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THE ETHOSERIES

The EthoSeries

The EthoSeries™ offers a variety of modules for enhancing Microsoft Dynamics® GP. These solutions
provide powerful, easy to use functionality to complement Microsoft Dynamics GP Sales Order Processing
as well as enhance master records in all modules and the application’s security system.

The EthoSeries consists of the following products.

Commission Plan

Customer Service Collection
Includes:
Additional Sales Transaction Entry Fields
Apply Button for Sales Order Processing Inquiry
Check for Duplicate Purchase Orders
Credit Limit Process Holds
Customer Item Data for Sales Transaction Entry
Move Sales Documents
Print Shipping Labels
Restocking Charge Button for Returns
Track Expected Receipt Date
Track Unallocated Quantities

Historical Serial and Lot Number Tracking

Next Numeric Collection

Includes:
Next Batch ID — Payables Batches
Next Batch ID — Receivables Batches
Next Batch ID — Sales Batches
Next Customer ID
Next Employee ID
Next Fixed Asset ID
Next Item Number
Next Project Accounting Contract ID
Next Project Accounting Project ID
Next Prospect ID
Next Salesperson ID
Next Vendor Number
Next WennSoft Job Number

Quick Track

Salesperson Enhancements
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WHAT’S NEW

What’s New

Commission Plan
e Added a new tier type: List Price Percent from Commissionable Sale Amount.

e eConnect SQL stored procedures facilitate the creation of Commission Plan integration table
entries when eConnect or SmartConnect is used to import sales documents.

¢ The Commission Plan Setup window now utilizes tab-style navigation, which reduces the window
size.

e The Commissionable Amounts section of the Commission Plan Setup window now includes an
option to roll down commission header splits to commission lines. If this option is selected, a split
percentage entered for a commission record in the Commission Plan Entry window will appear on
all commission lines and the commission lines will be recalculated (the commission header
commission amount will no longer be directly reduced for the split); otherwise, a split percentage
entered for a commission record in the Commission Plan Entry window will continue to reduce the
commission header commission amount without affecting any commission lines.

e Asalesperson’s To, Cc, and Bcc information from the Dynamics GP Internet Information window
may now be used when emailing commission reports.

e The Commission Plan Utilities window now includes an option to remove unprocessed
commissions for a range of sales documents. When removing commissions, you have the option
to prevent future commissions from being created for the selected sales document range.

e Customer Plans, Salesperson Plans, and Item Plans may now be marked inactive. Inactive plans
may not be assigned to customers, salespeople, or items. Inactive plans do not display in the plan
lookup windows by default.

e A Create Entries for all Plan Combinations options menu was added to the Commission Plan
Matrix Setup window, which creates entries for all customer plan — item plan combinations that do
not already exist for the displayed salesperson plan.

e Site License Option: when Commission Plan is purchased under a site license (rather than a user-
count license), either Commission Plan Keystone or Commission Plan Apex is registered.
Commission Plan Apex is required to access the following functionality:

Quotas matrix option

Tiers matrix option

Pay commission to a single salesperson multiple times for a sales document

Import commission adjustments

Integration engine - commission header and line table integration

Assign salespeople to customer user defined values

Reduce commissions for overdue invoices

¢ Inthe sample company only: use the EthoTech Series Attribute Setup window to enable
Commission Plan Apex (default), Commission Plan Keystone, or neither.

o New SQL views to simplify the creation of SRS & Crystal reports and SmartList objects.

e Process commissions and create commission reports based on sales document GL Posting Date
range.

e Create and update commissions based on sales document GL Posting Date and Date Document
Paid ranges.

VVVVYVYVY

Customer Service Collection

e When creating documents in Sales Transaction Entry, the Customer Item Data window displays
the most recent purchase history for the current line item.
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SECURITY

Security

EthoTech provides default tasks and roles for each EthoSeries module. Roles must be assigned to each
user to grant the appropriate level of access to each module, and EthoSeries default tasks and rolls begin
with ETI plus the module abbreviation. For example, the Next Numeric roles begin with ETI NN.

=4 Security Role Setup [ =Irc ﬁ,l

File Edit Tools REGLIMLEN Help sa Fabrikam, Inc. 4/12/2017
B save | & Cles: Default EthoSeries Security =)
Default SmartSort Security
Rale ID: Eircomrme o mimiamuns

Role Mame: EthoSeries kanager

Raole Description:

Dizplay: Al -
Display Selected Tazks Mark Al J I Unrnark All
Security Task ID! Mame

ETI_ESERIES_ADMAIMN_001 EthoSeries Administrator

The ETI ESERIES MANAGER role should be assigned to all users who may enter EthoSeries registration
keys or view the EthoTech SQL Object Initialization Log window and report.

The default tasks and roles only address EthoSeries resources, and do not modify security settings for
Microsoft Dynamics GP windows, files, or reports. These default tasks and roles may not be a perfect
match to your company’s operating procedures. You can modify the default tasks and roles as needed, as
well as create roles to suit your needs.

Included in the documentation for each EthoSeries module is a security section which details the roles for
that module.

If you make changes to the default EthoSeries tasks and/or roles, you can roll back to the default settings
for the tasks and roles by choosing the Additional >> Default EthoSeries Security option from the Security
Role Setup or Security Task Setup window.
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Hotkeys

Most EthoSeries modules utilize hotkey shortcuts to access additional functionality from Dynamics GP
windows. Since multiple products installed on your system may use the same hotkey, the EthoSeries
HotKey Setup window (Tools >> Setup >> System >> EthoSeries HotKey Setup) allows you to designate

your desired hotkey per EthoSeries module for each associated Dynamics GP window.

HOTKEYS

-

=4 EthoSeries HotKey Setup

ESEES)

File Edit Tools Help

v UK Default

EthaSeries Module Commizzion Plan - Apey

Function

Cuztomer Maintenance: Commizzion Plan

[tern Maintenance: Commizzion Plan

Receivables Trs lnguing - Customer: Commizzion Plan
Recervables Trx Inguiny - Document: Commizzion Plan
Sales Order Processing Document Inguing: Commizsion Plan
Sales Temtory Maintenance: Commiszion Plan

Salez Tranzaction Entry: Commizzion Plan

Sales Tranzaction Inguiry £oom: Commizzion Plan
Salesperson Maintenance: Commizzion Plan

ca Fabrikam, Inc. 4/12/2017

T
=2
g

2

T XXz

*

m

Select an EthoSeries Module, and the current hotkey setup is displayed for each Dynamics GP window
utilized by that module. You can change or remove the hotkey for any window, or use the Default button

to reset the hotkeys for the module to their default settings.

Any users currently logged into Dynamics GP will need to exit the system and then log back in for any
hotkey changes to take effect.
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Commission Plan

Security

This module includes the following default roles:
ETI CP SOP ORDER ENTRY

ETI CP COMMISSION ENTRY

ETI CP INQUIRY

ETI CP MAINT

ETI CP MANAGER

The ETI CP SOP ORDER ENTRY role allows commissions to be automatically created and updated when
sales documents are created, modified, deleted, transferred, posted, and relieved. This role should be
assigned to all users who may perform one of the above operations on a sales document, but who should
not be allowed to view or manually edit commissions.

The ETI CP COMMISSION ENTRY role allows commissions to be automatically created and updated and
allows commissions to be viewed and manually edited. This role should be assigned to all users who may
edit commissions.

The ETI CP INQUIRY role allows commissions to be displayed using the various Commission Plan inquiry
windows, report windows, and the Commission Plan SmartList object. This role should be assigned to all
users who may view commissions. We recommend that any Commission Plan-based SmartList Builder
objects you create be assigned to task ETI_CP_INQ_001, so that access is controlled by role ETI CP
INQUIRY.

The ETI CP MAINT role allows the customer plan > customer, salesperson plan > salesperson, item plan
> item, salesperson > customer, and salesperson > item assignments to be edited. This role should be
assigned to users who will maintain these assignments.

The ETI CP MANAGER role allows full access to all Commission Plan functionality. This role should be
assigned to users who will set up and maintain Commission Plan as well as process and accrue
commissions.

This module uses the following windows created by EthoTech: EthoSeries windows and Alternate
Dynamics GP windows. EthoSeries windows are automatically assigned to your Microsoft Dynamics GP
navigation during installation. Alternate Dynamics GP windows designed by EthoTech need to be granted
security access in order to be utilized. Use the Microsoft Dynamics GP Security windows to grant — or
remove — access to the EthoSeries and Alternate Dynamics GP windows documented below.

R NOTE: Commission Plan does not require the use of any Alternate Dynamics GP windows;
- ~  however they are made available for your convenience.

EthoSeries Windows

e Accrual Run Inquiry
Accrual Runs
Accrue Commissions
Comm Plan Overdue Setup
Commission Line Trace
Commission Adjustment Documents
Commission Plan Adjustment Entry
Commission Plan Adjustment Import
Commission Adjustment Inquiry
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Commission Plan Adjustment Inquiry Zoom
Commission Plan Adjustment Type Setup
Commission Plan Credit Card Setup
Commission Plan Default Tiers

Commission Plan Entry

Commission Plan Inquiry Zoom

Commission Plan Item Tiers

Commission Plan Matrix Inquiry
Commission Plan Matrix Setup

Commission Plan Override Date Document Paid
Commission Plan Payment Terms Setup
Commission Plan Quota Report
Commission Plan Quotas

Commission Plan Reduction Inquiry
Commission Plan Report

Commission Plan Sales Type ID Setup
Commission Plan Salesperson Class Setup
Commission Plan Salesperson From Ranking Inquiry
Commission Plan Salesperson From Ranking Setup
Commission Plan Setup

Commission Plan Summary History
Commission Plan Summary Utilities
Commission Plan Tiers

Commission Plan Tiers Rate Inquiry
Commission Plan User Setup

Commission Plan User-Defined Setup
Commission Plan User-Defined Values
Commission Plan Utilities

Commission Plan Utilities Sales Type ID Restrictions
Commission Run Inquiry

Commission Runs

Customer Commission Plan Info

Customer Commission Plan Info Inquiry
Customer Commission Plan Setup
Customer Plans

EthoTech Series Attribute Setup

I[tem Commission Plan Info

Item Commission Plan Info Inquiry

Iltem Commission Plan Setup

Item Plans

Mass Update Customers

Mass Update Salespeople

Mass Update Items

Noncommissioned Salesperson Inquiry
Process Commissions

Sales Territory Commission Plan Info

Sales Territory Commission Plan Info Inquiry
Salesperson Accrual Run Inquiry
Salesperson Commission Plan Info
Salesperson Commission Plan Setup
Salesperson Classes

Salesperson Commission Quota Inquiry
Salesperson Commission Quota Inquiry — Period

COMMISSION PLAN

THE ETHOSERIES o 11



Salesperson Commission Quota Inquiry - Period Detail
Salesperson Commission Quota Inquiry - Period Documents
Commission Plan Quota Periods Setup
Salesperson Commission Run Inquiry
Salesperson Plans

User-Defined 1 Commission Plan Info
User-Defined 1 Commission Plan Info Inquiry

COMMISSION PLAN

Refer to Appendix A for details on locating EthoSeries windows in Dynamics GP.

Alternate Dynamics GP Windows

SEIES Window Name Required

Inventory Item Maintenance Optional - recommended
Sales Customer Maintenance Optional - recommended
Sales Salesperson Maintenance Optional - recommended
Sales Receivables Transaction Inquiry - Customer Optional

Sales Receivables Transaction Inquiry - Document | Optional

Sales Sales Order Processing Document Inquiry Optional

Sales Sales Transaction Entry Optional — not recommended
Sales Sales Transaction Inquiry Zoom Optional
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Product Overview

This document assumes a working knowledge of the Microsoft Dynamics GP Sales Order
Processing and Receivables modules.

The EthoTech Commission Plan module is designed to help you calculate the commission or royalties due
for Sales Order Processing documents within the Application. Commission Plan does not use or change
the Microsoft Dynamics GP standard commission capabilities in any way; instead, an entirely new set of
windows and functionality has been added for Commission Plan that can be accessed through the
windows described in this document.

How do the various Commission Plan products differ?

Historically, Commission Plan was sold on a user-count basis, and users had access to all Commission
Plan functionality. When a client purchased additional Microsoft Dynamics GP users, they also had to
purchase additional Commission Plan users. Commission Plan is now sold on a site-license basis, and is
split into 2 products: Commission Plan Keystone and Commission Plan Apex. Clients still running under
the user-count basis licensing system have access to the Commission Plan Apex functionality.

Commission Plan Apex is required to access the following functionality:
¢ Quotas matrix option
Tiers matrix option
Pay commission to a single salesperson multiple times for a sales document
Import commission adjustments
Integration engine - commission header and line table integration
Assign salespeople to customer user defined values
Reduce commissions for overdue invoices

In the Microsoft Dynamics GP sample company, you can use the EthoTech Series Attribute Setup window
to enable Commission Plan Apex (default), Commission Plan Keystone, or neither. This window is
available from the Options menu on the EthoTech Registration and the Commission Plan Setup windows.
This will allow you to test the differences between the products.

How are commissions calculated?

Commission records are automatically created/updated when a sales document is saved, posted or
transferred; when the Commission Plan Entry window is opened (for unposted sales documents); when
using Commission Plan Utilities; or, when using Microsoft Dynamics GP Integration Manager.
Commission records may be edited after the associated sales document is posted.

Commission Plan utilizes a commission header record that contains summary information for each
salesperson receiving commissions on a given sales document and commission detail records that
contain line item detail information for each salesperson for each sales document line item.

If Commission Plan is set up to use the Standard or Tiers matrix option:

Commission amounts are calculated per sales document line item and the combination of the customer,
item and salesperson determines the commission type and rate. The available commission types are % of
Margin, % of Sale, Flat Amount, and Per Unit.

If Commission Plan is set up to use the Quotas matrix option:

Commissionable sale and cost amounts are tracked per sales document line item. These commissionable
amounts are aggregated over a period of time, and a commission amount is calculated using this
summary information. The combination of the customer, item and salesperson determines how
commissions will be calculated for the summary information. The available commission types are % of
Margin and % of Sale.
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How is the commission rate determined?

In the most simple commission scenario, all salespeople are paid the same commission on every item
sold to any customer. In the most complex scenario, each salesperson is paid a different commission on
each different item sold to each different customer, meaning that if you had 10 salespeople, 100 items,
and 500 customers you would have 500,000 different commission rates to track (10 * 100 * 500)!
Commission Plan provides a mechanism to simplify the setup and maintenance of the commission rates,
as maintaining 500,000 different rates would be onerous. Commission Plan uses Customer Plans to group
similar customers, Salesperson Plans to group similar salespeople, and Item Plans to group similar
inventory items; these Plan Combinations (rather than the combination of the individual customers,
salespeople, and items) are used to determine a commission rate.

Commission types and rates are assigned to the various combinations of Salesperson Plans, Customer
Plans, and Item Plans in the Commission Plan Matrix Setup window, and the combinations are referred to
as the commission matrix.

If Commission Plan is set up to use the Standard matrix option;
A single commission rate may be assigned to a plan combination.

If Commission Plan is set up to use the Tiers matrix option:

Multiple commission rates may be assigned to a plan combination, allowing for “sliding scales” or

“groupings” of commission rates based on one of several tier types: commissionable sale amount,
margin amount, margin percent, price level, quantity in base unit of measure, unit price, unit price

from commissionable sale amount, unit price from extended price, Commission Recognition Date,
and the Site ID. These scales apply only to the current sales document line item, and commission
rates are inclusive rather than stepped (once a rate level is achieved, the associated commission

rate is applied to the entire line item).

If Commission Plan is set up to use the Quotas matrix option:
Multiple commission rates may be assigned to a plan combination for a given period of time,
allowing for “sliding scales” based on one of two quota types: commissionable sale amount,
margin amount. These scales apply to the aggregated commissionable sale or margin amounts
for the selected period, and commission rates may be stepped (once a quota level is achieved,
the associated commission rate is applied to the portion of the commissionable sale or margin
amount for that level only) or inclusive (once a rate level is achieved, the associated commission
rate is applied to the entire commissionable sale or margin amount).

Who receives commission?

For each sales document, Commission Plan can create commissions for the salesperson displayed in the
Sales Customer Detail Entry window (the sales document header salesperson) and/or the salesperson
displayed in the Sales Item Detail Entry window for each line item (the sales document line item
salesperson). If you choose to commission the sales document header salesperson, that salesperson
receives commissions for all line items on the document. If you choose to commission the sales document
line item salesperson, each salesperson will receive commissions only for those line items to which he or
she is assigned.

Commission Plan also allows you to assign multiple salespeople to individual customers, sales territories,
customer user defined values, and inventory items. These salespeople receive commissions in addition to
the salesperson(s) assigned to the sales document.

A typical scenario for assigning salespeople to a customer is as follows:

e Multiple salespeople “share” a customer and all receive commissions when a sales document is
created for that customer.

Two typical scenarios for assigning salespeople to a sales territory are as follows:

THE ETHOSERIES o 14



COMMISSION PLAN

e A Sales Manager assigned to a territory so that they are commissioned each time a sales
document is created for a customer in their territory.

o Multiple salespeople “share” a territory and all receive commissions when a sales document is
created for a customer in their territory.

A typical scenario for assigning salespeople to a customer user defined value is as follows:

e Groups of customers are broken up into sub-territories within a sales territory, and managers
and/or salespeople receive commission when a sales document is created for a customer in their
sub-territory (as defined by the association of the customer to a particular user-defined value).

Two typical scenarios for assigning salespeople to an inventory item are as follows:

e Product managers assigned to each item for which they are responsible so that they are
commissioned each time one of their items appears on a sales document.

o External persons or companies who are paid a royalty each time one of their items appears on a
sales document.

How do splits work?

In many commission systems, a total commission is calculated for a sales document and that total may
then be distributed (split) to multiple salespeople. Since Commission Plan calculates the commission
independently for each salesperson for each sales document line item, and each salesperson may have a
different commission rate for each line item, there is no pre-determined total commission for the sales
document. Therefore, splits in Commission Plan are defined as a percentage of the salesperson’s
normally calculated commission.

Commission Plan provides for two split calculation methods:
1. Calculate the commission amount, and then multiply by the split percentage.
2. Multiply the commissionable sale and cost amounts by the split percentage, and then calculate
the commission amount.

Example: Paul normally receives a commission of 10% of the margin of an item and | have set Paul’s split
percentage to 30% for a particular sales document, whose line item sale amount is $100.00 and line item
cost amount is $60.00.

Split Option 1: The gross commission amount is $4.00 [(100.00 — 60.00) * .10], and the net
commission amount is $1.20 [4.00 * .30].

Split Option 2: The commissionable sale amount is $30.00 [100.00 * .30], the commissionable
cost amount is $18.00 [60.00 * .30], and both the gross and net commission amounts are $1.20
[(30.00 — 18.00) * .10].

How are commissions paid?

Commission Plan includes a routine for processing commissions (paying them to the salespeople).
Commission Plan can be set up to create GL, Payables, and/or Payroll transactions, or used as a
reporting tool to outside Payroll systems. Commissions are released for processing either when sales
documents are posted or fully relieved, depending on your setup options.

Why aren’t commission GL distributions attached to sales documents?

Using standard Microsoft Dynamics GP commissions, commission expense and payables GL distributions
are created when sales documents are created. Once a sales document is posted, these distributions,
along with their associated commission amounts, are no longer editable. When you pay a salesperson,
you relieve the commission payable amount.
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Since Commission Plan allows you to edit commissions for posted sales documents, the product does not
create GL distributions when sales documents are created or posted. Instead, GL distributions are created
when commissions are processed and when commissions are accrued. In this way, Commission Plan is
mimicking the functionality of Microsoft Dynamics GP, only in arrears.

Each salesperson can be set up to create GL, Payables, or Payroll transactions, and each salesperson
can be set up to allow commission accruals. Commission expense and payable GL accounts are assigned
to each salesperson, and a commission payroll code is assigned to each salesperson set up to create
payroll transactions. The payroll code should be set up to relieve the commission payable account.

Let's say we have the following salespeople set up:

Salesperson ID Transaction Type Include in Accruals | Vendor ID Employee ID
GARY W GL Yes

IAN M Payables Yes ROYALTYCO

SANDRA M Payroll Yes SANDRA M

When commissions are processed for each salesperson, the following Microsoft Dynamics GP
transactions are created:

e GARY W - an unposted general journal entry is created for the salesperson’s total commission
amount, using the salesperson’s commission GL accounts. When you actually pay the
salesperson, it's up to you to relieve the commission payable amount.

e |AN M — an unposted payables voucher is created for vendor ROYALTYCO, for the salesperson’s
total commission amount, using the salesperson’s commission GL accounts. An invoice is created
if the total is greater than zero; otherwise a credit memo is created. When you cut a check to the
vendor, the commission payable amount is relieved.

¢ SANDRA M — an unposted payroll transaction is created for employee SANDRA M, for the
salesperson’s total commission amount, using the salesperson’s payroll code; and an unposted
general journal entry is created for the salesperson’s total commission amount, using the
salesperson’s GL accounts. We create the general journal entry to book the commission expense
and payable amount; when you cut a check to the salesperson, the commission payable amount
is relieved.

In each case, we’re automatically creating the appropriate commission GL distributions in Microsoft
Dynamics GP. But wait a minute - what about commissions that haven’t been processed? There are no
GL distributions for those commissions, so my period reporting will be off! To ensure accurate commission
reporting, Commission Plan includes an end of month Commission Accrual routine. This routine creates
an unposted general journal entry for each salesperson’s total unprocessed commission amount for
posted sales documents, using the salesperson’s commission GL accounts. The general journal entry
reverses the following day (typically, the first day of the next month), so future edits made to these
commission records will be booked correctly. The Commission Accrual routine should be run AFTER
all commissions have been processed for the month to avoid double booking; and we suggest
using the last day of the month as your Accrual cutoff date.

Between the transactions created when commissions are processed and the transactions created when

commissions are accrued, Commission Plan provides complete commission period reporting in the
general ledger, while providing you the freedom to edit commissions for posted sales documents!
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Module Setup

Designing the Commission Matrix

Designing the commission matrix (the combination of Salesperson Plans, Customer Plans, and Item
Plans to which commission rates are assigned) is the most intricate part of setting up the system.

To determine how many Salesperson Plans you’ll need, consider this question: if different salespeople sell
the same item to the same customer, does the commission rate vary? If the answer is no, then you only
need one Salesperson Plan. If the answer is yes, then you need as many Salesperson Plans as you have
commission rates that vary by salesperson.

To determine how many Customer Plans you’ll need, consider this question: if the same salesperson sells
the same item to different customers, does the commission rate vary? If the answer is no, then you only
need one Customer Plan. If the answer is yes, then you need as many Customer Plans as you have
commission rates that vary by customer.

To determine how many Item Plans you’ll need, consider this question: if the same salesperson sells
different items to the same customer, does the commission rate vary? If the answer is no, then you only
need one Item Plan. If the answer is yes, then you need as many Item Plans as you have commission
rates that vary by item.

If Commission Plan is set up to use the Quotas matrix option:

Quota setups are defined per plan combination. This means if you have one salesperson plan, one
customer plan, and two item plans, then two Quota setups need to be configured. A salesperson selling
items that fall into both item plans will have two separate commission amounts calculated — one for each
plan combination.

Salesperson Commission Plan Setup
Sales Area Page >> Setup >> Commission Plan >> Salesperson Commission Plan Setup

The Salesperson Commission Plan Setup window is used to create Salesperson Plans, which are then
assigned to salespeople. A Description must be associated with the Salesperson Plan. Commission Plan
will calculate $0.00 commissions for salespeople that are not assigned to a Salesperson Plan.

[ 1 Salespersen Commission Plan Setup l — | |_i:hr

File Edit Tools Help za Fabrikam, Inc. 4/12/2017
B Save & Clear | X Delete

Salesperzon Plan DEFAULT Wl Default Inactive
Dezcription Default 5alesperson Plan

Default Cammizzian Type Sale * Rate 10.00%

4 4 » M

One Salesperson Plan will be created for each different type of salesperson, for commission purposes,
that exists in your database. For example, if you pay Mary a different commission for selling a bale of wool
to Aaron Fitz Electrical than you pay to Jim for selling a bale of wool to Aaron Fitz Electrical, you would
need two Salesperson Plans. We strongly recommend that you do not refer to percentages or amounts in
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the Salesperson Plan or Description, as the Plan Combination (the intersection of the Salesperson Plan,
Customer Plan, and Item Plan) determines a commission rate, not the individual Salesperson Plan.

Marking the Default checkbox will cause the current Salesperson Plan to be assigned whenever a new

salesperson is created.

If a Salesperson Plan is assigned to a salesperson or if commissions exist for the plan, then it may not be
deleted. In this case, marking the Inactive checkbox will prevent it from being assigned to salespeople in
the future, and it will prevent users from modifying the plan’s commission rates in the Commission Plan
Matrix Setup window. Commissions for salespeople already assigned to the plan will not be affected.

Setting a Default Commission Type and Rate will default these values when entering new Customer
Plan — Item Plan combinations for the Salesperson Plan in the Commission Plan Matrix Setup window.
This option is available only when using the Standard Matrix Option.

Commission Plan provides the following methods of assigning Salesperson Plans to salespeople:

e The Salesperson Maintenance window (Sales Area Page >> Cards >> Salesperson) has been
modified for Commission Plan by adding the Salesperson Plan field to the top of the window on

the right.
c 4l Salesperson Maintenance l = e
File Edit Toecls Additional Help sa Fabrikamn, Inc, 4/12/2017
EH Save | & Clea | ¥ Delete %D Hew 5
Salezperson 1D GREG E. Y | Inactive Clazz D INSIDE REP i Enter a
Last Mame Ericksan i Salesperson Plan | DEFAULT e Salesperson
First Gregory Erployee 1D ERICO001 ) Plan
Middle d Tenitory 10 TERRITORY 2 i
Wendor (D ADWANCEDOOM i
Address 74 Logan Estates Phone 1 [317) 5550101 Ext. 0000
Phane 2 (000 000-0000° E=t. 0000
Phone 3 [000) 000-0000 Ext. 0000
City Carmnel Fax [317] 555-0101 Ext. 0000
State IM
ZIP Code 46032-BE74 Parcent
Country LSA Applied To: @ Sales Tatal lrvoice
Commizsion |D
Year-to-Date Last vear
Total Commizssions $27 36172
Commizgioned Sales $312.052 47
Mon-Commisgioned 5ales
Cost of Sales $240.940.52
M aintain History: Calendar Year Fiscal Year Hizkory
4 4 » # bySalezperzon D - J i@
LS
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Security must be set to allow access to our alternate Salesperson Maintenance window.

e The Salesperson Commission Plan Info window contains the Salesperson Plan field. See the
Salesperson Commission Plan Info section of this document for details.

e The Mass Update Salespeople window allows you to assign a Salesperson Plan to a range of
salespeople and to update commission processing information. See the Mass Update
Salespeople section of this document for details.

Customer Commission Plan Setup
Sales Area Page >> Setup >> Commission Plan >> Customer Commission Plan Setup

The Customer Commission Plan Setup window is used to create Customer Plans, which are then
assigned to customers. A Description must be associated with the Customer Plan. Commission Plan will
calculate $0.00 commissions for customers that are not assigned to a Customer Plan.

=4 Customer Commission Plan Setup l = | |ﬁ]
File Edit Tocols Help sa Fabrikam, Inc. 4/12/2017
B Save & Clear | XK Delete
Customer Plan DEFAULT Wl Default Inactive
Dezcription Default Custorner Plan
4 4 » M

One Customer Plan will be created for each different type of customer, for commission purposes, that
exists in your database. For example, if you pay Mary a different commission for selling a bale of wool to
Aaron Fitz Electrical than to Adam Park Resort, you would need two Customer Plans. We strongly
recommend that you do not refer to percentages or amounts in the Customer Plan or Description, as Plan
Combination (the intersection of the Salesperson Plan, Customer Plan, and Item Plan) determines a
commission rate, not the individual Customer Plan.

Marking the Default checkbox will cause the current Customer Plan to be assigned whenever a new
customer is created.

If a Customer Plan is assigned to a customer or if commissions exist for the plan, then it may not be
deleted. In this case, marking the Inactive checkbox will prevent it from being assigned to customers in
the future. Commissions for customers already assigned to the plan will not be affected.

Commission Plan provides the following methods of assigning Customer Plans to customers:

e The Customer Maintenance window (Sales Area Page >> Cards >> Customer) has been modified
for Commission Plan by adding the Customer Plan field at the bottom right.
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Enter a
Customer Plan

Security must be set to allow access to our alternate Customer Maintenance window.

e The Customer Commission Plan Info window contains the Customer Plan field. See the Customer
Commission Plan Info section of this document for details.

e The Mass Update Customer window allows you to assign a Customer Plan to a range of
customers. See the Mass Update Customers section of this document for details.
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Item Commission Plan Setup
Sales Area Page >> Setup >> Commission Plan >> Item Commission Plan Setup

The Item Commission Plan Setup window is used to create Item Plan IDs, which are then assigned to
inventory items. A Description must be associated with the Item Plan ID. Commission Plan will calculate
$0.00 commissions for items that are not assigned to an Item Plan.

=4 Item Commissien Plan Setup l = | |_ﬂhj
File Edit Tools Help za Fabrikam, Inc. 4/12/2017
B Save & Clear | XK Delete
Item Plan DEFAULT &30 Diefault Inactive
Dezcription Default Itern Plan
4 4 » »

One Item Plan will be created for each different type of item, for commission purposes, that exists in your
database. For example, if you pay Mary a different commission for selling a bale of wool to Aaron Fitz
Electrical than for selling a green phone to Aaron Fitz Electrical, you would need two Item Plans. We
strongly recommend that you do not refer to percentages or amounts in the Item Plan or Description, as
the Plan Combination (the intersection of the Salesperson Plan, Customer Plan, and Item Plan)
determines a commission rate, not the individual Iltem Plan.

Marking the Default checkbox will cause the current Item Plan to be assigned whenever a new inventory
item is created.

If an Item Plan is assigned to an item or if commissions exist for the plan, then it may not be deleted. In
this case, marking the Inactive checkbox will prevent it from being assigned to items in the future.
Commissions for items already assigned to the plan will not be affected.

Commission Plan provides the following methods of assigning Item Plans to items:

e The Item Maintenance window (Inventory Area Page >> Cards >> ltem) has been modified for
Commission Plan by adding the Item Plan field at the bottom left.
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=4 Item Maintenance [ = ﬁ,l
File Edit Tools Additional Help sa Fabrikamn, Inc. 4/12/2017
E Save | & Clear > Delete Copy %D MHew 5 E
It Murnber 100=LG Gl
Dezcription Green Phone j':
Shart Description Fhare
Generic Description Phare Clazz D 1}
Item Type: Sales lnventory - Quantity Decimals: 0
Yaluation Method: LIFO Perniodic Currency Decimals:
Sales Tax Optior: T axable - Furchaze Tax Option: MHaontaxable -
Tax Schedule (D ALL DETAILS il TaxSchedule D
Ent I of M Schedule 1D PHOME 1-10 Q Standard Cost $50.60
nter an
ltem Plan —pb ltem Plat DEFALLT 4 Curent Caost $28.48
Shipping Weight £ 01 LIz S0
(uantity On Hand an
Optiohs “ Accounts Quantity Available 26
4 4 » » byltem Mumber - iy @

Security must be set to allow access to our alternate Item Maintenance window.

e The Item Commission Plan Info window contains the Item Plan field. See the Iltem Commission
Plan Info section of this document for details.

e The Mass Update Items window allows you to assign an Item Plan to a range of inventory items.
See the Mass Update Items section of this document for details.

Commission Plan Setup
Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup

The Commission Plan Setup window is used to set the parameters by which Commission Plan will operate
and is divided into 8 sections.

Commissionable Sales Documents Commissionable Amounts
Commission Adjustment Options Commission Reductions
Commission Matrix Options Salespeople Receiving Commissions
Commission Plan Assignments Commission Processing

From this window you can access all aspects of commission configuration and identify all the features in
Commission Plan you wish to activate.
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In the Microsoft Dynamics GP sample company, the Enable Apex or Keystone selection on the Options
menu opens the EthoTech Series Attribute Setup window, which allows you to enable Commission Plan
Apex (default), Commission Plan Keystone, or neither. This will allow you test the differences between the

two EthoTech commission products.

[ =]

[ S |

=4 EthoTech Series Attribute Setup

File Edit Tools Help

Sample Company Only:

Reqgistered Commizzion Plan Module:

@ Commiszion Plan - Apes Commizzion Plan - Keystone

za Fabrikam, Inc. 4/12/2017

M either

—

A\

Commissionable Sales Documents

If you choose Neither and close the Commission Plan Setup window, you won'’t be able to
access any Commission Plan functionality. Use the Options menu on the EthoTech Registration
window to re-open the EthoTech Series Attribute Setup window.

This section controls the sales documents that can have commission records created. Invoices and
Returns are pre-selected as these are the only sales documents for which commissions can be
processed. All other document types are optional. Commissions can be calculated and created at the time
of order; however, they will not be processed until the order has been transferred to an invoice and posted

or fully paid depending on the processing method selected.

-
:‘ Commission Plan Setup
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By default, Commission Plan creates commission records for any sales document assigned to a
Document Type marked in the Commission Plan Setup window, regardless of the Sales Type ID used for
the document. Click the Sales Type ID Setup button to open the Commission Plan Sales Type ID Setup
window or go to Sales Area Page >> Setup >> Commission Plan >> Commission Plan Sales Type ID
Setup. This window is used to ignore specified Sales Type IDs when creating commissions for a particular
Document Type. Commissions will still be calculated for ignored Sales Type IDs in the following cases:

e The Sales Type IDs option is set to All or Restricted (and ignored Sales Type IDs are included in
the restricted list) when calculating commissions using the Commission Plan Utilities window.

e A user selects a sales document in the Commission Plan Entry window and chooses to calculate
commissions for the ignored Sales Type ID.

e A sales document with existing commissions is transferred and the resulting document has an
ignored Sales Type ID.

o A sales document with an ignored Sales Type ID and no commissions is transferred and the
resulting document has a Sales Type ID that is not ignored.

[ ¢4 Commission Plan Sales Type ID Setup l =t |_-th1

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
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In the above example, commissions will not be automatically calculated for invoices whose Sales Type ID
is SPECINV.

