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A) Getting Started

1) Once the install is finished you will need to setup stores and users. Click on the tab “Company Data”.  Initially the Owner may want to get familiar with the system before assigning additional users.

2) Users can be tagged to see certain Tabs. I.e.: You may want Purchasing to see certain tabs that Accounts Receivable would not need to see. 

3) E.R. is Windows friendly, so if you have used Windows based programs before, you will be able to understand what you will need to click on, etc.

4) You will need to set the first month of your fiscal year and if you include Saturday as a workday in your daily goal calculations. We do not and therefore usually have from 20-22 workdays in a month.

5) Then click the “Add Locations” button to add and Edit Location button to edit the sales numbers in the future.

6) Right now we do not have past history upon startup to look at, but that is a high priority in the near future.

B) Using E.R. each day

1) Store Page- When you pull up the system each day it will show the store page which will show the previous day’s sales and GP, MTD and YTD also are included. Also keep an eye on the field with Last Sales Day: on the bottom right. This will indicate if there was a problem with the system overnight.

2) Invoicing – most of the information is self-explanatory. I like to look at the credits in each store. You can double click on the Customer Name and see much more detail on the credit. This allows me to look at all significant credits for the previous day in a matter of a few minutes. I have asked all my salespeople to put a message line on all non-warranty credits so I can know why that customer is returning the product.  There is also top ten for each category under sales by credit method and ship method. Please note the drop down arrows on all screens that allow you to change the date of the information you are looking at.

3) Service – shows fill rates, backorders, below ROP, sellers, price changes, price holds, warranty returns, and store returns. All info that we used to look at paper. All sorted in what is believed to be the most significant order. You will notice that the results can be sorted by A, B, C, etc. class. Can change dates on this screen also.

4) Purchasing – allows you to keep track of PO’s generated each day, Overdue and Outstanding PO’s.

5) Inventory - shows inventory value sorted by store and or ABC ranking. This is where you will see last 12 months turns.  Also notice, as with other screens, you can change the graphing according to MTD, YTD, Last 12 Months, Last Month, etc. Of course you will need history to see this information.

6) A/P - still working on this to show future amounts owed so we will be able to predict cash flow issues, etc.

7) A/R – something I use about once a week to watch what my accounts receivable is doing. Helps you spot problem accounts.

8) Bank – still work in progress.

9) Customer/Vendor - Shows top 100 Customers and Vendors sorted by different values. I.e.: sales, GP$, GP%, etc. Best way to understand it is to try it. Works slow because it compiles so much info. Looking at a way to have more customers to look at.

C) Future Upgrades

1) Need to load past sales and inventory history.

2) Combine AR customers and give them an option for all.  For example if a customer does business at multiple stores you should be able to run a report for the customer based on both stores.  - Committee says this is a high priority item.
3) Look into adding printing function for all screens.
4) Total on Top Customer/Vendor Tab should have another line to not include store transfers.
5) Measure turns by vendor.  Add to the Top Customer/Vendors Tab.
6) Display detail PO for vendors other than Corp.
7) Track new customers and their sales.
8) Add a tab that would track customer by salesman.
9) Pick out top customer orders and be able to send them a Thank You.
D) Your suggestions:
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