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SALES MANAGEMENT SYSTEM

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *            
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance                    *
                         *6. Main System Menu                    *
                         .)))))))))))))))))))))))))))))))))))))))-

This is the SALES M EN U  S ection.  From  here you w ill m anage the Sales In form ation generated at the Sales
R eg isters, and set up new  salesm akers/tills .

N ew  Salesm akers need to be added to the  system  first in (Selection  5) Salesm an F ile M aintenance.  Access
to  the Sales S creen is  done d irectly  from  P lease logon w ith  a T ill Nam e that m ust first be estab lished in the T ill
N am e M aintenance.  The w ay StockBoy reacts in  the Sales Screen is contro lled by sw itches that you set in  the
M aster System  M aintenance section.  Your recap of hours w orked and com m ission earned is in  (Se lection 2)
the  Sales Sum m ary.  Ana lyze your traffic  flow  w ith the  T im e / Sales A na lysis.
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END OF DAY TILL UPDATES

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *            
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates ))))))))))))))))))>)))),
.))))))))))))))))))))))) *2. Summary Reports                     *          *
                         *3. Re-Print Daily Sales Reports        *          *
                         *4. Till Name Maintenance               *          *
                         *5. File Maintenance                    *          *
                         *6. Main System Menu                    *          *
                         .)))))))))))))))))))))))))))))))))))))))-          *
                                       +))))))))))))))))))))))))))))))))))))2))))))),
                                       * Enter Date for End of Day Closing 05/09/93 *
                                       .))))))))))))))))))))))))))))))))))))))))))))-

The EN D  O F D AY  p rocedure  is your utility  to  "C lose the D ay."  Th is w ill to ta l your sa les activ ity, report
com m issions, hours w orked, and com pute your deposits.  Th is w ill a lso re-open the tills  that have been "Z 'ed"
in  the Sales Screen, and m ake them  ready for business.  You start the process by identify ing which date  you
going to close.  The date that w ill be defaulted w ill be the today's date.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
* ATTENTION!  Sales Summary has 36 Days' Information.       *

* Use PURGE Option under Summary Reports to Reduce Storage  *
.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

NOTE - You will encounter this message anytime your Sales History grows to exceed 60 days of data in
storage.  This is a reminder message only, you should plan on going to the Sales Summary Reports section
of this menu to print and purge the data to save disk storage space.  Just press <ENTER> to continue past
this message.
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+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
),

*                           END OF DAY TILL UPDATE                          *
*                                                                           *

*                                 WARNING !!                                *
*                                                                           *

*                      05/09/93 has already been closed!                    *
*        If you continue, you will COMBINE information from the             *

*                    prior End of Day Procedure!                            *
*     No existing bookkeeping transactions will be changed or erased.       *

*                                                                           *
* This End of Day will COMBINE Summary data and Bookkeeping Network data.   *

*                                                                           *
*         Continue with End of Day for 05/09/93 ?  <Y> or <N>               *

.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)-

This w arn ing screen w ill on ly be d isp layed if you have a lready run an EO D  for the date  you entered before.  You
should  only com pute an End of D ay once for each day.  If you do forget a  till in  your End of D ay process and
still need to  process it fo r that date, you can.  You w ill see th is  w arn ing to  e lim inate an accidenta l 'doubling ' of
an EO D .  If you proceed at the point above, the to ta ls from  the first End of D ay w ill be com bined to  the to ta ls
from  any subsequent EO D  for the sam e date.  The on ly prob lem s w ould  occur if you w ere us ing a w rong date ,
then your books w ould  report the correct to ta l, but your productiv ity reports w ould  show  a m issing day, and a
double size day.  You m ust answ er e ither <Y> or <N > to th is prom pt.

NOTE - The bookkeeping network will pass multiple separate posting summaries to the General Ledger using
consecutive transaction numbers but with identical transaction descriptions.  The entries will be just fine.

AUTO Z' Tills

If you have enabled the StockBoy Features (M aster System  M aintenance) to  "AU TO  Z" tills , StockBoy w ill ignore
the "Z 'ed" or "N on Z 'ed" sta tus of the tills. (And the 'Z ' O ption on the S ales M enu w ill not even appear.)  ALL tills
w ill be included in the End of D ay.  Th is should O N LY be used for operations that use a com m on, or un iversa l,
till and tha t do the ir End of D ay AFTER  the  end of business for the  day or before the  next day's business begins.
Any T ill le ft LO G G ED O N  (A ctive) while  the End of D ay is run W ILL STO P TH E EO D  FR O M  PR O C EED IN G .
A ll T ills  M U ST be logged off, and they cannot Log back on until the EO D  is fin ished.

Aside from  that one proh ib ition  you can  handle  your tills  a lm ost any w ay that you have in  the past.  You can
"C lose  your D ay" at the  end o f the  day, at the  beg inn ing  of the  day, or at any regular tim e during  the  day.
StockBoy w ill on ly close the day w ith  just those tills  that have been " Z 'ed."  Any tills  still active during th is
procedure  w ill not be affected until you do tom orrow 's End of Day, by w hich tim e they too w ill be "Z 'ed."

The next screen you w ill see is the "M aster E .O .D . T ill Sa les."   Th is screen w ill show  you all o f your tills  that you
have set up and how  m uch activ ity they are show ing currently.  M any m anagers w ill com e to  th is po in t to  get
a  quick overview  as to  how  business is go ing so far today.  And then they w ill exit by answ ering <N > to  the
question.  It is  a  handy p lace to  see how  you are do ing on a  till by till basis.  (The Sales race w ill show  you the
sam e in form ation on a Salesm an by Salesm an basis, in  the Sales Screen.)
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+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*========================= Master E.O.D. Till Sales =============================*
*                                                                                *
*       +))))))))))))))))),                                +)))))))))))))))),    *
*       *  TILLA = 512.50 *          TILLB = 0.00          * BOSS = 109.92  *    *
*       /)))))))))))))))))2),                              .))))))))))))))))-    *
*       *  AMSHIFT = 941.90 *        PMSHIFT = 348.39                            *
*       .)))))))))))))))))))-                                                    *
*                                                                                *
*                                                                                *
*                                                                                *
*             Continue with EOD Using Highlighted Tills  Y or N                  *
*     +)))))))))))),                                                             *
*     * Z'ed Tills *   [ Open Tills ]   [ Active Tills ]    < R > = Re-Open Till *
*     .))))))))))))-                                                             *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

NOTE - The till name "PRACTICE" has been reserved for use as a TRAINING DEVICE Only.  Any till named
"PRACTICE" (regardless of password), will NOT interact with time clocks, end of day files, sales race,
commissions, ticket counts, accounts receivable folios, or any sales summary.  The receipts will print (but they
will ALL have ticket # 000000); all normal functions will appear to work perfectly, but no updates to critical
areas will occur.  And PRACTICE will NOT appear as part of any End of Day Process.

As you can see above, three of five tills  have been Z 'ed.  "T illB " hasn 't had any activ ity  and the "PM SH IFT" till
is  still active (and w ill BLIN K.)  A ll o ther tills  have been Z 'ed and upon answ ering <Y> to  th is prom pt w ill begin
the EO D  process to  re-activate  them .

Typing an <R > w ill a llow  you to  "R e-O pen" tills  that has been Z 'ed.  U se th is to  m ake adjustm ents to  the sa les
registe red to  th is till, or to  continue doing business on th is till.  If you have Full P riv ilege in th is section, you w ill
be asked w hich till you w ant to  R e-O pen and then returned to  th is  screen.  The screen w ill now  reflect the till's
new  sta tus.  That's a ll there is to  re-opening a T ill.