The Earliest Document Date and Earliest Document Paid Date fields are used to prevent Commission
Plan from creating commission records that have already been paid using another system. For example,
entering an Earliest Document Date of 1-1-2016 will prevent Commission Plan from creating commissions
for sales documents whose document date is 12-31-2015 or earlier. Entering an Earliest Document Paid

THE ETHOSERIES o 24



COMMISSION PLAN

Date of 1-1-2017 will prevent Commission Plan from creating commissions for fully relieved sales
documents whose paid off date is 12-31-2016 or earlier.

By default, any user with access to the Commission Plan Entry window may edit any unprocessed
commission records, regardless of whether the associated sales document is posted or unposted. Mark
the Restrict users able to edit commissions for posted sales documents checkbox to control which
users may edit commissions for posted sales documents. Click the Restrict Users expansion arrow to
open the Commission Plan User Setup window.

=4 Commission Plan User Setup SHEE X
File Edit Tools WASeN Help sa Fabrikam, Inc. 4/12/2017
Assign All
dzers: Remove All E\_I,I Mame Edit Fosted Comm
DYMSA m, ne. -

LESSOMUSERT

LESSOMUSERZ
54

m

Idzers must have acceszs to the Commiszion Plan Entry window to edit commizzions.

Select the users who are allowed to edit commissions for posted sales documents in each company. If a
user opens the Commission Plan Entry window for a posted sales documents and that user is not allowed
to edit the commissions for that document, the commission data will still be displayed but will be non-
editable.

Marking the Disable Great Plains Commissions checkbox will disable the Microsoft Dynamics GP
Commissions button on the Sales Transaction Entry and Sales Transaction Inquiry Zoom windows, and
the commission percentage on all salesperson cards will be set to zero, which will prevent Microsoft
Dynamics GP commission amounts from calculating. You can also use the Remove Salesperson
Percentages button on the Commission Plan Utilities window to set the commission percentage to zero on
all salesperson cards.

If you choose not to disable Microsoft Dynamics GP commissions, you will be prompted to choose Great
Plains Commissions or EthoTech Commission Plan when clicking the Commissions button on our
alternate Sales Transaction Entry and Sales Transaction Inquiry Zoom windows.

Commission Adjustment Options

Commission records not directly tied to a sales document may be created using the Commission Plan
Adjustment Entry window.
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c 4 Commission Plan Setup [ = &]

File Edit Tools Options Help sa Fabrikam, Inc. 4/12/2017
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Comrmizzion Adjustment O ptions:
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The adjustments setup is similar to the Sales Order Processing setup: enter an alpha-numeric value for

the Next Commission Adjustment Number (document number), and select whether users can Delete
Adjustments and/or Void Adjustments. Please note that processed adjustment documents may not be
deleted or voided.

Click the Adjustment Types expansion arrow to open the Commission Plan Adjustment Type Setup
window, which is used to create user-defined adjustment type values. When a commission adjustment is
created, an adjustment type value may be assigned to the adjustment,

1 Commission Plan Adjustment Type Setup l = | |ﬁ]
File Edit Tocols Help sa Fabrikam, Inc. 4/12/2017
D Descriptian $

1 Incarrect S alesperzon -

2 |nzomect Commizzionable Sale Amounts
3

m

Commission Matrix Options
Selecting the Standard option will allow you to enter one commission rate per plan combination.
Commission amounts are calculated individually for sales document lines.

Selecting the Tiers option will allow you to enter multiple commission rates, based on various criteria, for
each plan combination. Commission amounts are calculated individually for sales document lines.
Marking the Enable Price Sheet Tiers checkbox will allow you to set up tiers based on Extended Pricing
price sheets. Entering a Default Price Sheet for Non-inventoried Items will allow commissions to be
automatically calculated for non-inventoried sales document line items if a Default Item Plan for Non-
inventoried Items has been entered.
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Selecting the Quotas option will allow you to enter multiple commission rates, based on various criteria,
for each plan combination. Commissionable sale and cost amounts are tracked for sales document lines,
and aggregated based on the plan combination. Commission amounts are then calculated for the plan
combination sale and cost totals.

t4 Commission Plan Setup [ = &]

File Edit Teools Options Help sa Fabrikamn, Inc, 4/12/2017
El Apply ° LCancel ::j,
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The Tiers and Quotas options are not available for clients running Commission Plan Keystone.

See the Commission Plan Matrix Setup section of this document for more information.

Commission Plan Assignments

Marking the Require Customer Plans checkbox will set the Customer Plan field to Required if you are
using our alternate Customer Maintenance window or will open our Customer Commission Plan Info
window when a customer is saved without a Customer Plan if you are not using our alternate Customer
Maintenance window.

Marking the Require Salesperson Plans checkbox will set the Salesperson Plan field to Required if you
are using our alternate Salesperson Maintenance window or will open our Salesperson Commission Plan
Info window when a salesperson is saved without a Salesperson Plan if you are not using our alternate
Salesperson Maintenance window.

Marking the Require Item Plans checkbox will set the Item Plan field to Required if you are using our

alternate Item Maintenance window or will open our Item Commission Plan Info window when an item is
saved without an Item Plan if you are not using our alternate Iltem Maintenance window.
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— ﬂh-‘
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Entering a default Item Plan for Non-inventoried Items will allow commissions to be automatically
calculated for sales document line items that do not exist in the Inventory Item Master.

Click the Plan Assignhments button to assign Salesperson Plans to salespeople, Customer Plans to
customers, and Item Plans to items. You can also use our mass update utilities to perform these tasks.
See the Mass Update section of this document for detailed information on mass update functionality.

Commissionable Amounts

The Commissionable Sale Amount can be derived from either the sales document line extended price
(Sales Document Price) or the inventory item’s list price * quantity in base unit of measure (List Price). A
multiplier may be applied to the resulting amount to determine the commissionable sale amount. You may
also elect to make this selection independently for each item ID.

The Commissionable Cost Amount can be derived from the sales document line extended cost (Sales
Document Cost); the inventory item’s standard cost * quantity in base unit of measure (Standard Cost);
the sales document line extended price (Sales Document Price); or the inventory item’s list price * quantity
in base unit of measure (List Price). A multiplier may be applied to the resulting amount to determine the
commissionable cost amount. You may also elect to make this selection independently for each item ID.

i -
:‘ Commission Plan Setup [ = iz_]
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If the commissionable sale or cost amount selection is set to Based on Item, you can use the ltem
Commission Plan Info window or the Mass Update Items utility to set the commissionable amount source
and multiplier.

When the Reduce Commissionable Amounts for Commission Line Splits checkbox is marked, the
commissionable sale and cost amounts on commission line items are reduced by the line item Split
percentage before the commission line is calculated; otherwise, the line item commissionable amounts
are not affected by the line item Split percentage. Commission splits entered at the commission header
(summary) level do not affect the commission line commissionable sale and cost amounts.

If the Quotas matrix option is selected, the Reduce Commissionable Amounts for Commission Line Splits
option is required to be marked.

When the Roll Down Header Splits to Commission Lines checkbox is marked, a split percentage
entered for a commission record in the Commission Plan Entry window will appear on all commission
lines, overriding any automatically calculated commission line split percentages. The header net
commission amount will equal the header gross commission amount (the sum of all commission line net
commission amounts).

When the Roll Down Header Splits to Commission Lines checkbox is unmarked, a split percentage
entered for a commission record in the Commission Plan Entry window will not affect any commission
lines. The header net commission amount will be calculated by multiplying the header gross commission
amount (the sum of all commission line net commission amounts) by the header split percentage.

Commission Reductions

This section allows you to reduce commissions for Terms Discounts, Trade Discounts, Write-offs,
Credit Card Payments, Overdue Invoices, and Payment Terms. The Overdue Invoices commission
reduction functionality is not available for clients running Commission Plan Keystone.

&4l Commission Plan Setup l = &]
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Use the Reduce Commissions For drop-down to designate whether commissions are reduced for all
sales documents or only posted invoices and returns.

Since commissions are calculated at the line item level and discounts and write-offs are applied at the
document header level, the reductions are calculated in the following manner: a commission reduction
percentage is calculated by dividing the amount of the trade discount, terms discount, or write-off by the
sales document subtotal (the total of the extended price of all line items), then the commissionable sale
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and/or cost amount of each commission line item record is reduced by the commission reduction
percentage and commissions are recalculated.

The Reduce Commissions How drop-down is used to designate whether both the commissionable sale
and cost are reduced, only the commissionable sale is reduced, only the commissionable cost is
increased, or only the commissionable cost is increased as a percentage of the commissionable sale.

Example: Using the Standard matrix option, the Reduce Comm Sale Reduce Commissions How option,
and the Reduce Commissionable Amounts for Commission Line Splits option unmarked, Bob is paid 10%
of sales when he sells green phones and he receives no commission when he sells phone cords. We
enter an invoice with 1 green phone selling for $10.00 and 1 phone cord selling for $2.00, totaling $12 for
the invoice. Bob’s commission is $1.00 ($10.00 * 0.10 for the green phone plus zero for the phone cord).
We write off $3.00, so the commission reduction percentage is 25% ($3.00 / $12.00). The
commissionable sale amount for the green phone changes to $7.50 ($10.00 * (1 - 0.25)) and the
commissionable sale amount for the phone cord changes to $1.50 ($2.00 * (1 - 0.25)). Bob’s commission
is now $0.75 ($7.50 * 0.10 for the green phone plus zero for the phone cord).

Click the Addt’l Reductions button to open the Commission Plan Credit Card Setup, Comm Plan
Overdue Setup, and Commission Plan Payment Terms Setup windows.

e The Commission Plan Credit Card Setup window allows you to enter commission reduction
percentages for credit cards.

=4 Commission Plan Credit Card Setup l = | |ﬁ]
File Edit Tocols Help sa Fabrikam, Inc. 4/12/2017
B Save & Clear | XK Delete
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Commizzion Reduction Percentage 2.50%
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When a credit card payment is applied to a sales document, the commissionable sale and/or cost
amounts of each commission line item record for the document are reduced by the credit card
Commission Reduction Percentage and commissions are recalculated.

e The Comm Plan Overdue Setup window allows you to enter commission reduction percentages
for overdue invoices. This functionality is not available for clients running Commission Plan
Keystone.
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Whenever commissions are updated for a posted sales document (posting, applying payments,
running Commission Plan Utilities, clicking the Update or Default buttons on the Commission Plan
Entry window), Commission Plan compares the system date to the sales document’s Due Date,
Document Date, or GL Posting Date to calculate a Days Overdue value. If the Days Overdue
value falls within one of the Up To Days Overdue ranges from the Comm Plan Overdue Setup
window, the commissionable sale and/or cost amounts of each commission line item record are
reduced by the Discount % and commissions are recalculated. In the above example, no
reductions are taken until sales documents are 11 days overdue.

e The Commission Plan Payment Terms Setup window allows you to enter commission reduction
percentages for Payment Terms IDs.

[ ¢4 Commission Plan Payment Terms Setup l = |_—‘-‘&J1

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
EH save & Clear | ¥ Delete
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When commissions are updated, the document’s payment terms ID is compared to the
Commission Plan Payment Terms Setup. If a match is found, the commissionable sale and/or
cost amounts of each commission line item record for the document are reduced by the payment
terms ID Commission Reduction Percentage and commissions are recalculated.

For all commission reduction types, commissions with a Commission Type of Flat Amount or Per Unit will
not be reduced as the commission rate does not depend on the sale price or cost of the item. If you
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modify your commission reduction settings, use the Commission Plan Utilities window to update
unprocessed commission records for existing sales documents. See the Commission Plan Utilities section
of this document for details.

Salespeople Receiving Commission

A salesperson may be eligible to receive multiple commissions for a single sales document line, or they
may only be eligible to receive one commission for a line. For clients running Commission Plan Keystone,
a salesperson may only receive one commission for a sales document line.

' B
:‘ Commission Plan Setup |. = ot S

File Edit Tools Options Help sa Fabrikam, Inc. 4/12/2017
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Examples: Salesperson Bob is the sales rep for a customer, so he is assigned to the customer using the
Customer Maintenance window, and he defaults onto each sales document created for that customer. In
addition, Bob is also the manager for sales territory US-WEST, to which the customer is assigned. Bob is
assigned to the sales territory using the Sales Territory Commission Plan Info window.

If Bob should receive commissions as both the sales rep and the manager for sales documents created
for the customer, then the Salesperson may be commissioned multiple times per sales document
checkbox should be marked.

If Bob should be commissioned either as the sales rep or the manager for sales documents created for
the customer, then the Salesperson may be commissioned multiple times per sales document
checkbox should be unmarked. You'll also need to click the Salesperson From Rankings expansion
arrow to open the Commission Plan Salesperson From Ranking Setup window.
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Commission Plan Salesperson From Ranking Setup
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When the Salesperson may be commissioned multiple times per sales document checkbox is
unmarked and a salesperson is assigned on multiple setup windows, his commission will be based on the
Salesperson From entry with the lowest Rank value.

If Bob should receive commission as the sales rep rather than the manager, make sure that the Sales
Territory CP Info entry appears below the SOP Document Header and SOP Document Line Item entries. If
Bob should receive commissions as the manager rather than the sales rep, make sure that the Sales
Territory CP Info entry appears above the SOP Document Header and SOP Document Line Item entries.

The Commission Which Sales Document Salespeople drop-down has four choices:
e Sales Document Header
e Sales Document Line
e Sales Document Header & Line
e Do Not Commission Any Sales Document Salespeople

When the Sales Document Header option is selected, the salesperson displayed in the Sales Customer
Detail Entry window will be commissioned for all line items on the sales document.

When the Sales Document Line option is selected, the salesperson displayed in the Sales Item Detail
Entry window will be commissioned only for that line item.

When the Sales Document Header & Line option is selected, the salesperson displayed in the Sales
Customer Detail Entry window will be commissioned for all line items on the sales document, and the
salesperson displayed in the Sales Item Detail Entry window will be commissioned only for that line item.
This option requires the Salesperson may be commissioned multiple times per sales document checkbox
to be marked, and is not available for clients running Commission Plan Keystone.

When the Do Not Commission Any Sales Document Salespeople option is selected, no salespeople
appearing on the sales document will be commissioned. Salespeople assigned to the other Commission
Plan windows that are displayed in the Commission Plan Salesperson From Ranking Setup window will be
commissioned.

The Determine Additional Salespeople Using drop-down has two choices:
e Sales Document Header Info
e Sales Document Line Info

When the Sales Document Header Info option is selected, sales header info (ship to address, sales

territory, etc) will be used when commissioning salespeople assigned to the Commission Plan windows
that are displayed in the Commission Plan Salesperson From Ranking Setup window. All splits will take
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place at the commission header level. This means that the commission line commissionable sale and cost
amounts will only be automatically modified for splits if both the Reduce Commissionable Amounts for
Commission Line Splits and Roll Down Header Splits to Commission Lines checkboxes are marked in the
Commissionable Amounts section of the setup.

When the Sales Document Line Info option is selected, sales line info (ship to address, sales territory,
etc) will be used when commissioning salespeople assigned to the Commission Plan windows that are
displayed in the Commission Plan Salesperson From Ranking Setup window. All splits will take place at
the commission line level. This means that the commission line commissionable sale and cost amounts
will only be automatically modified for splits if the Reduce Commissionable Amounts for Commission Line
Splits checkbox is marked in the Commissionable Amounts section of the setup.

If the Quotas matrix option is selected, the Sales Document Line Info option is required to be marked.

Commission Plan includes functionality to assign salespeople to groupings of customers that are not
completely described by sales territories. For example, delivery routes are typically subsets of sales
territories. This functionality is implemented through the CP User-Defined 1 setup. The default label for
the CP User-Defined 1 field is CP User Def 1. Enter the appropriate label for your installation (Route, for
example). Marking the Require CP User Def 1 Assignments checkbox will require a CP User-Defined 1
value to be entered when creating or updating a customer record in the Customer Maintenance or
Customer Commission Plan Info windows. Click the Edit User-Defined Values expansion arrow to open
the Commission Plan User-Defined Setup window.

=4 Commission Plan User-Defined Setup |
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
U zer-defined: Route

Find By User-defined Y alue

Izer-defined W alue Drezcription
GAATLRT 1 Allanta, Georgia delivery route 1 - Fulton county -
GA-ATLRT 2 Atanta, Georgia delivery route 1 - Cobb county

The CP User-Defined 1 label (Route in our example), will be displayed. Enter the desired values and
descriptions.

Click the Addt’l Salespeople button to assign additional salespeople to customers, sales territories,
customer user defined values, and inventory items. Clients running Commission Plan Keystone may
create User-Defined values and assign these values to customers, but they may not assign salespeople to
these values. See the Customer Commission Plan Info, Sales Territory Commission Plan Info, User-
Defined 1 Commission Plan Info, and Item Commission Plan Info sections of this document for details.

See the Determining the Salespeople for a Sales Document section of this document for detailed
information on how salespeople are commissioned for a particular sales document.

Commission Processing
To distinguish the payment of commissions from the payment of sales documents, Commission Plan
refers to commission payment as Commission Processing.
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c 4l Commission Plan Setup [ = &J

File Edit Tools Options Help sa Fabrikam, Inc. 4/12/2017
E Apply ° LCancel :_:,,
Salez Docs Adjuztments t atrix Options Plan Azzign Coarnrn Arnts Reductons | Salespeople Proceszing

Commizzion Processing:

Commission Recognition Date From Sales Transaction Document D ate -
Enable Commiszion Proceszing When Document iz Paid -

Returns Conzidered Paid YWhen Fully Applied @ Posted

Mext Commiszion Processing Run ID CObRAUMN 00000000007

Mext Commission Accrual Run 1D ACCRUERUNO00000M

| Create GL Tr= | Create Payables Tr= V| Create Payrall Trx | Create Accrual Trx

The Commission Recognition Date From selection determines which date will be entered in the
Commission Recognition Date field for each commission record. The drop-down list has four choices:

Sales Transaction Originating Order Date - if the current sales transaction was transferred from a
sales order, then the Commission Recognition Date will be set to the order; otherwise the
Commission Recognition Date will be set to the current sales transaction document date.

Sales Transaction Document Date - the Commission Recognition Date will be set to the current
sales transaction document date.

Sales Transaction GL Posting Date - the Commission Recognition Date will be set to the sales
transaction general ledger posting date - this date will be blank for unposted transactions.

Sales Transaction Paid Date - the Commission Recognition Date will be set to the date a sales
invoice is fully relieved or the date a sales return is fully applied - this date will be blank for
unposted or unrelieved / unapplied transactions.

The Commission Recognition Date From is used in 2 cases:

To determine the commission rate when using the Tiers matrix option with the Commission
Recognition Date tier type.
To determine the commission period when using the Quotas matrix option.

The Enable Commission Processing When drop-down list has three choices:

Document is Posted - commissions are due to salespeople as soon as sales documents are
posted.

Document is Paid - commissions are due when sales invoices are fully relieved and when sales
returns are either posted or fully relieved, depending on the Returns Considered Paid When
option selected. Invoices and returns are deemed fully relieved when the amount remaining, as
displayed in Receivables Transaction Inquiry — Customer, is $0.00.

Based on Salesperson - the choice to process commissions when sales documents are posted or
fully relieved is made per salesperson rather than company-wide. Use the Salesperson
Commission Plan Info window to select whether a salesperson will be paid when sales documents
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are posted or fully relieved. If you choose Based on Salesperson in the Commission Plan Setup
window and do not select a processing method for a salesperson on the Salesperson
Commission Plan Info window, the salesperson will be assigned the Invoice is Posted method
when commissions are processed.

documents. Microsoft Dynamics GP doesn't allow payments to be applied at the line item level,

f Note: Commission Plan doesn’t support the partial payment of commissions for partially relieved
preventing Commission Plan from determining which commission lines should be processed.

The Returns Considered Paid When option has two choices:

e Fully Applied - commissions are due when sales returns are posted and fully applied. This option
is only available when the Enable Commission Processing When option is set to Document is
Paid.

o Posted - commissions are due to salespeople as soon as sales returns are posted.
Commission Plan is configured to enable commission processing for paid invoices and posted

returns, the Date Document Paid is set to the return’s GL Posting Date. This allows the use of
only a Date Document Paid range when processing commissions.

f Note: when determining the Date Document Paid for commissions associated with a return and

The Next Commission Processing Run ID is used when commissions are processed. The function of
this number is similar to that of a batch number in that all commission records processed in a given run
are assigned the same Run ID. The Run ID can then be used to filter commission inquiries and reports.

summary information is created and a Commission Processing Run ID is assigned for each
existing processing run when a Next Commission Processing Run ID is saved in the
Commission Plan Setup window for the first time.

f Note: If Commission Plan was in use before the Processing Run ID functionality was added,

The Next Commission Accrual Run ID is used when commissions are accrued, and functions like the
Commission Processing Run ID. This field is required only when the Create Accrual Trx option is
marked. See the Accruing Commissions section of this document for detailed information on how
commissions may be accrued.

The Create GL Trx, Create Payables Trx, and Create Payroll Trx options determine which, if any,
Microsoft Dynamics GP transactions should be created when commissions are processed. If none of
these options are marked, Commission Plan may still be used as a reporting tool for outside accounts
payable or payroll services.

Commission Plan Matrix Setup
Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup

The Commission Plan Matrix Setup window is used to define the Commission Plan Matrix and the
completion of this window requires that the rules by which commissions will be paid have been
determined. It is usually desirable to complete this window after all salespeople have been assigned to
Salesperson Plans, all customers have been assigned to Customer Plans, and all items have been
assigned to Item Plans. Since it is very difficult to display a three-dimensional matrix within a Microsoft
Dynamics GP window, Commission Plan presents a single layer at a time, with each layer represented by
the Salesperson Plan. The commission rate to be paid to each salesperson commissioned using to the
current Salesperson Plan is determined by the Customer Plan and Item Plan combinations in the scrolling
window. If no match is found in the matrix, then a $0.00 commission with a commission type of No
Commission is calculated for the sales document line item in question.
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The View By field is used for complex plans. This is a display only control for the scrolling window and
does not alter the data in any way. You may select to view the matrix line items in Customer Plan order or
Item Plan order and you may view a subset of the data by setting a range.

The Commission Plan Matrix uses the Salesperson Plan, Customer Plan, and Item Plan to determine the
appropriate commission rate for an individual line item in Sales Order Processing.

The appearance and functionality of the Commission Plan Matrix Setup window is determined by the
Commission Matrix Options on the Commission Plan Setup window.

Standard Matrix Option
A single commission rate can be assigned to a given plan combination.

=4 Commission Plan Matrix Setup l = | (5] |ﬂh

File Edit Toels Opticns Help sa Fabrikam, Inc. 4/12/2017
EH Save | A& Clea Redisplay | ¢ Delete

Salesperzon Plan SalLES REF ] Ihactive

Dezcription zalez rep plan

Default Commizsion Type  Sale * Rate 15.00%

"Wigw By Cuztormer Flan » @ Al Fronm
To

Commizzion Hate

Cusztomer Plan .4 Item Plan 4 Type % Arnount
RETAIL HARDWARE Sale - 15.00% $0.00000 =
RETAIL MO COMMISSION Mo Comrizzian - 0.00% $0.00000
RETAIL SOFTWARE Flat Arnount - 0.00% $11.00000
WHOLESALE HARDWARE Per Baze Unit - 0.00% $0.50000
WHOLESALE MO COMMISSION Mo Commigzion - 0.00% $0.00000

m

When a Salesperson Plan is displayed, the Default Commission Type and Rate are set to the default
commission type and rate entered in the Salesperson Commission Plan Setup window for the salesperson
plan. The default commission type and rate may be edited.

If the Inactive checkbox is marked for the displayed salesperson plan, the matrix may not be modified for
that plan.

When a new Customer Plan — Item Plan combination is entered, the Type and Commission Rate are
set to the default commission type and rate.

The Type drop-down list lets you select the type of commission to be paid. The types and their definitions
are:

e No Commission - no commissions will be paid.

THE ETHOSERIES e 37



COMMISSION PLAN
e Margin - the commission paid is a percentage of the Commissionable Sale Amount less the
Commissionable Cost Amount.
e Sale - the commission paid is a percentage of the Commissionable Sale Amount.

e Flat Amount - the commission paid is an amount, such as $5.00, for the item regardless of price,
cost, or quantity.

e Per Selling Unit - the commission paid is an amount multiplied by the sales document line item
Quantity and does not take Unit of Measure into account. For example if you entered a quantity of
3 and a U of M of Case or Each, the commission would be the same.

e Per Base Unit - the commission paid is an amount multiplied by the sales document line item
Quantity in Base Unit of Measure.

R Commission Plan uses Commissionable Sale and Cost amounts for the purposes of
- - calculating commissions for types of Margin and Sale. The Commissionable Sale
Amount can be derived from the sales document line item extended price or the

inventory item’s list price. The Commissionable Cost Amount can be derived from the
sales document line item extended cost or extended price or the inventory item’s standard cost or
list price. Both the Commissionable Sale and Cost amounts can be overridden by the user.

The Percent (%) field allows you to enter a percentage between 0.00% and 327.67% for the Commission
Rate to be paid and is used only with Sale and Margin commission types.

The Amount field allows you to enter an amount between $0.00 and $99,999,999,999.99 and is used only
with Flat Amount, Per Selling Unit, and Per Base Unit commission types.

Example: in the above screenshot, a salesperson paid using Salesperson Plan SALES REP would receive
a commission of 15% of the selling price on a line item assigned to Item Plan HARDWARE sold to a
customer assigned to Customer Plan RETAIL. However, that same salesperson would receive no
commission on a line item assigned to Item Plan NO COMMISSION sold to a customer assigned to
Customer Plan RETAIL, as the commission type for this plan combination is No Commission. The
salesperson would receive ho commission on a line item assigned to Iltem Plan SOFTWARE sold to a
customer assigned to Customer Plan WHOLESALE, as no combination of Salesperson Plan SALES REP,
Customer Plan WHOLESALE, and Item Plan SOFTWARE exists in the matrix.

The Create Entries for all Plan Combinations options menu allows you to create entries for all customer
plan — item plan combinations that do not already exist for the displayed salesperson plan, using the
default commission type and rate. Entries will not be created for inactive customer or item plans.

Tiers Matrix Option (not available for Commission Plan Keystone clients)

Multiple commission rates may be assigned to a given Plan combination, allowing for “sliding scales” or
“groupings” of commission rates based on one of several Tier Types: commissionable sale amount,
margin amount, margin percent, price level, quantity in base unit of measure, unit price, unit price from
commissionable sale amount, unit price from extended price, Commission Recognition Date, Site ID, and
list price percent. These scales apply only to the current sales document line item, and commission rates
are inclusive rather than additive (once a rate level is achieved, the associated commission rate is applied
to the entire line item).

The Create Entries for all Plan Combinations options menu allows you to create entries for all customer
plan — item plan combinations that do not already exist for the displayed salesperson plan. Entries will not
be created for inactive customer or item plans.

THE ETHOSERIES e 38



COMMISSION PLAN

-

=4 Commission Plan Matrix Setup l = | (] |_ﬂh

File Edit Toels Opticns  Help za Fabrikam, Inc. 4/12/2017
EH save & Clea Redisplay | ¢ Delste

Salesperzon Plan SALES REP ] Inactive

Dezcription zalez rep plan

"Wigw By Cusztorner Plan - @ Al From:
To

Customer Plan .4, ltem Plan .4 Uze Default Tiers -h Use ltem Tisrs
ALL CUST DEFAULT ] gl
ALLCUST ITEM SPECIFIC

ALLCUST OME OFF

Commiszion Hate

Tier Schedules

A Salesperson Plan, Customer Plan, and Iltem Plan combination can have a tier schedule assigned by one
of the following methods:

The default tier schedule, by marking the Use Default Tiers checkbox. In this case, clicking the
Edit Tiers expansion button will open the Commission Plan Default Tiers window. Editing this
window modifies the tier structure for all plan combinations using the default tier schedule.

A tier schedule created specifically for the selected plan combination. In this case, clicking the
Edit Tiers expansion button will open the Commission Plan Tiers window. Editing this window
modifies the tier structure only for the selected plan combination.

A tier schedule created for each inventory item assigned to the selected Item Plan, by marking the
Use Item Tiers checkbox. In this case, you will need to click the Edit Tiers expansion button
(arrow next to the Item Plan lookup button) on the Item Commission Plan Info window — or our
alternate Item Maintenance window — to open the Commission Plan Item Tiers window. Editing
this window modifies the tier structure only for the selected inventory item.

Tier Types

For any tier schedule, commission types and rates may be assigned to ranges of any of the following tier

types:

Commissionable Sales Amount — rate determined by the Commissionable Sale Amount.
Commissionable Recognition Date — rate determined by the Commissionable Recognition Date.

List Price Percent — rate determined by the List Price Percent: (Selling Price/List Price)*100,
where the Selling Price = Extended Price / Selling Quantity in Base Unit of Measure.
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e List Price Percent from Comm Sale Amt — rate determined by the List Price Percent: (Comm Unit
Sale Amt/Comm List Price)*100, where the Comm Unit Sale Amt = Commissionable Sale Amount
/ Selling Quantity in Base Unit of Measure and the Comm List Price = List Price * Commission
Line Split %.

e Margin Amount — rate determined by the Margin: Commissionable Sale Amount -
Commissionable Cost Amount.

e Margin Percent — rate determined by the Margin Percent: ((Commissionable Sale Amount -
Commissionable Cost Amount)/Commissionable Sale Amount)*100.

e Price Sheet/ Price Level — if Microsoft Dynamics GP Extended Pricing is in use, rate determined
by the Price Sheet assigned to the sales document line item(s); otherwise, rate determined by the
Price Level assigned to the sales document line item(s).

e Quantity in Base U of M — rate determined by the Quantity in the item’s base Unit of Measure.
e Site ID — rate determined by the Site ID.
e Unit Price — rate determined by the Unit Price.

e Unit Price from Commissionable Sale Amount — rate determined by the Unit Price from
Commissionable Sale Amount: Commissionable Sale Amount/QTY [the actual line item quantity,
not QTY in Base U of M]. The Commissionable Sale Amount may be affected by Markdowns,
Trade and Terms Discounts, Write-offs, Splits, Multipliers and manual adjustments.

e Unit Price from Extended Sale Amount — rate determined by the Unit Price from Extended Price:
Extended Price/QTY [the actual line item quantity, not QTY in Base U of M]. This method allows
the Unit Price to be affected by Markdowns.

Commission Types

For a given tier range, any of the following commission types may be assigned:
¢ No Commission — no commissions will be paid.

¢ Margin — the commission paid is a percentage of the Commissionable Sale Amount less the
Commissionable Cost Amount.

e Sale —the commission paid is a percentage of the Commissionable Sale Amount.

e Flat Amount — the commission paid is an amount, such as $5.00, for the item regardless of price,
cost, or quantity.

e Per Selling Unit — the commission paid is an amount multiplied by the sales document line item
Quantity and does not take Unit of Measure into account. For example if you entered a quantity of
3 and a U of M of Case or Each, the commission would be the same.

e Per Base Unit — the commission paid is an amount multiplied by the sales document line item
Quantity in Base Unit of Measure.

S Commission Plan uses Commissionable Sale and Cost amounts for the purposes of
'g' calculating commissions for types of Margin and Sale. The Commissionable Sale
Amount can be derived from the sales document line item extended price or the

inventory item’s list price. The Commissionable Cost Amount can be derived from the
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sales document line item extended cost or extended price or the inventory item’s standard cost or
list price. Both the Commissionable Sale and Cost amounts can be overridden by the user.

Commission Rates

The Percent (%) field allows you to enter a percentage between 0.00% and 327.67% for the Commission
Rate to be paid and is used only with Sale and Margin commission types.

The Amount field allows you to enter an amount between $0.00 and $99,999,999,999.99 and is used only
with Flat Amount, Per Selling Unit, and Per Base Unit commission types.

Default Tiers
Sales Area Page >> Setup >> Commission Plan >> Commission Plan Default Tiers

Creating a default tier schedule is beneficial if your commission structure doesn’t discriminate by
salesperson, customer, or inventory item (Margin Percent and Price Level/Price Sheet are commonly used
for default tiers); otherwise it will probably be more efficient to assign tiers to individual plan combinations
or inventory items.

-

=4 Commission Plan Default Tiers l = | (=] |i:h

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
I Save X Delete

Tiers Bazed O Margin Percent -

Fate determined by the kargin Percent; [[Commissionable 5ale Amount -
Commizzionable Cost Amount]/Commizzionable Sale Amount)*100. This
method allows vou to use a generic margin tiers setup, rather than ing
the margin to a specific item.

Commizzion Rate
Fram To Type i AmoLink
000 B.00% Mo Commizzion - 000 $0.00000 =
501 10.00% Margin - 15.00% $0.00000
10.Mx 300.00% Flat Amount - 000 $100.00000

The tier schedule entered in this window will be used whenever the Use Default Tiers checkbox is marked
for a particular plan combination in the Commission Plan Matrix Setup window.

Example: In the above screenshot, if the line item margin percentage is between 0% and 5%, a zero dollar

commission would be calculated. If the line item margin percentage is above 10%, a commission of
$100.00 would be calculated.
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Plan Tiers
Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup >> Edit Tiers

The Commission Plan Tiers window is used to create a tier schedule for a particular plan combination,
and the window is accessed by clicking the Edit Tiers expansion button for a plan combination in the
Commission Plan Matrix Setup window.

¥

1 Commission Plan Tiers l =, | (=] |iz-l

File Edit Tocols Help sa Fabrikam, Inc. 4/12/2017
I Save P Delete

Salesperson Plan: Custormer Plan: [tern Plan:
SALES REP ALL CUST OME OFF
Tiers Bazed Orn; Comm Sale Amount -

Fate determined by the Commizzsionable Sale Amont.

Commizzion Fate
Fram Tao Type 4 Aot
$5.00001 $10.00000 Sale - 200% $0.00000 -
$10.00001 $20.00000 Sale - 4 00% $0.00000
$20.00007 |$3999.993,999.999.93399 Sale - B 00% $0.00000

The tier schedule entered in this window will be used for the associated plan combination as long as
neither the Use Default Tiers nor the Use Item Tiers checkbox is marked for that plan combination in the
Commission Plan Matrix Setup window.

