price list when the
TrM price list is approved. Price lists are used for pricing items on sales quotes, sales orders, and
Return Material Authorizations (RMAS) in the Service/Support Management module.

It is the QAD SE price list which is used to price sales orders, not the TrM price list. While this is
somewhat of a redundancy (why not just create the price list in QAD SE if TrM info is going to be
passed to QAD SE anyway?) it allows the user to (1) perform all pricing and promotional activities
in a single place and (2) maintain a single set of codes for customers and items for pricing and
promotions rather than two separate sets of codes - analysis codes in QAD SE for pricing and TrM
codes for promotions.

M QAD



Price Lists 121

Price List Parameters

Price List Parameters

~ A price list defines all necessary information for determining the
best price of an item for a customer

~ |t defines minimum and maximum quantities, effective dates, and
other information applicable to the customers

- Can have only one currency

- Price lists can be associated with:
— Asingle customer
— A group of customers using TrM customer groups or user defined
groups
— All customers
— Asingle item
— A group of items using TrM product groups or product profiles
— All items

QAD Proprietary 2008-TrM-PR-050

Price lists define the necessary information for setting the best price of an item for a customer. It
defines minimum and maximum quantities, effective dates, and other information applicable to the
customer. It can have only one currency. When created, it can be associated with:

» A single customer

A group of customers using TrM customer groups or user defined groups
All customers

A single item

= A group of items using TrM product groups or product profiles
All items
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Best-Pricing Logic

Best-Pricing Logic

~ QAD Standard Edition determines the best possible new price for
an item is determined by considering and combining various
discounts

~ On order entry, price list elements evaluated to determine which

lists apply and what combination of lists offers the best price for
the line item. Factors include:

Pricing customer
Price lists for the customer that include the sales order line item
Date on the sales order relative to list effective dates
Match of currency on the sales order and the price list
- Best pricing logic calculates price by determining:
— Which price lists can combine with other price lists
— Whether break category discounts apply

QAD Proprietary 2008-TrM-PR-060

In determining the price of an item, QAD SE uses best pricing logic whereby the best possible new
price for an item is determined by considering and combining various discounts. When an order is
entered, the system looks at several different price list elements to determine which price lists
apply and what combination of price lists offers the best price for the line item.

Each list is separately evaluated to determine if it applies. In performing this evaluation, the
following factors are considered:
» The pricing customer

« This is the Ship-To customer unless this customer has not been set up in Customer
Maintenance

« |n this event, the Sold-To customer is used

Which price lists for the Ship-To (or Sold-To) customer have the sales order line item on them?

= The date on the sales order must be within the effective date range for the customer/item
combination on the price lists that were found

= The currency on the sales order and the price list must match
Once the system has found all price lists that apply to the customer/item/date/currency

combination on the sales order, the QAD SE best pricing logic calculates the best possible price by
determining:

« Which price lists can combine with other price lists
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« This is based on the Amount Type and Combine Type fields on each price list.
« Whether break category discounts apply

Before actual price lists can be set up there is some code maintenance that must be discussed in
order to gain a thorough understanding of how price lists work.
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Price List Status Maintenance (7.20.18.2)

J Price List Status Maintenance x|

Price List Status Maintenance

Code

Reference Description

-Jm;l:.Ld[\]ﬁ

Deleted Deleted

Working Working on
Generate Generated
Waltipp Waiting Approval
Epproved Approved

Finish Finished

Fl-Go Z-Help 4-End 5-Del ENT-Upd 6-0Opt Home-PgF End-PgL

QAD Proprietary

Price List Status Maintenance (7.20.18.2)

2008-TrM-PR-070

This table holds the price list status codes used by the system to determine the stages in the price
list life cycle. The codes cannot be changed but the Reference and Description fields can be

modified.

Code Reference Definition

0 Deleted A price list that has been deleted from the system; the number assigned to the
price list will not be re-used.

2 Working A price list that has not been approved. At this status a price list will never be
used regardless of its start date.

3 Generated This status is used to show that the step of generating items onto the price list
has been done. The only price lists that will have this status are those that are set
at Product Level 2, 3 or 10-19.

4 Waiting Approval This status indicates a price list where a change to Status 5 was attempted but
which encountered some error. The error must be fixed before the price list can
be approved.

5 Approved This status indicates that a price list has been approved and is now an active
price list which will be in effect from its start to its end date. An approved price
list can be returned to Status 2 - Working if this price list has not been used to
price any sales orders.

7 Finished This status indicates that a price list is no longer being used regardless of its start

M QAD
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Price List Type Maintenance (7.20.18.3)

Price List Type Maintenance

J Price List Type Maintenance X‘

Code Reference Descripticn

List List Price

2 Disc% Discount %

3 MarkUp Markup

4 NettPr Nett Price

5 CredTrns Credit Terms

6 FrghTrms Freight Terms

7 FrghList Freight List

8 Accrual Accrual Price List
g Discs Discount § Off

Fl-Go Z-Help 4-End 5-Del ENT-Upd 6-0Opt Home-PgF End-PgL
Price List Type Maintenance (7.20.18.3)

QAD Proprietary 2008-TrM-PR-080

This is used to define the type of price lists that can be created. The system determines how to treat
the information on each price list based on the type set on the price list header. The codes cannot
be changed

Code Reference Definition

1 List Price Foundation for the pricing logic. List Price type price lists must be set up
with a Comb Type of combinable or base. List price tables provide
pricing history and set minimum/maximum prices allowed.

2 Discount% Percentages specified on the price list are applied to the item's list price to
determine the net selling price.

3 Mark Up Markups are percentages added to the item cost at the order site. Can only
be base or exclusive

4 Net Price A form of discount where the end unit price is specified and the system
calculates the discount percentage. Can be base or exclusive.

5-6-7 Credit Terms, Freight Not used in this version
Term