W hen you  P ress <Y> to continue, StockBoy w ill check a ll the tim e-cards entries, for th is date , for any "In 's"
w ithout "O ut's."  If there is an error in  the tim e card files you w ill see th is screen:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*                             E.O.D. TIME CARD CHECK                             *
*                                                                                *
*                            RJB HAS TIME CARD ERROR                             *
*                                                                                *
*  If you continue, ALL time card entries for EVERY salesman with ANY errors,    *
*       will be automatically deleted and printed out at End of Day!             *
*                                                                                *
*        ANY salesman with 100% good entries will NOT be affected.               *
*                                                                                *
*               Continue with End of Day <Y> or <N>  N                           *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

If you Press <N > to  s top the End of D ay you w ill be taken back out to  the M enu w here you can go to  the sa les
screen and m ake the tim e card entry corrections.  O r if you P ress <Y> to  continue, the sa les person 's hours in
question w ill be prin ted out in  a d iscrepancy report so  you can enter the correct to ta ls in  the Sales Sum m ary
la ter.  These hours W ILL NO T be included in  the sa les sum m ary until they have been m anually entered in to  the
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Sales Sum m ary.  The End O f Day w ill update  and clear a ll tim e card entries for the date  be ing EO D ed.  (Th is
is  one m ore reason w hy you should  not le t anyone change your 'System  D ate!')

+))))))))))))))))))))))))))))))))))))))))),
* Print Detailed Daily Ticket Summary  Y  *

.)))))))))))))))))))))))))))))))))))))))))-

If you answ er <N > to th is question you w ill get a shortened  vers ion of your da ily ticket recap.  You w ill get a
printout that on ly show s your grand to ta ls for each till, and none of the ind iv idual ticket deta il.  P ressing <Y> w ill
produce the fo llow ing "Deta iled D aily T icket Sum m ary":

StockBoy DEMONSTRATION DATA
DAILY TICKET SUMMARY - MONDAY 01/05/93  PAGE 1

TICKET   SM  NAME                          FIRST LINE PRODUCT DESCRIPTION      M.O.P.     AMOUNT  
  A/R #
---------------------------------------------------------------------------------------------------------------
***** TILL1 *****
0000098 DMS  *** VOIDED ***
0000099 DMS  CASH SALE                        POWER SCREW DRIVER               CASH       20.95              D
0000100 DEB  ROGER SMITH                      10 IN. TABLE SAW PKG             CASH      100.00
                                                                               CHECK     334.56
0000101 DMS  ACME ELECTRICAL ENGINEERING CO. RATCHET TOOL SET                  CHARGE 
 125.95       114
0000102 DMS  CASH SALE                       BOX ASST. BOLTS                   CHECK       2.10
----------------------------------------------------------------------------------------------------------------
TOTALS FOR THE FOLLOWING 'Z'ed TILLS

TILL1

2     TOTAL CASH               120.95
2     TOTAL CHECK              336.66
1     TOTAL CHARGE             125.95

0     TOTAL A/R PAYMENTS         0.00

5     TOTAL TICKETS
1     VOIDED TICKETS
0     SUSPENDED TICKETS
0     INCOMPLETE TICKETS
0     TRANSFER TICKETS

NO CRITICAL EDITS TODAY

Let's go through the ticket deta il o f the six tickets show n on th is report.  F irst on the le ft m arg in , notice the ticket
num bers.  These ticket num bers w ill be show  by TILL, and s ince you can have m ore than one till operating at
a tim e and the  tickets are autom atically num bered by StockBoy these tickets w ill not appear in  till sequence.
H ow ever, they should be in  num erica l order.

Special T ickets like Layaway Paym ents, SPO s, and R O As w ill be  grouped a t the  end o f the  regular tickets.
Their ticket num bers w ill be d ifferent from  a ll the others because they w ill start w ith  the ir abbrevia tion (i.e .
SPO 0435; LAY4385; R O A1834; XFR 5923; e tc.).  Th is w ill g roup them  together by the T ill that d id  them .
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The Salesperson 's in itia ls w ill be next on the line fo llow ed by the custom er nam e that was printed on the receipt.
N ext you w ill see the descrip tion  from  the first item  line on the ticket, to  help  assist in  rem em bering the
transaction if needed.

The next category is the M O P.  In  th is section you m ay see m ultip le  entries for a  particu lar custom er.  Such as
w ith ticket # 0000100, th is custom er pa id $100 in cash and  the  rem a in ing  $334.56  w ith a  check.  This is a
"M U LTIPLE M ETH O D  O F PAYM EN T" transaction.

C harge sa les such as ticket #  0000101 w ill carry one m ore p iece o f in form ation than any o f the other m ethods
of paym ent.  The next category on the line is the C harge Account Num ber for th is custom er.  S ee  ticket #
0000101 above.

The last category on the line, as seen on ticket # 0000099, the "D " in th is co lum n ind icates that a D ISC O U N T
w as applied to th is ticket.  M ore  deta il about the D iscount w ill be found in the C ritica l Edit Report.

The in form ation conta ined on th is prin tout is designed to  assist in  reconstructing the day be ing closed.  M any
businesses start out by running th is deta iled report every day w ith  new  people until the new  em ployee is sure
of how  to  work the equipm ent.  Then the short version is a llow ed, w hich prin ts just the recaps found at the
bottom  of the reports.  N otice that even VO ID ED  tickets (ticket #  0000098) are reported on the deta iled report.
Th is can m ake it easier for you to  find those people  who need a little  m ore tra in ing.

CRITICAL EDIT REPORT

After the DAILY  TIC KET SU M M AR Y you w ill a lso get the C ritica l Ed it R eport, (a  "Tattle -Ta le" o f ed its to  critica l
data  areas).  It w ill report zero critica l ed its if its  em pty, but it w ill ALW AYS be there.  These w ill include changes
in: R eta il P rices, Tem porary Sales P rices, C osts, C hanges in  Beginn ing T ill Am ounts, the tim e of any T im e-Card
dele tion , X FR  T ickets, and any change in  the Sales Sum m ary D ata.  The C ritica l Edits file  records com plete
descrip tions o f price overrides.  Each line is carefu lly form atted to  include the SK U  and D ESC R IPTIO N , fo llow ing
by an "*" to separa te the description from  follow ing text. 

A ll d iscounts, w hether line item  or to ta l ticket, w ill be reported on the critica l ed its on a  SKU  by S KU  bas is.  The
text line "L  D isc" m eans line item , "T ic D isc" re fers to  to ta l ticket d iscounts.  W hen a to ta l ticket d iscount is used,
EVER Y line item  on the ticket w ill rece ive a  pro-ra ta  share o f that d iscount, and E VER Y line w ill be prin ted on
the C ritica l Edit report.  The d iscounts w ill show  as negative num bers un less there is a re fund ticket that is
d iscounted.

NOTE - It is conceivable that the same line item will be printed multiple times; i.e. discount, refund, and/or
tracked all at the same time.

The "T" s ta tus m ark on inventory item s for TR AC KED  ITE M  has been set to  autom atica lly trigger an entry to  the
critica l ed its file  for EVER Y sale.  Any SKU  can be m arked to assist in  tracking activ ity on certa in  spec ific
inventory item s such as very large ticket item s, check stand item s (elim inate h igh shoplifting potentia l),
m iscellaneous SKU 's w hen a  rea l SKU  is not ava ilab le, and SKU 's used as m onetary cred it such as D eposits,
D iscounts, and/or S tore C red it M em o's.

A ll p rice overrides and cred it (re fund/exchange) sa les w ill appear on the critica l ed it report. A nytim e an operator
presses "R " for re-count (to  be exp la ined la ter in  th is section) in  the till denom ination screen, that fact w ill be
recorded.  Too m any re-counts M IG H T im ply that the counts are  being m anipu la ted to  m atch the expected
am ount o f m oney in  the till ... possib ly ind icating that any cash overages are being rem oved.

