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SALES & DISTRIBUTION MANAGEMENT 

BizForceOne® Overview 2011 

Overview   

Customer Profile   

¶ The information  

A place to store all information of customers such as:  

 

V Code  

V The contact information: name, name two, find the name, address, address 2, 

contact person, phone number, fax number, district, city, postal code, region, 

nation, email, website ...   

V Delivery Address: Office hours by default of the customer, warehouse delivery 

code, code delivery address, delivery address, longitude, latitude, delivery routes 

(MCP), the default is 05 degree) , distribution, forwardin g agency code, service 

code (the first) delivery.  In addition to information on basic delivery, BFO system 

also supports the installation of each matrix multiple delivery addresses for each 

customer  
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V Information delivery: code method of delivery, delivery time, a shipment (of 1 

times / export more than once), the agency code and code delivery service 

delivery, the delivery priority (set in the priority from low to high   

V Information about debt and credit currency code, credit limits, balances 

(currency), balance (the currency), amount paid, amount of payment discount   

V Information on installation and billing: the default client code for billing, tax 

codes, currency code, code clerk, allowing bills discounted by the amount the 

budget is locked (assigned goods, invoices and all), allow the tolerance of 

payment.  

V Ordering information: for booking (not allowed, options, always allows pre -set).  

V Recording information group: groups of subjects VAT accounts, group accounts 

to automatically price the customer group, customer group discount.  

V Group invoices: invoice the client code, the copy sheets, bill discount code, 

bonus code.  

V Group payment information: Payment (by hand / pressure for the oldest), code 

mode of payment, payment terms code, the code mentioned it, th at financial 

penalties, prompt loan identification process.  

V Further information with customers:   

V Matrix delivery address.  

V Matrix bank account payment  

V Credit matrix  

V Matrix salesman  

V Planned collection schedule  

V Book details the transaction (the customer side window). 

Settings   

Sales  setup   

Includes parameters to be installed first for the sales module.  Including the systematic 
properties such as:  

¶ Remember Ledger (choose yes / no): noting the transaction of sale, then 
BizForceOne ® system automatically recorded in the accounting entries 
generated by the group of accounts automatically or not recorded selected to 
receive if not check this attribute.  

¶ Credit Warning: warns on sales orders / sales price for the customer exceeds the 
credit limit.   

¶ Inventory Alerts: Warning on inventory availability when making quotes and 
sales orders.  
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¶ How to book discount (select discounts or discount details) with the discount on 
each order / invoice system BizForceOne ® will book the two options for this 
property.  

¶ First way: lower prices - accounted revenue after deducting the discount.   

¶ Other way: discount information - revenue accounting before discount and 

the discount into account trade discounts. 

 

¶ Between the monetary pressure: Pressure payment for multiple currencies. For 
example, currency is the dollar bill and allow payment in EUR.  

¶ Enter the return on the bill of regulation allows the recording of warehoused on 
the billing adjustment.   

¶ Required accurate cost accruals.  
¶ Retail  

o Type round: choose rounding up or rounding down.   

o The amount of the lowest return.   

¶ Allow other VAT group: a bill allowing sales teams to sell VAT.  

¶ Rows / bill of sale: the maximum number of lines for a bill of sale.   

¶ The amount of tolerance for a unit price: The maximum amount of d eviation of 
the unit selling price than the price policy.   

¶ % Tolerance for the bill of sale: the maximum error rate for sales invoices.   
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¶ To enter foreign documents: forced entry of foreign documents for the sale.   

Customer  posting profile   

Function allows users to define corresponding accounts with each business transaction 

for the Client group.  After the definition and parameters for customer records, the 

business generated sales equivalent to the system customers will be automatically 

accounted for in the accounting books. 

 

Includes the following attributes:   

¶ Accounts Receivable: for the record debt service payments, payments tolerance, 
adjustment of debt, ...   

¶ Prepayment account, deposits: the professional front.   

¶ Account sales  
¶ Account control sales  
¶ Account trade discounts  

¶ The account of the payment application: fault tolerance / loss, rounded words / 
loss.  

¶ The accounts of revenues and selling expenses.  

Customer template   
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Customer groups form the basic parameters of the general properties for each 
customer group (self-install and define the group).   

