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Software Efficiencies

• Upgrade Process

• Flyer attachments

• Vendor Returns

• Quotes• Quotes

• Sales/Customer Analysis

• U2008.1, .2, .3 U2007.3, .2, .1

• Q & A

• Evaluations



No Frills Airlines

• They don't sell tickets, they sell chances. 

• Before the flight, the passengers get together and elect a pilot. 

• You cannot board the plane unless you have the exact change. 

• Before you took off, the stewardess tells you to fasten your Velcro. 

• When they pull the steps away, the plane starts rocking. 

• The Captain yells at the ground crew to get the cows off the runway. 

• You ask the Captain how often their planes crash and he says, "Just 
once." 

• No movie. Don't need one. Your life keeps flashing before your 
eyes. 

• You see a man with a gun, but he's demanding to be let off the 
plane. 

• All the planes have both a bathroom and a chapel.



Actual Headlines
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Software Efficiencies

• Upgrade Process

– Job requests

– User Suggestions

– Review Process– Review Process

– Development/Documenting

– Testing

– Implementation



Software Efficiencies

Location of upgrade docs
– M-19.6 -DST
– http://dst.sitemax.com
– http://dst.sitemax.com/Upgrades.asp



U2008.2 –Flyer Attachments

• Description: This feature provides the 
ability to add a PDF attachment to _ALL_ 
faxed and emailed laser statements with 
the EOM statement run.   the EOM statement run.   

Document

***On Demand!!!!



Vendor Returns

• Setup

– Customers

– Reason Code

– GL Considerations– GL Considerations

• Processing

– Item in your inventory

– Item not in your inventory

– Menu 15

– Credit Received



Quotes

• Overview

– Development

• Creating

• Accessing• Accessing

• Tracking

• Purge



Quotes -Development
• PRO.FORMA.DEL -Previously, once a quote was cancelled 

or purged it was no longer available to access unless it was 

restored from a save tape.  Now, when a quote is purged or 

cancelled, we copy it to a hold file where it will remain 

indefinitely.  What this allows us to do, is regain access to it if 

we need to, display via inquiry for deleted quotes



Accessing Quotes



Accessing Quotes M-1.2

M-1.2 and 19.5  
QL and QD



Accessing Quotes M-1.2

M-1.2 ‘V’ option

M-35.9



Accessing Quotes M-19.6

M-19.6 Stock Status use the 

Q and QD option



Accessing Quotes M-19.1A

M-19.1A –Quote Lookup Inquiries



Quotes –Reporting

M-2.29 List ALL Quotes (FT Only)
New listing for quotes that can be run by company, salesman 1 or 2 (from 

customer detail), providing operator, customer info, phone, PO#, salesman and 

total amount to help track quotes on the live file and do as needed.



Quotes -EOD.XREF

M-16.5 

01-162 Follow-up Quote Report



Quotes –Audit

M-2.28 Quote Audit



Quotes –Print Labels

M-34.38 –Print Labels for a Quote



Quotes –Online

• Quote handling online.   Look for it 
summer 2009!

• www.johnstoneds.com



Sales/Customer Analysis

• Review

– Documentation for a starting point

• Common Reports

• Some new stuff too!• Some new stuff too!



Online Sales Tracking

• Custom Report –available upon request.  
This report dumps directly to excel.  Use it 
to provide your customers with usage 
tracking as an added service.tracking as an added service.

• Sample



Sales Report

• M-11.2.15 –Customer Sales Report by 
Salesman (FT Only
– Very excel friendly, great report for tracking salesman 

activity.  Comprehensive customer/salesman sales 

analysis reporting tool, with salesman and date 

selection, consolidated (showing sales for all 

locations), including credits, providing month-to-date, 

year-to-date and last year totals. 



Sales Report

M-11.2.15



Customer/Vendor Sales

• M-11.19 Customer Sales Report (FT Only)

• Great report for tracking customer activity by 

vendor and by period.  This report shows total 

sales, cost, this year, last YTD, and comparing sales, cost, this year, last YTD, and comparing 

with vendor sales.



Customer/Vendor Sales

• M-11.30 Customer Sales Report (FT Only)

• Previously, M-11.10 was the report to run when 

you wanted to see customer/vendor sales for a 

specific customer.  Now there is an option to run specific customer.  Now there is an option to run 

this for all customers and narrowed down by 

product class.  EX: Equipment sales (vendor 

544) for all accounts….this is the report to run.



Customer Vendor Sales

M-11.30



U2007.3 –Sales Analysis

Description:   New sales report to show 
items sold and GP for a vendor

• Menu Path:  Menu 11.4.40 (Vendor Sales 
– Detail by Product)– Detail by Product)

• Why Use it: The Vendor Sales report 
provides detailed information for vendor 
data from Menu 11.4.20 (Vendor Sales 
Inquiry).  



U2007.3 –Sales Analysis



Sales Analysis

• Job Desc: Addition of columns to sales 
reports.  

• M-5.21 and M-11.4.11
• Why Use it: Additional critical info has been added to these • Why Use it: Additional critical info has been added to these 

reports/Inquiries.   By adding these fields we have helped streamline 
your sales monitoring by incorporating more pertinent fields into 
specific reports.  