LINE ITEM COMMISSION RECAP

You can activate  the Line Item  C om m ission Recap in  the M aster System  M aintenance.  O nce it is  activated you
w ill rece ive a line by line item ization of com m iss ion  da ta  from  sales tickets printed just after the C ritica l Edits
R eport.

The Line  Item  C om m iss ion  R ecap w ill print a separate report for each sa lesm an w ith com m issionab le totals.
The till, ticket num ber, SKU , SKU  description, com m iss ion  ra te, com m ission override, com m issionable sa le
am ount, and the resu lting line  item  com m ission w ill be prin ted to  g ive the reader an exact tracking of how
StockBoy calculates total da ily com m issions.
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NOTE - This recording may add a second or two to the length of time it takes to complete a sales ticket.  (If
you DO NOT pay commissions, it is wise to leave this feature turned off.)  It might be good idea to use the new
feature for a period of time to 'proof' the system and to generate confidence in the automatic calculations; then
it can be turned off to save time during sales screen activity.

The system  begins record ing line item  com m issions w hen you set the sw itch to "Y " and the tills  re -LO G O N !  If
you activate  th is feature in the m iddle of your business day, your End of D ay com m ission item ization w ill on ly
reflect those tickets tha t w ere processed on tills  tha t LO G G ED  O N  AFTER  the  setting  of the  sw itches.

NOTE - Each line item commission is rounded to standard dollar and cents accuracy on a line by line basis.
This should not affect commissions more than a maximum of one cent per line item.

The End of D ay com m ission item ization utilizes the current com m ission ra te  for the sa lesm an as it p rin ts.  If you
change the sa lesm an's com m ission ra te during the m iddle of the business day, StockBoy w ill AC C U R ATE LY
track the correct com m ission am ount, but the E nd o f D ay report w ill use just the C U R R EN T com m ission ra te
... therefore a  d iscrepancy betw een the to ta ls on the com m ission report and the to ta ls on the M aster D aily Sa les
report can occur.  StockBoy uses the  M aster D aily Sales report to generate the  fina l totals for a ll sum m aries.

R em em ber that a ll d iscounts w ill fo rce the system  to  P R O -R ATE  the line item  com m issions. N O  SKU  w ith  a
'sp iff' (com m ission override se t to  a  do lla r figure) w ill be pro-rated or changed regard less of the sa lesm an's
com m ission ra te  or the d iscount am ount.  Spiffs are recorded fo r any sa lesm an even if the com m ission ra te  is
zero percent.  C om m issions w ork identica lly w ith  positive  as w ell as negative (re fund) sa les num bers; a  re fund
w ill reduce com m issions exactly the sam e am ount as the sa le  increases com m issions. 

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*=========================  Master Till Count - 05/24/93  =======================*
*                                                                                *
*              Pennies                  0              0.00                      *
*              Nickels                  0              0.00                      *
*              Dimes                    0              0.00                      *
*              Quarters                 0              0.00                      *
*              Fifty Cents              0              0.00                      *
*              Other Coin               0              0.00                      *
*              Dollar Bills             0              0.00                      *
*              Fives                    0              0.00                      *
*              Tens                     0              0.00                      *
*              Twenties                 0              0.00                      *
*              Fifties                  0              0.00                      *
*              Hundreds                 0              0.00                      *
*              Other Bills              0              0.00                      *
*              Charge Cards             0              0.00                      *
*              Checks                   2            336.66                      *
*                                                                                *
*                                                                                *
*                         <F1> = Exit Till Count                                 *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

The M ASTE R  E .O .D  TILL CO U N T Screen (your next E .O .D . screen) is w here you w ill count the grand to ta l o f
co in , currency, checks, and charge cards; from  a ll the tills  be ing closed.  Just like the screen that the checkers
counted to  " Z  " their tills to  find out if they w ere over o r short, th is serves the sam e purpose but for a ll the tills
co llective ly.  System s Z 'ing ind iv idual tills w ill see the till counts from  the separate  Z 'ed T ills autom atica lly
com bined on th is screen.  F ina l ad justm ents and edits to  the collective till cash can be m ade here.  How ever,
in  m any cases you m ay prefer to  press <SH IFT> <F1> to  escape from  the EO D  process, re-open the till in
question, and m ake your corrections in  that till itse lf.
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Non Z'ed EOD

If you are do ing N on Z 'ed T ills  you w ill use th is section to  "Z" your till(s).  sim ply input the quantity o f the co ins
or b ills  you have.  StockBoy w ill extend the va lue for you and add up the to ta l.  Th is saves tim e and e lim inates
stup id  m iscounts caused by fa tigue at the end of the day.  You w ill have tills  that ba lance m ore consistently.  For
deta iled instructions on how  to  "Z" your till see the section on Z 'ing T ills in the Sales Screen M anual.

Z'ed Tills EOD

If you are using the Z 'ed T ills  option the num ber o f co ins, currency, cred it cards, and checks w ill a lready be
com bined here from  your ind iv idual till Z 'ing.  You can m ake changes here the sam e w ay as the "N on Z 'ed EO D "
system .  How ever, m any tim es it is  m ore e ffic ient to  re-open the till in  question , and  w ork on it a t that leve l
instead.

A fter you have input all the  currency and co in, and verified  the  checks and cred it cards against the ir files, press
the <F1>  key to  continue.  Don 't w orry you can re turn  to  th is screen from  the next one, if you need to .

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*==============================  TILL RECONCILIATION   ==========================*
*                                                                                *
* Description                 Sales              In Till          Short  < Over >*
*--------------------------------------------------------------------------------*
*Beginning Tills               500.00                                            *
*                                                                                *
*+ CASH  " $ "                 120.95              621.00              <0.05>    *
*+ CHECKS  " X "               336.66              336.66               0.00     *
*+ CREDIT CARDS " C "            0.00                0.00               0.00     *
*                                                                                *
*= CASH TO BE ACCOUNTED FOR    957.61               957.66             <0.05>    *
*--------------------------------------------------------------------------------*
*                                                                                *
*              <ENTER> = Accept Till     <R> = Re-Count   <ESC> = Quit           *
*                                                                                *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

The TILL REC O N C ILIATIO N  Screen d isp lays your O ver/Shortage s ta tus for the EN D  O F D AY C losing.
O verages are  show n as "N egative shortages" surrounded w ith brackets " <  > ."

F ind ing  an overage or shortage is m uch easier s ince  you  w ill see  the  shortages broken out by Cash, C hecks,
and C red it C ards. The screen starts by show ing the am ount o f cash in  your start-up or "Beginn ing T ills ," fo llow ed
by the am ount o f C ash Sales, C heck Sales, and C red it C ard Sales Tota ls from  the StockBoy Sa les Screen.  The
next co lum n show s the sam e categories from  your T ill C ount.  The last co lum n show s the overage or shortage
betw een the  first tw o co lum ns.

NOTE - To develop the cash Over/Shortage figure StockBoy compares the total, of your Beginning Till plus
your Cash Sales, with the total of Cash Counted in your till.

If you have an overage or shortage, press <R > to  go back to  the TILL C O U N T Screen to  check your counts or
m ake corrections.  It is  im portant to  m ention that the ob ject o f do ing an End of D ay Balance is to  check for
problem s.  Therefore your job is to  Accurate ly report w hat is  found in the tills  at the End of D ay.  Your duty  is
N O T to m ake the till ba lance.  If it is out of ba lance, th is is a flag to a lert you to find out W H Y.