Example: In the above screenshot, if the line item commissionable sale amount $5.00 or less, a zero
dollar commission would be calculated. If the commissionable sale amount is greater than $10.00 and not
greater than $20.00, a commission of 4% of the line item commissionable sale amount would be
calculated.
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Item Tiers
Sales Area Page >> Cards >> Commission Plan >> ltem Commission Plan Info >> Item Tiers Expansion

The Commission Plan ltem Tiers window is used to create a tier schedule for a particular inventory item,
and the window is accessed by either of the following methods:
e Clicking the Edit Tiers expansion button (arrow next to the Iltem Plan lookup button) in the Item
Commission Plan Info window for a particular inventory item
e Clicking the Edit Tiers expansion button (arrow next to the Item Plan lookup button) in our
alternate Item Maintenance window for a particular inventory item

¢4 Commission Plan Item Tiers l = | (=] |i‘£-J1

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
IH Save XK Delete

[tern Humber; Drezcription:
1-432614 kulti-Core Proceszor
Tiers Bazed O Unit Price from Extended Price -

Rate determined by the Unit Price from Extended Price: Extended
Price /Mty [the actual line item quantity, not quantity in baze L af M]. This
method allows the Unit Price to be affected by Mark downs.

Commizzion Hate
From To Type 4 Aot
$0.00000 $3.00000 Mo Commizsion - 000 $0.00000 -
$3.00007 $18.00000 Flat Amounk - 000 $2.00000
$18.00001 $60.00000 Per Seling Urit - 0,00 $5.00000
$60.00001 $100.00000 kargin - 50.00% $0.00000 | =
$100.00001 | $393,553.939,995.99993 Sale - 0023 $0.00000

The tier schedule entered in this window will be used for any plan combination that contains the inventory
item’s ltem Plan if the Use Item Tiers checkbox is marked for that plan combination in the Commission
Plan Matrix Setup window.

Example: In the above screenshot, if the derived line item unit price is greater than $3.00 and not greater
than $18.00, a commission of $2.00 would be calculated. If the derived line item unit price is greater than
$100.00, a commission of .02% of the line item commissionable sale amount would be calculated.

Quotas Matrix Option (not available for Commission Plan Keystone clients)

Choosing Commission Plan allows you define quota levels per plan combination. The quota levels are
assigned per period for the plan combination and year. Examples of period setups are Annual, Quarter,
and Month. The quota levels may be tracked by Commissionable Sale Amount or Margin Amount, and the
commission calculation method may be stepped (from $0 - $100 pay 2%, from $100.01 and up pay 3%,
so if commissionable amount is $150.00 pay 2% of $100.00 + 3% of $50.00) or inclusive (entire
commission is paid based on the highest quota level achieved [from $0 - $100.00 pay 2%, from $100.01
and up pay 3%, so if commissionable amount is $150.00 pay 3% of $150.00).
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COMMISSION PLAN

Sales Area Page >> Setup >> Commission Plan >> Commission Plan Quota Period Setup

Before quotas setups can be created for your plan combinations, quota periods must be created using the

Commission Plan Quota Period Setup window.

¢4 Commission Plan Quota Pericds Setup l =) |ﬁ]
File Edit Tools Help sa Fabrikam, Inc, 4/12/2017
H Save Calculate Redisplay » Delete
ear 27 *  Perod Type  Quarker -
First Day | 1/7/2017  H Number of Periods 4
Last Day | 12/31/2017 EH
Feriod Feriod Marme Start Date End D ate
1 Cluarter 1 1M2m7 a32mzy -
2 Cluarter 2 am2m7 H B/30/2017
3 Cluarter 3 TA2MT H /30,2017
4 Guarter 4 1012007 B 12231207

This window allows you to create up to 5 quota period setups per year, one for each of the following

Period Type options:
User-defined
Annual
Semiannual
Quarter
Month

When you choose a Year, the First Day and Last Day are defaulted from your Dynamics GP fiscal year
setup, but these dates may be overridden. When a Period Type of Annual, Semiannual, Quarter, or Month
is selected, the Number of Periods is defaulted, but it may be overridden. When a Period Type of User-
defined is selected, it's up to you to enter the Number of Periods. Once you're satisfied with the First Day,
Last Day, and Number of Periods; click the Calculate button to create the periods. Once the periods have
been created, the Period Names and Start Dates can be modified. A period setup may be modified or
deleted until it has been assigned to a plan combination.

Once your quota periods have been created, click the Edit Quotas expansion arrow on the Commission
Plan Matrix window to create quota setups for each plan combination.
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-
=4 Commission Plan Matrix Setup

[ESMEENEE)

File Edit Tools Opticns Help
B Save & Clar Redizplay
Salezperson Plan SALES REF

D' ezcription zalez rep plan

Wigw By Cuztarner Plan

Customer Plan Q Item Plan

RETAIL HaRDWwWARE
RETAIL SOFTwWARE
WHOLESALE H&RDWwWARE
WHOLESALE SOFTwWARE

L4

=a

> Delete
Q Inactive
« @ Al From:
To

Commizzion Hate

T

Fabrikam, Inc. 41272017

A plan combination may be edited or deleted until commissions have been processed for the plan

combination.

The Create Entries for all Plan Combinations options menu allows you to create entries for all customer
plan — item plan combinations that do not already exist for the displayed salesperson plan, using the
default commission type and rate. Entries will not be created for inactive customer or item plans.

THE ETHOSERIES e 45



COMMISSION PLAN

Commission Plan Quotas
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup >> Edit Quotas
expansion button)

Use this window to create or modify quota setups for plan combinations. A quota setup may be edited or
deleted until commissions have been processed for the setup.

,

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
B Sawe | % Delete |

S alesperzon Plan: Custormner Plan: [ter Plan:
| SALES REP | RETAIL | | HARDWARE
= Year Quota Type Margin Amournt + Calculation Method  Stepped -
L. 2017 Pernod Type Quarter + Comm Type M argin -

Periad ID Period Mame Start Date End Date

Quarter 1 1/1/2017 33172017
Quarter 2 4172017 6/30/2017
Quarter 3 17172017 9/30/2017
Quarter 4 10172017 12/31/2017

Commizzion Rate @
Type A Aot
F0.00000 $1.000.00000 Mo Commisgion 0.00% $0.00000 =
$1.000.00007 $2,000.00000 b argin 10.00% $EI.EIEIEII:IEI_
$2.000 00001 $3.000.00000 kA argin 20,003 $0.00000
$3.000.000071 | $39,999.999,993,933.93¢ Margin 20,003 $0.00000
$0.00000 $0.00000 0.00% $0.00000

-

For each Year, select the appropriate Quota Type, Calculation Method, Period Type, and Commission
Type.

Quota Type
e Commissionable Sale Amount - quota levels will be created for ranges of commissionable sale
amounts.

e Margin Amount - quota levels will be created for ranges of commissionable margin amounts.
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Calculation Method

e Stepped - a commission will be calculated independently for each quota level, then summed to
achieve total commission amount.

e Inclusive - the entire commission will be calculated using the rate from the highest quota level
achieved.

Comm Type
Enter the appropriate default commission type:

e |f the Quota Type is Commissionable Sale Amount:
e And the Calculation Method is Stepped, the Commission Type may not be set to Margin;
however, Sale, Flat Amount and No Commission are available..
¢ And the Calculation Method is Inclusive; the Commission Type must be set to Sale.
e If the Quota Type is Margin Amount:
e And the Calculation Method is Stepped, the Commission Type may not be set to Sale;
however, Margin, Flat Amount and No Commission are available..
e And the Calculation Method is Inclusive; the Commission Type must be set to Margin.

Period Type

Select the appropriate period type (created in the Commission Plan Quota Periods Setup window). The
period list will be displayed.

Quota Levels
Select a period from the list — the quota level scrolling window becomes active. Enter the desired quota
levels (Ranges may not overlap):

¢ If the Quota Type is Commissionable Sale Amount:
¢ And the Calculation Method is Stepped, the Commission Type may not be set to Margin;
however, Sale, Flat Amount and No Commission are available..
e And the Calculation Method is Inclusive; the Commission Type must be set to Sale.

e If the Quota Type is Margin Amount:
e And the Calculation Method is Stepped, the Commission Type may not be set to Sale;
however, Margin, Flat Amount and No Commission are available..
¢ And the Calculation Method is Inclusive; the Commission Type must be set to Margin.

If the Calculation Method is Inclusive:

¢ If you set the Commission Type to No Commission, using a From value of zero dollars creates an
exclusion, so that amounts up to and including the To value of the range are never
commissionable.

¢ If you do not set the Commission Type to No Commission, using a From value of zero dollars and
a rate of 0% creates a threshold, so that that amounts up to and including the To value of the
range are only commissionable once the salesperson’s commissionable sale or margin amount
for the period exceeds the To value of the range.
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Examples:

Let's say we have 3 quota levels for our period, the salesperson has accumulated $150.00 in
commissionable sales for the period, and the commission is based on the accumulated commissionable
sale amount.

Quota Level Commission Type Commission Rate
$0.00 - $50.00 No Commission (Ex. 1 & 3) / Sale (Ex. 2 & 4) 0%
$50.01 - $100.00 | Sale 2%
$100.01 and up Sale 3%

Example 1: Calculation Method is Stepped
The salesperson’s commission amount is $2.50 [(50.00 * .00) + (50.00 * .02) + (50.00 * .03)].

Example 2: Calculation Method is Stepped
The salesperson’s commission amount is $2.50 [(50.00 * .00) + (50.00 * .02) + (50.00 * .03)].

Example 3: Calculation Method is Inclusive

The salesperson’s commission amount is $3.00 [100.00 * .03]. In this example, the $50.00 quota level is
an exclusion, so no commission is paid until the salesperson exceeds the quota level, at which time
commission is paid on all sales greater than $50.00 (the total sale amount is used to determine maximum
guota level achieved).

Example 4: Calculation Method is Inclusive

The salesperson’s commission amount is $4.50 [150.00 * .03]. In this example, the $50.00 quota level is a
threshold, so no commission is paid until the salesperson exceeds the quota level, at which time
commission is paid on all sales.

S When the Quotas matrix option is selected, the Reduce Commissionable Amounts for

'g' Commission Line Splits checkbox is marked and locked. The Determine Additional
Salespeople Using option is set to Line Item Info and locked. The Create Accruals
checkbox is unmarked and locked.
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COMMISSION PLAN

Sales Area Page >> Setup >> Commission Plan >> Commission Plan Salesperson Class Setup

Commission Plan allows you to create and assign classes to salespeople. This functionality allows you to
perform actions - such as processing commissions or printing commission reports - on a range of

Salesperson Classes rather than a range of individual salespeople.

Example: Your inside salespeople are paid monthly and your outside salespeople are paid quarterly. By
creating an INSIDE class and an OUTSIDE class and assighing salespeople to the desired class, you can
easily process commissions each month for the correct group of salespeople by using a class restriction.

Use the Commission Plan Salesperson Class Setup window to create salesperson classes.

=4 Commission Plan Salesperson Class Setup
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Assign Salesperson Classes to salespeople using the Salesperson Commission Plan Info window, our

alternate Salesperson Maintenance window, or the Mass Update Salespeople window.
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COMMISSION PLAN

Sales Area Page >> Cards >> Commission Plan >> Salesperson Commission Plan Info

The Salesperson Commission Plan Info window is used to assign a Salesperson Plan to a salesperson
and to define options for processing commissions specific to the selected salesperson.

-
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The Class ID field is used to enter a Salesperson Class for the current salesperson.

The Salesperson Plan field is used to enter a Salesperson Plan for the current salesperson.

This window is also used to determine when commissions will be processed for a salesperson, what type
of Microsoft Dynamics GP transaction will be created when commissions are processed, whether
commission accruals may be processed, and to place a salesperson’s account on hold from receiving

commissions — or remove the hold status.

The Enable Commission Processing When drop-down list has two choices and is editable only when
the Enable Commission Processing When setting in the Commission Plan Setup window is set to Based

on Salesperson.

e Document is Posted - commissions are due to the salesperson as soon as sales documents are

posted within Microsoft Dynamics GP.
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e Document is Paid - commissions are due when sales documents are fully paid. Invoices and
returns are deemed fully paid when the amount remaining as displayed in Receivables
Transaction Inquiry — Customer, is $0.00. This means that invoices must be fully paid before
commissions may be paid. If the Returns Considered Paid When setting in the Commission Plan
Setup window is set to Fully Applied, then returns must be fully applied before commissions may
be paid; otherwise, commissions are due to the salesperson as soon as returns are posted.

The Create Transaction option determines what type of Microsoft Dynamics GP transaction will be
created when commissions are processed. Only the options marked in the Commission Plan Setup
window are allowed.

The Create Accrual Trx checkbox determines whether commissions for the current salesperson will be
included in the commission accrual routine. See the Accruing Commissions section of this document for
detailed information on accruing commissions.

Marking the GL, Payables, or Payroll transaction option will require you to enter Commissions Payable
and Expense Accounts. Marking the Payroll transaction option will also require you to enter a
Commission Payroll Code.

The Hold Commissions checkbox is used to place or remove holds on unprocessed commissions for the
selected salesperson. If you change this setting and save the record, you will be prompted to update all
existing unprocessed commissions. Commission records created after this point will be set to the hold
status assigned to the salesperson. The Commission Plan Utilities window can also be used to update the
hold status for existing unprocessed commissions.

S Use the Salesperson Commission Plan Info window to assign Salesperson Classes and
- Salesperson Plans to salespeople without the need to grant security to the alternate
Salesperson Maintenance window provided by EthoTech.

All options on the Salesperson Commission Plan window can be set for multiple salespeople using the
Mass Update Salespeople window. See the Mass Update Salespeople section of this document for
details.
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Sales Territory Commission Plan Info
Sales Area Page >> Cards >> Commission Plan >> Sales Territory Commission Plan Info

This window is used to assign salespeople to a sales territory for commission processing.
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The View By field is used for complex setups. This is a display only control for the scrolling window and
does not alter the data in any way. You may select to view the additional salespeople in Salesperson ID,
Salesperson Plan, or Item Plan order and you may view a subset of the data by setting a range.

When a salesperson is added to a sales territory in this window, the Salesperson Plan is required along
with a Split percentage. The split percentage is normally set to 100% (default value), which means the
salesperson will receive 100% of their commission as defined by the commission matrix. The split
percentage can also be set to a value other than 100%, so they would receive that percentage of their
standard commission. The options available in this window are affected by the Determine Additional
Salespeople Using selection in the Commission Plan Setup window:

o |f the Sales Document Header Info option is selected, the Item Plan field is not available.
Salespeople assigned to a sales territory are commissioned for all line items on a sales

document for that territory.

e If the Sales Document Line Info option is selected, the Item Plan field is available.
Salespeople assigned to a sales territory with NO Item Plan restriction are commissioned only
for sales document line items that match the territory. Salespeople assigned to a sales
territory with an Item Plan restriction are commissioned only for sales document line items

that match the territory and item plan restriction.

THE ETHOSERIES e 52



COMMISSION PLAN

Customer Commission Plan Info
Sales Area Page >> Cards >> Commission Plan >> Customer Commission Plan Info

The Customer Commission Plan Info window is primarily used to assign a Customer Plan to a customer.
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The Customer Plan field is used to enter a Customer Plan for the current customer.

The CP User Defined 1 field (which displays the label entered in the Commission Plan Setup window -
Route in this example) is used to enter a user-defined value for the current customer.

If you have salespeople assigned to the current customer’s sales territory but do not wish those
salespeople to be commissioned for sales to this customer, mark the Ignore Sales Territory -
Salesperson Assignments checkbox.

This window is also used to assign multiple salespeople to the current customer, customer address,
and/or item plan for commission processing.

The View By field is used for complex setups. This is a display only control for the scrolling window and
does not alter the data in any way. You may select to view the additional salespeople in Salesperson ID,
Salesperson Plan, Address Code, or Item Plan order and you may view a subset of the data by setting a
range.

When a salesperson is added to a customer in this window, the Salesperson Plan is required along with
a Split percentage. The split percentage is normally set to 100% (default value), which means the
salesperson will receive 100% of their commission as defined by the commission matrix. The split
percentage can also be set to a value other than 100%, so they would receive that percentage of their
standard commission. The options available in this window are affected by the Determine Additional
Salespeople Using selection in the Commission Plan Setup window:

THE ETHOSERIES e 53



COMMISSION PLAN

e |f the Sales Document Header Info option is marked, the Item Plan field is not available.
Salespeople assigned to a customer with NO Address Code restriction are commissioned for
all line items on the sales document. Salespeople assigned to a customer with an Address
Code restriction are commissioned for all line items on the sales document if the ship-to
address displayed in the Sales Customer Detail Entry window matches the address code
restriction.

e |f the Sales Document Line Info option is marked, the Item Plan field is available. Salespeople
assigned to a customer with NO Address Code or Item Plan restrictions are commissioned for
all line items on the sales document. Salespeople assigned to a customer with an Address
Code restriction are commissioned only for those line items on the sales document where the
ship-to address displayed in the Sales Item Detail Entry window matches the address code
restriction. Salespeople assigned to a customer with only an Item Plan restriction are
commissioned only for line items on the sales document that are assigned to the item plan.
Salespeople assigned to a customer with both an Address Code and an Item Plan restriction
are commissioned only for those line items on the sales document that are assigned to the
item plan and whose ship-to address matches the address code restriction.

S Use the Customer Commission Plan Info window to assign Customer Plans and User-defined
values to customers without the need to grant security to the alternate Customer Maintenance
window provided by EthoTech.

All options on the Customer Commission Plan window can be set for multiple salespeople using the Mass
Update Customers window. See the Mass Update Customers section of this document for details.

User-Defined 1 Commission Plan Info
Sales Area Page >> Cards >> Commission Plan >> User-Defined 1 Commission Plan Info

This window is used to assign salespeople to a CP User-Defined 1 value for commission processing. This
functionality is not available for clients running Commission Plan Keystone.
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The View By field is used for complex setups. This is a display only control for the scrolling window and
does not alter the data in any way. You may select to view the additional salespeople in Salesperson ID,
Salesperson Plan, or Item Plan order and you may view a subset of the data by setting a range.
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When a salesperson is added to a user-defined value (a Route, in this example) in this window, the
Salesperson Plan is required along with a Split percentage. The split percentage is normally set to 100%
(default value), which means the salesperson will receive 100% of their commission as defined by the
commission matrix. The split percentage can also be set to a value other than 100%, so they would
receive that percentage of their standard commission. The options available in this window are affected by
the Determine Additional Salespeople Using selection in the Commission Plan Setup window:

¢ If the Sales Document Header Info option is selected, the Item Plan field is not available.
Salespeople assigned to a user defined value are commissioned for all line items on a sales
document whose customer has been assigned to that user defined value.

e |f the Sales Document Line Info option is selected, the Item Plan field is available.
Salespeople assigned to a user defined value with NO Item Plan restriction are commissioned
for all line items on a sales document whose customer has been assigned to that user defined
value. Salespeople assigned to a user defined value with an Item Plan restriction are
commissioned only for sales document line items that match the item plan restriction and
whose customer has been assigned to that user defined value.

ltemm Commission Plan Info

Sales Area Page >> Cards >> Commission Plan >> Iltem Commission Plan Info

The Item Commission Plan Info window is primarily used to assign an Item Plan to an inventory item.
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The Item Plan field is used to enter an Item Plan for the current inventory item.

If Commission Tiers are enabled, the Edit Tiers expansion arrow is used to open the Commission Plan
Item Tiers window to edit the tier schedule for the selected inventory item. See the Item Tiers section of

this document for detailed information.
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The Sale Amount From section has three options and is editable only when the Sale Amount From
setting in the Commission Plan Setup window is set to Based on Item.

e Sales Document Price - the commissionable sale amount is based on the sales document line
extended price.

e List Price - the commissionable sale amount is based on the inventory item’s list price * quantity in
base unit of measure.

e Multiplier - regardless of the commissionable sale amount option, the commissionable sale
amount is multiplied by the percentage listed in the Multiplier field. This allows loading or reducing
commissionable sale amounts.

The Cost Amount From section has five options and is editable only when the Cost Amount From setting
in the Commission Plan Setup window is set to Based on Item.

e Sales Document Cost - the commissionable cost amount is based on the sales document line
extended cost.

e Standard Cost - the commissionable cost amount is based on the inventory item’s standard cost *
guantity in base unit of measure.

e Sales Document Price - the commissionable sale amount is based on the sales document line
extended price.

e List Price - the commissionable sale amount is based on the inventory item’s list price * quantity in
base unit of measure.

e Multiplier - regardless of the commissionable cost amount option, the commissionable cost
amount is multiplied by the percentage listed in the Multiplier field. This allows loading or reducing
commissionable cost amounts.

This window is also used to assign salespeople to the current inventory item for commission processing.

When a salesperson is added to an item in this window, the Salesperson Plan and Split percentage are
required. The split percentage is normally set to 100%, which means the salesperson will receive 100% of
their commission as defined by the commission matrix. The split percentage can also be set to a value
other than 100%, so they would receive that percentage of their standard commission. Salespeople
assigned to an item are commissioned only for that line item on the sales document.

S Use the Item Commission Plan Info window to assign Item Plans to inventory items without the
need to grant security to the alternate Item Maintenance window provided by EthoTech.

All options on the Item Commission Plan window can be set for multiple salespeople using the Mass
Update Items window. See the Mass Update Items section of this document for details.
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Creating Commissions

Commission Plan commission records are first created by the earliest of the following six (6) events:

e Saving a sales document for a document type that has been marked in the Commission Plan
Setup window.

e Opening the Commission Plan Entry window for an unsaved or unposted sales document whose
document type is marked in the Commission Plan Setup window.

e Posting a sales document.

e Transferring a sales document from a document type not marked in the Commission Plan Setup
window to a document type that is marked.

¢ Running Commission Plan Utilities.

e Using Dynamics GP Integration Manager to create sales transactions in the SOP module.

NOTE: Negative commissions are created for sales returns and invoices with negative
A guantities or negative prices.

When commissions are first created for a sales document, references are created to the relevant
Commission Plan setup tables. When commissions are updated (posting, applying payments, etc),
Commission Plan uses these “snapshots” of the setup tables. Therefore, changes made to setups will not
affect existing commissions unless commissions are deleted and recreated. See the Commission Plan
Utilities section of this document for details.

Determining the Salespeople for a Sales Document

The salespeople commissioned for a sales document are determined by different criteria depending on
whether Commission Plan is set up to commission salespeople based on sales document header
information or sales document line item information, and are determined in the following order:

Sales document header information
(The Item Plan field on the Customer Commission Plan Info window is disabled)

All salespeople, except those determined by numbers 6 and 7 below, will be commissioned on all sales
line items.

1. Salespeople from Customer Commission Plan Info whose address code restriction matches

the sales document header ship-to address code.

Salespeople from Customer Commission Plan Info without an address code restriction.

Salespeople from Sales Territory Commission Plan Info.

Salespeople from User-Defined 1 Commission Plan Info.

The salesperson assigned to the sales document header (if the Commission Which Sales

Document Salespeople option in the Commission Plan Setup window includes sales document

header salespeople).

6. The salespeople assigned to sales document line items (if the Commission Which Sales
Document Salespeople option in the Commission Plan Setup window includes sales document
line salespeople). These salespeople will only be commissioned on applicable sales document
lines.

7. Salespeople from Item Commission Plan Info assigned to a sales document line item. These
salespeople will only be commissioned on applicable sales document lines.

gk~ own

If the Salesperson may be commissioned multiple times per sales document option is marked in the
Commission Plan Setup window and the same salesperson is assigned on multiple windows, then that
salesperson will be commissioned multiple times for the sales document.
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We create commissions for all salespeople that fit the first criteria above, then we create
commissions for the all salespeople that fit the second criteria, then we create commissions for all
salespeople that fit the third, and so on.

Example: salesperson ERIN J. is assigned to the customer via the Customer Commission Plan
Info window and the document’s sales territory via the Sales Territory Commission Plan Info
window. Erin will have two separate commissions for the sales document.

If the Salesperson may be commissioned multiple times per sales document option is unmarked in the
Commission Plan Setup window and the same salesperson is assigned on multiple windows, then that
salesperson will be commissioned once for the sales document, based on the ranking established in the
Commission Plan From Ranking Setup window (Commission From Rankings expansion arrow on the
Commission Plan Setup window).

We create commissions for all salespeople that fit the first criteria as specified in the Commission
Plan From Ranking Setup window, then we create commissions for all salespeople that fit the
second criteria who were not already found by the first criteria, then we create commissions for all
salespeople that fit the third criteria who were not already found by the first and second criteria,
and so on.

Example: salesperson ERIN J. is assigned to the customer via the Customer Commission Plan
Info window and the document’s sales territory via the Sales Territory Commission Plan Info
window. If the Customer Commission Plan Info appears above Sales Territory Commission Plan
Info, then Erin will be commissioned using the information from the Customer Commission Plan
Info entry; otherwise, Erin will be commissioned using the information from the Sales Territory
Commission Plan Info entry.

Sales document line item salesperson(s)
(The Item Plan field on the Customer Commission Plan Info window is enabled)

All Salespeople, except those determined by numbers 6, 8 and 10 below, will be commissioned only on
applicable sales line items.

1. Salespeople from Customer Commission Plan Info whose address code restriction matches
the sales document line item ship-to address code and whose item plan restriction matches a
sales document line item plan.

2. Salespeople from Customer Commission Plan Info whose address code restriction matches
the sales document line item ship-to address code only (no item plan restriction).

3. Salespeople from Customer Commission Plan Info whose item plan restriction matches a sales
document line item plan only (no address code restriction).

4. Salespeople from Customer Commission Plan Info with neither an address code nor an item plan
restriction. These salespeople will be commissioned on all sales document line items.

5. Salespeople from Sales Territory Commission Plan Info whose item plan restriction matches a
sales document line item plan.

6. Salespeople from Sales Territory Commission Plan Info with no item plan restriction. These
salespeople will be commissioned on all sales document line items.

7. Salespeople from User-Defined 1 Commission Plan Info whose item plan restriction matches a
sales document line item plan.

8. Salespeople from User-Defined 1 Commission Plan Info with no item plan restriction. These
salespeople will be commissioned on all sales document line items.

9. The salesperson assigned to the sales document header (if the Commission Which Sales
Document Salespeople option in the Commission Plan Setup window includes sales document
header salespeople). This salesperson will be commissioned on all sales document line items.
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10. The salespeople assigned to sales document line items (if the Commission Which Sales
Document Salespeople option in the Commission Plan Setup window includes sales document
line salespeople).

11. Salespeople from Item Commission Plan Info assigned to a sales document line item.

If the Salesperson may be commissioned multiple times per sales document option is marked in the
Commission Plan Setup window and the same salesperson is assigned on multiple windows, then that
salesperson will be commissioned multiple times for the sales document.

We create commissions for all salespeople that fit the first criteria above, then we create
commissions for the all salespeople that fit the second criteria, then we create commissions for all
salespeople that fit the third, and so on.

Example: salesperson ERIN J. is assigned to the customer via the Customer Commission Plan
Info window and the document line’s sales territory via the Sales Territory Commission Plan Info
window. Erin will have two separate commissions for the sales document.

If the Salesperson may be commissioned multiple times per sales document option is unmarked in the
Commission Plan Setup window and the same salesperson is assigned on multiple windows, then that
salesperson will be commissioned once for the sales document, based on the ranking established in the
Commission Plan From Ranking Setup window (Commission From Rankings expansion arrow on the
Commission Plan Setup window).

We create commissions for all salespeople that fit the first criteria as specified in the Commission
Plan From Ranking Setup window, then we create commissions for all salespeople that fit the
second criteria who were not already found by the first criteria, then we create commissions for all
salespeople that fit the third criteria who were not already found by the first and second criteria,
and so on.

Example: salesperson ERIN J. is assigned to the customer via the Customer Commission Plan
Info window and the document line’s sales territory via the Sales Territory Commission Plan Info
window. If the Customer Commission Plan Info appears above Sales Territory Commission Plan
Info, then Erin will be commissioned using the information from the Customer Commission Plan
Info entry; otherwise, Erin will be commissioned using the information from the Sales Territory
Commission Plan Info entry.

Determining Split Amounts
Commission Splits are defined as a percentage of the commission as defined by the Commission Plan
Matrix.

Example: Using the Standard matrix option, Mary’s commission rate is 10% of the selling price on bales of
wool (defined by the matrix), so when a bale is sold for $10.00 she receives a commission of $1.00 when
her split is set to 100% (the default setting). If her split was set to 85%, her commission would change:

If the Reduce Commissionable Amounts for Commission Line Splits option is not selected, her
commission would be $0.85 (85% of $1.00); otherwise, her commissionable sale amount would be $8.50
[10.00 * .85], and her commission would be $0.85 [8.50 * .10].

Splits are calculated differently depending on whether Commission Plan is set up to commission
salespeople based on sales document header information or sales document line item information.

If Commission Plan is set up to commission salespeople based on sales document header information

and the Roll Down Header Splits to Commission Lines option is selected, then the split is calculated using
the sales document line item information methodology.
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Sales document header information

e The splitis calculated at the commission header level (the commission line Split will be 100%),
unless the salesperson is commissioned using information from the Iltem Commission Plan Info
window (all splits from this window appear at the commission line level).

e The net amount for a commission line is calculated using the commission rate found for the
commission line Item Plan, Salesperson Plan, and Customer Plan combination. Then the total of
all commission line net amounts is multiplied by the split percentage to reach the net amount for
the commission header.

Sales document line item information
e The splitis calculated at the commission line level (the commission header Split will be 100%).
e |f Commission Plan is set up to Reduce Commissionable Amounts for Commission Line Splits:

o The commission line commissionable sale and cost amounts are first multiplied by the
split percentage. Then the gross commission line amount is calculated using the
commission rate found for the commission line Iltem Plan, Salesperson Plan, and
Customer Plan (if no rate is found, the commissionable sale and cost amounts are set to
zero). The net commission line amount is set to the gross commission line amount. The
net amount for the commission header is the total of all net commission line amounts (if
using the Quotas matrix option, no line item or header commission amounts will be
calculated).

¢ If Commission Plan is NOT set up to Reduce Commissionable Amounts for Commission Line
Splits:

o A gross commission line amount is first calculated using the commission rate found for
the commission line Item Plan, Salesperson Plan, and Customer Plan. Then the gross
commission line amount is multiplied by the split percentage to reach the net commission
line amount. The net amount for the commission header is the total of all net commission
line amounts.

Commission Plan Entry
Sales Area Page >> Transactions >> Commission Plan >> Commission Plan Entry

The Commission Plan Entry window is available from the Sales Transaction Entry Additional menu, the
hotkey CTRL + M, the Commission Plan button on the Sales Transaction Entry window (if you are using
the alternate window provided by EthoTech) and the Commission Plan Transactions menu. Commission
Plan Entry may only be used for document types that have been marked in the Commission Plan Setup
window. If you open Commission Plan Entry from Sales Transaction Entry, then the appropriate sales
document will be displayed; otherwise you must select the Type and Document Number to display the
Commission Plan data.
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You may only edit unprocessed commission records in Commission Plan Entry. If you edit a commission
record, the Manual checkbox will be marked. The scrolling window summarizes the Commission Plan
information for each salesperson assigned to the document. Additional salespeople can be manually
assigned by entering the Salesperson ID field, in which case the Salesperson From will be set to Manual
Entry. A manually entered salesperson will be initially commissioned for all line items on the sales
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document. All other information is added automatically but may be overridden. You may override the
Salesperson Plan, the Customer Plan, and the Split percentage for a specific salesperson on a specific
document. If all commissions have been placed on hold for a salesperson (see the Salesperson
Commission Plan Info section of this document), the Hold checkbox will be marked and may not be
unmarked; otherwise you can place and remove commission holds for a specific salesperson on a specific
document using the Hold checkbox.

If you are using Price Sheet Tiers, you can click the Sales Document Price Sheets expansion arrow
(next to the Document No. lookup button) to open the Commission Plan Sales Document Info window.
The Commission Plan Sales Document Info window allows you to view, edit and override price sheet
assignments for sales document line items. Changes to a line item price sheet assignment will affect all
unprocessed commissions for that line item.

-
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The Price Sheet can be edited for a sales document line item by entering a new price sheet in the
scrolling window. If you edit a price sheet assignment, the Manual checkbox will be marked. Clicking the
Delete button will remove all price sheet assignments for the sales document, and clicking the Update
button will give you the option to update, default or cancel the price sheet assignments. If you choose to
update, all price sheet assignments for the sales document that have not been manually edited will be
recalculated. If you choose to default, all price sheet assignments for the sales document will be deleted
and recalculated. Changes to the price sheet assignments become permanent when you click Save, at
which time all unprocessed commissions are recalculated.

If the Salesperson may be commissioned multiple times per sales document option is unmarked, you can
click the Salesperson From Rankings expansion arrow to open the Commission Plan Salesperson From
Ranking Inquiry window, which will display the ranking set at the time commissions were first created for
the sales document.
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Click the Noncommissioned Salespeople button to open the Noncommissioned Salesperson Inquiry
window, which displays salespeople who are not commissioned because they were inactive at the time
commissions were first created for the sales document and salespeople whose commissions for the
document were deleted.
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A The Noncommissioned Salesperson Inquiry window can also be accessed from the
Commission Plan Inquiry Zoom window. See the Commission Plan Inquiry section of this

document for details.

To edit the line item detail for a salesperson’s commission, click on any field on the line of the salesperson
to be viewed, and then click the Commission Detail expansion button (arrow next to the Commission
field) to open the Commission Plan Detail Entry window.

The Commission Plan Detail Entry window allows you to view, edit and override Commission Plan

information for specific line items for the salesperson. Changes to the line item will only apply to this sales
document and this salesperson. In addition to changing the Commission Type, Rate %, or Amount, you
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may change the Iltem Plan, Salesperson Plan, Split percentage, Commissionable Sale Amount and the
Commissionable Cost Amount. The Commission Plan Detail Entry window will be view-only for processed
commissions.