Sales Analysis

• M-11.4.11  we have added columns to this inquiry that reports the 
number of invoices, the average value of the invoice in the current 
year, the average value per invoice in the previous year, the 
average value per invoice back 2 years.

– The new columns display in the first three columns of the inquiry.  

– Depending on which year option selected, will determine which – Depending on which year option selected, will determine which 
historical data will display.  

• If you select 1) This YEAR –you will get current year values 
and last year.

• If you select 2) LAST YEAR –you will get last year values 
and 2 years ago.

• If you select 3) 2YR AGO –you will get 2 years ago and 3 
years ago (as the data is built). 



Sales Analysis

M-11.4.11



Sales Analysis

• M-5.21 –We have added some sales 
columns to this report to make it more 
useful in monitoring activity and 
effectiveness of your programs..  effectiveness of your programs..  

– This will list sales for a program.  The sales 

values in this report are MTD -Month-To-Date, 

YTD -Year-To-Date and LY-Last Year. 



Sales Analysis

M-5.21



Break Time!

5 min break  



Yes, More slides!!!!



U2008.2

• Parameter driven notification of standard 
‘P’ack quantities in order entry.

• Goal -eliminate the potential for over/dead stock before it even gets 
into your warehouse.  This can be prevented with a little information 
that is already available in the ‘P’ack quantities, notifying counter that is already available in the ‘P’ack quantities, notifying counter 
staff of the pack requirements in order entry.    

• Benefits 

– Correct order quantities

– Chances for Up-selling



U2008.2

• Setup -The following conditions must be met:

• The parameter needs to be set in M-35.1, screen 3, field 12 to ‘Y’ 

• Product detail record, M-12.3.2.3, field 15 must have a pack quantity 
with a ‘P’ .  EX: 12P

• Quantity Ordered Requirement Notification:  in order entry M-1.2, 
the customer attempts to order a quantity of a product that is the customer attempts to order a quantity of a product that is 
<<MORE>> than what is on-hand (creating a customer B/O scenario 
–kicking off the purchasing process).  IF the customer orders less 
than what is currently on-hand that is OK, but if they order more -
counter staff will be notified of the Pack quantity requirement and 
prompted for ‘Y***’ to continue or increase the order to meet the 
purchasing pack requirement..



U2008.2



U2008.2

• Additions to Serial# report

– Date and Part Number ranges

– M-12.3.30 

• Serial number reports that need to be refined by • Serial number reports that need to be refined by 

specific product#, customer#, warehouse, or 

serial# as well as date range.   The new version 

of this serial number report provides you with the 

flexibility and selection criteria to tailor your 

report for the most commonly requested needs.



U2008.2

• Allow PPM messages in PO's that do not 
show on faxed and emailed copies

• M-7.1 and M-7.30
• Why Use it: Sometimes it’s necessary to add message lines to • Why Use it: Sometimes it’s necessary to add message lines to 

purchase orders for internal informational or reference purposes that 
don’t need to display on the final document that the vendor receives.  
For example, these could be message lines specific to a customer 
order or delivery information for the receiving department.



U2008.2



U2008.1

• Assign contract to all customers within a 
specific customer class.
– Often times there is a need to assign a pricing program(s) to all 

accounts of a certain customer class.   In the past, each customer within 

that class would need to be touched with the program(s) entered into that class would need to be touched with the program(s) entered into 

their customer master.  Now, all that is needed to be done is identify 

which customer class needs which programs and maintain it once within 

the customer class maintenance.



U2008.1

• How to use it: Setup your pricing programs and then apply those to 
the affected customer classes.

• Setup your programs in M-5.3 or M-5.15.

• Access customer class maintenance M-12.2.8 and enter the class to 
maintain.

– To get a listing of customer classes use M-12.2.28– To get a listing of customer classes use M-12.2.28

• Select lines 2 through 15 and put in the program name(s) assigned 
to the specific customer class.

• Pricing is available immediately in Order Entry



U2008.1

M-12.2.8



U2008.1

• Order Entry Product Memos
• Why Use it: Great way to add multiple lines of information that is 

keyed off the entry of the products to order entry.

• How to use it: This menu option has been around for some time as 
M-12.1.13.  The functionality remains but this is much more logically M-12.1.13.  The functionality remains but this is much more logically 
accessed from the product related screens.   

– Access M-12.3.2.20

– Put in a product number in the CODE field.

– Put in up to 10 lines of text.

– Pull the product up in Order Entry and the message lines automatically are 

added.



U2008.1 –Product Memos



U2007.3 -EOM

• Description:  Archive AR EOM reports 
to the Linux server

• Menu Path:  Menu 17.1a (EOD/EOM 
Combo), Menu 17.5 (EOM Report Xref Combo), Menu 17.5 (EOM Report Xref 
Maintenance), & Menu 17.6 (EOM Report 
Xref File Listing)

• Why Use it: Enhancement to the EOM 
Xref system for automatic archival of AR 
EOM reports to the Linux server.