NOTE - Anytime a <R>e-count is performed on a till (either in the Till 'Z' or End of Day), the System History
will record the increase or decrease to CASH, CHECKS, and/or CREDIT CARDS.  Evaluating re-count
changes may become necessary if managers suspect that cashiers might be arbitrarily controlling overages
and shortages.    The History only reports the net difference between the initial totals and the final totals on
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the three aforementioned categories.  The TILL NAME is described in the history entry unless the re-count
change occurred in the E.O.D. master combined till, in which case the entry is "E.O.D. RE-COUNT".

A good practice would  be that if you get an overage or shortage of m ore than a pre-determ ined am ount, you
should  requ ire  a  deta iled da ily ticket prin tou t.  Th is prin tout is the one that you can by-pass a t the first o f the
E .O .D .  If you by-passed this report and  now  show  a  d iscrepancy in excess o f your pre-de term ined am ount, just
press the <ESC > key tw ice and you w ill be routed back to the first prom pts w here  you can ask for that printout.

If everyth ing is in  order, or a t least accurate , the press the <EN TE R > key to  continue.  The next segm ent is the
section where you w ill se t the tom orrow 's beginn ing till am ounts for each of the tills  you are closing.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*=========================  Setting Tomorrow's Beginning Tills   ================*
*                                                                                *
*                                                                                *
*        TILLA = 200.00           AMSHIFT = 300.00             BOSS = 0.00       *
*                                                                                *
*                                                                                *
*                                                                                *
*     Enter Till Name to Change Tomorrow's Beginning Amount                      *
*                                                                                *
*           <ENTER> = O.K.     <Q> = QUIT     [ Maximum Total:   621.00 ]        *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

You m ust te ll StockBoy how  m uch change to  s ta rt each till w ith  tom orrow .  Th is is  S etting Tom orrow 's Beginn ing
T ills.  StockBoy w ill le t you change any till easily by sim ply typ ing in  the nam e of the till to  change and the
am ount you want to  start it w ith  tom orrow .  Your on ly lim ita tion is the "M axim um  Tota l" show n at the bottom  of
the screen.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*      NOT ENOUGH CURRENCY AND COIN FOR 200.00 TILL !         *

*  Transfer  32.47 to Till from which GL Asset Account ?      *
*        <ENTER>= Re-input beginning till amounts             *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

The "M axim um  Total" is the to ta l o f your C U R R EN C Y and C O IN  in your C losing T ills .  You 've got to  have the
m oney before your can d istribute  it!  If you need to  increase your tills  above the "M axim um  Tota l," or if you w ill
need to  add cash to  m ainta in  the beginn ing till leve ls, you w ill be asked by the system  w hich G L Account the
extra  m oney is com ing from .  Then it can be accounted for in  the GL Posting Sum m ary from  the EO D .

W hen you have your Beginn ing T ills  the way you want them  press the <E N TE R > key to  continue the End of D ay
procedure.  Setting these till am ounts is just about your last step before StockBoy can prin tout your deposit
deta il.

Before you sta rt to  get your End of D ay reports  from  the prin ter you w ill see the screen below .  Th is screen is
provided to a llow  you to w rite  in  the to ta ls you need on your deposit slips, w ithout having to w ait for the printouts
of the sam e in form ation.  A fter you have taken dow n the in form ation on th is screen press <EN TE R > to  s tart the
printou ts.
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+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*========================  Master E.O.D. Deposit  ===============================*
*                                                                                *
*                   TODAY'S TILL(S)               957.66                         *
*                 - TOMORROW'S TILL(S)            500.00                         *
*                 - CREDIT CARD DEPOSIT             0.00                         *
*                 = TOTAL CASH DEPOSIT            457.66                         *
*                   TOTAL CURRENCY & COIN         120.95                         *
*                   TOTAL CHECKS                  336.71                         *
*                                                                                *
*              <ENTER> = Continue with Update   <Q> = Quit End of Day            *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

O nce you have copied the to ta ls from  th is screen to  your Bank D eposit S lip  press <EN TER > to  a llow  StockBoy
to continue w ith printing  the  End of D ay R eports.

NOTE - System failures due to power outage, re-boot, or procedural anomaly, may generate an out of balance
situation at End of Day as indicated on the Posting Summary.  To help eliminate the possibility of having to
manually post a full day's work, a new field has been added to the System Level Options:  End of Day
balancing account.  The system will write the balancing amount of debits/credits to this account in the event
of an out of balance Posting Summary.  You will need to watch your reports to see if you need to go back into
the Books and make a corrective entry.

Include StockBoy's  D eposit R ecap report w ith  your Bank D eposit S lip  jus t as  you used to  include an adding
m achine tape of your checks.  The bank w ill like  it even better than the old  tape deta il.  R em em ber to  keep a
copy for your ow n files.

NOTE - If no one has used the time-clock system today StockBoy will stop at EVERY employee's name in
the system and ask you to input the number of hours worked today for that individual.  Just pressing
<ENTER> will put in zero and bring up the next employee.  This procedure will ONLY be seen if NO ONE has
made any time-clock entries on the day being closed.  One person making a single entry to the time-clock is
enough to by-pass these prompts.

The next screen is your gatew ay to  "H om e-C ooking!"  Up until accepting the End of D ay at th is po in t you can
press <ESC > <ESC > and jum p back to  the start o f the E.O .D . Process w ithout erasing or "C LO SIN G " any files
for the  day.
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IMPORTANT

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),

*                          END OF DAY UPDATE - 05/09/93                          *
*                                                                                *

*                             ATTENTION !!!                                      *
*                                                                                *

*          Please verify that you have received all End of Day printouts         *
*       PRIOR to accepting today's daily report.  Only the posting summary       *

* and salesman's productivity report can be reprinted AFTER you accept the E.O.D!*
*                                                                                *

* Accepting this report will finalize the update of permanent file information.  *
*                                                                                *

*                  Accept Today's Daily Report  < YES > or < NO >                *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

Yes W AIT, until you have verified that each report prin ted properly BEFO R E answ ering th is prom pt.  W hen you
are fin ished w ith  the E .O .D . C losing A N D  a ll reports look proper, type in  <YES> to  accept and close th is  day's
files.  A <YES> w ill e rase certa in  tem porary da ily till files, so be sure.  Typ ing <N O > w ill do the sam e as pressing
<SH IFT> <F1> or <ESC > <ES C >.

Perahps the M O ST im portant report to  review  is the "G enera l Ledger P osting Sum m ary," th is is a  recap of the
day's activ ities in  Bookkeeping term s.  Look for any "AC C O U N T N O T FO U N D " lis tings in  the Account N um ber
co lum n.  Your system  can be set to  autom atica lly transfer the Posting Sum m ary in to  the G enera l Ledger w hen
the Debits  and C red its are  in  balance (out-o f-ba lance sum m aries w ill include an entry to  your "Ba lancing
Account"), or it can be m anually transferred.

Transfer o f the  E nd  of D ay Posting Sum m ary to  the G enera l Ledger w ill take p lace O N LY if the function has
been activated in  the M aster System  M aintenance, System  Level O ptions, Activate  Specia l Features, Screen
O ne!

NOTE - You will find in the "CASHIER/SALES Administrative Addendum" section of this manual the
"Explanation of the Posting Summary From Sales Tickets," a technical review of how the Sales Tickets built
the Posting Summary.

After you answ er <YES> to  accept the EO D , the system  w ill ask you to enter a  "C om m ent" for the Sales H istory
R eport.  Th is report m ain ta ins  you r da ily sa les activ ity for three years and a llow s m anagem ent to  ca ll up
com parative reports.  W hen com paring one tim e period to  another it is  very usefu l to  have any unusual sa les
conditions (B lizzard  - C losed Early, e tc .) nota ted in the com m ent that is  sto red w ith  the da ily to ta ls.  Th is
"C om m ent" is w hat the system  is asking for.