F =

4 Commission Plan Detail Entry ARG X
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
I save | ¥ Delste
Type |z Cuztamer 1D AAROMFITOOO
Document No. STDINVZ2262 Mame Aaron Fitz Electrical
Salesperson ID FR&MCINE B. S alesperzon From Sales Tenitory CP Info
Salesperson Plan TERR MAMANGER [}
Customer Plan RETAIL (]
Itermn Murnber Commigzion Type Rate % Rate Amount Grozz Comm Amt Split Met Camm Amt 3 =
Item Flan Q Salesperson Plan Q Selling Duartity Margin Cormrm S ale Comm Cosgt
Description Extended Sale Extended Cost
100-LG b argin - 20.00% $0.00000 $3.08 100.00% $2.08 -
HARDWARE TERR MAMANGER 1.00 $15.39 $72.00 $56.61
Green Phone $80.00 #5550

The Item Plan can be changed for this line item, for this salesperson only, simply by entering a new Item
Plan in the scrolling window. The Salesperson Plan and Customer Plan can be changed for all line
items, for this salesperson only, by entering a new Salesperson Plan or Customer Plan in the main
Commission Plan Detail Entry window (you can also change the Salesperson Plan and Customer Plan for
all line items for this salesperson only, by entering a new Salesperson Plan or Customer Plan in the
Commission Plan Entry window). The Salesperson Plan can be changed for this line item, for this
salesperson only, simply by entering a new Salesperson Plan in the scrolling window. The Commission
Type, Rate % (or Rate Amount, depending on the Type selected), will be set to the values from the
Commission Plan Matrix, and the Gross Commission Amount and Net Commission Amount will be
recalculated. You can also override the Commission Type, Rate % (or Rate Amount, depending on the
Type selected), and the Split percentage, and the Gross Commission Amount and Net Commission
Amount will be recalculated. If the Reduce Commissionable Amounts for Commission Line Splits
checkbox is marked on the Commission Plan Setup window and the line item split percentage is less than
100%, then the commissionable sale and cost amounts will be reduced by the split percentage before the
commission is calculated and the net commission amount will equal the gross commission amount;
otherwise the net commission amount will equal the gross commission amount multiplied by the split
percentage.

The Commissionable Sale Amount is based on the sales document line item sale amount or the
inventory item’s list price. The Commissionable Cost Amount is based on the sales document line item
cost or sale amount or the inventory item’s standard cost or list price. If set up to derive the
commissionable cost from the sales document line item extended cost, the commissionable cost is
automatically updated when a sales document is posted, as this is when the final sales line item cost is
calculated. The commissionable sale and/or cost amounts are also updated if Commission Plan is set up
to reduce commissions for discounts, write-offs, payment terms, credit card payments, or late payments. If
you decide to override the commissionable amounts, a new commission amount will be calculated based
upon the figures entered, and the commissionable amounts will not be automatically updated for any
reason (unless commissions are deleted and recreated).

If the Quotas matrix option is in use, the Commission Type, Rate %, and Amount fields will be disabled. If

a quota setup exists for the plan combination and commission recognition date, the Commission Type will

be empty; otherwise, the Commission Type will be No Commission and the Commissionable Sale Amount
and Commissionable Cost Amount will be zero.

THE ETHOSERIES e 63



COMMISSION PLAN

The Commission Trace expansion button (arrow next to the Net Comm Amt field) opens the

Commission Line Trace window.

Commission Line Trace

The Commission Line Trace window, which is accessed from the Commission Plan Detail Entry and
Commission Plan Detail Inquiry Zoom windows, displays the steps taken to derive the commission line

amount.

.
= Commission Line Trace

-

=RRC X

File Edit Tools Help
v' 0K
Type Irwaoice Document No STDINY 2262

Comm Recognition Date | 4/12/2017 From | 5ales Transaction Document D ate

Commissionable Cost Amt:
Gross Commissionable Amt

Commissionable Amt From | SOF Line Extended Cost B $55.50
Grozs Commizionable Art M ultiplier Split
$55.50 | »  10200% | = $56.61 | »  100.00% | = $56.61 | -

Commission Amt:

Cormizzion Tupe Commizzion Margin Met Carim S ale Amt Met Carim Cost At
Margin $15.39 | = $7200| - $56.61
Margin % Commizsion Margin Met Comm 5 ale Amount
2.38% - $15.39 ¢ $72.00) x100
Commizsion Margin Comm Flate Het Commission Amt
$15.29 | & 20.00% = $3.08

Commizsionable amaunts that have been manually edited are azzigned a multiplier of 100%.

Split % modifies | the Commissionable Amounts

Date Doc Paid | 040/0000

Salespersan D FRAMCINE B. Customer |0 AAROMFITOO0T Itermn Mumber
Sales Temtary TERRITORY 1 Ship Ta - SOP Line WAREHOUSE Selling ATY 1.00 Uoft | Each
Salesperson Plan | TERR MANANGER Customer Plan RETAIL Item Plan HARDWARE
Salesperson From | Sales Temitory CP Info >

Commissionable Sale Amt:

Gross Commissionable Amt
Commizsionable Amt From | S0P Line Extended Price B $30.00
Grozs Commizsionable Armt M ultiplier Split Cornm Reduction Amt 2 Met Comm Sale Amt
$80.00 | »  100.00% | = $80.00 | »  100.00% | = $80.00 | - $8.00 = $72.00

Cornm Fleduction Amt = Met Comm Cost Amt

sa Fabrikam, Inc. 4/12/2017

Overridden

$0.00) = $56.61

If the Salesperson From is set to Customer CP Info, Sales Territory CP Info, User-Defined 1 CP Info, or
Iltem CP Info, the Salesperson expansion arrow opens an inquiry window that displays
customer/salesperson, territory/salesperson, user-defined/salesperson, or item/salesperson assignments

at the time commissions were created for the sales document.
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-

=4 Sales Territory Commission Plan Info Inquiry [ = | (=] |_ﬂh
File Edit Teools Help sa Fabrikam, Inc. 4/12/2017
V/ ()4 Redizplay
Territary [0 TERRITORY 1
Description Ninoiz and Miszour

Additional 5 alespeople:

Yiew By Salesperson|D | @ Al Fram:

To
Salezperzon (D Salespersan Plan [term Plan Split
FRAMCIME B. TERR MANAMGER 100.00% =

The Reduction expansion buttons (arrow next to the Comm Reduction Amt fields) open the Commission

Plan Reduction Inquiry window, which displays commissionable amount reductions for posted sales
documents.

( =4 Commission Plan Reduction Inquiry l (=) |_£hr
File Edit Tools Help sa Fabrikam, Inc, 4/12/2017
v’ 0K
Type Invoice

Document Mo STDIMWZ22E2
Salezperson 1D FRAMCIME B.

Calesperson From | Sales Territary CP Info

[tern Mumber 100=LG
Reduce How Reduce Comm Sale
R eduction Amalnt
Reduction Type Comm Sale Comm Cost
Payment Terms 1D $8.00 $0.00 -

If the Standard matrix option is in use, the Rate expansion arrow opens the Commission Plan Matrix
Inquiry window.
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=4 Commission Plan Matrix Inquiry l = | (=] |ﬂh
File Edit Teools Help za Fabrikam, Inc. 4/12/2017
‘/ ]9 Redizplay
Salezperzan Plan TERR MAMAMGER

termtory manager

Wiew By Cuztarmer Plan - @ Al Fram:
To

Commizzion Hate
Cuztomer Plan [tem Flan Tvpe 4 Aot
RETaIL HaRDwaRE b argin - 20.00% $0.00000 -

If the Tiers matrix option is in use, the Rate expansion arrow opens the Commission Plan Tiers Rate
Inquiry window.

-

=4 Commission Plan Tiers Rate Inquiry l =) |i3-1

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
v’ 0K

Type [nvoice Commizzion Type | b argin

Docurment Mo STDIMNYZ262 Commizzion B ate 20.00%

Salezperzon 1D FRAMCIME B.

Salezperzon From | Sales Temitory CF Info Frice Sheet (D

Itern Murnber 100G SPRING PROMO

Tierz Bazed O Price Sheet 1D

Rate determined by the Price Sheet.

Commizgion Hate

From To Type i Aot
BASE BASE b argin - 20.00% $0.00000 -
SPRING PROMO SPRIMG PROMO bl argin - 20.00% $0.00000

If the commission type or rate is manually edited in the Commission Plan Detail Entry window,
A then the rate expansion button window will no longer be accessible for the commission line item.
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Commission Plan Integration

You can override the normally calculated commissions for a sales document using Commission Plan’s
integration functionality. This is useful when importing sales documents along with commission
information from an outside system. This functionality is not available for clients running Commission Plan
Keystone. See the Commission Plan Integration Guide for details.

Commission Plan Adjustment Entry
Sales Area Page >> Transactions >> Commission Plan >> Commission Plan Adjustment Entry

Commission Plan calculates commissions for Sales Order Processing document line items. Occasionally,
it is necessary to create commission records that are not directly attached to a sales document.
Commission adjustments are useful in the following scenarios:

o When the original commissions for a sales document are already processed, and the commission
amount and/or commissionable amounts are found to be incorrect.

¢ When a commission amount outside the normally calculated commissions is due to a salesperson
— bonuses, draws, etc.

e When chargebacks occur.

The Commission Plan Adjustments functionality allows you to create a commission adjustment document
(this is not a Sales Order Processing document) and enter commissions for individual salespeople against
that adjustment document. The commissions may include only a commission amount or they may include
item numbers with commissionable sale and/or cost amounts, units of measure, and plan combinations.

-

= . Commission Plan Adjustment Entry =R X
File Edit Tools Options Help sa Fabrikam, Inc. 4/12/2017
ld Save & Delete | 7 Woid
Adjustment No. COkdbd 4D 00000 B0 Adjustment Date | 4/12/2017 i) Al Processed
Adjustment Method | Summary Adustment Type Bonus -

Lirk ta Posted Sales D ocument Type Diocument Mo, Date Doc Paid | 441242017
Salesperson [0 P Salesperson Plan ,Q Custarner Plan P Ltern Plar P Carnrission Hold | Comm Status 2 @
Description
ERIM J. $100.00 Feady -
March customer add bonus

When the Commission Plan Adjustment Entry window is opened, the next adjustment number from
Commission Plan Setup will be populated in the Adjustment No. field — if the adjustment record is deleted
before it has been saved, the adjustment number will be reused. The Adjustment Date is initially set to
the Dynamics GP User Date, and the document date of each commission record for the adjustment
document is set to the Adjustment Date. An Adjustment Type may be selected — this field is informational
only and has no effect on commission calculations.

If the adjustment is linked to a sales document using the Link to Posted Sales Document checkbox and
Commission Plan is set up to process commissions when sales documents are paid off, the document
paid date of each commission record for the adjustment document will be set to the linked sales
document’s document paid date and the Comm Status will be set accordingly (Ready or Not Ready);
otherwise, the document paid date of each commission record for the adjustment document will be set to
the Adjustment Date and the Comm Status will be set to Ready. The GL Posting Date (not displayed) is
set to the Adjustment Date.
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If the Adjustment Method is set to Summary, a Salesperson ID, Salesperson Plan/Customer
Plan/Item Plan combination (this combination is required if the Quotas matrix option is in use), and
Commission amount may be entered. The Description and adjustment notes may be edited by

expanding the commission record view.

If the Adjustment Method is set to Detall, a Salesperson ID, Salesperson Plan, and Customer Plan may be
entered (the Salesperson Plan and Customer Plan are required if the Quotas matrix option is in use), and

the Item Plan and Commission fields are disabled.

-
=4 Commission Plan Adjustment Entry

-

B |t

—

File Edit Tools

EH save

Adjustment No. COMMAD 000000002
Adjustment Method | Detail

Options
¥ Delete |¥g Void

&0

Help

Adjustment Date | 4/12/2017 issi)

Lirk, to Posted Sales Document Type Document Mo,

Salesperzon D i.4 Salesperson Flan .4 Customer Flan i3 ltem Flan
Description
GREGE.

Commizzion Adjustment

SALES REF RETAIL

sa Fabrikam, Inc. 4/12/2017

&l Proceszed

Date Doc Paid | 4/12/2017

Commizsion 2 Hold | Comm Status E

$0.00 [V Ready -

If a detail commission adjustment is linked to a sales document, the line items for that document may be
defaulted for a salesperson by choosing Default From Sales Document from the Options menu. The
sales document line items will be added to the salesperson’s commission record for the adjustment
document, but the selling quantity, commissionable sale amount, and commissionable cost amount will be

set to zero.

The Commission Detail expansion arrow is used to open the Commission Plan Adjustment Detail

Entry window.

-

= . Commission Plan Adjustment Detail Entry =neEn X
File Edit Tools Options Help sa Fabrikam, Inc. 4/12/2017
‘/ 0k | XK Delste
Adjustment Mo, | COMMADJ 000000002 Salezperzon D GREG E. D
Link to Posted Sales Document Type Dacument Mo,
Salesperson Plan SaLES REP 4 Customer Plan RETAIL [
Line Items by Order Entered =P
Item Mumber i U of M .4 Selling Quantity Comm Sale Comm Cosgt Comm kargin Comm Amkt >
100G Each 1 $a0.00 $30.00 $20.00 $7.50
Item Flan HARDWARE i Commizsion Type Sale - Margin % 40.00%
Salesperson Plan S&LES REF i Rate % 15.00%
R ate Amount $0.00000
D ezcription Green Phone B 4 Previous || et 3
Tatals: $50.00 $30.00 $20.00 $7.50
targin 3 40.00%
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The Commission Plan Detail Entry window functions similarly to the Commission Plan Detail Entry, except
that line items are entered manually rather than using a sales document’s line items. When an Item
Number is entered, the U of M, Item Plan, and Description are defaulted and the Selling Quantity is set
to one. The description and adjustment notes may be edited.

Once a Comm Sale and/or Comm Cost have been entered, the Comm Margin, Margin %,
Commission Type, commission rate (either Rate % or Rate Amount), and Comm Amt are calculated
based on the plan combination (this combination is required if the Quotas matrix option is in use, and no
commission amount is calculated - only the commissionable sale and cost amounts are tracked).
Changing the plan combination will recalculate the commission, and the commission type and rate may be
manually edited if Quotas are not in use.

Clicking the Commission Trace expansion arrow will open the Commission Line Trace window.

When the Commission Plan Detail Entry window is closed, the Commission amount for the salesperson
on the Commission Plan Adjustment Entry window is updated if Quotas are not in use.

A commission record may be placed on Hold, which will prevent it from being processed.

The Update button will be enabled if the adjustment document is linked to a sales document. Clicking the
update button will cause the document paid date of each unprocessed commission record for the
adjustment document to be set to the linked sales document’s document paid date and the commission
status to be set accordingly - this also happens automatically when sales documents are posted, payment
is applied, or Commission Plan utilities are run.

The Delete and Void buttons are enabled or disabled based on the options selected in Commission Plan
Setup; however, a new adjustment document may always be deleted before the Save button is selected.

commission amount due for a given plan combination, and the commissionable sale and cost
amounts for detail adjustments will be included in the commission calculation for a given plan
combination.

f If the Quotas matrix option is in use, summary adjustment amounts will be added to the total

Commission Plan Adjustment Import
Microsoft Dynamics GP Button >> Tools >> Integrate >> Commission Plan >> Commission Plan
Adjustment Entry

Use the Commission Plan Adjustment Import window to import commission adjustment documents. This
functionality is not available for clients running Commission Plan Keystone. See the Commission Plan
Integration Guide for details.

Processing Commissions

When commissions are processed for a salesperson, the following actions occur:
o The salesperson’s commissions are marked Processed and are no longer editable.

e A salesperson commission run summary record is created for the salesperson’s total commission
amount.

e The salesperson’s total commission amount is added to the total commission run summary
record.
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e |f the salesperson is set up to create GL, Payables, or Payroll transactions and the salesperson’s
total commission amount is not zero, an unposted transaction for the salesperson’s total
commission amount is created in the appropriate batch:

o GL - an unposted general journal entry is created for the salesperson’s total commission
amount, using the salesperson’s GL accounts.

o Payables - an unposted voucher is created for the vendor assigned to the salesperson,
for the salesperson’s total commission amount, using the salesperson’s GL accounts. An
invoice is created if the total is greater than zero; otherwise a credit memo is created.

o Payroll - an unposted transaction is created for the employee assigned to the
salesperson, for the salesperson’s total commission amount, using the salesperson’s
payroll code, and an unposted general journal entry is created for the salesperson’s total
commission amount, using the salesperson’s GL accounts.

e The salesperson’s processed commission records will be updated with the Date Commission Paid
entered on the Process Commissions window. Any Dynamics GP transaction created during
commission processing will use this date as the document date.

Process Commissions

Sales Area Page >> Routines >> Commission Plan >> Process Commissions

The Process Commissions window is used to pay commissions to salespeople. From this window you
may print a preview report, to review the documents that will be included in the commission processing.
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:‘ Process Commissicns =NATN X
File Edit Tools Help Debug sa Fabrikam, Inc, 4,/12/2017
@ Preview % Process
Calculate Commiszsions (20 Process Cornmissions
Commizzion Run ID COkELMNO000003 [ Commizzion Report:
Date Commission Paid anzemy H @ Summary 1 Detail

Dynamics GP Tra Info:

[7] Do nat create Dynamics GP transactions

GL Batch Number CPGL A GL Transaction Date a3ezmy =
Payables Batch Number | CP PAYAELES i) Payables Document Date ane2my H
Payroll Batch Mumber | CF PAYROLL Y Payroll Transaction Date 4182my

Commizsions:

Include Inactive Salespeople

Salezperzon Class t] Frarn: PROCESS OM PAID il
Docurnent [ ate Tax PROCESS OM PAID i
GL Posting D ate
Date Document Paid MA207 ta 34312007
Salesperson Class CESS OM PAID to PROCESS ON PAID
Salesperzon 1D

Femoye

Remove Al

All commissions processed in the current run will be assigned to the Commission Run ID and Date
Commission Paid.

Dynamics GP Trx Info

If the Create GL Trx option or the Create Payroll Trx option is marked in the Commission Plan Setup
window, the GL Batch Number and GL Transaction Date will be required. A GL transaction will be
created, using the selected batch number and transaction date, for each salesperson receiving
commission in the current run whose Create Transaction option is set to GL or Payroll in the Salesperson
Commission Plan Info window.

If the Create Payables Trx option is marked in the Commission Plan Setup window, the Payables Batch
Number and Payables Document Date will be required. A Payables transaction will be created, using the
selected batch number and document date, for each salesperson receiving commission in the current run
whose Create Transaction option is set to Payables in the Salesperson Commission Plan Info window.

If the Create Payroll Trx option is marked in the Commission Plan Setup window, the Payroll Batch
Number and Payroll Transaction Date will be required. A Payroll transaction will be created, using the
selected batch number and transaction date, for each salesperson receiving commission in the current
run whose Create Transaction option is set to Payroll in the Salesperson Commission Plan Info window.
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If the Do not create Dynamics GP transactions option is marked, none of the Dynamics GP Trx Info
options will be available, and all commissions in the current run will be processed as if the Create
Transaction option is set to None in the Salesperson Commission Plan Info window for each salesperson.

Ranges
Unmarking the Include Inactive Salespeople checkbox will prevent commissions from being processed
for salespeople who are currently marked Inactive on the Salesperson Maintenance window.

The Document Date range selector uses the Sales Order Processing document date to determine which
records should be included for commission processing. For normal processing, the From date will be
blank and the To date will be the document cut-off date, such as the end of the prior month.

The GL Posting Date range selector uses the Sales Order Processing general ledger posting date to
determine which records should be included for commission processing. For normal processing, the From
date will be blank and the To date will be the posting cut-off date, such as the end of the prior month.

The Date Document Paid range selector uses the Date Document Paid to determine which records
should be included for commission processing. This option is only available if Commission Plan is set up
to enable processing when sales documents are fully relieved. For normal processing, the From date will
be blank and the To date will be the document paid cut-off date, such as the end of the prior month.

The Salesperson Class range selector allows you to determine whether you want to process
commissions for all salesperson classes or a specific range of classes. This is typically used when internal
and external salespeople are paid on different timetables, such as monthly and quarterly.

The Salesperson ID range selector allows you to determine whether you want to process commissions
for all salespeople or a specific range of salespeople.

Paid) for a process run. If different sets of salespeople are paid using different criteria
(Document Date vs. Date Document Paid, for example), assign these sets of salespeople to
different Salesperson Classes, then process one class at a time using the appropriate criteria.

f Best Practice: use only one date range (Document Date, GL Posting Date, Date Document

If any salesperson in the range is set up to create a Microsoft Dynamics GP transaction, the following
information will be verified per transaction type:

e GL
o The GL batch number and status (exists and available)
o The GL transaction date falls within an open period
o The salesperson’s commissions expense and payable accounts (exist, active, and valid)
e Payables
o The payables batch number and status (exists and available)
o The payables transaction date falls within an open period
o The vendor assigned to the salesperson (exists and active)
o The salesperson’s commissions expense and payable accounts (exist, active, and valid)
o Payroll
o The payroll batch number and status (exists and available)
The payroll transaction date falls within an open period
The GL batch number and status (exists and available)
The GL transaction date falls within an open period
The employee assigned to the salesperson (exists and active)
The salesperson’s payroll code (exists, active, valid, and assigned to employee)
The salesperson’s commissions expense and payable accounts (exist, active, and valid)

O O O O O O

Clicking the Preview button will print a processing run summary preview report, a salesperson processing
run summary preview report, and an edit list of the commission documents that will be processed based
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upon the criteria selected. If any salesperson transaction creation issues exist, you'll receive the following

prompt:

Microsoft Dynamics GP

'0' Dwnamics GP Transactions cannot be created for some

with commission preview?

Stop ] l Continue

salespeople. Stop to view salesperson error report, or Continue

If you choose to stop, an error log showing salesperson transaction creation issues will be printed; If you
choose to continue, the processing run summary preview report, salesperson processing run summary

preview report, and commission document edit list will be generated.

Clicking the Process button will mark the commission records as paid and create Microsoft Dynamics GP
transactions (if applicable). If any salesperson transaction creation issues exist, no commissions will be
processed, and an error log showing salesperson transaction creation issues will be printed.

Microsoft Dynamics GP

Commissions will not be processed, as Dynamics GP
l by, Transactions cannot be created for some salespeople.

A\

The transaction creation verification is performed for each salesperson in the selected range(s)
before it’s determined whether commissions exist for the salespeople so the processing routine
may be stopped because salespeople with no current commissions are improperly set up.

Example: a salesperson is inactive but not excluded from the processing routine, the salesperson
is set up to create Payroll transactions, and the associated employee is marked Inactive on the

Employee Maintenance window.

Once the process routine completes, a processing run summary report, a salesperson processing run
summary report, and a list of the processed commission documents will be generated. Once commissions

are processed, they are no longer editable in the Commission Plan Entry window.
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A The Process Commissions step cannot be undone, so make sure all commissions are correct
and a database backup has been performed prior to processing.

The use of this window can be simple or complex depending upon your commission policies. For
companies with simple commission processing policies, only a Document Date range will be entered and
the Date Commissions Paid will be set to today’s date. Upon reviewing the Preview reports, selecting
Process will complete their commission cycle. For companies with complex commission processing
policies, a Salesperson Class range, along with a Date Document Paid range, could be set as you
process commissions for your internal reps only, for sales documents paid off within the last month. After
entering the Date Commissions Paid and reviewing the Preview report, selecting Process will complete
the Commission process for internal reps. Next, a different Salesperson Class range, along with a GL
Posting Date range, could be set as you process commissions for your external reps only, for sales
documents posted within the last month. After entering the Date Commissions Paid and reviewing the
Preview report, selecting Process will complete the Commission process for external reps.

Calculate Commissions

If the Quotas matrix option is in use, commission transactions must be calculated before they may be
processed. The Calculate Commissions option will be available on the Process Commissions window.
The calculate routine sums the commissionable sale and cost amounts for unprocessed records for a
given salesperson for each plan combination per quota period. These amounts are added to any
processed commissionable sale and cost amounts for the salesperson for the plan combination and
period. These totals are used to calculate the total commission for the plan combination and period. Any
processed commission amounts for the plan combination and period are subtracted from the total
commission to achieve the current commission amount.
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=

= | (B |

za Fabrikam, Inc. 4/12/2017

,_
Ei] Process Commissions

File Edit Tools Additional Help

% Process
@ Calculate Commissions () Process Commissions Last Calculated 2/82014 10:05:52 P
Commizsion Run 1D Cormmizzion Report;
D ate Commission Paid anz2my HE @ Surnmary D etail
Dynarmics GP Trx Info:
Do mok create Dynamics GP ransactions
GL Batch Murnber GL Tranzaction D ate 0400000
Papables Batch Murmber Fapables Docurment Date 040,/0000
Payroll B atch Murnber Payroll Tranzaction Date 0400000

Commizzions:

Include Inactive Salezpeople

Docurnent D ate - Frarm: 04040000 i
To 000000 H

GL Posting Date |
D ate Document Paid ‘

Salezperzon Clazs
Salesperzon D

HEmave
Remowve All

The Last Calculated date and time will be displayed.
If Commission Plan is set up to process when documents are fully relieved, the Date Document Paid
range is enabled. Using multiple date ranges may cause some commission records to be skipped but can

be used to further filter your commission data.

Example: an invoice is created in December 2007 and paid off in January 2008. When processing
commissions for January 2008, if you set a Document Date range of 1-1-2008 — 1-31-2008 and a Date
Document Paid range of 1-1-2008 — 1-31-2008, the commissions for the invoice will be skipped as its
document date falls outside the Document Date range, even though the invoice is within the Date

Document Paid range.

Paid) for a process run. If different sets of salespeople are paid using different criteria
(Document Date vs. Date Document Paid, for example), assign these sets of salespeople to
different Salesperson Classes, then process one class at a time using the appropriate criteria.

j Best Practice: use only one date range (Document Date, GL Posting Date, Date Document

Enter the desired range restrictions and click the Process button to run the calculation routine.
You may recalculate commissions as often as you like before running the Process Commissions routine.

When the calculate routine completes, the Salesperson Commission Quota Inquiry window will open so
that you may review the calculated commission transactions.

THE ETHOSERIES e 75



COMMISSION PLAN

Salesperson Commission Quota Inquiry
(Sales Area Page >> Inquiry > Commission Plan >> Commission Plan Quota Inquiry - Salesperson)

This window displays commission transactions and opens automatically when commissions are
calculated.

-

=4 Salesperson Commission Quota Inquiry SHREN X
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
‘/ ak Redizplay
Status Proceszed
“iew By Carnmizsion Fun 10 v @ al Fram:
To
Commizsion Fun 1D Salesperson 1D Cornmizsion D ate Comm Sale Amotnt Carnm Cost Amount Cormmizsion Aol >
CalLCULATED PalL . 5M6/2M7 $E63.00 $&0.00 $510.30 »

Each salesperson’s total commissionable sale and cost amounts and total commission amount for the
calculation run are displayed.

Select a commission transaction and click the Period Inquiry expansion arrow to open the Salesperson
Commission Quota Inquiry — Period window.

Salesperson Commission Quota Inquiry — Period

(Sales Area Page >> Inquiry > Commission Plan >> Commission Plan Quota Inquiry — Salesperson >>
Period Inquiry expansion arrow)

This window displays the plan combination components of the commission transaction selected in the
Salesperson Commission Quota Inquiry window.

-

=y Salesperson Commission Quota Inquiry - Period =R X
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
v K
Commizsion Fun |0 | CALCULATED Salespersan 1D PaLL .
Salesperzon Plan ear Coomm 5 ale Amount Comm Cogt Amount Adjuztment Amount Commizzion Amount =
Custarner Plan Period 1D Processed Sale Amt Processed Cost Amt Processed Adj Amt Processed Comm Amt - =
Item Flan Period Mame Total Sale dmt Total Cost Amt Total Adj Amt Total Comm Amt
SaLES REF 2017 $EE3.00 $60.00 $500.00 $510.30 ~
RETaAIL 2 $0.00 $0.00 $0.00 $0.00
HARDWARE Quarter 2 $663.00 $60.00 $500.00 $510.30

In the above screenshot, Paul has not yet received commission for the SALES REP/RETAIL/HARDWARE
plan combination for the second quarter of 2017, so the Processed row contains all zeroes and the
Current and Total rows contain the information for the current process run.

Select a plan combination component and click the Calculation Details expansion arrow to open the
Salesperson Commission Quota Inquiry — Period Detail window, or click the Sales Documents expansion
arrow to open the Salesperson Commission Quota Inquiry — Period Documents window.

Salesperson Commission Quota Inquiry — Period Detail
(Salesperson Commission Quota Inquiry — Period >> Calculation Details expansion arrow)
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This window displays the information used to calculate the commission
combination component.

.

COMMISSION PLAN

amount of the current plan

1 Salespersen Commission Quota Inguiry - Period Detail

ol o e |

File Edit Tocols Help

v 0K
Commizzion Fun (D | CALCULATED Salesperzan (D
Salezperzon Plan S&LES REP Year
Custorner Plan RETAIL Period
[tem Plan HaRDWARE Guata Type

Calzulation Method

Comm kargin Commizzion Type R ate

$500.00 Mo Cammission
$103.00 Margin
$0.00 Flat Arnount

0.00%
10.00%
500.00

Toatal Cormmm Maragin

$603.00

Processed Commm At
MHet Run Comm Amt

Commiszion Ammount

Toatal Penod Camm Amt

za Fabrikam, Inc. 4/12/2017

PaLIL

2my
Cluarter 2
kd argin ArmoLnt
Stepped

$0.00

$10.30
$500.00

m

$510.30
$0.00
$510.30

Paul had a total commission margin of $603.00, of which $500.00 was not commissionable (quota
exclusion). He received 10% of the remaining $103.00 of commissionable margin, and he received a
summary commission adjustment of $500.00, totaling $510.30 in commission owed.

THE ETHOSERIES o 77



COMMISSION PLAN

Salesperson Commission Quota Inquiry — Period Documents
(Salesperson Commission Quota Inquiry — Period >> Sales Documents expansion arrow)

This window displays the sales document plan combination commissionable sale and cost amounts for
each sales document used to calculate the commission amount of the current plan combination

component.

-

& Salesperson Commission Quota Inquiry - Period Documents SHACINL X
File Edit Tools Help sa Fabrikam, Inc. 4,/12/2017
v 0K
Commizzion Run ID | CALCULATED Salespersan 1D PaLIL W,
Salesperson Plan SaLES REP Year 2017
Custamer Plan RETAIL Period Quarter 2
Itern Plan HaRDwWARE
Dacument Mo, Type Corrn Sale Amant Caormm Cost Arnount Adjuzstrment Amount >
COmMMADIO000000 03 Comn Adjus $0.00 $0.00 SR00.00
COMMADIOOOODD004 Camm Adjustrient $0.00 $60.00 $£0.00
STDIMNY 2264 [rwoice $720.00 $56.61 $£0.00
STDIMNY2265 Returm [$57.00) [$56.61) $0.00

This window displays the plan combination commissionable sale and cost amount totals for invoices,
returns, and detail adjustments, and displays the adjustment amounts for summary adjustments.

Select a document and click the Document Details expansion arrow to open the Commission Plan
Inquiry Zoom window if the Type is Invoice or Return or to open the Commission Plan Adjustment Inquiry
Zoom window if the Type is Comm Adjustment.

Before calculating commissions, we recommend that you run Commission Plan Utilities for historical sales
transactions. This will make sure that the appropriate commission recognition date, quota period, and
commissionable amounts have been set for all existing commission records for posted sales documents.

THE ETHOSERIES o 78



COMMISSION PLAN

r
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
[El Preview |% Ipdate | Clear | B,
Posting Status: | () Unposted @ Higtory | Sales Type [Ds: @ Allowed 0 Al ) Resticted |
Documents: Document D ate - Fram: 00,0000 H
To 1/31/2013 H

— Options:

Docurnent Date from First to 1/31/2013
Ilpdate Existing Commiszions

Create Commizsions

Remove Existing Commizzions Remowe

Delete and Recreate Commissions

[] Prevent Commission Creation
IJpdate Commizsion Holdz

Rezet Salesperzon Inactive Status
Rezet D ate Docurment Paid

Commizzion Check. Links ] [ Remove Salezperson Percentages

Set the Posting Status to History, Insert the desired document range, mark only the Update Existing
Commissions checkbox, and click the Update button.
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Accruing Commissions

Since commission GL distributions are not created when sales documents are created, Commission Plan
includes a month-end routine that allows these accruals to be created. This routine creates an unposted
general journal entry for each salesperson’s total unprocessed commission amount for posted sales
documents, using the salesperson’s commission GL accounts. The general journal entry typically reverses
on the first day of the following month (if the cutoff and accrual dates are set to the last day of the month),
so future edits made to these commission records will be booked correctly.

Commission accruals are not available if the Quotas matrix option is in use.

Accrue Commissions
Sales Area Page >> Routines >> Commission Plan >> Accrue Commissions

The Accrue Commissions window is used to create unposted reversing general journal entries for those
salespeople for whom the Create Accrual Trx option is marked in the Salesperson Commission Plan Info
window.

&4l Accrue Commissions [ -
File Edit Teools Help sa Fabrikam, Inc. 4/12/2017
@ Preview % Process
Lazt Accrual Info:
Acorual Run 1D ACCRUERUNOA00000001 [
Cutoff Date 4/305°2017
Accrual Date 4430/2m7
Accmal Run (D ACCRUERUMO0O000000Z [
GL Batch Murnber CPGL il >
Cutaff Date sA2my V| Include Cammizzions on Haold
Accrual Date Basemy? H V| Include Inactive Salezpeople
Reverzal Date BA/s2M7 H
Print Suramany @) Print Detail

The Last Accrual Info section displays the last accrual run information. All commissions accrued in the
current run will be assigned to the Accrual Run ID. All accruals are created as unposted general journal
entries assigned to the GL Batch Number.

Unprocessed commissions for each posted sales documents whose document date is less than or equal
to the Cutoff Date are included in the accrual process. The document date of each general journal entry
is set to the Accrual Date. The Reversal Date is defaulted to the day following the accrual date, and is
set as the reversal date of each general journal entry. Typically, the cutoff and accrual dates are set to the
last day of the month and thus, the reversal date will be set to the first day of the following month.

The Include Commissions on Hold checkbox determines whether commissions on hold should be
included in the accrual run.

The Include Inactive Salespeople checkbox determines whether commissions for salespeople marked
Inactive on the Salesperson Maintenance window should be included in the accrual run.
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Clicking the Preview button will print an accrual run summary preview report, a salesperson accrual run
summary preview report, and an edit list of the commission documents that will be accrued. If any
salesperson transaction creation issues exist, you'll receive the following prompt:

Microsoft Dynamics GP

Dwynamics GP Transactions cannot be created for some
salespeople. Stop to view salesperson error report, or Continue
with accrual preview?