The installation of the sample group will help users reduce the time and effort for 

parameter information when the occurrence of new customers, and support for 

statistical reporting and senior administrato rs in the system reported availability of 

BizForceOne ®. 

 

Master Coverage Plan  

MCP and parameter settings on the client, to support the activities of delivery: delivery 

plan, the estimated time of delivery and settlement of delivery costs é 
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market  coverage (Area)   

As a checklist for the parameter regions (regions - market coverage). This list will be 

the database for users to manipulate the screen in the sales transaction. 

Salesperson   

Salespeople are abbreviated lists were extracted from the list of employees. 

BizForceOne ® system is the default form to report sales statistics by region, by 

salesperson ... for the effective management of sales staff. The table lists the clerk, in 

addition to the set of attributes related to the sales staff, we also  can install the 

manager and regional manager for sales staff. 
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Shipment method   

Install the group, type of delivery for the sales process, packaging and delivery . 
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Shipping agent   

Allows users to declare the company / individual delivery. Details for listing service / 

delivery vehicles for each agency receives the top. 

 

Policy price   

Policy prices are set in two ways:  

¶ First way: directly to the table setting price policies, including the following 
information:   

o From day to day application  

o Product Code (item)   

o Client / customers / promotions apply.   

o The minimum number  
o Unit of measures 

o Application of the branch sales, business center  
o Minimum revenue amount.  

¶ The selling price under these conditions. 
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V Other way: set the price review board,  and then record price of £ approved 

automatically copy the data into the table price policy . 

 

Discount policy   
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¶ Customer group discounts  

List of group discount customers are set to define the general group for clients with 
similar characteristics and will receive a discount policy for the same.  

For example, the group issued a dealer discount when buying the product group A01 

will receive a 5% discount. 

 

¶ Group discount products  

List of discount product group used to define the product group discount of the same 
nature.  

For example, group product being sold to group A01 agent 02 will be granted a 2% 

discount. 
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¶ Discount policy  

Setting the discount policy will include the following elements:   

o From day to day application  

o Product groups / destination of each product title   

o Group discount customer / client by name / promotions.   

o The minimum amount / minimum amount applicable   

o Apply for affiliates, and business center  
o % Discount rate is applied to the above conditions.   

¶ In addition, the system BizForceOne ® supports discounting by other means: 

gifts, or buy 10 get 1 free form é  
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¶ In addition to the discount policy is set to apply the discount directly on the sales 
invoice, the system management support deeper discount: discount contracts, to 
address the needs and balance calculations discount after the sale.  

Policy commissions   

¶ Product group commission 

Product Group commissions are created for a group of product / service groups, helps 

to set the group rose more quickly . 
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¶ Customer group commissions  

Set to group customers in the same group of roses customers enjoy the same 

commission. 
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¶ Policy commissions  

Matrix is used to set the commission rate based on the conditions set as follows:   

o Objects products: the option values for one tuogn following de tails for 
each individual product or product group rose.   

o Subjects selling is an option in the value of the following: details of each 
customer or customer group or apply for all clients, or apply for any 
promotions.  

o Also, in the settings object and scope of the commission rate, we can 
apply to the branch or business center part of the company.   

o Effective Date: from day to day.   

¶ Conditions of value: the minimum number, unit, currency, minimum . 

 

Group payment terms   

¶ Payment method  

A place for users to define the payment methods used in transactions: buy, sell, credit, 

... for example, bank transfer, cash paymenté 
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¶ Terms of payment  

Contains information on payment terms, this is the matrix of payments,  the state 
contains the following preliminary information:   

o The screen above contains information identifying the payment terms: 
code, name, based on the base (on the invoice, date recorded, date of 
warehousing, ...).   

¶ The screen below contains information for each payment corresponding to 

the payout rate and the number of days to pay with each payment.  For 

example, a contract of sale: payment upon delivery 30%, ten days after 

collection to 50%, and 20 days after collection to 20% of the amount 

remaining. 
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Promotions   

As a record of information for each promotion: the program code, names of programs, 

from day to day effect, the state of play . 
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Quota sales   

Setting the quota for each product (item) is installed under the applicable quota on file 

the following products: 
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quota cho sʞn phʤm (item). After installation of the required quota, the continuing need 
to set quota for the consolidated group product (item).   

¶ Integrated product team quota   

As the list contains the active ingredient in groups together, or in other words, users 

can set a quota on registration codes. 
