C ollect your printouts and put them  w here  the Boss has estab lished.  StockBoy w ill go through severa l in terna l
housekeeping procedures and w ill then Logoff for you.  A fter everyone e lse has Logged off the ir term ina ls and
all procedures are com pleted, you can "BYE" the system .
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TH IS  PAG E  IN TEN TIO N A LLY LEFT BLAN K
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SUMMARY REPORTS
SALES SUMMARY

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports  )))))))))))))))))))))>)),
                         *3. Re-Print Daily Sales Reports        *    *
                         *4. Till Name Maint+)))))))))))))))))))))))))2))))),
                         *5. File Maintenanc*    SUMMARY REPORTS            *
                         *6. Main System Men*                               *
                         .))))))))))))))))))* 1= Sales Summary ))))))))))))))>)),
                                            * 2= Time / Sales Analysis      *   *
                                            * 3= Store Sales Summary        *   *
                                            * 4= Sales History Comparison   *   *
                                            * 5= GMROI Sales Analysis       *   *
                                            * 6= Exit                       *   *
                                            .)))))))))))))))))))))))))))))))-   *
                                       +))))))))))))))))))))))))))))))))))))))))2)))),
                                       *  P rint, P U rge,  E dit, or <ENTER> = Quit *
                                       .)))))))))))))))))))))))))))))))))))))))))))))-

NOTE:  Option #5, GMROI Sales Analysis only will appear on your menu if that option is activated via Master
System Maintenance, System Level Options, Activate Special Features, screen two.

The SALES SU M M AR Y is the report you w ill ca ll to  get a  recap of Sa les Activ ity, C om m issions earned, and
hours w orked, to ta led by S ales ID 's, (a lso includes non sa les em ployees w ho use StockBoy's  T im e-C lock).  You
can then take th is in form ation and post it d irectly in to  the Payro ll P rogram  to  do payro ll.  You w ill be prom pted
to input the starting date  o f the report and the ending date .

NOTE - This is the report that will remind you during the End of Day to Purge excess data as soon as it is
carrying more than 30 days of data.

Press <P> to  get the report prin ted out.  Th is report w ill show  each day separate ly and then g ive you com bined
tota ls for each em ployee.  An em ployee w ill be included in  the Sales Sum m ary for AN Y day that the em ployee
has a N O N -ZER O  total in; N um ber o f Sales T ickets, Sales A m ount, C om m ission  Am ount, or T im e C ard A ctiv ity.
If ALL of these categories are ZER O  the  em ployee w ill be om itted  from  tha t day's recap.

Multi-store users:  The data that comprises this report is sent to the master computer each night on the modem
network IF ACTIVATE TIME/SALES ANALYSIS IS SET TO 'Y' (Master System Maintenance, System Level Options,
Activate Special Features).  At the master computer you will have the option of printing this report by a single
store or by all stores combined.

The C om m issions reported com e from  each line on each ticket w ritten by the em ployee.  As m entioned
e lsew here , StockBoy takes the em ployee 's com m ission ra te and m ultip lies it by the C om m ission Adjustm ent
rate  (in  the inventory record,) and then m ultip lies that by e ither the gross or net o f each ticket line.  The result
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is to ta led and reported here.  In  the  even t that you choose to  use the "Spiff" or "Bonus" type com m ission the
dollar am ount you entered in  the inventory record would  be added to  th is to ta l for each item  so ld .

You can have com m ission and non-com m ission sa les people opera ting  StockBoy s im ultaneously by sim ply
setting your non-com m ission em ployees com m ission ra te  to  zero. H ow ever, th is w ill not override the Spiff or
Bonus type rew ard.  Th is a llow s you trem endous flexib ility  in  your em ployee rew ard system .  And rem em ber th is
is O N LY a report, you have to  m anually transfer the data  you want in to  the Payro ll System .  Noth ing from  the
Sales Sum m ary R eport is  autom atica lly transferred to  any o ther program .

A fter getting th is report it is  a good idea to  fo llow  up by running the T IM E / S ALES A N ALYSIS .  That report w ill
g ive you in form ation you can use in  scheduling your people  for the next pay period.

P ress <U > to Purge data from  your file  and free up additional space.  You w ill be prom pted to enter a  start date
and an end date  for the purge.  If you are unsure o f the earliest date  in  the records use 01/01/85, or som e other
date that w ould  be earlie r than w hen you started using StockBoy.

NOTE:  The End of Day Till Update program checks the Summary file to see how many days' worth of entries are
in it.  If the number exceeds 180 days, the operator will receive a brief warning message.  If the count exceeds 365,
the operator will receive a Major Warning message.  This is to advise the operator that this summary file is
becomming overly large ... and that could affect system speed/performance.  The solutions is to use the Purge utility
to rid the file of un-wanted out-dated information.

Press <E> to  edit the in form ation conta ined in  the file .  You w ill first see th is notice:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
),

* This utility will allow you to change any past day's sales information    *
*         in the event of posting errors at the End of Day routine.         *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-))

After you input the  date and salesm aker you w ish to edit, the  screen w ill look like th is:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),
*                              Date: 06/15/93                                    *
*                                                                                *
*                          Salesman: RJB                                         *
*                    Number Tickets: 17                                          *
*                             Sales: 779.79                                      *
*                             Hours: 6.4                                         *
*                              Comm: 35.10                                       *
*                                                                                *
*                 Enter Number of Tickets                                        *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

N ow  you can input the  "N ew " data for each o f the  lines on the screen as StockBoy p rom pts you for them .  If you
D O  N O T w ant to  change the in form ation in  a  particu lar category just press the <EN TE R > key to  m ove to  the
next category.  The changes you m ake here w ill be perm anent as soon as you te ll StockBoy to  save the data
to d isk.  P ress <Q > to Q uit, a t the date prom pt.

HINT: You will use the EDIT option when someone makes an error on his/her time-clock
entry.  Come to this feature and change the total number of hours worked, and/or the amount
of commission earned, on the day in question.
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SUMMARY REPORTS
TIME / SALES ANALYSIS

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports  )))))))))))))))))))))>)),
                         *3. Re-Print Daily Sales Reports        *    *
                         *4. Till Name Maint+)))))))))))))))))))))))))2))))),
                         *5. File Maintenanc*    SUMMARY REPORTS            *
                         *6. Main System Men*                               *
                         .))))))))))))))))))* 1= Sales Summary              *
                                            * 2= Time / Sales Analysis ))))))>)),
                                            * 3= Store Sales Summary        *   *
                                            * 4= Sales History Comparison   *   *
                                            * 5= GMROI Sales Analysis       *   *
                                            * 6= Exit                       *   *
                                            .)))))))))))))))))))))))))))))))-   *
                                                                                *
                                       +))))))))))))))))))))))))))))))))))))))))2)))),
                                       *  P rint, P U rge,  E dit, or <ENTER> = Quit *
                                       .)))))))))))))))))))))))))))))))))))))))))))))-

The T im e/Sales Analysis R eport w ill p rovide you w ith  a  breakdow n of how  m any tickets, and how  m uch va lue
your operation generated on an hour by hour, day by day basis for a  tim e span that you designate.  Th is report
can be inva luable in forecasting your personnel scheduling requirem ents.  The report w ill breakdow n your hourly
business load during the hours you set in  the M aster System  M aintenance section for "F irst and Last H ours o f
Business."