Stop ] [ Continue

If you choose to stop, an error log showing all salesperson transaction creation issues will be printed; if
you choose to continue, the accrual run summary preview report, salesperson accrual run summary
preview report, and accrual document edit list will be generated.

Clicking the Process button will create the reversing general journal entries. The Accrual and Reversal

dates are checked to make sure that they fall within an open period. If any salesperson transaction
creation issues exist, no commissions will be accrued.

Microsoft Dynamics GP

Commissions will not be accrued, as Dynamics GP
l by, Transactions cannot be created for some salespeople.

Once the accrual routine completes, an accrual run summary report, a salesperson accrual run summary
report, and a list of the accrued commission documents will be generated.

A To avoid double booking, the accrual routine should be run only AFTER all commissions have
been processed for the month, and the routine should be run only ONCE per month.
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Inquiries and Reports

Commission Plan Inquiry
Commission Plan Inquiry Zoom is a non-editable version of the Commission Plan Entry window and
displays commission information for the current sales document.

The Commission Plan Inquiry Zoom window can be accessed from the following Dynamics GP windows:

e Sales Transaction Inquiry Zoom using the Commission Plan Additional menu (hotkey CTRL +
M) or the Commission Plan button (if you are using the alternate window provided by EthoTech).

e Sales Order Processing Document Inquiry using the Commission Plan Additional menu
(hotkey CTRL + M) or the Commission Plan Inquiry expansion button (if you are using the
alternate window provided by EthoTech).

e Receivables Transaction Entry - Customer and Receivables Transaction Entry - Document
using the Commission Plan Additional menu (hotkey CTRL + M) or the Commission Plan Inquiry
expansion button (if you are using the alternate window(s) provided by EthoTech).

If you are using Price Sheet Tiers, you can click the Sales Document Price Sheets Inquiry expansion
button (arrow next to the Document No. lookup button) to open the Sales Document Info Inquiry window to
view price sheet assignments for sales document line items.

To view the line item detail for a salesperson’s commission, click on any field on the line of the
salesperson to be viewed, and then select the Commission expansion button (arrow next to the
Commission field) to open the Commission Plan Detail Inquiry Zoom window. The Commission Trace
expansion button (arrow next to the Net Comm Amt field) opens the Commission Line Trace window,
which displays the steps taken to derive the commission line amount.

Commission Adjustment Inquiry
Sales Area Page > Inquiry > Commission Plan > Commission Adjustment Inquiry

-

=4 Commission Adjustment Inguiry l =) |ih]1

File Edit Tools Help sa Fabrikam, Inc, 4/12/2017

Find By Adjuztment Humber
Inzluded Woided Adjustments

All Adustment Humbers, By Adjustment Mumber

Linked Doz Type | Linked Doc Murnber

Adjustrment M urnber

COarADI000000002
CarrADI000000003 4122m7
COrADI 000000004 412/2M7

Invoice [MWI01Y

The Commission Adjustment Inquiry window displays all commission adjustment documents, along with
links to the Commission Plan Adjustment Entry/Inquiry and Commission Plan Entry/Inquiry windows.
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Accrual Run Inquiry
Sales Area Page >> Inquiry >> Commission Plan >> Accrual Run Inquiry

The Accrual Run Inquiry window displays a summary record for each commission accrual run.

-

&y Accrual Run Inquiry =NNCN X
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
/ 0k, Redisplay §
View By  Accual Bun (D - @ Al BhemE
Tao:
Acerual Bun (D 2 Cutcff Date Accrual Date Rewverzal Date | Accual Amount GL Batch Murber *
Created By Work station 10 Start Date | Startt Time | End Date End Time Comm on Hold Accrued
ACCRUERUMOOOO0000M 4/30/2007 4304027 BAs2my $74E18 CPGL -

The View By field is a display only control for the scrolling window. You may select to view the accrual
runs in Accrual Run ID, Cutoff Date, Accrual Date, or Start Date order and you may view a subset of the
data by setting a range.

Click the Print icon to print a report of the selected accrual runs; you will also be given an option to print a
salesperson summary report for the selected accrual runs.

Click the Salesperson expansion button (arrow next to the Accrual Run ID field) to view a salesperson
summary for the current accrual run.

Salesperson Accrual Run Inquiry
Sales Area Page >> Inquiry >> Commission Plan >> Accrual Run Inquiry - Salesperson

The Salesperson Accrual Run Inquiry window displays a summary record for each salesperson for each
commission accrual run.

:‘ Salesperson Accrual Run Inguiry l = | (5] |ﬁ]
File Edit Teools Help sa Fabrikam, Inc, 4,/12/2017

‘/ ]9 Redisplay 5
Yiew By Accrual Run 1D - &l @ From: | ACCRUERUNOOOODODOON 33

To ACCRUERUNOO000000OT €

Accrual Bun 1D Salesperson (D Accrual Date | Jowmnal Entry Accrual Amount =
Commizszions Expenze Acct Commizzion: Pavable Acct

Errors

ACCRUERUMNODOOOOOOO FRAMCIME E. 4302017 3.452 $132E0 =
ACCRUJERUMNODDOOOO0OO GARY W, 4730420107 3,453 $E6.63
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The View By field is a display only control for the scrolling window. You may select to view the
salesperson accrual run summaries in Accrual Run ID, Salesperson ID, or Accrual Date order and you
may view a subset of the data by setting a range.

Click the Print icon to print a report of the selected salesperson accrual run summaries.

Commission Run Inquiry
Sales Area Page >> Inquiry >> Commission Plan >> Commission Run Inquiry

The Commission Run Inquiry window displays a summary record for each commission processing run.

= Commission Run Inguiry [ RN &]
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
/ (] Fedizplay g
Vigw By Carmmizgion Fun 1D - @ al ETam:
To
Comrmigzion Bun (D < Date Comm Paid | Comm Sale Amount Comm Cost Amaount Commigzion Amount =
GL Batch Mumber Papables Batch Mumber FPavroll B atch Mumber
Created By Whork station |01 Start [1ate Start Time End Date End Time
COmMMRLINO00000000007 41 22m7 $72.00 $56.E1 $103.08 -
CPGL CP PavaBLES CF PAYROLL
2a ETHOLAPY FAR2m0 1003407 Ak | 754200 10:34:07 AM

The View By field is a display only control for the scrolling window. You may select to view the processing
runs in Commission Run ID, Date Commission Paid, or Start Date order and you may view a subset of the
data by setting a range.

Click the Print icon to print a report of the selected processing runs; you will also be given an option to
print a salesperson summary report for the selected processing runs.

Click the Salesperson expansion button (arrow next to the Commission Run ID field) to view a
salesperson summary for the current processing run.
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Salesperson Commission Run Inquiry
Sales Area Page >> Inquiry >> Commission Plan >> Commission Run Inquiry - Salesperson

The Salesperson Commission Run Inquiry window displays a summary record for each salesperson for

each commission processing run.

-

-4 Salespersen Commission Run Inquiry SHRCE X
File Edit Tools Help =a Fabrikam, Inc. 4/12/2017
‘/ 0Ok Redisplay 5
Wiew By Cornmission Fun 10 v All @ From: | COMMRUNOOOOOOOOOOON |6
Tor COMMRUNDOOODDOODOOT |23,
Commizzion Run (D Salesperzon 1D 5 [iate Connm Paid Comarm S ale Amount Comm Cast Amaunt Commizssion Aot ¥
Trx Type Journal E ntry £/F Youcher # VWendor [D Paproll Tre # | Emplopes 1D Pay Code
Commizsions Expense Acct Commizzions Papable Acct Errors
COrMALNO00000000001 ACME INC anzr2mz $0.00 $0.00 $0.00 »
COrMALNO00000000001 ERIM J. anz2/2m7q $0.00 $0.00 $100.00
COrMALNO00000000001 FRAMCINE B. anzr2mz $72.00 $5E.E1 $3.08

The View By field is a display only control for the scrolling window. You may select to view the
salesperson commission run summaries in Commission Run ID, Salesperson ID, Date Commission Paid,
Transaction Type, Vendor ID, or Employee ID order and you may view a subset of the data by setting a

range.

Click the toolbar Print icon to print a report of the selected salesperson commission run summaries; you
will also be given an option to print a salesperson sales document summary report for the selected

commission runs.

Click the scrolling window Print icon (next to the Salesperson ID field) to print a salesperson sales
document summary report for the current salesperson commission run summary.

Salesperson Commission Plan Quota Inquiry
Sales Area Page >> Inquiry >> Commission Plan >> Commission Plan Quota Inquiry - Salesperson

:i Salesperson Commission Quota Inguiry

-

| S

Commigsion Rur 1D

COk kR LN 000000000007
COk R LN O000000000007
COkd kR LI 000000000007

File Edit Tools Help
/ QK Redigplay

Statuz Calculated @ Proceszed
Wiew By Commission Run 1D v @ Al

Salesperson D
ACME INC
ERIM.J.
FRAMCINE B.

za Fabrikam, Inc. 4/12/2017

From:

To:

Commission D ate Comm S ale Amaount Comm Cost Aot Commission Arnatnt >
41245207 $0.00 $0.00 000 -
4125207 $0.00 $0.00 $100.00
41245207 $72.00 $56.61 $3.08

The Salesperson Commission Plan Quota Inquiry window displays Processed or Calculated quota run
summary information per salesperson. This window is available only when the Quotas matrix option is in
use - see the Calculate Commissions section of this document for more details.
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Commission Plan Summary History
Sales Area Page >> Inquiry >> Commission Plan >> Summary History

The Commission Plan Summary History window displays Commission Plan summary information on a
single window for one salesperson at a time.

:i Commission Plan Summary History l =, | (=] |i‘3-]
File Edit Teools Help sa Fabrikam, Inc. 4/12/2017
v' K
Salesperson I FRAMCINE B. il
M anne Bergeron, Francine
Highary: @ Calendar Fizcal Dhizplay: @ Al Yearly 0
tonth/Period T otal Commizgions Commizzioned 5ales B
M on-Commizzioned 5ales Cost of Sales E
Apr. 2017 $3.08 F72.00 =

History is kept for both Calendar and Fiscal periods and can be viewed for all years or a single year. This
inquiry window only includes information for processed commissions.

Commission Plan SmartList Object

The Commission Plan SmartList Object can be used to view commission summary information for all
commission records. You can drill-down into the Commission Plan Entry window from a commission
record in the SmartList object. (See your Microsoft Dynamics GP SmartList documentation for detailed
information on the use of SmartList.)

Please see the EthoSeries Installation Guide for details on creating the Commission Plan SmartList
Object.

Commission Plan Report
Sales Area Page >> Reports >> Commission Plan >> Commission Plan Report

The Commission Plan Report window is used to print current and historical summary and detail reports for
sales documents with Commission Plan information. This window has many choices to determine what
information will be printed on the report.
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== Print

Print O ptions:

() Single Report @ One Report Per Salesperson
Email reports to salespeople =¥

Line item detail for each document

Commizsion Status:
[ Unposted Documents

Fozted Documents - Mot Ready For Froceszing
Posted Documents - Ready For Processing
Pozted Documents - Processed

Commiszions for inactive zalezpeople
Commizzions not on hold

[ Commissions on hold

Commiszions with a 2ero commizsion amaunt

Commizzion lines with a zero commiszion amount

Ranges:

Document Date

GL Posting D ate

. B

COMMISSION PLAN

za Fabrikam, Inc, 471272017

Document Types:
Cuates
Orderz
Fulfillrent Orders
[reeoices
Returns
Back Orders
Adjustments

0040000
0040000

Date Document Paid
Date Commizzion Paid
Commizzion Process Run (D
S alesperson Clazs
Salezperzon |0

Remove Al

Print Options

Choose the Single Report option to print a single report for all selected salespeople, or choose the One
Report Per Salesperson option to print a separate report for each selected salesperson. The
Destination button determines whether the report(s) will be printed to the screen, a printer, and/or a file.

If you choose to print one report per salesperson and you choose to print to a file, then you can also Email
reports to salespeople. If you choose to email the reports, click the Email expansion arrow to open the

Email Options window.
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1 Email Cptions l = | (=] |&J
File Edit Tools Help za Fabrikam, Inc. 4/12/2017
@ oK Clear
Email Options:
Subject 2017 Quarter 2 Commizsions

Salutation | Dear

Meszage Body:
|'ve attached the commizzions due to you for the second guarter. Please review
and report any dizcrepancies.

ml|

Best Reqards,

Liza R.

Send all commizsion reparts ba these recipients:

‘ﬂ —

S alezperson Email Options from Internet Infarmation Window:
S alesperzon Email Address Location:

@ |nternet Information: E-mail Email &ddreszes To

Include Email Addresses: Co recipients

Include Email Addreszes; Boc recipients

Selections in the Email Options section will affect all commission reports. Enter a Subject, Salutation,
and Message Body. Recipients entered in the To, Cc, and Bcc fields will receive commission reports for

all salespeople.

In the Salesperson Email Options from Internet Information Window section, select the Salesperson
Email Address Location. By default, Commission Plan will get the salesperson’s email address from the
E-mail field in the Internet Information section of the Dynamics GP Internet Information Window.

If you'd like to email a salesperson’s commission report to the recipients listed in the Cc field in the
Dynamics GP Internet Information Window, mark the Include Email Addresses: Cc recipients

checkbox.

If you'd like to email a salesperson’s commission report to the recipients listed in the Bcc field in the
Dynamics GP Internet Information Window, mark the Include Email Addresses: Bcc recipients

checkbox.
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For a salesperson’s commission report to be emailed, the salesperson’s email address must

A exist in the Dynamics GP Internet Information window (Sales Area Page >> Cards >>
Salesperson >> Internet Addresses button), in either the To field within the E-mail Addresses
section or the E-mail field within the Internet Information section.

=4 Internet Information l — | (5] |&]
File Edit Tools Help sa Fabrikam, Inc, 4/12/2017
;I.J Save Clear x Delete ﬁ;
Select Infarmation faor; Salespeople -
Salesperson ERIM J. P Jenzen,Lynn
Address (D

E-mail Addreszes

&

[nternet [nformation

Commission Status

The four Commission Status checkboxes are the most critical selections on the window. These
checkboxes analyze the document status within the system and determine which Commission Plan
documents should be printed on the report. For example, to just print the documents that are ready to be
processed you would only select the Posted Documents — Ready for Processing checkbox, and unselect
the others before clicking the Print button.

e Unposted Documents. This selection will include all documents in Sales Order Processing that are
not posted. Unposted documents are those sales documents that can still be accessed in Sales
Transaction Entry and are saved in the Sales Transaction Work table. These documents cannot be
processed until such time that they are posted as invoices or returns. Commissions can be created for
unposted documents when the sales document is saved or transferred; when the Commission Plan
Entry window is opened; or by using Commission Plan Utilities.

e Posted Documents — Ready for Processing. This checkbox represents those documents that are
ready for processing within Commission Plan. Based upon your setup selections, either they are
posted invoices or returns or fully applied invoices or returns.

e Posted Documents — Not Ready for Processing. These documents represent documents that have
been posted but not fully paid or applied within Microsoft Dynamics GP. This selection is only available
if you have set up your system to process commissions when documents are paid. An invoice or
return is considered paid when the Amount Remaining field, as displayed in Receivables Transaction
Inquiry — Customer is $0.00. Any invoice that is posted and not fully paid or return that is posted and
not fully applied will be included on the report by selecting this checkbox.
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e Posted Documents — Processed. By selecting this checkbox, commissions that have been
previously processed within Commission Plan will be included on the Commission Plan Report. If you
want to perform historical reporting, this would be the only checkbox you would want to select.

Document Types

This section is used to control which Sales Order Processing document types are included on the
Commission Plan Report. Invoices and Returns may be included with any of the four previously mentioned
checkboxes concerning commission status. Quotes, Orders, Fulfilment Orders and Back Orders can only
be used when the Unposted Documents commission status is marked. Adjustments can be used with all
commission statuses except for Unposted Documents. Only document types selected in the
Commissionable Sales Document section on the Commission Plan Setup window may be selected in the
report window.

Ranges
The Document Date range selector is available regardless of which commission status checkboxes are
marked.

The GL Posting Date range selector is available only when the Posted Documents — Not Ready for
Processing and/or Posted Documents — Ready for Processing and/or Posted Documents — Processed
commission status checkboxes are marked.

The Date Document Paid range selector is available only when the Posted Documents — Ready for
Processing and/or Posted Documents — Processed commission status checkboxes are marked and you
have set up your system to process commissions when documents are paid.

The Date Commission Paid and Commission Process Run ID range selectors are available only when
the Posted Documents — Processed commission status checkbox is marked.

The Salesperson Class and Salesperson ID range selectors are available regardless of which
commission status checkboxes are marked.

Click the Print button to print the report(s). If you have selected the One Report Per Salesperson and the
Print to File options, a report will be created for each salesperson by adding the Salesperson ID to the file
name selected in the Report Destination window. If you have marked the Email checkbox, the report will
be emailed to the salesperson and to any additional recipients selected. A log report will be displayed if
errors occurred while emailing the reports.

If the Quotas matrix option is enabled, you'll need to mark the Commissions with a zero commission
amount and Commission lines with a zero commission amount checkboxes for data to be displayed
on the report(s). The report will display only commissionable sale and cost amounts, but no commission
amounts.

Commission Plan Quota Report
Sales Area Page >> Reports >> Commission Plan >> Commission Plan Quota Report

The Commission Plan Quota Report window is used to print commission run reports or commission quota
period to date reports when the Quotas matrix option is enabled.
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-
=4 Commission Plan Quota Report

=1

[ |

File Edit Tools Help

Print Options

ca Fabrikam, Inc, 471272017

&h  Print
Print O phionz:
@ Commizzion Fun Report Period To Date Report
Single Report @ One Report Per 5 alesperson
| Print Calculation Details o | Print Salez Document B epaort
Inzlude Calculated Commizsions | Include Processed Commizsions
| Include Zero Dollar Commigsions (3] Include Inactive S alespeople
Destination | Email reports to salespeople 2
A anges:
Process Run D @ Al Frori;
Salesperson Class @ Al Fram:
To
Salezperson 1D @ Al From:
To
Year @ Al Frarm; 2010
To: 2018
Plan Combination Al Specific:
S alesperzon Plan
Custorner Plan
[tern Plan
Comrmizzion Perod 3 Al Frar:
To

Choose the Commission Run Report option to print a report broken down salesperson by commission
run. Choose the Period To Date Report option to print a report broken down by salesperson by

commission quota period.

These reports differ when multiple commission runs occur within the same commission quota
period for a salesperson. For example, if you have quarterly commission quota periods but
process commissions monthly, each commission quota period would contain information from 3

commission runs.

Choose the Single Report option to print a single report for all selected salespeople, or choose the One
Report Per Salesperson option to print a separate report for each selected salesperson.

Mark the Print Calculation Details checkbox to print the calculation steps for each plan combination and

commission period.
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Mark the Print Sales Document Report checkbox to print a second report that displays the sales
documents and commissionable amounts for each plan combination and commission period.

Mark the Include Calculated Commissions checkbox to print the calculated commissions. Mark the
Include Processed Commissions checkbox to print the commissions already paid to your salespeople.

The Destination button determines whether the report(s) will be printed to the screen, a printer, and/or a
file. If you choose to print one report per salesperson and you choose to print to a file, then you can also
Email reports to salespeople. If you choose to email the reports, click the Email expansion arrow to
open the Email Options window.

[ -4 Email Options ol o= e |

File Edit Tools Help za Fabrikam, Inc. 4/12/2017
@ ok Clear

Email Options:
Subject 2017 Quarter 2 Commizsions
Salutation | Dear
Meszage Body:

|'ve attached the commizzions due to you for the second guarter. Please review -
and report any dizcrepancies.

m

Best Reqards,

Liza R.

Send all commizsion reparts ba these recipients:
[ Ce.
Bec...

S alezperson Email Options from Internet Infarmation Window:
S alesperzon Email Address Location:

@ |nternet Information: E-mail Email &ddreszes To

Include Email Addresses: Co recipients

Include Email Addreszes; Boc recipients

Selections in the Email Options section will affect all commission reports. Enter a Subject,
Salutation, and Message Body. Recipients entered in the To, Cc, and Bcc fields will receive
commission reports for all salespeople.

In the Salesperson Email Options from Internet Information Window section, select the
Salesperson Email Address Location. By default, Commission Plan will get the salesperson’s
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email address from the E-mail field in the Internet Information section of the Dynamics GP
Internet Information Window.

If you'd like to email a salesperson’s commission report to the recipients listed in the Cc field in
the Dynamics GP Internet Information Window, mark the Include Email Addresses: Cc
recipients checkbox.

If you'd like to email a salesperson’s commission report to the recipients listed in the Bcc field in
the Dynamics GP Internet Information Window, mark the Include Email Addresses: Bcc
recipients checkbox.

exist in the Dynamics GP Internet Information window (Sales Area Page >> Cards >>
Salesperson >> Internet Addresses button), in either the To field within the E-mail Addresses
section or the E-mail field within the Internet Information section.

f For a salesperson’s commission report to be emailed, the salesperson’s email address must

1 Internet Informaticn l =, | (] |ﬂh
File Edit Teools Help sa Fabrikam, Inc. 4/12/2017
;d Cave Clear x Delete iﬂ;

Select Infarmation far: Salespeople -
S alesperson ERIM J. p Jenzen Lynn
Addresz (D

E-mail Addreszes

&

Internet [nformation

E -rnil
Ranges

If the Commission Run Report and Include Processed Commissions options are selected, you can restrict
the report to processed commissions for a particular Process Run ID range. If the Include Calculated
Commissions option is selected, calculated unprocessed commissions will be included on the report.

You can restrict the report to particular Salesperson Class and/or Salesperson ID ranges.

You can restrict the report to particular commission years using the Year range selector. If a single year is
entered, you can restrict the report to a particular plan combination using the Plan Combination range
selector. Once a plan combination has been entered, you can restrict the report to a Commission Period
range.

A year and plan combination must be entered to restrict the report to a commission period range because

different plan combinations can have different commission period setups for the same year, and a single
plan combination can have different commission period setups for different years.
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Click the Print button to print the report(s). If you have selected the One Report Per Salesperson and the
Print to File options, then a report will be created for each salesperson by adding the Salesperson ID to

the file name selected in the Report Destination window. If you marked the Print Sales Document Details
checkbox, a second report will be created with the Salesperson ID and “sop” prepended to the file name.

If you have marked the Email checkbox, the report will be emailed to the salesperson and to any
additional recipients selected. A log report will be displayed if errors occurred while emailing the reports.

Custom Reports & SmartList Objects

EthoTech provides the following SQL views for our commission setup and tracking tables. Whenever
possible, these views should be used, rather than the actual SQL tables, when creating Crystal or SRS
reports and custom SmartList objects.

o ETI_CP_SalespersonSetup — displays the salesperson setup information from the Salesperson
Commission Plan Info window

e ETI_CP_CurrentCustSPAssign — displays all current salesperson > customer assignments from
the Customer Commission Plan Info window

e ETI_CP_CurrentltemSPAssign — displays all current salesperson > item assignments from the
[tem Commission Plan Info window

e ETI_CP_CurrentTerritorySPAssign — displays all current salesperson > sales territory
assignments from the Sales Territory Commission Plan Info window

e ETI_CP_CurrentUdef1SPAssign — displays all current salesperson > CP user defined 1 value
assignments from the User-Defined 1 Commission Plan Info window

e ETI_CP_CurrentMatrixSetup — displays the current plan combination matrix setups from the
Commission Plan Matrix Setup window

e ETI_CP_CurrentDefaultTiersSetup — displays the current default tiers setup from the Commission
Plan Default Tiers window

e ETI_CP_CurrentlitemTiersSetup — displays the current item-specific tiers setups from the
Commission Plan Item Tiers window

e ETI_CP_CurrentPlanTiersSetup — displays the current plan combination-specific tiers setups from
the Commission Plan Tiers window

e ETI_CP_SOPHDRComm - displays sales document-specific commission summary information
from the Commission Plan Entry window

e ETI_CP_SOPLINEComm — displays sales document-specific commission line information from
the Commission Plan Detail Entry window

e ETI_CP_CommRunSummary — displays the summary information for each commission process
run

e ETI_CP_SalespersonCommRunSummary — displays the commission summary information for
each salesperson and commission process run

e ETI_CP_QuotaSetupYear — displays the quota summary setup information for each quota year
and plan combination
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ETI_CP_QuotaSetupPeriodHdr — displays the quota summary setup information for each quota
period and plan combination

ETI_CP_QuotaSetupPeriodLine — displays the quota level detail setup information for each quota
period and plan combination

ETI_CP_QuotaSalespersonSetupPeriod — displays the quota level detail setup information for
each salesperson, quota period, and plan combination

ETI_CP_QuotaSalespersonCommRunSummaryAdjustments — displays the commission
adjustment amount for summary adjustments for each salesperson and commission process run

ETI_CP_QuotaSalespersonCommRunPeriodHdr — displays the commission summary information
for each salesperson, commission process run, and quota period

ETI_CP_QuotaSalespersonCommRunPeriodLine — displays the commission calculation details
for each salesperson, commission process run, and quota period

ETI_CP_QuotaSalespersonCommRunPeriodDocs — displays the sales document information for
each salesperson, commission process run, and quota period
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Utilities

Commission Plan Utilities
Sales Area Page >> Utilities >> Commission Plan >> Commission Plan Utilities

The Commission Plan Utilities window is used primarily when a problem has been discovered with your
commission data. This window can also be used during the initial implementation of Commission Plan to
populate historical commission records. If a problem is found, or if you suspect there is a problem with
your data, use the Preview Report to search the range of documents in question. If you wish to create
historical commission records, use the Preview Report to review the range of Sales Order Processing
documents for which you want to create commissions. For example, if you started using Sales Order
Processing in March 2006 and then started using Commission Plan in January 2007, you might want to
create commissions in Commission Plan for the period March 2006 through January 2007. Creating these
historical commission records is a valuable test to verify that you have set up Commission Plan in
accordance with your commission needs.

-

=4 Commission Plan Utilities o o[l e

File Edit Toels Help za Fabrikam, Inc. 4/12/2017
HE& Freview % Update Clear D'

Posting Status Unposted @ Higtory Sales Type [Ds: @ Allowed Al Festricted Sy UE=

Override Date Document Paid
Documents: Cuztarner 1D - From: AARONFITOOD p
To A&ROMFITOOM p
O Customer 1D from ASRONFITOD0T to AARONFITOOOT
L o —————] ugtomer [0 from 0
V| Update Existing Commissions [ dnseit>s | (5o ent Data from 4/1/2017 to 8/30/2017

| Create Commiszions

Remowve Existing Commissions Remaove

Delete and Recreate Commissions

Prewent Commission Creation
Update Commizzion Holdz
Rezet Salesperson Inactive Status

Reset Date Document Paid

| Cormiszion Check Links | | Remove Salesperson Percentages |

e Preview. Selecting this button will print a report of all discrepancies between Commission Plan and
Sales Order Processing for the range of sales documents you select.

e Update. Selecting this button will update existing commission records or create new commission
records, depending on the Options selected.

e Posting Status. Update commission records for Unposted (work) or History (posted) sales
documents.

e Sales Type IDs — this option works in conjunction with the Documents range selections to restrict the
sales documents to be updated.

» Allowed — excludes any ignored Sales Type IDs from the sales document range.
» All —includes all Sales Type IDs in the sales document range, even those set up to be ignored.

» Restricted — opens the Commission Plan Utilities Sales Type ID Restrictions window, which
allows the user to select specific Sales Type IDs to include in the sales document range.
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e Documents. Select ranges based on the following fields: Document Number, Customer ID,
Document Date, Batch Number, Document Type, Master Number, GL Posting Date, and Date
Document Paid. The GL Posting Date and Date Document Paid options are available only when the
Posting Status is set to History. When using a Date Document Paid range, if you leave the To date
blank, then commissions for sales documents whose paid date is >= the From date OR whose paid
date is blank (meaning the sales document has not been fully relieved) will be affected.

e Options. Choose the appropriate options to create / update commissions.

» The Update Existing Commissions checkbox will update the commission status,
commissionable sale and cost amounts (if not overridden by the user), sales document paid date,
commission recognition date, commission reductions; and if the Tiers matrix option is in use, the
commission rate.

» The Create Commissions checkbox will create commissions only if no commission records
currently exist for a sales document.

The Remove Existing Commissions checkbox will delete unprocessed commissions.

» The Delete and Recreate Commissions checkbox will delete unprocessed commissions and
recalculate. NOTE: Commissions for salespeople manually added in the Commission Plan Entry
window, and manual edits to automatically calculated commissions will be lost.

» Marking the Prevent Commission Creation checkbox when removing existing unprocessed
commissions will prevent commissions for the associated sales documents from being recreated
in the future.

» The Update Commission Holds checkbox will set the hold status of all unprocessed
commissions to the salesperson’s hold status as listed on the Salesperson Commission Plan Info
window. NOTE: This option is only available when the Update Existing Commissions checkbox is
marked.

» The Reset Salesperson Inactive Status checkbox will refer to the Salesperson Maintenance
window to verify if a salesperson is currently marked Inactive, rather than referencing the
EthoTech inactive tracking table created when commissions were originally calculated for the
document. When the Create Commissions checkbox is marked, commissions will be created for
active salespeople only; inactive salespeople will be ignored. When the Update Existing
Commissions checkbox is marked, commissions will be created for salespeople who were
originally marked inactive and are now active. Running the Update Existing Commissions routine
will not delete an existing commission record for a salesperson that is now marked as inactive.
NOTE: This option is only available when the Update Existing Commissions or Create
Commissions checkbox is marked.

» Use the Reset Date Document Paid checkbox when creating or updating existing commissions
for posted sales documents for which you have manually overridden the document paid date.

» The Reset Price Sheet Assignments checkbox will delete and recreate the line item price sheet
assignments for all sales documents which have unprocessed commissions. NOTE: Manual edits
to price sheet assignments will be lost. This option is only available when Price Sheet Tiers are
enabled.

e Commission Check Links. Selecting this button will remove commissions where there is not a
corresponding record in the SOP Work or History tables. It will also remove commission records for
transactions in the SOP History table where the Document Type is not valid (Invoice and Return are
the only valid Document Types for the SOP History table).

e Remove Salesperson Percentages. Selecting this button will change the Percent on the
Salesperson Maintenance window to zero percent for ALL salespeople. This will prevent standard
Microsoft Dynamics GP commissions from being created.

Y

Make sure you have a backup before Updating commission records and verify the reports using
A the Commission Plan Report window.
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When first implementing Commission Plan, you may use Commission Plan Utilities to quickly create the
Commission Plan information for sales documents that already exist within Microsoft Dynamics GP. ONLY
do this after all other setup has been completed for Commission Plan.

The Utilities List button will open the Commission Plan Summary Utilities and Commission Plan Override
Date Document Paid windows.

Commission Plan Summary Utilities

The Commission Plan Summary Utilities window will add the Commission Plan summary information for
each salesperson. This process will step through each processed Commission Plan record and add the
value to the salesperson’s history record. We recommend backing up your company database prior to
running this utility.

Commission Plan Override Date Document Paid

The Commission Plan Override Date Document Paid window should only be used if you pay commissions
to your salespeople when sales documents are paid. There are certain instances when the Date
calculated by Microsoft Dynamics GP is not accurate for your Commission Plan processing. Setting the
date to 0/0/00 will stop the commission from being paid; otherwise, any date entered other than 0/0/00 will
indicate that the customer has paid the document. This window should not be used unless you are sure
that you do not want to process a commission for a particular document until a later date, although we
recommend putting the commission on hold rather than clearing the Date Document Paid (see the
Salesperson Commission Plan Info section of this document for detailed information on commission
holds). The Date Document Paid can be changed for all commissions for the selected document or for
individual commission records for the document, but the date cannot be changed for processed
commissions.

Overridden dates will be reset if commissions are deleted and recreated or updated using the
A Commission Plan Utilities window with the Reset Date Document Paid option marked or when
selecting Default from the Commission Plan Entry window.
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Sales Area Page >> Utilities >> Commission Plan >> Update Salesperson Commission Plans

The Mass Update Salespeople window allows you to quickly assign a Salesperson Plan to a range of
salespeople and to update commission processing information.

-

=4 Mass Update Salespeople
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IJpdate Commizzions Payable Acct
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IJpdate Commizzion Hold O ption

4
4

|Jpdate Haoldz for Commiszion Adjustments

5 alesperzon Plan CALES REFP )
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Enable Commizzion Proceszing When Document iz Paid -
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Hald Commigzionz

The Salespeople drop-down list determines the field that will control the assignment and includes: by
Salesperson ID, by Last Name, by Sales Territory ID, and by Salesperson Class. The From and To fields
are used for the range. Leaving the From field blank starts at the beginning of the database, and leaving
the To field blank will ensure processing to the end of the database.

Mark the Update Salesperson Plan checkbox to update the salesperson plan for salespeople in the
selected range.

If the Update Transaction Type checkbox is marked, the Create Transaction option is enabled. Only
those transaction types marked in the Commission Plan Setup window are allowed.

If the Create Accrual checkbox is marked in the Commission Plan Setup window, the Update Accrual
Option checkbox is enabled. If you mark this option, the Create Accrual Trx checkbox is enabled.

If the Update Pay Code checkbox is marked, the Commission Payroll Code field is enabled.
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If the Enable Processing When option is set to Based on Salesperson in the Commission Plan Setup
window, the Update Enable Commission Processing When Option checkbox is enabled. If you mark
this option, the Enable Commission Processing When field is required.

If the Update Commissions Payable Acct checkbox is marked, the Commissions Payable Account
and field is enabled.

If the Update Commissions Expense Acct checkbox is marked, the Commissions Expense Account
and field is enabled.

If the Update Commission Hold Option checkbox is marked, the Hold Commissions checkbox is
enabled. All existing commissions for salespeople in the selected range will be set to the Hold
Commissions checkbox value. Commission adjustments may be excluded by unmarking the Update
Holds for Commission Adjustments checkbox.

Mass Update Customers
Sales Area Page >> Utilities >> Commission Plan >> Update Customer Commission Plans

The Mass Update Customers window allows you to quickly assign a Customer Plan to a range of
customers.