U2007.3 -EOM

• How to use it:  This feature is already setup and 

will automatically start for those with a Linux 

server.  The AR EOM reports are setup to be 

automatically archived to the Linux server.  The 

file name of the report is stored in Menu 17.5, file name of the report is stored in Menu 17.5, 

Field 9.  The file name is what will appear on the 

Linux server in the EOM folder.



U2007.3 -EOM



U2007.3 -EOM

To access the reports off the Linux server, setup 
the following:

• Map a drive – Open up My Computer from your 
Desktop icon.  

• Tools > Map Network Drive > Select ‘R:’ from • Tools > Map Network Drive > Select ‘R:’ from 
the dropdown list.

• In the Folder field enter \\YOUR LINUX IP 
ADDRESS\reports  

• For Example   - \\192.168.100.226\reports

• Reconnect at logon – Check this Box

• Select Finish 



U2007.3 -EOM



U2007.3 -EOM

Open the EOM folder to view the EOM 
reports



U2007.1 -Purge Parameters

• What/Why-

– Expanded numbers of days for retaining file 

information

– More on-screen Info (areas of system – More on-screen Info (areas of system 

affected)

• Recommendations



U2007.1 -Purge Parameters



Product Warnings

• Use Like Regular Soap –Dial Soap

• Product will be hot after heating –
Microwaveable meal

• Warning: Keep out of Children –Knife• Warning: Keep out of Children –Knife

• Not to be used for other use. –food 
processor

• Warning: Contains nuts –Bag of peanuts



Actual Newspaper Headlines (1997)

• Include Your Children when Baking Cookies 
• Something Went Wrong in Jet Crash, Expert Says 
• Police Begin Campaign to Run Down Jaywalkers 
• Safety Experts Say School Bus Passengers Should Be Belted
• Panda Mating Fails; Veterinarian Takes Over  
• Eye Drops Off Shelf 
• Enraged Cow Injures Farmer With Ax
• Plane Too Close to Ground, Crash Probe Told 
• Miners Refuse to Work after Death • Miners Refuse to Work after Death 
• Stolen Painting Found by Tree 
• Two Sisters Reunited After 18 Years in Checkout Counter 
• If Strike Isn't Settled Quickly, It May Last a While 
• Cold Wave Linked to Temperatures 
• Typhoon Rips Through Cemetery; Hundreds Dead.
• Man Struck By Lightning Faces Battery Charge
• New Study of Obesity Looks for Larger Test Group
• Kids Make Nutritious Snacks 
• Local High School Dropouts Cut in Half 
• New Vaccine May Contain Rabies 
• Hospitals are Sued by 7 Foot Doctors 



Printscreens

• Good Info

• www.gadwin.com



KB –Laser Checks

– Order Laser Checks from Leading Edge 
Printing

– Contact Gary Moser at 1.800.765.8868. 
Several stores are using this standard laser 
check form.check form.
**HP laser printer recommended. 
***Customization from this recommended 
form will be billable programming. 

– Sample Check
(http://dst.myjohnstone.com/config/uploads/Shared_la
sercheckssample10122005.pdf )



AccuTerm Session History

• History allows you to go back to previous 
screens for review or copying and pasting 
(into jobs).



AccuTerm F-Keys

• Setup F-Keys to reduce keystrokes



Q & A

• Open Discussion Time



Evaluations
• AVERAGE:Not too bright.

• EXCEPTIONALLY WELL PREPARED:Has committed no major blunders to date.

• ZEALOUS ATTITUDE:Opinionated.

• CHARACTER ABOVE REPROACH:Still one step ahead of the law.

• QUICK THINKING:Offers plausible excuses for errors.

• TAKES PRIDE IN WORK:Conceited.

• STERN DISCIPLINARIAN:A real jerk.

• TACTFUL IN DEALING WITH ATTENDEES:Knows when to keep mouth shut.

• APPROACHES DIFFICULT PROBLEMS WITH LOGIC:Finds someone else to do the job.

• A KEEN ANALYST:Thoroughly confused.

• EXPRESSES SELF WELL:Can string two sentences together.

• CONSCIENTIOUS AND CAREFUL:Scared.

• METICULOUS IN ATTENTION TO DETAIL:A nitpicker.

• DEMONSTRATES QUALITIES OF LEADERSHIP:Has a loud voice.

• JUDGEMENT IS USUALLY SOUND:Lucky.

• MAINTAINS PROFESSIONAL ATTITUDE:A snob.

• KEEN SENSE OF HUMOR:Knows lots of dirty jokes.

• STRONG ADHERENCE TO PRINCIPLES:Stubborn.

• SLIGHTLY BELOW AVERAGE:Stupid.

• HARD WORKER:Usually does it the hard way.

• ENJOYED CLASS:Better than root canal.

• WELL ORGANIZED:Does too much busywork.

• COMPETENT:Is still able to get work done if supervisor helps.

• USES TIME EFFECTIVELY: Clock watcher.

• VERY CREATIVE:  Finds 22 reasons to do anything except original work.

• USES RESOURCES WELL: Delegates everything.



Thank you for attending!Thank you for attending!