To C onserve d isk storage space, you w ill w ant to print and then purge  the  data for th is report on  a regular basis.
M any operators find it is  m ost convenient to  p lan on running th is report every tim e they run the Sales Sum m ary
R eport for payro ll, o thers run th is report each tim e they are m aking out w ork schedules.  W hatever your cho ice,
be  sure to purge  the  data regularly!

NOTE - Even though the screen appears to invite you to Edit the Time/Sales File you cannot Edit this file.
Pressing <E> to Edit will put you into the Edit Mode for the Sales Summary File ... this is the file that controls
the data to be printed in the Time Sales Analysis.  Editing cannot be done, but purging WILL reduce the
amount of storage within the file.

Because th is report is  qu ite  deta iled and invo lves som e sim plified graphics, a re-construction is not included here
in the  m anua l.  The  inform ation  is qu ite se lf-exp lanatory.
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SUMMARY REPORTS
STORE SALES SUMMARY

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports  )))))))))))))))))))))>)),
                         *3. Re-Print Daily Sales Reports        *    *
                         *4. Till Name Maint+)))))))))))))))))))))))))2))))),
                         *5. File Maintenanc*    SUMMARY REPORTS            *
                         *6. Main System Men*                               *
                         .))))))))))))))))))* 1= Sales Summary              *
                                            * 2= Time / Sales Analysis      *
                                            * 3= Store Sales Summary S)))))))))),
                                            * 4= Sales History Comparison   *   *
                                            * 5= GMROI Sales Analysis       *   *
                                            * 6= Exit                       *   *
                                            .)))))))))))))))))))))))))))))))-   *
                                                                                *
                                       +))))))))))))))))))))))))))))))))))))))))2)))),
                                       *  P rint, P U rge,  E dit, or <ENTER> = Quit *
                                       .)))))))))))))))))))))))))))))))))))))))))))))-

The S tore  Sales Sum m ary is basica lly a sum m arization of the Salesm an's Sum m ary ... each day is printed on
one line  (all salesm an codes are added together to  genera te  one da ily total).  In a  m ulti-store s itua tion , each
S tore ID  has a  separate  to ta l w ith  a  grand to ta l for each day.  Th is represents a  handy w ay to  com pare sa les
betw een stores or to  view  w hole days at a g lance.  

The prin t, purge, and edit w ork iden tica lly to  the Salesm an's Sum m ary ... a ll data  in the S tore Sum m ary is
derived from  the Salesm an's Sum m ary file .

You are prom pted to  input the S tore ID  to  prin t ("*" for A ll stores), a long w ith  the start and stop date  range for
the report.
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SUMMARY REPORTS
SALES HISTORY COMPARISON

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *            
*                                *            
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports  )))))))))))))))))))))>)),
                         *3. Re-Print Daily Sales Reports        *    *
                         *4. Till Name Maint+)))))))))))))))))))))))))2))))),
                         *5. File Maintenanc*    SUMMARY REPORTS            *
                         *6. Main System Men*                               *
                         .))))))))))))))))))* 1= Sales Summary              *
                                            * 2= Time / Sales Analysis      *
                                            * 3= Store Sales Summary        *
                                            * 4= Sales History Comparison  S))),
                                            * 5= GMROI Sales Analysis       *  *
                                            * 6= Exit                       *  *
                                            .)))))))))))))))))))))))))))))))-  *
                                       +)))))))))))))))))))))))))))))))))))))))2)))),
                                       * P rint, P U rge,  E dit, or <ENTER> = Quit *
                                       .))))))))))))))))))))))))))))))))))))))))))))-

You can direct th is report to be printed  on the  Printer or on the  Screen.  The system  w ill ask you for the  "Base
S tart D ate" and the "B ase End D ate" of th is Sales H istory C om parison R eport.  You are  asked for a  "S tart D ate
for 1st C om parison" and for a  "S tart D ate for 2nd C om parison."  You w ill then see your com parison cho ices for
th is report d isp layed on the screen for confirm ation.  R equesting a com parison of Thanksgiv ing Day through the
end o f the  year for the  last three  years w ou ld look som ething  like th is:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*            SALES HISTORY COMPARISON                     *

*                                                         *
*   Base Date Range:  THU  11/26/90 - THU 12/31/90        *
*  First Comparison:  THU  11/24/91 - THU 12/29/91        *
* Second Comparison:  THU  11/23/93 - THU 12/28/93        *

*                                                         *
* Continue with 36 Day Sales History Comparison? <Y>  Y   *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

As you can see, you have the  opportun ity  to  se lect any com bination of dates to  com pare over the past three
years (as soon as you have three year's data).  Select a  com parison of a  fu ll season, m onth  to  dates, or th is tim e
over the last three m onths.  The Base D ate w ill be your 100%  co lum n and the 1st and 2nd C om parisons w ill be
C O M PAR ED  TO  the  Base D ates.

You m ay then se lect to  have the system  prin t just the Sum m ary o f the Report, or see the Daily Tota ls C om pared.
If you se lect the Daily Tota ls you w ill see the D ay of the W eek, D ate, Tota l G ross Sales, Percentage of C hange
from  the Base period, and the C om m ents. 
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The R eport Sum m ary w ill g ive you the sam e in form ation com bined and com pared by overa ll to ta ls.  P lus you
w ill rece ive a  com parison of Active Day Averages during that period.

The Edit function of the Sales H istory In form ation file  works just like  the ed it function in  the Sales S um m ary file .
Se lect a  date  to  ed it, p ress <E N TE R > to  leave any category untouched, and you w ill be stepped through ed iting
the Tota l G ross Sales, the T icket C ount, and the Com m ents for the date .

There is no need to  purge the data in  th is file  as the system  autom atica lly m ainta ins a running three year history
and purges the excess data by itse lf.

SUMMARY REPORTS
GMROI SALES ANALYSIS

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports  )))))))))))))))))))))>)),
                         *3. Re-Print Daily Sales Reports        *    *
                         *4. Till Name Maint+)))))))))))))))))))))))))2))))),
                         *5. File Maintenanc*    SUMMARY REPORTS            *
                         *6. Main System Men*                               *
                         .))))))))))))))))))* 1= Sales Summary              *
                                            * 2= Time / Sales Analysis      *
                                            * 3= Store Sales Summary        *
                                            * 4= Sales History Comparison   R
                                            * 5= GMROI Sales Analysis S))))))))),
                                            * 6= Exit                       T   *
                                            .)))))))))))))))))))))))))))))))-   *
                                            +)))))))))))))))))))))))))))))))))))2)),
                                            *    GMROI SALES ANALYSIS              *
                                            *                                      *
                                            * 1= Sales Analysis by Salesman        *
                                            * 2= Sales Analysis by GL Code         *
                                            * 3= Sales Analysis by SKU             *
                                            * 4= Edit GMROI Classification Scale   *
                                            * 5= Exit                              *
                                            .))))))))))))))))))))))))))))))))))))))-

NOTE:  If the GMROI Tracking feature is NOT activated, you will NOT see the GMROI Sales Analysis Menu Option
as shown above.  The GMROI Sales Analysis Tracking function is activated via Master System Maintenance,
System Level Options, Activate Special Features, Screen #2, line "A". 



StockBoy Sales M anagem ent R eference M anual - Page 19

DEFINITION

G M R O I (G ross M arg in R eturn  on Investm ent) is  a financia l m anagem ent too l used by progressive re ta ilers to
assist in  com paring the net w orth  o f stocking and se lling a particu lar p roduct or group of products to  o ther
products.