;‘ Mass Update Customers l — | |ﬂh
File Edit Teools Help sa Fabrikam, Inc. 4,/12/2017
% Process
Cuzstomers: by Clazz ID - From: | RETAIL Q
Ta: | RETAIL el

| Update Cuztomer Plan
| Update CP Uszer-Defined YV alue
+f | Update lgnore Sales Teritary - Salezperzon Azsignments Optios

Customer Plan RETAIL fd Ignore Sales Termitary - Salesperson Assignments

Boute GA-ATLRTA i}

The Customers drop-down list determines the field that will control the assignment and includes: by
Customer ID, by Name, by Class ID, Type, by Salesperson ID, and by Sales Territory ID. The From and
To fields are used for the range. Leaving the From field blank starts at the beginning of the database and
leaving the To field blank will ensure processing to the end of the database.

Mark the Update Customer Plan checkbox to update the customer plan for customers in the selected
range.

Mark the Update CP User-Defined Value checkbox to update the customer user-defined value for
customers in the selected range.

If the Update Ignore Sales Territory - Salesperson Assignments Option checkbox is marked, the
Ignore Sales Territory - Salesperson Assignments checkbox is enabled. This option should only be
used when you have assigned salespeople to sales territories and you wish to allow/prevent the sales
territory salespeople to receive commissions for customers in the selected range.
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Mass Update Items
Sales Area Page >> Utilities >> Commission Plan >> Update Item Commission Plans

The Mass Update Items window allows you to quickly assign an Item Plan to a range of inventory items
and to update commissionable amount information.

=4 Mass Update Items l = |-?3-]
File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
% Proceszs
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The Items drop-down list determines the field that will control the assignment and includes: by Item
Number, by Description, by Class ID, by Short Description, and by Generic. The From and To fields are
used for the range. Leaving the From field blank starts at the beginning of the database, and leaving the
To field blank will ensure processing to the end of the database.

Mark the Update Item Plan checkbox to update the item plan for items in the selected range.

If the Sale Amount From is set to Based on Item in the Commission Plan Setup window, the Update
Commissionable Sale Amount and Update Commissionable Sale Amount Multiplier checkboxes are
enabled. If the Update Commissionable Sale Amount option is marked, the Sale Amount From option is
enabled. If the Update Commissionable Sale Amount Multiplier option is marked, the Sales Amount
From - Multiplier field is enabled.

If the Cost Amount From is set to Based on Item in the Commission Plan Setup window, the Update
Commissionable Cost Amount and Update Commissionable Cost Amount Multiplier checkboxes
are enabled. If the Update Commissionable Cost Amount option is marked, the Cost Amount From
option is enabled. If the Update Commissionable Cost Amount Multiplier option is marked, the Cost
Amount From - Multiplier field is enabled.
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Commission Plan Example

The following scenario is used for demonstration purposes to help you understand how an actual
commission plan is set up. This example uses the Dynamics GP sample company.

Scenario

Our company supplies computer hardware and software products to both retail and wholesale customers.
We pay commissions to sales reps that sell to particular customers, and we have sales managers that
receive commission on all items sold. Commissions are paid to the sales reps when the sales documents
are posted, and commissions are paid to the sales managers when the sales documents are fully paid.
We only want to track commissions for invoices and returns. Commissions are reduced for write-offs, and
the commissions vary by the item sold and the customer to whom the item is sold. The following table
displays the commission types and rates:

Salesperson Type Customer Type Iltem Type Commission Type Commission Rate
Rep Wholesale Hardware Margin 7%
Rep Wholesale Software Margin 5%
Rep Retail Hardware Margin 10%
Rep Retail Software Margin 8%
Manager All types All types Sales 1%

Some of our large wholesale customers have a sales rep that handles only hardware sales and a sales
rep that handles only software sales. An invoice may contain both hardware and software items, and we
want to make sure we pay the correct sales rep for the appropriate items. In our scenario, salesperson
Sandra Martinez is the sales manager and the salespeople attached to each customer are the sales reps.
Customers Aaron Fitz Electrical and Adam Park Resort are wholesale customers and Advanced Paper
Company is a retail customer. Inventory item 128 SDRAM is a hardware item and COMPBOOK is a
software item. Adam Park Resort is our large wholesale customer. Salesperson Nancy Buchanan handles
hardware sales for Adam Park Resort and lan Marsh handles software sales.

In this commission example, we will NOT set up Commission Plan to create Microsoft Dynamics GP
transactions.

Salesperson Commission Plan Setup

We need two Salesperson Plans, since we pay different commissions to different salespeople when a
given item is sold to a given customer (reps get 7% of the margin and managers get 1% of the selling
price when hardware items are sold to wholesale customers). We’'ll call the sales reps’ Commission Plan -
REPS and the managers’ Commission Plan - MANAGERS.

Open the Salesperson Commission Plan Setup window (Sales Area Page >> Setup >> Commission Plan
>> Salesperson Commission Plan Setup) and create the following records:

Salesperson Plan Description
REPS Sales Reps
MANAGERS Sales Managers

Assign the MANAGERS plan to Sandra Martinez and the REPS plan to all other salespeople (See the
Salesperson Commission Plan Setup section of this document).

Customer Commission Plan Setup

We need two Customer Plans, since we pay different commissions to a given salesperson when a given
item is sold to different customers (reps get 7% of the margin when hardware items are sold to wholesale
customers, but they get 10% of the margin when hardware items are sold to retail customers). We'll call
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the wholesale customers’ Commission Plan - WHOLESALE and the retail customers’ Commission Plan -
RETAIL.

Open the Customer Commission Plan Setup window (Sales Area Page >> Setup >> Commission Plan >>
Customer Commission Plan Setup) and create the following records:

Customer Plan Description
WHOLESALE Wholesale Customers
RETAIL Retail Customers

Assign the WHOLESALE plan to Aaron Fitz Electrical and Adam Park Resort and the RETAIL plan to
Advanced Paper Company (See the Customer Commission Plan Setup section of this document).

Item Commission Plan Setup

We need two Item Plans, since we pay different commissions to a given salesperson when different items
are sold to a given customer (reps get 7% of the margin when hardware items are sold to wholesale
customers, but they get 5% of the margin when software items are sold to wholesale customers). We'll
call the hardware items’ Commission Plan - HARDWARE and the software items’ Commission Plan -
SOFTWARE.

Open the Item Commission Plan Setup window (Sales Area Page >> Setup >> Commission Plan >> Item
Commission Plan Setup) and create the following records:

Item Plan Description
HARDWARE Hardware Items
SOFTWARE Software Iltems

Assign the HARDWARE plan to item 128 SDRAM and the SOFTWARE plan to item COMPBOOK (See
the Item Commission Plan Setup section of this document).

Commission Plan Setup
Since we can have multiple salespeople on an invoice who are commissioned for specific items, we will
need to determine the salespeople to commission at the sales documents line item level.

Since commissions are paid to sales reps when sales documents are posted and paid to managers when
sales documents are fully paid, we’ll need to set up processing based on salesperson.

Open the Commission Plan Setup window (Sales Area Page >> Setup >> Commission Plan >>
Commission Plan Setup) and enter the following:
¢ Commissionable Sales Documents: mark Invoices, Returns (default setup), mark the Disable
Dynamics GP Commissions checkbox
e Commission Matrix Option: Standard
e Commissionable Amounts: From Sales Document Price & Sales Document Cost, both Multipliers
=100%
e Commission Reductions: Reduce Commissions For — Posted Sales Documents, Reduce
Commissions How — Reduce Comm Sale, mark the Writeoffs checkbox
e Salespeople Receiving Commission: Salesperson may be commissioned multiple times per sales
document — unmarked, Commission Which Sales Document Salespeople — Sales Document
Line, Determine Additional Salespeople Using — Sales Document Line Info
e Commission Processing: Commission Recognition Date From — Sales Transaction Document
Date, Enable Commission Processing When — Based on Salesperson, Returns Considered Paid
When — Fully Applied, Next Commission Processing Run ID — COMMRUNO0001, unmark all
Create checkboxes.

Click Apply to save the setup.
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We need to define the Commission Plan Matrix with the proper commission types and rates.

Open the Commission Plan Matrix Setup window (Sales Area Page >> Setup >> Commission Plan >>
Commission Plan Matrix Setup) and enter the REPS Salesperson Plan. Enter each row from the following

table into a row in the scrolling window:

Customer Plan Item Plan Commission Type Commission Rate
Wholesale Hardware Margin 7%

Wholesale Software Margin 5%

Retall Hardware Margin 10%

Retail Software Margin 8%

Save the REPS Salesperson Plan. Enter the MANAGERS Salesperson Plan. Enter each row from the

following table into a row in the scrolling window:

Customer Plan Item Plan Commission Type Commission Rate
Wholesale Hardware Sale 1%
Wholesale Software Sale 1%
Retail Hardware Sale 1%
Retail Software Sale 1%

Save the MANAGERS Salesperson Plan.

Salesperson Commission Plan Info
Since Commission Plan is set up with the Enable Commission Processing - Based on Salesperson option,
we must choose a processing option for each salesperson.

Open the Salesperson Commission Plan Info window (Sales Area Page >> Cards >> Commission Plan >>
Salesperson Commission Plan Info). For each salesperson except Sandra Martinez, set the Enable
Commission Processing When option to Invoice is Posted. For Sandra Martinez, set the Enable
Commission Processing When option to Invoice is Paid.

[HINT: Open the Commission Plan Setup window (Sales Area Page >> Setup >> Commission Plan >>
Commission Plan Setup) and set the Enable Commission Processing When option to Invoice is Posted
and click OK. Now reopen the window and set the Enable Commission Processing When option to Based
on Salesperson and click OK. By first saving the setup with the Invoice is Posted option then saving the
setup with the Based on Salesperson option, we have set the option for each salesperson to Invoice is
Posted. Now we only have to set the Enable Commission Processing When option to Invoice is Paid for
Sandra Martinez, using the Salesperson Commission Plan Info window. This only works if you have
already assigned Salesperson Plans to all salespeople.]

Customer - Salesperson Assignment

Open the Customer Maintenance window, and enter Customer ID ADAMPARKO0001. Remove the
Salesperson ID, as the salesperson for this customer depends on the type of item sold. Open the
Customer Address Maintenance window and remove the Salesperson ID from each address for Adam
Park Resort.

Enter Customer ID AARONFITO0001 in the Customer Maintenance window and assign Salesperson ID
Paul W. Open the Customer Address Maintenance window and for each AARONFIT0001 address set the
Salesperson ID to Paul W.
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Enter Customer ID ADVANCEDOO001 in the Customer Maintenance window and assign Salesperson 1D
Paul W. Open the Customer Address Maintenance window and for each ADVANCEDOO0O1 address set
the Salesperson ID to Paul W.

Customer Commission Plan Info

We need to attach our manager, Sandra Martinez, to each customer as an additional salesperson. We
also need to attach our hardware and software sales reps to Adam Park Resort, our large wholesale
customer.

Open the Customer Commission Plan Info window (Sales Area Page >> Cards >> Commission Plan >>
Customer Commission Plan Info). For customers Aaron Fitz Electrical and Advanced Paper Company,
enter Salesperson ID SANDRA M. Her Salesperson Plan of MANAGERS will default, along with a Split
percent of 100%. Leave the Item Plan and Address Code fields blank and save the record.

For customer Adam Park Resort, enter Salesperson ID SANDRA M; her Salesperson Plan of
MANAGERS and Split of 100% will default. Leave the Item Plan and Address Code fields blank. Enter
Salesperson ID NANCY B; her Salesperson Plan of REPS and Split of 100% will default. Enter
HARDWARE in the Item Plan field and leave the Address Code field blank. Enter Salesperson ID IAN M;
his Salesperson Plan of REPS and Split of 100% will default. Enter SOFTWARE in the Item Plan field and
leave the Address Code field blank. Save the record.

CONGRATULATIONS - Commission Plan is now ready for use!

Create Commissions
Now we’ll create sales documents for our three Commission Plan customers.

Open the Sales Transaction Entry window. Enter and create invoices with line items 128 SDRAM and
COMPBOOK for Aaron Fitz Electrical, Adam Park Resort, and Advanced Paper Company.

Open the invoice for Aaron Fitz Electrical and open the Commission Plan Entry window using the
Additional menu, the hotkey CTRL + M (or the Commission Plan button if using EthoTech’s alternate
Sales Transaction Entry window). You should see commission records for Paul W and Sandra M. Open
the Commission Plan Detail Entry window: Paul W should have received a commission of 7% of the
margin for item 128 SDRAM and 5% of the margin for item COMPBOOK, and Sandra M should have
received a commission of 1% of the sale amount for each item.

Open the invoice for Adam Park Resort and open the Commission Plan Entry window. You should see
commission records for lan M, Nancy B, and Sandra M. Open the Commission Plan Detail Entry window:
lan M should have received a commission of 5% of the margin for item COMPBOOK, Nancy B should
have received a commission of 7% of the margin for item 128 SDRAM, and Sandra M should have
received a commission of 1% of the sale amount for each item.

Open the invoice for Advanced Paper Company and open the Commission Plan Entry window. You
should see commission records for Paul W and Sandra M. Open the Commission Plan Detail Entry
window: Paul W should have received a commission of 10% of the margin for item 128 SDRAM and 8%
of the margin for item COMPBOOK and Sandra M should have received a commission of 1% of the sale
for each item.

Post these sales documents.

Verify Commission Status

At this point, commission records for lan M, Nancy B, and Paul W are ready for processing. Sandra M’s
commissions are not ready for processing since the sales documents have not been paid. Run
commission reports to verify the commission statuses.
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Open the Commission Plan Report window (Sales Area Page >> Reports >> Commission Plan >>
Commission Plan Report). Print the report with only the Posted Documents — Ready for Processing and
Documents with a zero commission amount checkboxes marked; the commission records for lan M,
Nancy B, and Paul W should display. Now print the report with only the Posted Documents - Not Ready for
Processing and Documents with a zero commission amount checkboxes marked; the commission records
for Sandra M should display.

Reduce Commissions for Write-offs
In this step, we'll pay the invoice for Aaron Fitz Electrical and write off part of the invoice. This will result in
a reduction in commissions for Paul W and Sandra M for the invoice.

Open the Cash Receipts Entry window. Enter a cash receipt for Aaron Fitz Electrical with an Amount that
is $10.00 less than the amount of the invoice we created earlier. Apply the cash receipt to the invoice and
enter $10.00 in the Writeoffs field. Save or post the cash receipt.

Open the Commission Plan Report window (Sales Area Page >> Reports >> Commission Plan >>
Commission Plan Report). Print the report with only the Posted Documents - Ready for Processing and
Documents with a zero commission amount checkboxes marked; the commission records for lan M,
Nancy B, and Paul W should display. The commission record for Sandra M should display for the Aaron
Fitz Electrical invoice, but not for the Adam Park Resort or Advanced Paper Company invoices since they
have not yet been paid. Note that the commissions for Paul W and Sandra M for the Aaron Fitz invoice
have been reduced after applying the write-off.

To view the commission discount for the writeoff, open the Commission Plan Entry window (Sales Area
Page >> Transactions >> Commission Plan >> Commission Plan Entry) for the Aaron Fitz Electrical
invoice, then open the Commission Plan Detail Entry window for Paul W: the commissionable sale amount
is less than the extended sale amount. Click the Commission Trace expansion window to open the
Commission Line Trace window: the reduction is displayed in the Commissionable Sale Amount section
(see the Commission Reductions section of this document for details on how reductions are calculated).

Process Commissions
It's now the end of the month and it’s time to pay commissions to our salespeople. Remember, the sales
reps will be paid on all posted documents and the sales manager will be paid on all paid documents.

Open the Process Commissions window (Sales Area Page >> Routines >> Commission Plan >> Process
Commissions). Select the Preview button to view an edit list of the commissions to be paid. Note that
Sandra M will not receive commissions for the Adam Park Resort or Advanced Paper Company invoices
since they have not yet been paid. If any commissions are incorrect, open the Commission Plan Entry
window (Sales Area Page >> Transactions >> Commission Plan >> Commission Plan Entry) for the
document and edit the commissions. When the edit report displays the correct commission amounts,
enter today’s date in the Date Commissions Paid field on the Process Commissions window and select
the Process button. A processed commissions report will print which you can use to enter Payroll or
Payables transactions, since we did not set up Commission Plan to create Microsoft Dynamics GP
transactions.

Please note that processed commissions may not be modified. This means that if you write off portions of
the Adam Park Resort or Advanced Paper Company invoices, commissions for lan M, Nancy B, and Paul
W will not be reduced. However, the commissions for Sandra M will be reduced since they have not been
processed.

Commission Run Inquiry

Open the Commission Run Inquiry window (Sales Area Page >> Inquiry >> Commission Plan >>
Commission Run Inquiry) to view summary data for the commission run. Click the Salesperson
Commission Run Inquiry expansion button to view salesperson summary data for the commission run.
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Troubleshooting

Commission Calculations

Problem:

When testing in the Microsoft Dynamics GP sample company, the Salesperson ID field is blank in the
Commission Plan Entry window, even though I've set up Commission Plan correctly.

Solution:

Since all EthoTech modules (except Enhanced Password Security) are registered in the Microsoft
Dynamics GP sample company, Commission Plan is relying on the Salesperson By Ship To feature of
EthoTech’s Salesperson Enhancements module to enter the correct salesperson on the sales document.
Since salespeople have not been assigned to customer addresses, Salesperson By Ship To enters a
blank Salesperson ID for the sales document. Use either of the following options to resolve the issue for
future sales documents:

e Open the Customer Address Salesperson Utilities (Sales Area Page >> Utilities >> Salesperson
Enhancements >> Customer Address Salesperson Utilities) and select Process. This will add the
salesperson on the customer card to each customer address and Commission Plan will function
correctly.

e Open the Salesperson Enhancements Setup window (Sales Area Page >> Setup >> Salesperson
Enhancements >> Salesperson Enhancements Setup), mark the Disable Salesperson By Ship To
option, and click the Apply button.

You'll need to manually add the correct Salesperson ID to existing sales documents / sales document line
items.

Problem:

The Salesperson Plan field is blank in the Commission Plan Entry window and the commission amount is
zero.

Solution:

Add a Salesperson Plan to the salesperson (see the Salesperson Commission Plan Setup section of this
document) and then select the Default button on the Commission Plan Entry window to recalculate the
commission.

Problem:

The Salesperson Plan, Customer Plan, and Item Plans are not blank, but the Commission Type is set to
No Commission and the commission amount is zero.

Solution:

No valid combination of the Salesperson, Customer, and Item Plans exists in the Commission Plan Matrix
(see the Commission Plan Matrix Setup section in the document), so by default Commission Plan assigns
a Commission Type of No Commission. You can either manually edit the commission if a commission
should be paid or set up a valid plan combination in the Commission Plan Matrix Setup window.

Problem:

| used the Commission Plan Utilities window to create commissions for historical sales documents, but
many of them were assigned zero commissions.

Solution:

Check your setups to ensure that customers are assigned to the correct Customer Plans, items are
assigned to the correct Item Plans, and salespeople are assigned to the correct Salesperson Plans. Verify
that the Commission Plan Matrix is set up correctly. Then use the Commission Plan Utilities window with
the Delete and Recreate Commissions checkbox marked to recalculate the commissions.
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Problem:

| recently created a new salesperson, customer, or inventory item and commissions are not calculating for
the salesperson, customer, or item.

Solution:

A Salesperson, Customer, or Item Plan was not assigned when the new salesperson, customer, or
inventory item was created. Assign the proper Salesperson, Customer, or Item Plan and recalculate
commissions using either the Default button on the Commission Plan Entry window (if you only have a few
commissions to correct) or the Commission Plan Utility window with the Delete and Recreate
Commissions checkbox marked (if you have a large number of commissions to correct). Mark the Require
Salesperson Plans, Require Customer Plans, and Require ltem Plans checkboxes in the Commission
Plan Setup window to avoid this problem in the future (see the Commission Plan Setup section in the
document).

Problem:

I changed setup options in the Commission Plan Setup window, but when | delete and recreate
commissions for a sales document, the commissions don'’t reflect the setup changes.
Solution:

There are two possibilities for this problem occurring:

¢ You're using either the Commission Plan Entry or the Commission Plan Utilities window to delete
and recreate commissions, and the window was open when you made the changes to the
Commission Plan Setup window. Close and reopen the Commission Plan Entry or Commission
Plan Utilities window, then delete and recreate commissions again - the setup changes should
now be reflected in the commissions.

e Some commissions have already been processed for the sales document, so all commissions for
the document will continue to use the old setup option. You'll need to manually edit the
unprocessed commissions for the document.
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Dynamics GP Customer Combiner & Modifier
Sales Area Page >> Utilities >> Customer Combiner & Modifier

Overview
In Dynamics GP 2013 Service Pack 2, Microsoft added the ability to combine and modify customers.

=4 Customer Combiner and Madifier l =tic |_ﬂh]
File Edit Tools Help Debug 41122007 7
Cugtorner Modifier
Irmpart File 3
| Remove || Remove All |
Cuztormer Balance Tvpe (@ All Open ltem Balance Fanward
Source Customer 1D 1 Destination Customer |0 }3)
Source Customerr Hame Dreztination Cuztomer M ame
f._J' Procesz || Cancel |
S If you're using the Microsoft Professional Services Tools Library (PSTL) to combine or modify

customers, please refer to the Commission Plan Support for Microsoft Professional Services
Tools Library document.

Table ASI28050 holds the customer plan > customer assignments, and table ASI28210 holds the
salesperson > customer assignments. The Customer Commission Plan Info window can be used to view
the customer plan and salesperson assignments for each customer.

When running the combiner utility to combine customers A & B into customer B, the utility fails if records
for both customers exist in either table ASI28050 or table ASI28210.

When running the modifier utility to change customer number A to customer number B, the utility fails if
records exist for both customers in table ASI128050 or table ASI28210.

The combiner and modifier utilities also fail if the Default checkbox is marked for a customer plan in the
Customer Commission Plan Setup window.

For example, if customer A and customer B are combined into customer B and both customers have a
Customer Plan assigned, the combiner utility will fail with error “Violation of PRIMARY KEY constraint
PKASI28050. Cannot insert duplicate key in object dbo. ASI28050.” This occurs because the utility finds
every row in every table in the database containing value “A” in the CUSTNMBR column, changes the
value to “B”, and attempts to update each row. The utility fails because a row already exists in table
ASI28050 with a value of “B” in the CUSTNMBR column, and the CUSTNMBR column is the primary key
for the table - requiring the CUSTNMBR column to have a unique value for each row.
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The combiner and modifier utilities include SQL stored procedures that run before the utility attempts to
update the database. Logic may be added to these stored procedures to update tables so that the utility
doesn’t encounter a situation which would cause a failure. In our above example, we can alter the stored
procedure to remove the Customer Plan assignment from customer A before the combiner utility attempts
its updates.

These stored procedures exist in the company database, so if you use the utilities in multiple companies
you'll need to alter the stored procedures in each database.

Typically, you'll only need to alter a stored procedure once, unless you upgrade to a new Dynamics GP
version.

Alter SQL Stored Procedures

Customer Combiner:
Use the following steps to automatically remove the ASI28050 record for customer A and merge the
salespeople for customers A & B before the combiner utility runs:

1. Open SQL Management Studio, expand the company database, expand Programmability, and
expand Stored Procedures.

2. Right-click procedure dbo.rmCustomerCombinerPre and choose Script Stored Procedure As >
ALTER To > New Query Editor Window (which creates a new script in the query editor window).

HFEERRBERHEBEHEEEHRE

& dbo.rmCustemerCombinerPost

(@l dbo.rmCustemerCombineree

E dbo.rmCustemerCombine
& dbo.rmCustomerfodifier
& dbo.rmCustomerModifierd

Mew Stored Procedure...
Maodify

Execute Stored Procedure...

g jsz::xgzzz:::?i;ﬁ: Script Stored Procedure as 3 | CREATE To .

B dbo.RmGetLastPrincipalPa View Dependencies ALTERTo b |2 MNew Query Editor Window
B dbo.rmGetMNextStaternentR Policies , DROP Te 3 B File..

E dbo.rmHATBAdjustForRey Facets DROP And CREATETa  » __: _

B dbo.rmHATECalculatePay L% Clipboard

E dbo.rmHATBCalculateTotz Start PowerShell SELECT To F3 Agentlob..

3. Find the following statement in the Alter procedure rmCustomerCombinerPre script that you created in
step 2:

select @O _iErrorState

=0
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Screenshot of Alter procedure rmCustomerCombinerPre
fx**%%% Object: StoredProcedure [dbo].[rmCustomerCombinerPre] Script Date: 11/01/2013 11:34:47 *%&&&&/
SET RNSI NULLS ON
GO

S5ET QUOTED IDENTIFTIER OFF
GO

ALTER procedurese [dbo].[rmCustomerCombinerPre]
@I_charStartCustomer char (30) output,
@I_cnarEndCustomer char (30) output,
@cStartCustomer char (50) output,
@cEndCustomer char (50) output,

@O_iEIIOIState int output

as select @0 _iErrorState = 0

+ return
GO

Just after the select @O _iErrorState = 0 statement, add the following statements:

-- Commission Plan: if a customer plan exists for both the source and destination customers, remove
the customer plan from the source customer.
IF (SELECT COUNT(*) FROM ASI28050 WHERE CUSTNMBR = @I|_charStartCustomer) > 0 AND
(SELECT COUNT(*) FROM ASI28050 WHERE CUSTNMBR = @I_charEndCustomer) > 0

DELETE ASI28050 WHERE CUSTNMBR = @I_charStartCustomer

-- Commission Plan: if salespeople have been assigned to the source customer, merge them with the
salespeople assigned to the destination customer.
-- If both customers currently have salespeople assigned, the salespeople assigned to the destination
customer will be the currently assigned salespeople for the combined customer.
IF (SELECT COUNT(*) FROM ASI28210 WHERE CUSTNMBR = @I_charStartCustomer) > 0
BEGIN

DECLARE @Nextldx INT, @CountldxStartCust INT, @CountldxEndCust INT, @i INT

SET @Nextldx = ISNULL((SELECT MAX(ETI_CP_Cust_SP_Index) FROM ASI28210 WHERE
CUSTNMBR = @I_charStartCustomer OR CUSTNMBR = @I_charEndCustomer),0)

SET @CountldxStartCust = ISNULL((SELECT MAX(ETI_CP_Cust_SP_Index) FROM ASI28210
WHERE CUSTNMBR = @|_charStartCustomer), 0)

SET @CountldxEndCust = ISNULL((SELECT MAX(ETI_CP_Cust_SP_Index) FROM ASI28210
WHERE CUSTNMBR = @I|_charEndCustomer), 0)

SET @i=1
WHILE (@i <= @CountldxStartCust)
BEGIN

IF (SELECT COUNT(*) FROM ASI28210 WHERE CUSTNMBR = @I|_charStartCustomer AND
ETI_CP_Cust_SP_Index = @i) >0
BEGIN
SET @Nextldx = @Nextldx + 1
UPDATE ASI28210 SET CUSTNMBR = @I_charEndCustomer, ETI_CP_Cust_SP_Index =
@Nextldx WHERE CUSTNMBR = @I|_charStartCustomer AND ETI_CP_Cust_SP_Index = @i
UPDATE ETI28910 SET CUSTNMBR = @I|_charEndCustomer, ETI_CP_Cust_SP_Index =
@Nextldx WHERE CUSTNMBR = @I_charStartCustomer AND ETI_CP_Cust_SP_Index = @i
END
SET@i=@i+1
END

SET @i=1

WHILE (@i <= @CountldxEndCust)
BEGIN
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IF (SELECT COUNT(*) FROM ASI28210 WHERE CUSTNMBR = @I_charEndCustomer AND
ETI_CP_Cust_SP_Index = @i) >0
BEGIN
SET @Nextldx = @Nextldx + 1
UPDATE ASI28210 SET ETI_CP_Cust_SP_Index = @Nextldx WHERE CUSTNMBR =
@I_charEndCustomer AND ETI_CP_Cust_SP_Index = @i
UPDATE ETI28910 SET ETI_CP_Cust_SP_Index = @Nextldx WHERE CUSTNMBR =
@I_charEndCustomer AND ETI_CP_Cust_SP_Index = @i
END
SET@i=@i+1
END
END

5. Run the script, which will recreate the rmCustomerCombinerPre stored procedure with the
Commission Plan logic.

Customer Modifier:
Use the following steps to automatically remove the ASI28050 and ASI28210 records for customer
number B before the modifier utility runs:

1. Open SQL Management Studio, expand the company database, expand Programmability, and
expand Stored Procedures.

2. Right-click procedure dbo.rmCustomerModifierPre and choose Script Stored Procedure As >
ALTER To > New Query Editor Window (which creates a new script in the query editor window).

El dbo.rmCustomerModifierPost

E.Il stomerfdndfierBre
E] dbo.rmCuster Mew Stored Procedure..,
El dbo.RmGetLas Medify
&l dbormGethe Execute Stored Procedure...
dbo.rmHATEA
g I:II:IZ.:EHATEC SIT:ript Stored F'ro.cedure as b | CREATE To »
&l dbo.rmHATEC View Dependencies | ALTERTo » |12 New Query Editor Window
E dbo.rmHATER Policies b DROP To 3 IEI‘ File ..
B doormHATBG DROP And CREATETo b | (i
El dbo.rmHATEC = ipboar
E dbo.rmHATEL Start PowerShell SELECT To [} Agentlob..

3. Find the following statement in the Alter procedure rmCustomerModifierPre script that you created in
step 2:
select @O _iErrorState =0
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Screenshot of Alter procedure rmCustomerModifierPre

fEREExEx Ohdect: StoredProcedure [dbo].[rmCustomerModifierPre] Script Date: 1170172013 12:30:34 #**% &%= i

S5ET ANSTI NULLS ON
GO

SET QUOTED IDENTIFIER OFF
GO

ALTER procedure [dbo].[rmCustomerModifierPre]
@I_charStartCuStomer char (30) output,
@I_charEndCustomer char (30) output,
@cStartCustomer char (50) output,
@cEndCustomer char (50) output,

@O_iEIIOIState int output

as select @CLiEIIDIStatE =0 I

return
GO

Just after the select @O _iErrorState = 0 statement, add the following statements:

-- Commission Plan: if a customer plan exists for both the source and destination customers, remove
the customer plan from the destination customer.
IF (SELECT COUNT(*) FROM ASI28050 WHERE CUSTNMBR = @|_charStartCustomer) > 0 AND
(SELECT COUNT(*) FROM ASI28050 WHERE CUSTNMBR = @I_charEndCustomer) >0

DELETE ASI28050 WHERE CUSTNMBR = @I_charEndCustomer

-- Commission Plan: if salespeople have been assigned to both the source and destination customers,
remove the salesperson assignments from the destination customer.
IF (SELECT COUNT(*) FROM ASI28210 WHERE CUSTNMBR = @I|_charStartCustomer) > 0 AND
(SELECT COUNT(*) FROM ASI28210 WHERE CUSTNMBR = @|_charEndCustomer) > 0

DELETE ASI28210 WHERE CUSTNMBR = @I_charEndCustomer

Run the script, which will recreate the rmCustomerModifierPre stored procedure with the Commission
Plan logic.

Before Each Customer Combiner or Modifier Run
Before running the combiner or modifier utility, use the Customer Commission Plan Setup window to

ensure that no customer plan has the Default checkbox marked. If a customer plan is marked as Default,
unmark the checkbox and save the record.

-

1 Customer Commission Plan Setup l = | |_ihr

;d Save Clear x Delete

File Edit Tocols Help sa Fabrikam, Inc. 4/12/2017

Customer Plan INSIDE PD Default [ Inactive
Deszcription inzide zales reps
4 4 » p

After the utility completes, mark the Default checkbox for the desired customer plan and save the record.
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Customer Service Collection

EthoTech Customer Service Collection extends Microsoft Dynamics GP Sales Order Processing by giving
you the ability to: add additional Sales Transaction Entry fields, determine which checks were applied to a
specific SOP invoice or return, check for duplicate purchase orders, automatically assign credit limit
process holds, move multiple sales documents between batches, print shipping labels, automatically add
restocking charges for returns, track unallocated inventory quantities and track expected receipt dates.

Security

This module includes the following default roles:
e ETICSCUSER
e ETICSC MANAGER

The ETI CSC USER role grants access to all EthoSeries windows, reports, and files required to perform
the various functions within the module. This role should be assigned to all users should have access to
Customer Service Collection functionality.

The ETI CSC MANAGER role grants access to the Customer Service Collection setup windows. This role
should be assigned to all users who may modify Customer Service Collection setup options.

This module uses EthoSeries and Alternate Dynamics GP windows — each created by EthoTech.
EthoSeries windows are automatically assigned to your Dynamics GP navigation during installation.
Alternate Dynamics GP windows designed by EthoTech need to be granted security access in order to be
utilized. Use the Microsoft Dynamics GP Security windows to grant — or remove — access to EthoSeries
and Alternate Dynamics GP windows.

EthoSeries Windows
e Customer Service Collection Setup
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:‘ Customer Service Collection Setup - TWO12 (sa)

/X @ i@

. b

-

Apply Cancel GoTo File Tools | Help

- - - -

Actions File Tools | Help

tove Sales Documents:

| Dhzplay edit st befare moving sales documents

Print Shipping Labels:

Azzigned Printer

Customer Item D ata:

| Open Customer Item D ata window when entering a sales document item number

Restocking Fee for Returns:

Default Restocking Charge | 15.00%

Credit Limit Process Hold:
Agzzign Process Hald CREDIT

Description Credit Check,

+| Only azsign to documents that have not been on credit hold

Check. for Duplicate Customer PO:

@ Enable Dizable

Check. for Duplicate Wendor PO:

@ Enable Dizable Enable

Brother MFC-87100% Printer

Copy Woucher Mumber to Document Mumber:

-

(=] & s

@ Dizable

Additional Sales Transaction Entry Fields

Refer to the EthoSeries Windows and Alternate Dynamics GP Windows sections for a list of the
windows used by each feature in Customer Service Collection.

EthoSeries Windows
There are no EthoSeries windows for this Customer Service Collection feature.

For customer service and data entry personnel, Additional Sale Transaction Fields provides the ability to
display additional Inventory fields for each line item on the Sales Transaction Entry window.
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Alternate Dynamics GP Windows
Series Window Name Required
Sales Sales Transaction Entry Required

Module Setup

Dynamics GP Modifier
This module requires the use of the Modifier in order to display the Additional Sales Transaction Entry
Fields.