The textbook defin ition  o f G M R O I for any g iven product is: annual pro fit from  sa les d iv ided by the average
annual inventory va luation.  In  actua l practice in  a  paper system , m erchants w ho w ished to  ca lcu la te  a  G M R O I
figure for any SKU  needed to  track the do llar va lue o f the inventory a t the end of each m onth, record the actua l
rece ip ts (includ ing m arkups and m arkdow ns), and record the cost o f goods so ld  for that SKU .   Then, a t the end
of the fisca l year cou ld  subtract the cost o f goods from  the actua l rece ip ts to  derive gross m arg in  on sa les, then
div ide that by the average of 12 m onths' inventory va luation.  Th is represented a  lo t o f w ork  to  determ ine a
G M R O I num ber, especially s ince  the  data w as far too  o ld to use  as a  m anagem ent too l ... on ly as a  yardstick
to com pare w ith o ther SKU 's.

The Sales Analysis program  is part o f a series of software  program s that w ill track the num bers necessary to
generate G M R O I, ach ieved gross profit from  book va lue , and  inventory turns based on book value  cost.  These
figures can be generated  for every SKU  in your system , and/or for every G L revenue account in your inventory.

G M R O I tracking is ava ilab le  only for one inventory per environm ent per com pu ter system .  G M R O I can be
tracked for the warehouse inventory a t the m aster com puter o f a  m ulti-store  insta lla tion, and at the ind iv idua l
sate llite stores of a m ulti-s tore  insta lla tion.  There  is no m ethod of netw ork ing the G M R O I data from  a sate llite
store up to  the m aster system .  A ll G M R O I activation and reports m ust be handled at store leve l.  S ing le  store
insta llations can track G M R O I for the inventory file  in  every environm ent.

O f course, G M R O I tracking is  supported on m ultip le  environm ents independently.  O ne environm ent m ay
activate fea tures com pletely independently of other environm ents.

G M R O I tracking also a llow s (a t your option) pro fitab ility  by sa lesm an to  be recorded in  a  19 week ro ta ting file .
S ince there is 'no such anim al' as an ending inventory for each sa lesm an, there can be no tu rns or G M R O I
calculations; but the  system  can still record the actua l revenues and actual cost of goods sold for each
salesm an's code.

BENEFITS

As w ith  a ll com puter decis ions there are trade-offs to  consider before im plem enting the G M R O I tracking system .
Your benefits include the ab ility  to  use G M R O I, ach ieved gross profit on book va lue, and cost turns as three new
fields in your inventory report generator, and the  capab ility  to ca tegorize or rank your SKU 's by e igh t ranges of
G M R O I ('A '-'H ') and to  have that le tter c lassifica tion appear on your purchase order screens and prin touts for
better buying evaluation and editing. 

G M R O I is superior to  'tu rns' as an eva luation of SKU  perform ance because it re flects the cost o f stocking the
m erchand ise and the  am ount of profit ach ieved during  the  sale.  Turns can on ly show  you the  velocity of m oney,
G M R O I takes into consideration  how  m uch investm ent w as m ade in the  inventory to generate the  turns.

The inventory report generator w ill a llow  you to com pare your intended gross m argin w ith your ach ieved gross
m arg in  (the d ifference be ing d iscounts and m arkdow ns/m arkups).  Sa les Analysis reports can show  you what
percent of your entire  inventory pro fitab ility is  genera ted  by any g iven SKU  or G L revenue account.  G M R O I
classification  for each SKU  can give you better inform ation  during  the  ed iting  of a  purchase order as far as w hich
item s to e lim ina te if budgets are tigh t, and conversely, w hich item s to be sure to order regardless o f budgets.

NEGATIVES

G M R O I tracking by SKU  uses a ton of hard  d isk storage ... you m ay not have enough room  on your system  to
allow  SKU  by SKU  G M R O I tracking .  It requires four m illion  bytes o f storage for every 10,000 SKU 's tracked.
Tracking all o f the G L revenue codes and/or sa lesm an's codes requ ires very little  data  room  and should  be o f
no consequence as far as hard d isk storage is concerned.

G M R O I tracking w ill s low  dow n your sa les reg ister procedures.  D uring the printing of the custom er's rece ipt,
the com puter m ust w rite  additional info rm ation to  the hard d isk - once for each  S K U  (if SKU  tracking is
activated), once for each G L revenue code (if G L C ode tracking is activated), and once per ticket (if Sa lesm an
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tracking is activated.)  Th is extra  w ork m ay or m ay not be noticeable  or sign ificant.  O nce G M R O I tracking has
been activated, it m ay be turned off if the slow dow n at the sa les reg ister is not acceptab le .

NOTE:  When we refer to GMROI tracking of SKU's, do NOT be confused with the 'Tracked' status indicator within
the inventory record.  If GMROI tracking is activated by SKU, any SKU that is sold or has a positive ending inventory
valuation will be automatically recorded into the special storage file.  This is completely independent of whether or
not the SKU has been marked with the 'Tracked' status.  The 'Tracked' status will cause every sale of the SKU to
be included on the End of Day Critical Edit report.

G M RO I and TU R N S are m easuring devices for in terna l com parison purposes on ly.  O ther com puter system s
and other m anual system s m ay use a s lightly d ifferent ca lcu la tion m ethod and therefore w ill not be usefu l w hen
com paring  your num bers to the irs.

Because G M R O I and TU R N S use average ending inventory as a d iv iso r in  the  ca lcu la tion, the answ ers are
subject to  m anipu la tion and distortion.   The StockBoy system  w ill record the ending inventory va luation during
the End of M onth Inventory U pdate.  If you should happen to  have so ld  out a ll o f the stock of a particu lar SKU
on the day before, your end ing inventory m ight be considered to  be unrea listica lly low  - w hich w ill generate  an
unrea listica lly h igh G M R O I.  If you norm ally rece ive sh ipm ents during the first w eek of the m onth, perhaps the
end of m onth ending inventory w ill be too low  to  represent a  fa ir average.

It's  im portant to  rem em ber that these specia lized m anagem ent figures are designed to  be used for com parisons
and trend analysis.  They w ill be genera ted in  a consistent m anner provided you run your End of M onth
Inventory U pdate in  a consistent m anner (som ew here near the end of the m onth!).

HOW TO ACTIVATE GMROI TRACKING

G M RO I tracking m ay be activated at any tim e during the accounting or inventory cycle , but you m ight w ant to
activa te  S KU  and/or G L C ode tracking just prior to  an Inventory End of M onth  U pdate  so that the ending
inventory valua tion  num bers w ill be  generated  qu ickly.

W hen there  is no ending inventory va luation there  can be no average ca lcu la ted and there fore  a ll G M R O I and
TU R N S num bers w ill be  zero!  If you active G M R O I just AFTER  an  E nd o f M onth, it w ill be  at least 30 days
before you can see any num bers in  the G M R O I system .

Activation is set in  M aster System  M aintenance, System  Level O ptions, Activate  StockBoy Features, screen #2,
line "A".

+)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*   Activate GMROI Tracking   S KU  G L Code   Sales M an        *

.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

You have a three character input fie ld  length and m ay type 'S ', 'M ', and/or 'G .'  You m ay use a ll three, any two,
any one, or none to  activate the  various options.  Unlike other StockBoy activations, you m ay return to  th is
screen and change the  activation  answ er w ithout erasing  all previous da ta.  It is  conceivab le tha t you  m ay w ish
to active G L C ode tracking now , then com e back la ter and activate SKU ; th is is perfectly  acceptable but w ith
restrictions g iven be low .

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*          Enter Max Number of GMROI Entries                      *

*                                                                 *
*  1 per active SKU, 1 per GL Sales Code, 1 per Salesman Code     *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

The com puter w ill use the answ er you g ive here as an ind icator o f how  large to  bu ild  the G M R O I data capture
file  on the hard d isk.  If your answ er is  too sm all, the file  w ill g row  in to  severa l p ieces and m ay slow  access tim e
to the  data (negatively affecting  sa les reg ister speed).  If your answ er is unnecessarily  large  you cou ld rece ive
a "D ISK  IS  FU LL" error m essage or you cou ld  be, a t best, w asting a lo t o f room  for fu ture  expansion.