1. Select Microsoft Dynamics GP >> Tools >> Customize >> Madifier to open the Modifier.

2. Select The EthoSeries as the product.

3. Select the New button to open the list of available windows.

Select the window SOP_Entry, which is the Sales Transaction Entry window.
Open the SOP_Entry window by selecting the Open button.

Double click on the scrolling window Line_Scroll.

N o o &

From the Layout menu, make sure that Show Field Names and Show Invisible Fields are both
selected with a check mark next to each one.

8. Move the fields of your choice from below the scrolling window, into the scrolling window. You may
have to either add additional lines or resize some of the existing fields.

9. Save your changes, then return to Dynamics GP.

10. Assign security as above, but this time assign security to the Modified Alternate Dynamics GP
Window.

The fields you may add to the scrolling window are listed below.

e QTY On Hand

e QTY On Order

e QTY Available

e QTY Allocated

e ASIQTY Unallocated

e ASI Net Quantity Available

e ASI Expected Receipt Date

Using Additional Sales Transaction Entry Fields
Use Sales Transaction Entry as usual; you should now see the fields you added with the Modifier.

Apply Button for Sales Order Processing Inquiry

Apply Button for Sales Order Processing Inquiry makes it possible to determine which checks were
applied to a specific SOP invoice. This module also works for SOP returns.

EthoSeries Windows
There are no EthoSeries windows for this Customer Service Collection feature.

THE ETHOSERIES e 116



CUSTOMER SERVICE COLLECTION

Alternate Dynamics GP Windows
Series Window Name Required
Sales Sales Transaction Inquiry Zoom Optional

Module Setup
Apply Button for Sales Order Processing Inquiry does not require any setup procedures other than
installation and registration.

Using Apply Button for Sales Order Processing Inquiry

Use Dynamics GP as usual. In Sales Transaction Inquiry Zoom, you may select the Apply button, the
hotkey CTRL + A, or Additional >> Apply Documents to determine what check paid the invoice in question
or to determine to which document(s) the return in question was applied.

Copy Voucher Number to Document Number in Payables

While entering a new document in Payables Transaction Entry, the voucher number will be copied to the
document number. This prevents the user from determining a uniqgue document number if the vendor has
not already supplied a document number.

EthoSeries Windows
e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no Alternate Dynamics GP windows for this Customer Service Collection feature.

Module Setup

Open the Customer Service Collection Setup window (Sales Area Page >> Setup > Customer Service
Collection >> Customer Service Collection Setup) and choose Enable in the Copy Voucher Number to
Document Number section.

Copy Voucher Number to Document Number in Payables

Use the Application as usual. When entering a new document in the Payables Transaction Entry window,
the voucher number will be copied to the document number. The document number may be overridden by
the user.

Check for Duplicate Purchase Orders in Sales Order Processing

While entering a document in Sales Transaction Entry, history and unposted documents will be checked
for an identical Purchase Order for the given Customer ID. This module will reduce the likelihood of
double shipments and assist you in improving customer service.

EthoSeries Windows
e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no Alternate Dynamics GP windows for this Customer Service Collection feature.
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Module Setup

Open the Customer Service Collection Setup window (Sales Area Page >> Setup > Customer Service
Collection >> Customer Service Collection Setup) and choose Enable in the Check for Duplicate
Customer PO section.

Using Check for Duplicate Sales Order Processing Purchase Orders

Use the Application as usual. When entering a purchase order in the Customer PO Number field on the
Sales Transaction Entry or Sales Customer Detail Entry window, Check for Duplicate Purchase Orders will
automatically notify you if you have entered a duplicate purchase order for the Customer ID entered.

s Please note the Customer ID and Customer PO Number must match exactly for a duplicate to
"\~ beidentified.

Once a duplicate purchase order is identified, you have the options to:

1. Open Inquiry - will open the Sales Order Processing Document Inquiry window, so that you may
determine whether this transaction should be continued or not.

2. Continue - will allow you to continue processing the transaction even though a duplicate purchase
order has been located.

3. Delete - will allow you to delete or void the transaction.

Microsoft Dynamics GP

i A Sales Order Processing document with this purchase order
\4) has already been entered into the system. What would you like to
do?

Elpenlnquir_l,ll [ Continue ] [ Delete

Check for Duplicate Purchase Orders in Payables

While entering a document in Payables Transaction Entry, history and unposted documents will be
checked for an identical Purchase Order. This module will reduce the likelihood of making double
payments to vendors.

EthoSeries Windows
e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no Alternate Dynamics GP windows for this Customer Service Collection feature.
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Module Setup

Open the Customer Service Collection Setup window (Sales Area Page >> Setup > Customer Service
Collection >> Customer Service Collection Setup) and choose Enable in the Check for Duplicate
Vendor PO section.

Using Check for Duplicate Payables Purchase Orders

Use the Application as usual. When entering a purchase order in the PO Number field on the Payables
Transaction Entry or window, Check for Duplicate Purchase Orders will automatically notify you if you
have entered a duplicate purchase order.

M. Please note the PO Number must match exactly for a duplicate to be identified.

Once a duplicate purchase order is identified, you have the options to:

1. Open Inquiry - will open the Payables Transaction Inquiry - Document window, so that you may
determine whether this transaction should be continued or not.

2. Continue - will allow you to continue processing the transaction even though a duplicate purchase
order has been located.

3. Delete - will allow you to delete or void the transaction.

Microsoft Dynamics GP
e A Payables document with this purchase arder has already been
'0' entered into the system. What would you like to do?

Elpenlnquir_l,l] | Continue | | Delete

Credit Limit Process Holds

Whenever a document exceeds a customer’s credit limit, Credit Limit Process Holds will automatically
assign a process hold to the sales document. This module adds the power of Microsoft Dynamics GP
Process Holds to credit management.

EthoSeries Windows
e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no alternate Dynamics GP windows for this Customer Service Collection feature.
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Module Setup
Open the Open the Customer Service Collection Setup window (Sales Area Page >> Setup > Customer
Service Collection >> Customer Service Collection Setup).

1. Enter the Process Hold ID that represents your company’s Credit Process Hold.

2. The check box for “Only assign to documents that have not been on credit hold” allows you to only
place a document on credit hold once. Any changes to a document that increases the amount owed
by the customer for a particular sales document will place the document on credit hold again, unless
this check box is selected.

3. For optimal processing, it is usually recommended — but not required — that Receivables Credit Limit
Password be turned off, thereby removing the password requirement since the Microsoft Dynamics
GP Process Hold will now be in effect in SOP for customers that exceed their credit limit.

The Credit Limit Process Hold is now active. All Sales Documents that are entered that exceed a
customer’s credit limit will be assigned to the appropriate Microsoft Dynamics GP Process Hold. Please
refer to your Microsoft Dynamics GP Sales Order Processing documentation for more information on
utilizing the Process Hold feature.

Using Credit Limit Process Hold

Use the Application as usual. In Sales Transaction Entry, when a transaction exceeds the customer’s
credit limit, a warning message will appear. If you decide to proceed with the transaction, your credit limit
process hold will be assigned automatically.

S Microsoft Dynamics GP credit limit process hold functionality is suppressed when EthoTech’s
- Credit Limit Process Hold module is enabled.

Using EthoTech’s Credit Limit Process Hold functionality provides the following benefits.

e You can see the process hold as soon as it is calculated at the line item level rather than after
the sales document is saved.

e You are not required to remove the credit limit password, which provides increased security
as removing this password in Microsoft Dynamics GP affects your Receivables Management
module as well.

e You can choose to only assign process holds to documents that have not been on credit hold.
For example, after removing a credit limit process hold, adding additional line items to a sales
document that place the customer over their credit limit again, will not reassign the credit
process hold. This feature can be turned on or off.

Customer Item Data

When editing a document in the Sales Transaction Entry window, the Customer Item Data window
displays the most recent purchase history for the current customer — item number combinations.

EthoSeries Windows
e Customer Item Data
e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no alternate Dynamics GP windows for this Customer Service Collection feature.
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Module Setup

Open the Open the Customer Service Collection Setup window (Sales Area Page >> Setup > Customer
Service Collection >> Customer Service Collection Setup).

The Customer Item Data window can be opened via the Additional menu from the Sales Transaction Entry
window.

If you mark the “Open Customer Item Data window when entering a sales document item number”, the
Customer Item Data will automatically open when you tab off the Item Number field in the Sales
Transaction Entry window after entering an item number.

Using Customer Item Data

In Sales Transaction Entry, open the Customer Item Data window (Additional >> Customer Item Data or
hotkey CTRL-U) for the current customer — item combination:

I;_i] Sales Transaction Entry - TWO12 (sa) E\@

, = . Y ﬁ 7 ; ) !
=l ] Tm S Lo = ¥ [ @&
Save Actions Attach | Options | View | Additional GoTeo File  Print E-mail = Tools Help Add

- - - - - - - - Mote

Actions Options | View | Additional = Go To File Tools Help
TypefType ID: Invoice + STDINY O Date 4M2/2mM7 =
Document No. STDINVZ336 2O Batch ID TEST D
Customer 1D AAROMFITOO0 D b A Default Site 1D WAREHOUSE p D
Customer Name Aaron Fitz Electrical Custorner PO Mumber
Ship To Address WAREHOUSE p 11403 45 St. South = Cumrency 1D Z-C3 /=
w Order Entered
Ibern Murmber @ P (1= D Uofm ,D Invoice Quantity | <0 | Unit Price Extended Price
100-LG| [C]|Each 1 C461.17 C$E1.17 »
|.;—;] Customer ltem Data - TWO12 (sa) EI@

IC

0K File Tools

- -

Actions File Tools

Amount Beceived Item Numb?r- I of M Buantity | Currency nit Price Extended Price
Termns Dizcount Taken Iterm D escription
100%LG Each 1| Functional $59.95 $59.95
Orn Account
Comment |D Green Phone Originating C$61.17 C$61.17
Cugtomer [bern Humber Cuztomer [tem Description
GRMN_PHM Green Phone - Fitz

4 4 » # byDocument M

Lazt Purchaze Info:

Currency L of M Cuantity Unit Price  Document Date Invoice Mumber

Functional Each k5 5 4227 )
Originating Each 1 C$61.17 1112015 STDIMWZ340

1

The current sales document line item information appears at the top, followed by the customer item
number and description. The bottom of the window displays the most recent posted sales invoice that
contains the item number (Functional currency), followed by the most recent posted sales invoice that was
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created in the same originating currency as the current document and that contains the item number
(Originating currency).

If the current sales document was created in your system’s functional currency, the originating currency
information will not be displayed.

Lz, The most recent posted sales invoice is determined using the Document Date of each invoice.

Move Sales Documents

Move Sales Documents will move multiple sales documents from one batch to another batch based on a
particular set of restrictions you define. This module is especially useful for customers with multiple people
performing data entry duties. There are 14 available restriction types, which include: Master Number, Item
Number, Document Type, Type ID, Document Number, Document Date, Customer ID, Customer Name,
Phone Number, Quote Exp Date, Requested Ship Date, Salesperson ID, User Defined List 1, and
Commitment Status.

EthoSeries Windows
e Move Sales Documents

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
There are no alternate Dynamics GP windows for this Customer Service Collection feature.

Module Setup
Move Sales Documents does not require any additional setup procedures.
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=4 Move Sales Documents =HNC X
File Edit Tools Help Debug sa Fabrikam, Inc, 4/12/2017
8 Move | [ Save & Clear | K Delete S
D estination B atch WAREHOUSE £33 7] Displap edit list befare moving sales documents
Resztriction ID | FULLY RECEINVED Y
Ranges: Commitment Status - Fram: Fully Received -
Tax Fully Received -

|nzert =3 Commitment Statuz from Fully Received to Fully Received
Remove
Remaove All

Using Move Sales Documents

1. Open the Move Sales Documents window (Sales Area Page >> Utilities >> Customer Service
Collection >> Move Sales Documents).

2. Select the destination Sales Order Processing Batch.

3. Enter at least one document range restriction. You may enter one range for each of the 15 available
restriction types.

4. Select the Print icon 32 to view a preview report based on your range restrictions.
Select Move to move the sales documents.

6. After the move process has completed, a report will print displaying a success/failure status per
document.

S While it is not necessary to use Restriction IDs, if you repeatedly move sales documents based
“\~/T  on a particular set of restrictions you may want to assign the restriction set to a Restriction ID
and use that Restriction ID to automatically insert the restriction set.

[HINT: To quickly move documents based on the document type, insert the desired document type restriction, and
select Move. To move all documents, leave the From field blank and select Back Order in the To field.]

If you wish to further restrict the documents to be moved, mark the Display edit list before moving sales
documents checkbox. The Move button will be replaced with an Edit List button. Select Edit List to open
the Move Sales Documents Edit List window.
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[ B

=4 Move Sales Documents Edit List =NASN X
File Edit Tools Help sa Fabrikam, Inc. 4,/12/2017
% Move ° Cancel 5
Mark A | [ Unmark a1 |
Documeat No. Document Type  Customer ID Customer Mame Batch ID Document Date  Document Amount i
FULORD1000  Fulfillment Order AAROMFITO001  Aaron Fitz Electrical CONTRACTS 4/12/2017 £358.25
FULORD1001  Fuffillment Order ADAMPARKDOOL  Adam Park Resert FULORD 41272017 §522.60
FULORD100Z  Fulfillment Order ADVANCEDO001  Advanced Paper Co. CONTRACTS  4/12/2017 £191.00
FULORD1003  Fulfillment Order AAROMFITO001  Aaron Fitz Electrical FULORD 41272017 549.85 =
FULORD1004  Fuffillment Order ADVANCED0O001  Advanced Paper Co. FULORD 41272017 524,95
FULORD1005  Fulfillment Order ADAMPARKD00L  Adarn Park Resert FULORD 471272017 589,55
FULORD100&  Fulfillment Order AAROMFITO001  Aaron Fitz Electrical FULORD 4713272017 §5,828.55
FULORD1007  Fulfillment Order ADAMPARKD00L  Adam Park Resert FULORD 41272017 §759.65
FULORD100E  Fuffillment Order AAROMFITO00L  Aaron Fitz Electrical FULORD 471272017 §192.45
INVS3014 Inveice RIVERSIDOO01 Riverside University CONTRACTS 9/25/2018 §3,896.56
INVS3015 Inveice PLAZAOMEDO0L  Plaza One CONTRACTS 9/5/2018 £9,351.80
INV53016 Invaice COMPUTERDO01  Computerized Phone Systems  CONTRACTS  9/30/2018 §3.089.61
INV52017 Inveice CENTRALIDOOL Central lllinois Hospital CONTRACTS 9/30/2018 £2,006.50

Using Move Sales Documents Edit List

1. The Move Sales Documents Edit window will initial display with all documents marked. Unmark the
documents you don’t wish to move. You can select multiple documents by holding down the Shift or
Ctrl button on your keyboard.

2. Select the Print icon 58 to view a preview report of the documents to be moved.
Select Move to move the sales documents.

4. After the move process has completed, a report will print displaying a success/failure status per
document.

[HINT: If you always want the Edit List window to be displayed before documents are moved, mark the Display edit
list before moving sales documents checkbox on the Customer Service Collection Setup window. When the
Move Sales Documents window is opened, the Display edit list before moving sales documents checkbox
will be marked.]

Print Shipping Labels

This module provides a way for you to print shipping labels quickly and easily from the Sales Transaction
Entry and Sales Order Fulfillment windows.

EthoSeries Windows

e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
Sales Sales Transaction Entry Optional
Sales Sales Order Fulfillment Optional
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Module Setup

1. Open the Open the Customer Service Collection Setup window (Sales Area Page >> Setup >
Customer Service Collection >> Customer Service Collection Setup).

2. Select the default printer, including printer settings, to use for printing your shipping labels.

Using Print Shipping Labels
The name of the report used by the Print Shipping Labels product is ASI Shipping Label. Customize this
label to your needs to match the format of your labels.

From Sales Transaction Entry and/or Sales Order Fulfillment select an existing document then the Labels
button, the hotkey CTRL + B, or Additional >> Print Shipping Labels. Enter the number of labels desired.
The default printer from Customer Service Collection Setup will be displayed, and you can override the
default printer for a particular label run.

Restocking Charge Button for Returns

This module makes it easy for your company to establish and implement a policy on a restocking charge
percentage for Sales Order Processing returns. Restocking Charge Button for Returns will ease data
entry, reduce errors, and improve efficiency.

EthoSeries Windows

e Customer Service Collection Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
Series Window Name Required
Sales Sales Transaction Entry Optional

Module Setup

1. Open the Open the Customer Service Collection Setup window (Sales Area Page >> Setup >
Customer Service Collection >> Customer Service Collection Setup).

2. Enter the default restocking charge percentage for return document types.

Using Restocking Charge Button for Returns

In the Sales Transaction Entry window, select the Restock button, the hotkey CTRL + F, or Additional >>
Restocking Fee for Returns, which will be active only when you are processing a Return document. By
selecting the button, hotkey, or Additional menu item, the restocking charge percentage will be applied to
the return and placed in the trade discount field.

Track Expected Receipt Date

This module permits a more "up-to-the-minute" tracking of inventories. If your company needs to know
when an item on a purchase order will be received in inventory, Track Expected Receipt Date will track
this information for every item and location. This module can be used with EthoTech's Additional Sales
Transaction Entry Fields.

EthoSeries Windows
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e Expected Receipt Date Utilities

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows

SEIES Window Name Required
Inventory Item Inquiry Optional
Inventory Item Quantities Maintenance Optional

Module Setup
No setup is required for this module.

Purchasing Item Detail Entry

Enter the Expected Receipt Date into the Dynamics GP field: Promised Date. This date will be the
Expected Receipt Date. Track Expected Receipt Date will evaluate all open Dynamics GP Purchase
Orders to determine which PO contains the earliest Expected Receipt Date.

Expected receipt dates may be viewed using any of the following EthoSeries Alternate Dynamics GP
windows:

Item Inquiry

1. Open the Item Inquiry window (Inventory Area Page >> Inquiry >> Item).

2. Select an item to inquire upon.

3. Inthe left-hand column, the Expected Date has been added near the bottom.

Iltem Quantities Maintenance

1. Open the Iltem Quantities Maintenance window (Inventory Area Page >> Cards >> Quantities/Sites).

2. Select an item to inquire upon.

3. Inthe left-hand column, the Expected Date has been added near the bottom.

Sales Transaction Entry

1. Open the Sales Transaction Entry window (Sales Area Page >> Transactions >> Sales Transaction
Entry).

2. When displaying line items with the Show Details option, the Expected Receipt Date will now be
displayed.

Track Unallocated Quantities

This module provides you with the ability to track inventory quantities before running out of stock. If you do
not automatically allocate inventory to orders upon data entry, Track Unallocated Quantities will track the
total quantity on order but not allocated. This module can be used with EthoTech's Additional Sales
Transaction Entry Fields.

EthoSeries Windows

e Unallocated Item Tracking Utilities

THE ETHOSERIES e 126



CUSTOMER SERVICE COLLECTION

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows

SEIES Window Name Required
Inventory Item Inquiry Optional
Inventory Item Quantities Maintenance Optional

Module Setup
No setup is required for this module.
Using Track Unallocated Quantities

Unallocated Quantities may be viewed using any of the following EthoSeries Alternate Dynamics GP
windows:

Item Inquiry

1. Open the Item Inquiry window (Inventory Area Page >> Inquiry >> Item).

2. Select an item to inquire upon.

3. Inthe right hand column, two new fields have been added for this module: Unallocated and Net
Available. Net Available is Qty Available minus Qty Unallocated.

Item Quantities Maintenance

1. Open the Item Quantities Maintenance window (Inventory Area Page >> Cards >> Quantities/Sites).

2. Select an item to inquire upon.

3. Inthe right hand column, one new field has been added for this module: Unallocated.

Sales Transaction Entry

1. Open the Sales Transaction Entry window (Sales Area Page >> Transactions >> Sales Transaction
Entry).

2. When displaying line items with the Show Details option, the Qty Unallocated and Net Available will
now be displayed.
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Historical Serial and Lot Number Tracking

With Historical Serial and Lot Number Tracking, all transactions involving a serialized item or lot number
can be displayed from one window. This module provides the ability to determine who a specific item
was purchased from and sold to, enhancing the value of history maintained by Microsoft Dynamics GP. It
tracks posted and unposted transactions and works with the following modules: Inventory, Sales Order
Processing, Invoicing and Purchase Order Processing.

Security

This module includes the following default roles:
e ETIHSBASE
e ETIHSUSER
e ETIHS MANAGER

The ETI HS BASE role grants access to the Historical Serial and Lot Number Tracking table so that the
tracking table is updated when serialized or lot numbered items are affected in various Microsoft
Dynamics GP modules. This role should be assigned to all users who should NOT have access to
Historical Serial and Lot Number Tracking functionality.

The ETI HS USER role grants access to the Serial and Lot Number Tracking inquiry window and tracking
table. This role should be assigned to all users who should have access to Historical Serial and Lot
Number Tracking functionality.

The ETI HS MANAGER role grants access to the Historical Serial and Lot Number Tracking utility and
inquiry windows and tracking table. This role should be assigned to all users who will maintain Historical
Serial and Lot Number Tracking.

This module uses EthoSeries windows created by EthoTech. EthoSeries windows are automatically

assigned to your Microsoft Dynamics GP navigation during installation. Use the Microsoft Dynamics GP
Security windows to grant — or remove — access to these windows.

EthoSeries Windows

e Serial Lot Tracking Table Utilities
e Serial and Lot Number Tracking

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows

This module does not use any Alternate Dynamics GP Windows.
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Module Setup

1. Open the Serial Lot Tracking Table Utilities window (Inventory Area Page >> Utilities >> Hist. Serial -
Lot Number Tracking >> Hist. Serial - Lot Number Tracking Utilities).

B Serial Lot Tracking Table Utilities M=

File Edit Tools Help sa Fabrikam, Inc. 04/12/2017

( Febuild S erial/Lat Datahase |

[ Remowve Senal/Lat D atabaze ]

[] KeepImported Fecords

2. Select Rebuild Serial/Lot Database to initialize the files.

Optionally, the 'Keep Imported Records’ checkbox can be marked. Marking this option allows records
that have been imported into the Serial and Lot Tracking table to be ignored by the Rebuild and Delete
processes. Only records with the Document Type field less than 0 will be ignored with this option.
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Using Historical Serial and Lot Number Tracking

You may display serial and lot number data by three ranges: Serial/Lot Number, Item Number and
Document Number. The Serial and Lot Number Tracking window will display all information from the
Application, including both posted and unposted data that has been entered into the system. Once you
have entered your range selection, select the redisplay button to display the results. As with most
Microsoft Dynamics GP inquiry windows, you may move the cursor over the Document Number field in
order to zoom to the transaction detail.

Open the Serial and Lot Number Tracking window (Inventory Area Page >> Inquiry >> Hist. Serial - Lot
Number Tracking >> Hist. Serial - Lot Number Tracking Inguiry).

B Serial and Lot Number Tracking '._ IrE|r'5__<|
File  Edit Tools Help sa Fabrikam, Inc. 04/12/2017
Redisplay | |
Fange: |Serial.-"L|:|t Murnber L |
[term Mumber | Sernal/Lot Mumber | > | Doc Date |E!uantit_l,l |Eu:ust.-"F'riu:e
tdiad |TFE>< Source |D|:u: Type |D|:u:ument M urnber |TF|>< Location |Duantit_l,l Type
[tern D ezcription |Driginating kazter D |Driginating tazter Mame
HDW/R-PRO-4852 | 00000000000000000001 | 02/01/2017 | 1) 293815 A
POP |RECYGOOOODOSE | Receipt |RCT1105 |WAREHOUSE | On Hand 1
Pro processor 45 | CAPITALPOOOT | Capital Prirted Circuits
HD'wR-PRO-4852 | 00000000000000000002 | 02/01/2017 | 1] 2.498.15
POP |RECYGOODODOS6 | Receipt |RCT1105 |WAREHOUSE | On Hand
Pro processor 45 | CAPITALPOODT | Capital Prirted Circuits
1004LG | 00001 | 0B/15/2015 | 1] 28.45
Iv | IVADJOODODODG | Adjustment | D0D000D0D0D0D0030 |WAREHOUSE | On Hand
Green Phone | w

The Serial and Lot Number Tracking window will display all transactions that involve Serial or Lot
Numbered items including: Invoices and Returns from Sales Order Processing and Invoicing; Inventory
Adjustments, Variances, and Transfers; and Purchase Order Processing Receipts. When the tracking
window is initially opened, no data is displayed. Enter a range, or leave the range empty to display all data,
and click the Redisplay button to view tracking data.

The Edit button is only active when Serial Number Edit from Blue Moon Industries is loaded. This button

will open the Serial Number Edit window within that product in order to change or update a serial number
on a posted sales transaction.
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Next Numeric Collection

With Advanced Lookups and list-based navigation in Microsoft Dynamics GP, records can be searched for
and located from more than just their IDs. Manually maintaining and policing a business policy to create
meaningful master record IDs is no longer necessary. EthoTech Next Numeric Collection allows you to
simplify this process by setting up an alpha-numeric sequence to automatically generate the next number
needed for each of the following master record types: Customers, Vendors, Inventory Iltems, Fixed Assets,
Employees, Salespeople, Prospects, Project Accounting Contract IDs and Project IDs, and WennSoft Job
Numbers. And it automatically assigns Batch IDs when creating transaction batches in the Receivables,
Sales or Purchasing modules. Next Numeric Collection even keeps track of records that are started and
abandoned, avoiding gaps in the alpha-numeric sequence. The results are faster data entry and the
elimination of many common errors.

This module works with the alternate Customer and Vendor Maintenance windows in the Microsoft
Dynamics GP Project Accounting Series and also works with WennSoft's Job Cost product.

Security

This module includes the following default roles:
e ETINNUSER
e ETINN MANAGER

The ETI NN USER role grants access to tables required to access Next Numeric Collection functionality
within various Microsoft Dynamics GP modules. This role should be assigned to all users who should have
access to Next Numeric Collection functionality.

The ETI NN MANAGER role grants access to the Next Numeric Collection setup window and tables. This
role should be assigned to all users who will set up Next Numeric Collection.

This module uses the following windows created by EthoTech: EthoSeries windows and Alternate
Dynamics GP windows. EthoSeries windows are automatically assigned to your Microsoft Dynamics GP
navigation during installation. Alternate Dynamics GP windows designed by EthoTech need to be granted

security access in order to be utilized. Use the Microsoft Dynamics GP Security windows to grant — or
remove — access to the EthoSeries and Alternate Dynamics GP windows documented below.

EthoSeries Windows
e Next Numeric Setup

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows
Series Window Name Required

Inventory Item Maintenance Optional
Payroll Employee Maintenance Optional
Purchasing Vendor Maintenance Optional
Purchasing Payables Batch Entry Optional
Sales Customer Maintenance Optional
Sales Receivables Batch Entry Optional
Sales Sales Batch Entry Optional
Sales Sales Prospect Maintenance Optional
Sales Salesperson Maintenance Optional
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Module Setup

1. Open the Next Numeric Number Setup window (Administration Area Page >> Setup >> Company >>
Next Numeric >> Next Numeric Setup).

2. Select the Master Record Type.

3. Enter the Next Master Number. The Master Record Type determines the size of the field. You may
enter any alphanumeric sequence that ends with a numeric value.

Using Next Numeric Collection

Next Batch ID — Payables Batches
1. Open the Payables Batch Entry window (Purchasing Area Page >>Transactions >> Batches).

2. When the Batch ID field is blank; you may select the New button (if using our alternate Payables
Batch Entry window), the hotkey CTRL + N, or Additional >> Next Batch ID to enter the next Batch
ID.

3. Continue adding a new batch as usual.

Next Batch ID — Receivables Batches

1. Open the Receivables Batch Entry window (Sales Area Page >> Transactions >> Receivables
Batches).

2. When the Batch ID field is blank; you may select the New button (if using our alternate
Receivables Batch Entry window), the hotkey CTRL + N, or Additional >> Next Batch ID to enter
the next Batch ID.

3. Continue adding a new batch as usual.

Next Batch ID — Sales Batches
1. Open the Sales Batch Entry window (Sales Area Page >> Transactions >> Sales Batches).

2. When the Batch ID field is blank; you may select the New button (if using our alternate Sales
Batch Entry window), the hotkey CTRL + N, or Additional >> Next Batch ID to enter the next Batch
ID.

3. Continue adding a new batch as usual.

Next Customer ID
1. Open the Customer Maintenance window (Sales Area Page >> Cards >> Customer).

2. When the Customer ID field is blank; you may select the New button (if using our alternate
Customer Maintenance window), the hotkey CTRL + N, or Additional >> Next Customer ID to
enter the next Customer ID.

3. Continue adding a new customer as usual.

4. When a quote for a prospect is transferred to an order, the Prospect to Customer window opens
and allows the user to set the Customer ID. Delete the existing Customer ID, tab off the Customer
ID field, and then choose the Next Customer ID selection from the Additional menu to enter the
next Customer ID.

Next Employee ID
1. Open the Employee Maintenance window (HR & Payroll Area Page >> Cards >> Employee).

2. When the Employee ID field is blank; you may select the New button (if using our alternate
Employee Maintenance window), the hotkey CTRL + N, or Additional >> Next Employee ID to
enter the next Employee ID.

3. Continue adding a new employee as usual.
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Next Fixed Asset ID
1. Open the Asset General Information window (Financial Area Page >> Cards >> Fixed Assets >>

General).

2. When the Asset ID field is blank; you may choose the hotkey CTRL + N or Additional >> Next
Asset ID to enter the next Asset ID. The Asset Suffix will be set to 1.

3. Continue adding a new asset as usual.

Next Item Number
1. Open the Item Maintenance window (Inventory Area Page >> Cards >> ltem).

2. When the Item Number field is blank; you may select the New button (if using our alternate Item
Maintenance window), the hotkey CTRL + N, or Additional >> Next Item Number to enter the next
Item Number.

3. Continue adding a new item as usual.

Next Project Accounting Contract ID
1. Open the Contract Maintenance window (Project Area Page >> Cards >> Contract).

2. When the Contract ID field is blank; you may choose the hotkey CTRL + N or Additional >> Next
Contract ID to enter the next Contract ID.

3. Continue adding a new contract as usual.

Next Project Accounting Project ID
1. Open the Project Maintenance window (Project Area Page >> Cards >> Project).

2. When the Project ID field is blank; you may choose the hotkey CTRL + N or Additional >> Next
Project ID to enter the next Project ID.

3. Continue adding a new project as usual.

Next Prospect ID
1. Open the Prospect Maintenance window (Sales Area Page >> Cards >> Prospects).

2. When the Prospect ID field is blank; you may select the New button (if using our alternate
Prospect Maintenance window), the hotkey CTRL + N, or Additional >> Next Prospect ID to enter
the next Prospect ID.

3. Continue adding a new prospect as usual.

Next Salesperson 1D
1. Open the Salesperson Maintenance window (Sales Area Page >> Cards >> Salesperson).

2. When the Salesperson ID field is blank; you may select the New button (if using our alternate
Salesperson Maintenance window), the hotkey CTRL + N, or Additional >> Next Salesperson ID
to enter the next Salesperson ID.

3. Continue adding a new salesperson as usual.

Next Vendor Number
1. Open the Vendor Maintenance window (Purchasing Area Page >> Cards >> Vendor).

2. When the Vendor ID field is blank; you may select the New button (if using our alternate Vendor
Maintenance window), the hotkey CTRL + N, or Additional >> Next Vendor ID to enter the next
Vendor ID.

3. Continue adding a new vendor as usual.

Next WennSoft Job Number
1. Open the Job Maintenance window (Cards >> Job Cost >> Job).
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2. When the Job Number field is blank; you may choose the hotkey CTRL + N or Additional >> Next
Job Number to enter the next Job Number.

3. Continue adding a new job as usual.

S NOTE: all modules in Next Numeric Collection keep track of master record numbers that were
'g' created and then abandoned so as to prevent gaps in the numeric sequence.
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Quick Track

Quick Track provides the ability to track shipments within Microsoft Dynamics GP. This module allows an
unlimited number of packages to be tracked per document. Quick Track provides access to the carrier's
World Wide Web site on the Internet for on-line delivery information, all without leaving the accounting
system.

Security

This module includes the following default roles:
e ETIQTUSER
e ETIQT MANAGER

The ETI QT USER role grants access to all windows and tables required to access Quick Track
functionality. This role should be assigned to all users who should have access to Quick Track.

The ETI QT MANAGER role grants access to the Quick Track setup window and tables. This role should
be assigned to all users who will set up Quick Track.

This module uses the following windows created by EthoTech: EthoSeries windows and Alternate
Dynamics GP windows. EthoSeries windows are automatically assigned to your Microsoft Dynamics GP
navigation during installation. Alternate Dynamics GP windows designed by EthoTech need to be granted
security access in order to be utilized. Use the Microsoft Dynamics GP Security windows to grant — or
remove — access to the EthoSeries and Alternate Dynamics GP windows documented below.

EthoSeries Windows

Quick Track Carrier Setup

Quick Track Shipping Method Carrier Setup
Quick Track Inquiry

Quick Track Entry

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Alternate Dynamics GP Windows

Series Window Name Required
Sales Sales Transaction Entry Optional
Sales Sales Order Fulfillment Optional
Sales Sales Transaction Inquiry Zoom Optional
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Module Setup

S NOTE: Carrier and Shipping Method Carrier Setup is only required for the automatic tracking of
'E' packages for carrier's with World Wide Web sites. Skip this section if you will not be using this
feature.

Carrier Setup

Open the Carrier Setup window (Sales Area Page >> Setup >> Quick Track >> Quick Track Carrier
Setup). Each carrier will have a unique ID and a description of that carrier. Each carrier can also have a
Carrier URL, pointing to a World Wide Web site for tracking packages. The URL will be unique for each
carrier. For most carriers the URL will automatically invoke package tracking at their website; for others,
the website will be navigated to and you will need to manually enter the tracking information before any
package tracking can begin.

™ Quick Track Carrier Setup
File Edit Tools Help sa Fabrikam, Inc. 04122017

I 5Save | & Clear | 3 Delste

Carrier |D FEDEX Y
Carrier Mame Federal Express
Carrier URL http: A v fedex. comd Tracking ?action=trackionty_code=tinitial==Ekmps=yitracknumbers=%1

To setup a new carrier:

1. Enter a unique Carrier ID (ex. FEDEX).

2. Enter a description for the carrier (ex. Federal Express).
3. Enter a URL for the carrier’s website.
4

Save the entry.

The following are the URLSs to enter for some national carriers.

Quick Track Carrier Setup

DHL

http://track.dhl-usa.com//TrackByNbr.asp?ShipmentNumber=%21

Federal Express

http://www.fedex.com/Tracking?action=track&cntry_code=_&initial=x&mps=y&tracknumbers=%21

Purolator

http://shipnow.purolator.com/shiponline/track/PurolatorTrackE.asp?PINNO=%1

Roadway Express

http://www.quiktrak.roadway.com/cgi-bin/quiktrak (manual tracking number entry required)

UPS

http://wwwapps.ups.com/etracking/tracking.cgi?submit=Track&InquiryNumber1=%1&TypeOflnquiryNumber=T

U.S. Postal Service

http://www.usps.gov/cttgate (manual tracking number entry required)
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R NOTE: If any of these carriers change their website, the URL may need to be updated. Check
“\~/" the EthoTech website at www.ethotech.com for periodic updates of the carrier URLSs.

To set up a World Wide Web link for a carrier not listed above:
You will need to know the URL address for the carrier’s tracking web site. Where appropriate in the URL,
substitute the following variables for tracking number, country and shipping date.

Tracking Number = %1 Country = %2 Shipping date = %3

If the carrier has other input options available for tracking, enter the main tracking page URL. Do not enter
any variables within the URL. All tracking information will need to be entered manually by the user.

Shipping Method Carrier Setup

Open the Shipping Method Carrier Setup window (Sales Area Page >> Setup >> Quick Track >> Quick
Track Shipping Method Carrier Setup). Each Shipping Method defined in the Application will need to be
linked to a carrier in order for automatic World Wide Web package tracking.

™ Quick Track Shipping Method Carrier Setup Q@E|
File  Edit Tools Help sa Fabrikam, Inc. 04/12/2017
B save | & Clear | % Delete

Shipping kethod VYERMIGHT El
D escription Cvernight dir

Carrier [D FEDE Y

Carrier Mame Federal Express

4 4 » M

To setup a Shipping Method Carrier:
1. Select a Shipping Method.
2. Enter a Catrrier ID.

3. Save the entry.

s NOTE: Entries in this table DO NOT affect your shipping methods defined in the Application.

Using Quick Track

Entering Packages

Packages can be entered during Sales Transaction Entry or Sales Order Fulfillment. The Quick Track
Entry window can be opened from the Sales Transaction Entry Additional menu, the hotkey CTRL + T, or
by zooming on the Freight field (if you are using the alternate Sales Transaction Entry window provided by
EthoTech). In Sales Order Fulfillment, open the Quick Track Entry window from the Sales Order
Fulfilment Additional menu, the hotkey CTRL + T, or just click the Quick Track button (if you are using the
alternate Sales Order Fulfillment window provided by EthoTech). Information regarding the order is
displayed at the top of the window. Information regarding each package of the order can be entered into
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QUICK TRACK

the scrolling window. The tracking number is the only required field for the package. If no date or time is

entered then the current user date and time are used.

MM Quick Track Entry
File  Edit Help

B save | & Cear | X Delete |

Tools

Labels |

o=1E3

sa Fabrikam, Inc. 04/12/2017

Type Document Mo. @ Ship Date Shipping Method @ Document [ ate
Invoice STDIMY 2266 04A2/2017 ﬁ| CVERMIGHT 042/2017 |
Cugztorner 1D Cusztorner Marne Cugtorner PO Murnber
| AARONFITOOOT | Aaron Fitz Electrical | |
Carier D Carrier Mame Ezt. Ship “eight Ship ‘Weight
| FEDEX | Federal E spress | 5.00 450/
Tracking Murmber |Shi|:| [ ate | Timne Freight Amoint E]'
Fackage ‘weight |F"a-:kage Length | Fackage ‘Width Package Height EI
Quick Track Description
123456739 | 0a12/2017 ﬁ| 27742 Ak $45.00 #
450/ 0.50/ 1.00 0.02
Ervelope
|00/00/0000 G| 12:00:00 AM $0.00
0.00| 0.00| 0.00 0.00
| |
| |
v

To delete all packages for an order, click the Delete button on the Quick Track Entry window. To delete an
individual package, right-click the package and select Delete Row.

N
\9/

NOTE: When an order is transferred to an invoice, all package information remains linked to the
order number as well as being transferred to the invoice number. Once the transfer is complete,
any changes made to packages on the order or the invoice will need to be manually updated.
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Package Inquiry
Inquiry of packages can be accomplished in two ways.

1. Quick Track Zoom. The Quick Track Zoom window can be opened from the Sales Transaction
Inquiry Zoom Additional menu, the hotkey CTRL + T, or by zooming on the Freight field of the Sales
Transaction Inquiry Zoom window (if you are using the alternate Sales Transaction Inquiry Zoom
window provided by EthoTech). The Quick Track Zoom window displays information regarding the
order and all packages that were entered through Quick Track Entry.

B Quick Track Zoom ._ E| E|
File Edit Tools Help sa Fabrikam, Inc. 04/12/2017
v’ oK |
Type Type D Document Mo, Date Batch ID
\rwaice | STDINY STDINY 2265 | 04412/2017 | TEST |
Cugtorner 1D Cugtormer Marne Cuztorner PO M urmber
| AARONFITOOOT | Aaron Fitz Electrical | |
Shipping kethod Carrier Ezt. Ship ‘weight
| DVERNIGHT | Federal Express | 5.00
Tracking Murmber |Shi|:| [ ate | Timne Freight Amoint E]
Fackage ‘weight |F"a-:kage Length | Fackage ‘Width Package Height E]
Cluick Track Description
123486739 | 0412/2017 | 21742 AM $45.00 #
4.50| 0.50| 1.00 0.02
Ervelope
v
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2. Quick Track Inquiry. Packages can be searched based on the following.

e Document ID
e Customer ID
e Ship Date

e Tracking Number

QUICK TRACK

Enter the method by which to search and select All packages or enter a range for the selected search
method. Click the Redisplay button to view the results. Customer Number and Document Number can

be zoomed to see detailed information regarding either.

™ Quick Track Inguiry

BX

File  Edit Tools Help sa Fabrikam, Inc, 04/12/2017
./ k. | Redizplay

Track Packages: ||:|}' Document 10 b |{£} All ) From:
Tracking Murnber |D|:u:ument MHurnber | Type |Shi|:| [ ate Freight Amt. E]
Cuztorer Murnber Custarner M ame |Shi|:||:|ir'|g kethod Carmier 1D | ¥
Package ‘eight Fackage Length |F'a|:kage Wfidth | Fackage Height Time
123456789 | STDINY2266 | Irvaice 0441272017 $45.00 &
AMROMNFITOOO Aaran Fitz Electical | OVERMIGHT FEDEX

450 0.50] 1.00| 0.02 217:42 &M

| | v

Tracking Packages through the World Wide Web
Packages can be tracked on the World Wide Web for those carriers with a WWW website. Tracking is
done through the Quick Track Entry, Quick Track Inquiry and the Quick Track Zoom windows. Simply click
on the Tracking Number drill-down field after selecting the row you would like to track. This is available
from all of the windows that display tracking numbers within Quick Track.
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SALESPERSON ENHANCEMENTS

Salesperson Enhancements

This module provides the ability for every customer address to be assigned to a unique Salesperson ID. If
Microsoft Dynamics GP Sales Order Processing is used with this enhancement, then the salesperson for
the order will be determined by the Ship To address.

Security

This module includes the following default roles:
e ETI SE MANAGER

The ETI SE MANAGER role grants access to the Salesperson Enhancements setup window. This role
should be assigned to all users who will set up Salesperson Enhancements.

This module uses the following windows created by EthoTech: EthoSeries windows. EthoSeries windows
are automatically assigned to your Microsoft Dynamics GP navigation during installation.

EthoSeries Windows

e Salesperson Enhancements Setup
o Customer Address Salesperson Utilities

Refer to Appendix A for details on locating EthoSeries windows in Microsoft Dynamics GP.

Module Setup

Salesperson Enhancements Setup
Sales Area Page >> Setup >> Salesperson Enhancements >>Salesperson Enhancements Setup.

™ Salesperson Enhancements Setup

File  Edit Tools Help sa Fabrikam, Inc. 04/12/2017

<:E| Apply a Cancel

{(¥) Enable () Disable

Wihen | pdating the S alespersan Jze Customer's Sales Temritory L

1. Open the Salesperson Enhancements Setup window.
2. Mark the Enable Salesperson By Ship To option.

3. Select the drop-down list next to the label: When Updating the Salesperson. You have three choices
to use with this module, which involve the Sales Territory that will be assigned to the Sales Order
Processing transactions that are created when this module is registered. Select the choice that
describes how Salesperson by Ship To should work with the Sales Territory field.
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Customer Address Salesperson Utilities
Sales Area Page >> Utilities >> Salesperson Enhancements >> Customer Address Salesperson Utilities

This process will initialize the Salesperson field for all customer address records in the Application:
1. Open the Customer Address Salesperson Utilities window.

2. Select the appropriate processing option in the Set Customer Address Salesperson To drop-down
box:

e Salesperson in Customer Master, which will assign the salesperson on the customer master
to each customer address.

e Blank (Clear the Salesperson field), which will remove any salesperson already assigned to a
customer address.

3. Select Process to complete the setup.

Using Salesperson by Ship To

Customer Address Maintenance
Sales Area Page >> Cards >> Addresses

1. Open Customer Address Maintenance

2. For each customer, assign a Salesperson ID to each Address ID.

Sales Transaction Entry
Sales Area Page >> Transactions >> Sales Transaction Entry

1. Use the Sales Transaction Entry window as normal.

2. When a customer is selected, the Salesperson ID assigned to the default ship to address will initially
be assigned to the sales document.

3. When you select or change the document’s ship to address, that address’s salesperson will be
assigned to the sales document, just as if you had typed it in right after selecting a new ship to
address, and the Sales Territory field will be updated based upon your setup choice.

4. When you select or change the document’s ship to address and roll down changes, that address’s
salesperson will be assigned to the sales document and appropriate line items, just as if you had
typed it in after selecting a new ship to address, and the Sales Territory field(s) will be updated based
upon your setup choice.

When you select or change a sales document line item’s ship to address, that address’s salesperson
will be assigned to the line item, just as if you had typed it in after selecting a new ship to address, and
the line item Sales Territory field will be updated based upon your setup choice.

Microsoft Dynamics GP commissions are updated when Salesperson By Ship to changes the
Salesperson ID(s).
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PRODUCT SUPPORT

Product Support

Contacting Support
EthoTech Product Support is available Monday through Friday from 9:00 am to 5:00 pm EST.

Product Support can be reached in the following ways:
678.384.7500

support@ethotech.com
http://www.ethotech.com

Before contacting Product Support, please gather information about your Microsoft Dynamics GP system
and your EthoTech product. This information will assist our Product Support team in servicing your
support needs in a timely and effective manner. Use the following list of questions to help you prepare for
contacting Product Support.

1. Describe the process you were following when the error occurred. Please include the module you
were in, the windows you were using, what you were doing when you received the error message and
list the exact error message.

What version of Microsoft Dynamics GP are you using? Please include the service pack number.
What version of your EthoTech product are you using?

Are there other 3 Party products installed? If so, please list them.

Have you attempted to resolve the situation? What have you done so far?

Does this problem occur on any other Dynamics GP client?

Does this problem occur for other users of your software?

Can you recreate the problem? How? Please list the steps.

© ©® N o o~ DN

Do you have a valid backup that can be restored if necessary?
When you call or email EthoTech for product support, please include the following information:

e Your name, company hame and phone number.
e The information gathered from the above list of questions.

e In addition, have this manual available when you are connected with Product Support - you may be
directed to various pages in the manual as you are helped with your problem.
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PRODUCT SUPPORT

Registration Information
The EthoTech Registration window provides version and build information for all EthoTech products. The
Microsoft Dynamics GP system password is required to access this window.

You can access the window via the Additional Menu that appears on the About Microsoft Dynamics GP
window, or by choosing EthoTech Registration from the System Setup menu. If you open the EthoTech
Registration window from the System Setup menu, you will need to click the Series Name lookup icon on
the registration window and choose The EthoSeries.

¢4 EthoTech Registration l = |&J
File Edit Tocls Options Help sa Fabrikam, Inc, 4/12/2017
Register
Click the Series
: g _____ Name lookup
Sernes Mame The EthoS eries p i icon to select
Product Yersion Dynarice GP 12.00.004 other installed
EthoTech
products for
Site Name must match your registration form exactly registration.
Previewk.epz
Registration Key 1 1292222171 Total Uzers Allowed U riirnited
Regiztration Kep 2 142142355 E =piration D ate 8/31/2013

Suppress Aeqgistration " arning

Module Reqgistered
Cornmizsion Plan v »
Commigzion Plan - Keystone

Cuztomer Service Collection

Enhanced Pazsword Security

m

Hiztorizal Senial and Lot Mumber Tracking

Mext Hurmerc Collection

Cluick Track

Salezperzon by Ship Ta -
EthoTech, Inc.

12135 Highway 32, Suite 114-305 Phaone: 578-384-7500
Wiondstack, GA 30188 E-Mail: zupporti@ethaotech.com
154 Weh: http: A dwiana. ethatech. com

To view registration information for other installed EthoTech products, click the Series Name lookup icon.
Entering valid registration keys and clicking Register will populate the Total Users Allowed and Expiration
Date fields.

If you are testing the product within the Microsoft Dynamics GP sample company and do not wish to

receive registration messages when logging into production companies, mark the Suppress Registration
Warning checkbox and click Register.
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EthoTech SQL Obiject Initialization Log

The EthoTech SQL Object Initialization Log contains table creation and update information. This
information is used to troubleshoot table conversation issues. To open this window, select Inquiry > System
> EthoTech SOL Obiject Initialization Log — you will be prompted to enter the Microsoft Dynamics GP system
password.

-

=4 EthoTech SQL Object Initialization Log =[S e —

File Edit Tools Help sa Fabrikam, Inc. 4/12/2017
E&nﬁ Emaillog & ClearLog ﬁﬁﬁ

=B 2013-03-06 22:00:54 The EthoSeries 12.00.001 TW012 KRDEXDEY -
; - 5L Object Initialization Complete, elapsed time: 2 minute(s)
-y ASL Carrier_Setup

g ASLIV Ttem_MSTR_QTY

- ASL Serial_Lot_Tracking

- ASL Shipping_Method_Carrier_Setup

-y ASL SOP_LIME_WORK

] ...s Table created |

m

To email this log to the EthoTech Product Support team, click on the Email Log button.

EthoTech Database Build Log
For each installed EthoTech product, the EthoTech Database Build Log contains the build number for
each Dynamics GP database. For a given product, all databases should display the same build number.

= 4] EthoTech Database Build Log SR

File Edit Teools Help sa Fabrikam, Inc, 4/12/2017
@tﬁ Email Log x Clear Log iﬂ;
Datal::la;e Installed Series & Build

DYMAMICS12  The EthoSeries 12.00.004
DYMAMICS12 SmartSort 12.00.002
TWo12 The EthoSeries 12,00.004
Two12 SmartSort 12.00.002

You can access the window via the Go To button that appears on the EthoTech SQL Object Initialization
Log window or by selecting Inquiry > System > EthoTech Database Build Log.

To email this log to the EthoTech Product Support team, click on the Email Log button.
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EthoTech Workstation Build Log
For each installed EthoTech product, the EthoTech Workstation Build Log contains the build number for
each Microsoft Dynamics GP client. For a given product, all Dynamics GP clients should display the same

build number.

- EthoTech Workstation Build Log =NHCIH X
File  Edit Teols Help sa Fabrikam, Inc, 4/12/2017
Bﬁl Email Log x Clear Log iﬂ;
Installed Series & Build Dynamics GP Client
Srnart5ort 12.00.002 KRDEXDEV\C\Program Files (B8] \Microsoft DynamicshGPY2013%
The EthoSeries 12.00,004 KRDEXDEV\CA\Program Files (B8] \Microsoft Dynamics\GP2013%

You can access the window via the Go To button that appears on the EthoTech SQL Object Initialization
Log window or by selecting Inquiry > System > EthoTech Workstation Build Log.

To email this log to the EthoTech Product Support team, click on the Email Log button.
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Appendix A — EthoSeries Windows

The following table lists the windows added for each EthoSeries product.

Product ‘ SEES Window Name / Path
Commission Plan Inventory Item Commission Plan Info L L
(Sales Area Page >> Cards >> Commission Plan >> Item Commission Plan Info)
Commission Plan Inventory Item Commission Plan Info Inquiry
(Commission Line Trace >> Salesperson From Expansion)
Commission Plan Inventory Item Commission Plan Setup . .
(Sales Area Page >> Setup >> Commission Plan >> Item Commission Plan Setup)
Commission Plan Inventory Item Plans
(Item Commission Plan Setup >> Iltem Commission Plan Lookup)
Commission Plan Inventory Mass Update ltems . - L
(Sales Area Page >> Utilities >> Commission Plan >> Update Item Commission Plans)
Commission Plan Sales Accrual Run Inquiry
(Sales Area Page >> Inquiry >> Commission Plan >> Accrual Run Inquiry)
Commission Plan Sales Accrual Runs -
(Accrual Run Inquiry>> Accrual Run ID Lookup)
Commission Plan Sales Accrue Commissions . . L
(Sales Area Page >> Routines >> Commission Plan >> Accrue Commissions)
Comm Plan Overdue Setup
Commission Plan Sales (Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup >> Addit’| Reductions >>
Overdue Setup)
Commission Plan Sales Commi_ssi(_)n Line Trace' . . - .
(Commission Plan Detail Entry / Detail Inquiry Zoom >> Commission Trace Expansion)
Commission Plan Sales Commi;si(_)n Adjustm(_ent Documents
(Commission Plan Adjustment Entry >> Document No. Lookup)
Commission Plan Sales Commission Plan Adjustment !Entry o o _
(Sales Area Page >> Transactions >> Commission Plan >> Commission Plan Adjustment Entry)
Commission Plan Adjustment Import
Commission Plan Sales (Microsoft Dynamics GP Button >> Tools >> Integrate >> Commission Plan >> Commission Plan
Adjustment Import)
Commission Plan Sales Commission Adjustment 'T‘q“"y L . .
(Sales Area Page >> Inquiry >> Commission Plan >> Adjustment Inquiry)
Commission Plan Sales Commi;si(_)n Adjgstment Inqui_ry Zoom ‘ ‘
(Commission Adjustment Inquiry >> Adjustment Number >> Inquiry Drill-back)
Commission Plan Credit Card Setup
Commission Plan Sales (Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup >> Additl Reductions >>
Credit Card Setup)
Commission Plan Sales Commission Plan Default Tiers o o ‘
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Default Tiers)
Commission Plan Sales Commission Plan Entry . o -
(Sales Area Page >> Transactions >> Commission Plan >> Commission Plan Entry)
Commission Plan Sales Commission Ple}n Inquiry Zoom y o
(Sales Transaction Inquiry Zoom >> Additional >> Commission Plan)
Commission Plan Sales Commission Plan ltem Tiers o L ) .
(Sales Area Page >> Cards >> Commission Plan >> Item Commission Plan Info > Item Tiers Expansion)
Commission Plan Sales Commi;si(_)n Plgn Matrix Inquiry _
(Commission Line Trace >> Comm Rate Expansion)
Commission Plan Sales Commission Plan Matrix Setup o o _
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup)
Commission Plan Override Date Document Paid
Commission Plan Sales (Sales Area Page >> Utilities >> Commission Plan >> Commission Plan Utilities >> Utilities List >>
Override Date Document Paid)
Commission Plan Payment Terms Setup
Commission Plan Sales (Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup >> Addit! Reductions >>
Payment Terms Setup)
Commission Plan Sales Commission Plan Quota Report
(Sales Area Page >> Reports >> Commission Plan >> Commission Plan Quota Report)
Commission Plan Sales Commission Plan Quotas L . . .
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup > Quotas Expansion)
Commission Plan Sales Commission Plan Reduction Inquiry
(Commission Line Trace >> Comm Reduction Amt Expansion)
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Commission Plan Report

Commission Plan Sales (Sales Area Page >> Reports >> Commission Plan >> Commission Plan Report)
Commission Plan Sales Commission Plan Sales Type ID Setup _ o
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup >> Sales Type ID Setup)
Commission Plan Sales Commission Plan Salesperson Class _Set.up o
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Salesperson Class Setup)
Commission Plan Sales Commi_ssipn Plan Salesperson From Ranking Inquiry _
(Commission Plan Entry >> Salesperson From Rankings Expansion)
Commission Plan Sales Commi;sign Plan Salesperson From Ranking Setup _ .
(Commission Plan Setup >> Salesperson From Rankings Expansion)
Commission Plan Sales Commission Plan Setup - .
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Setup)
L Commission Plan Summary History
Commission Plan Sales

(Sales Area Page >> Inquiry >> Commission Plan >> Summary History)

Commission Plan Summary Utilities
Commission Plan Sales (Sales Area Page >> Utilities >> Commission Plan >> Commission Plan Utilities >> Utilities List >>
Commission Plan Summary Utilities)

Commission Plan Tiers

Commission Plan Sales (Sales Area Page >> Setup >> Commission Plan >> Commission Plan Matrix Setup > Tiers Expansion)
Commission Plan Sales Commi;si(_)n Pl_an Tiers Rate Inquiry _
(Commission Line Trace >> Comm Rate Expansion)
Commission Plan Sales Commi;:sign Plan User-Defined_ Setup _ _
(Commission Plan Setup >> Edit User-Defined Values Expansion)
Commission Plan Sales Commission PIan_Us_er-Defined Values _
(Customer Commission Plan Info >> User-Defined Lookup)
- Commission Plan Utilities
Commission Plan Sales

(Sales Area Page >> Utilities >> Commission Plan >> Commission Plan Utilities)

Commission Plan Utilities Sales Type ID Restrictions
Commission Plan Sales (Sales Area Page >> Utilities >> Commission Plan >> Commission Plan Utilities >> Sales Type ID —
Restricted List)

Commission Run Inquiry

Commission Plan Sales (Sales Area Page >> Inquiry >> Commission Plan >> Commission Run Inquiry)
Commission Plan Sales Commission Runs

(Commission Run Inquiry >> Commission Run ID Lookup)
Commission Plan Sales Customer Commission Plan Info

(Sales Area Page >> Cards >> Commission Plan >> Customer Commission Plan Info)
Commission Plan Sales Customer Commission Plan Info Inquiry

(Commission Line Trace >> Salesperson From Expansion)
Commission Plan Sales Customer Commission Plan Setup

(Sales Area Page >> Setup >> Commission Plan >> Customer Commission Plan Setup)
Commission Plan Sales Customer Plans

(Customer Commission Plan Setup >> Customer Commission Plan Lookup)
Commission Plan Sales Mass Update Customers

(Sales Area Page >> Utilities >> Commission Plan >> Update Customer Commission Plans)
Commission Plan Sales Mass Update Salespeople

(Sales Area Page >> Utilities >> Commission Plan >> Update Salesperson Commission Plans)
Commission Plan Sales Noncommissioned Salesperson Inquiry

(Commission Plan Entry >> Noncommissioned Salespeople)
Commission Plan Sales Process Commissions

(Sales Area Page >> Routines >> Commission Plan >> Process Commissions)
Commission Plan Sales Sales Territory Commission Plan Info

(Sales Area Page >> Cards >> Commission Plan >> Sales Territory Commission Plan Info)
Commission Plan Sales Sales Territory Commission Plan Info Inquiry

(Commission Line Trace >> Salesperson From Expansion)
Commission Plan Sales Salesperson Accrual Run Inquiry

(Sales Area Page >> Inquiry >> Commission Plan >> Accrual Run Inquiry - Salesperson)
Commission Plan Sales Salesperson Commission Plan Info

(Sales Area Page >> Cards >> Commission Plan >> Salesperson Commission Plan Info)
Commission Plan Sales Salesperson Commission Plan Setup

(Sales Area Page >> Setup >> Commission Plan >> Salesperson Commission Plan Setup)
Commission Plan Sales Salesperson Classes

(Commission Plan Salesperson Class Setup >> Salesperson Class Lookup)
Commission Plan Sales Salesperson Commission Quota Inquiry

(Sales Area Page >> Inquiry >> Commission Plan >> Commission Plan Quota Inquiry - Salesperson)
Commission Plan Sales Salesperson Commission Quota Inquiry — Period

(Salesperson Commission Quota Inquiry >> Period Inquiry Expansion)

THE ETHOSERIES e 148




APPENDIX A = ETHOSERIES WINDOWS

Salesperson Commission Quota Inquiry — Period Detalil

Commission Plan Sales (Salesperson Commission Quota Inquiry — Period >> Calculation Details Expansion)
Commission Plan Sales Salesperson Commi_ssi_on Quota Inquiry - Peri(_)d Documents _
(Salesperson Commission Quota Inquiry — Period >> Sales Documents Expansion)
Commission Plan Sales Commission Plan Quota Periods Setup
(Sales Area Page >> Setup >> Commission Plan >> Commission Plan Quota Periods Setup)
Commission Plan Sales Salesperson Commission‘Run Inquiry o o _
(Sales Area Page >> Inquiry >> Commission Plan >> Commission Run Inquiry - Salesperson)
Commission Plan Sales Salesperson Plans
(Salesperson Commission Plan Setup >> Salesperson Commission Plan Lookup)
Commission Plan Sales User-Defined 1 Commission Plan Infol _ _ o
(Sales Area Page >> Cards >> Commission Plan >> User-Defined 1 Commission Plan Info)
Commission Plan Sales User-Defined 1 Commission Plan Info Inquiry
(Commission Line Trace >> Salesperson From Expansion)
Commission Plan System Commi_ssipn Plan User Setup . .
(Commission Plan Setup >> Restrict Users Expansion)
Commission Plan System EthoTech Series Attribute Setup
(Commission Plan Setup or EthoTech Registration >> Options >> Enable Apex or Keystone)
Customer Service Inventory Expected Receipt Date Utilities
Collection (Sales Area Page >> Utilities >> Customer Service Collection >> Expected Receipt Date Utilities)
Customer Service Sales Customer Item Data
Collection (Sales Transaction Entry >> Additional >> Customer Item Data
Customer Service Sales Customer Service Collection Setup
Collection (Sales Area Page >> Setup >> Customer Service Collection >> Customer Service Collection Setup)
Customer Service Sales Move Sales Documents
Collection (Sales Area Page >> Utilities >> Customer Service Collection >> Move Sales Documents)
Customer Service Sales Move Sales Documents Edit List
Collection (Move Sales Documents >> Edit List)
Customer Service Sales Restriction IDs
Collection (Move Sales Documents >> Restriction ID Lookup)
Customer Service Sales Unallocated Item Tracking Utilities
Collection (Sales Area Page >> Utilities >> Customer Service Collection >> Unallocated Item Tracking Utilities)
Historical Serial & Serial and Lot Number Tracking
Lot Number Inventory (Inventory Area Page >> Inquiry >> Hist. Serial - Lot Number Tracking >> Historical Serial and Lot
Tracking Tracking Inquiry)
Historical Serial & Serial Lot Tracking Table Utilities
Lot Number Inventory (Inventory Area Page >> Utilities >> Hist. Serial - Lot Number Tracking >> Historical Serial and Lot Number
Tracking Tracking Utilities)
Next Numeric Company Next Numeric Number Setup
Collection (Administration Area Page >> Setup >> Company >> Next Numeric >> Next Numeric Setup)
Quick Track Company Quick Track Carrier Setup _ ‘ _
(Sales Area Page >> Setup >> Quick Track >> Quick Track Carrier Setup)
. Quick Track Shipping Method Carrier Setup
Quick Track Company (Sales Area Page >> Setup >> Quick Track >> Quick Track Shipping Method Carrier Setup)
. Quick Track Entry
Quick Track Sales (Sales Area Page >> Transactions >> Quick Track >> Quick Track Entry)
. Quick Track Inquiry
Quick Track Sales (Sales Area Page >> Inquiry >> Quick Track >> Quick Track Inquiry)
Salesperson Sales Customer Address Salesperson Utilities
Enhancements (Sales Area Page >> Utilities >> Salesperson By Ship To >> Customer Address Salesperson Utilities)
Salesperson Sales Salesperson Enhancements
Enhancements (Sales Area Page >> Setup >> Salesperson Enhancements >> Salesperson Enhancements Setup)
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System Tables

These tables are created in the DYNAMICS database.

APPENDIX B — ETHOSERIES TABLES

SQL Table Name Display Name

ASI00998 ASI_Current_Activity
ASI80100 ASI| Enhanced Security Setup
ASI80200 ASI| Enhanced Security Master
ETI00990 ETI_Registration

ETI00991 ETI_SeriesAttributes
ETI00994 ETI_CT_WorkstationBuild
ETI00995 ETI_Registration_Detall
ETI00996 ETI_CT_DatabaseBuild
ETI00997 ETI_CT Log

ETI00998 ETI_syOperations

ETI00999 ETI_HotKeySetup

ETI28921 ETI_CP_AdjDoclmport
ETI28922 ETI_CP_AdjHdrimport
ETI28923 ETI_CP_AdjLinelmport
ETI28924 ETI_CP_AdjlmportSetup
ETI28925 ETI_CP_AdjlmportProcessLog
ET160100 ETI_CP_UserCompanyMiscAccess
ETI80200 ETI_EPS_Password_Hist
ETI80201 ETI_EPS_Workstation_MSTR
ETI180202 ETI_EPS_Company MSTR
ETI80203 ETI_EPS_Time_Restriction
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Company Tables

These tables are created in the company database.

SQL Table Name Display Name

APPENDIX B — ETHOSERIES TABLES

ASI00102 ASI Item Quantity Master

ASI10061 ASI Serial/Lot Number Tracking
ASI10065 Sales Transaction ASI Labels
ASI10066 ASI_Next_Numeric_Setup

ASI10067 ASI_Next_Numeric_Control

ASI10200 ASI Sales Transaction Amounts Work
ASI27000 ASI_Shipping_Method_Carrier_Setup
ASI27001 ASI_Carrier_Setup

ASI27002 ASI_Track

ASI28010 ASI_Customer_Commission_ID_MSTR
ASI28020 ASI Item Commission ID MSTR
ASI28030 ASI Salesperson Commission ID MSTR
ASI28040 ASI IV Item MSTR Commission
ASI28050 ASI_RM_Customer_MSTR_Commission
ASI28060 AS| RM Salesperson MSTR Commission
ASI28070 ASI Sales Manager MSTR

ASI28101 ASI Commission Plan

ASI128210 ASI_Customer_Salesperson_MSTR
ASI28220 ASI|_Item_Salesperson_MSTR
ASI28230 ASI|_Salesperson_Salesperson_MSTR
ASI28301 ASI Commission Work

ASI28311 ASI Commission Line

ASI28800 AS| Commission Plan Summary File
ASI28901 ASI_Commission_Plan_Setup
ASI29000 ASI_Shipping_Labels_Setup

ASI40101 ASI SOP Setup

ETI00700 ETI_Date_Compare

ETI28030 ETI_CP_SalespersonClassMSTR
ETI28050 ETI_CP_SPFromGroupMSTR
ETI28101 ETI_CP_Plan_Combination_MSTR
ETI28210 ETI_Doc_Cust_Salesperson

ETI28220 ETI_Cust_Addr_ltem_Salesperson
ETI28221 ETI_Doc_Item_Salesperson

ETI28230 ETI_CP_Print_Salespeople

ETI28240 ETI_CP_Email_Addresses

ETI28250 ETI_CP_Territory_Salesperson_MSTR
ETI28260 ETI_CP_UserDefl_Salesperson_MSTR

THE ETHOSERIES e 151



APPENDIX B — ETHOSERIES TABLES

ETI28302 ASI Commision Inactive

ETI28303 ETI_CP_Trx_HIST

ETI28304 ETI_CP_Accrual_HIST

ETI28305 ETI_SOP_HDR_Integration
ETI28306 ETI_SOP_HDR_Comm_Deleted
ETI28312 Commission Line Discount Taken
ETI28313 ETI_SOP_LINE_Tiers

ETI28314 ETI_SOP_LINE_Tiers_Inquiry
ETI28315 ETI_SOP_LINE_Comm_Disc_Taken_Inquiry
ETI28316 ETI_SOP_LINE_Integration
ETI28401 ETI_CP_Quota_Summary_WORK
ETI28402 ETI_CP_Quota_SP_Summary WORK
ETI128403 ETI_CP_Quota_SP_HDR_WORK
ETI128404 ETI_CP_Quota_SP_LINE_WORK
ETI128405 ETI_CP_Quota_SP_SOP_WORK
ETI28502 ETI_CP_Quota_SP_Period_HIST
ETI128503 ETI_CP_Quota_SP_HDR_HIST
ETI28504 ETI_CP_Quota_SP_LINE_HIST
ETI128505 ETI_CP_Quota_SP_SOP_HIST
ETI28902 ETI_Comm_Plan_Tiers_ MSTR
ETI28903 ETI_Comm_Plan_Doc_ID_lgnore
ETI28905 ETI_Doc_Credit_Card

ETI28906 ETI_Comm_Plan_Payment_Terms_MSTR
ETI28907 ETI_Doc_Payment_Terms
ETI28908 ETI_Comm_Plan_Past_Due_MSTR
ETI28909 ETI_Doc_Past_Due

ETI28910 ETI_SOP_HDR_Indexes

ETI28911 ETI_SOP_LINE_Indexes

ETI28912 ETI_CP_Select_Doc_IDs

ETI28913 ETI_SOP_LINE_Info

ETI28914 ETI_CP_Process_Log

ETI28915 ETI_CP_Accrual_Log

ETI28916 ETI_CP_Quota_MSTR_HDR
ETI28917 ETI_CP_Quota_MSTR_LINE
ETI28918 ETI_CP_Quota_Period MSTR_HDR
ETI28919 ETI_CP_Quota_Period_MSTR_LINE
ETI28920 ETI_CP_Adjustment_Docs
ETI40101 ETI_SE_Module_Setup

ETI140102 ETI_SE_SOP_Doc_Type_Salesperson
ETI140400 ETI_CP_UserDefined_SETP
ETI170100 Move Sales Documents Restrictions
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