Input a num ber tha t w ill cover your antic ipa ted  num ber of active SKU 's, p lus one for each G L Sales C ode in your
inventory system  and one for each Salesm an.  O f course, on ly add the num bers for those categories you are
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activating.  Active S KU 's are those SKU 's that w ill have at least one sa le O R  at least one penny of cost va luation
at the end of any m onth.  

For exam ple : if you  have 10,000 SKU 's, 10  G L codes, and 25 sa lesm an codes, the  input of '10035' is  m ost
accurate, bu t '11000' w ou ld be a  safer m ove. If about 500 o f your S KU 's are d iscontinued but still in inventory,
do  N O T reduce your input - those SKU 's w ill occupy storage if they have positive va luation at the end of any
m onth !  You m ay w ish to  increase your input to  a llow  for a t least the sam e num ber o f SKU 's that w ere provided
for during system  in itia liza tion.

NOTE:  Your first time answer is the ONLY answer that matters!  Once this file has been sized, it cannot be re-sized!
If you activate for only GL Codes and Salesman (answering '35'), then decide later that you wish to activate SKU's,
the computer will ignore your request for 11,000 more storage locations!  If you have grossly under-sized or over-
sized the file based on your first answer, contact Customer Support.

GMROI CLASSIFICATION SCALE

Follow ing your answ er to  the above  prom pt, the system  w ill d isp lay the G M R O I C lassification Scale, a
representation  of w hich is show n below .  You w ill see this on ly if you are tracking  SKU 's!

+)))))))))))))))))))))))))))))))))))))))))))))),
*      EDIT GMROI CLASSIFICATION SCALE         *

*                                              *
*      {A}  =  from   11.01 and greater        *
*      {B}  =  from    9.01  to  11.00         *
*      {C}  =  from    7.01  to   9.00         *
*      {D}  =  from    5.01  to   7.00         *
*      {E}  =  from    3.01  to   5.00         *
*      {F}  =  from    1.01  to   3.00         *
*      {G}  =  from    0.51  to   1.00         *
*      {H}  =  from       up to   0.50         *

*                                              *
*                                              *

* Enter Line to Edit  <ENTER> = Save & Exit    *
.))))))))))))))))))))))))))))))))))))))))))))))-

The C lassifica tion Scale  a llow s you to  define e ight ranks A  - H  for each S KU  in  your system .  The sca le  is ed ited
like  a  tax tab le ; each line m ust be in  va lue order from  bottom  to  top and the re should  be N O  G APS in  the
num erica l sequence.  Each line should start a t .01 above the line be low  it.

The num bers on the screen represent G M R O I figures.  The sam ples show n above are probably unrealistica lly
h igh for m ost re ta il stores ... G M R O I's are  usually good at 1 .0  and exce llent above 2.0  - see your accountant
for in terpreta tion.

W hen you se lect a line le tter to  ed it, you w ill see the prom pt:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*   Enter Maximum Value for Classification {H}          *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))-

In  th is exam ple, w e se lected line {H }.  Note the curved braces surrounding the le tter; th is is the standard ized
StockBoy convention  for show ing  G M R O I classification .  Anytim e you see a  letter A -H  surrounded by braces,
you know  that it represents G M R O I classifica tion.

Input the m axim um  va lue for that particu lar line and press <EN TE R >.  The screen w ill re-d isp lay the sca le  and
w ill autom atica lly put the va lue you entered PLU S .01 as the starting va lue for the line above.
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It is  best to  s tart a t line {H } and w ork upw ard.  N ote that line {H } has zero for a  starting po in t and that line {A } has
no m axim um  value.  R em em ber that th is tab le can be re-edited at any tim e, your answ ers are not cast in
cem ent!

W hen you are  fin ished inputting va lues in to the classification sca le, press <EN TER > to Save &  Exit.  You are
then re turned to  the second screen of the Activate  StockBoy Fea tures w ith your G M R O I activation  code(s)
d isp layed on the screen.  Fo llow ing the next LO G O N , each sa les sta tion w ill begin  tracking G M R O I data  as per
your setup.

PROCEDURAL CHANGES FOLLOWING GMROI ACTIVATION

Severa l th ings change w hen the G M RO I tracking is activated.

1) Sales screen activ ity m ay s low  dow n during ticket prin ting, especia lly soon after G M R O I activation.
The system  takes longer to  enter a  new ly used SKU  in to the G M R O I file  than it does to update data
for an existing SKU.

2) The G M R O I classifica tion code w ill appear to  the right o f the SK U  on the inventory ed itor screen.
A ll SKU 's w ill be set to  {H } (the low est code possib le) w hen G M R O I is activated.

3) The purchase order screen line item  disp lay w ill now  show  the G M R O I classification code, as w ell
as the w orksheet and sp lit report.

4) The Inventory R eport G enerator w ill have three new  fie lds instead of 'N /A ':  #51, #52, and #53 w ill
be TU R N S, AN N L G M R O I, and AC H  G PB, w hich stand for C ost Turns, A nnua l G ross M arg in
R eturn on Investm ent, and Achieved G ross P rofit on Book Value, respective ly.  These new  fie lds
can be included in  form ats and used as conditions that se lect which SKU 's to print.  The G M R O I
classification code is N O T a new  fie ld .  If you need to  see a prin tout conta in ing a ll o f your {B }
codes, s im ply use the  AN NL G M R O I fie ld to test for a range of values.

5) There is a new  m enu option ca lled  S a les Analysis in the Sum m ary R eports  program .  Th is is
accessed from  Sales M anagem ent System  (#3 from  M ain System  M enu), Sum m ary R eports (#2).
The Sales Analysis system  conta ins pre-defined G M R O I reports and another p lace to  edit the
G M R O I C lassifica tion Scale .

6) The Inventory End of M onth Update w ill take longe r to  com plete  if you have activated G M R O I
tracking by SKU .  The EO M  routine m ust ca lcu la te  and w rite  the book va lue extension of the
quantity on hand, and m ust re-classify each SKU  by m atch ing its current G M R O I against the
current G M R O I C lassifica tion Scale .

NOTE:  No other significant procedural differences will be encountered following GMROI activation !  The boot-up
hard disk diagnostics will briefly display salesman codes on the first boot following Midnight each Saturday if
Salesman GMROI Tracking is activated.

+)))))))))))))))))))))))))))))))))))))),
*    SALES ANALYSIS                    *

*                                      *
* 1= Sales Analysis by Salesman        *
* 2= Sales Analysis by GL Code         *
* 3= Sales Analysis by SKU             *

* 4= Edit GMROI Classification Scale   *
* 5= Exit                              *

.))))))))))))))))))))))))))))))))))))))-

SALES ANALYSIS BY SALESMAN

This report is  the on ly w ay to  access the data  stored w ith  G M R O I tracking by S alesm an.  The report is  prin ted
in  fu ll seven day w eek increm ents Sunday through Saturday.  You m ay prin t up to  19 w eeks a t a  tim e on one
report.
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+)))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*           SALES ANALYSIS BY SALESMAN                     *

*                                                          *
*                                                          *

*           First Week:    07/31/91  through  08/06/91     *
*                                                          *

*           Last Week:     10/28/91  through  11/03/91     *
*                                                          *
*                                                          *

*   Enter Sunday Date of First Week to Print  07/31/91     *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

You are prom pted  to enter the  Sunday date o f the  first w eek to print.  If you input a date o ther than a  Sunday,
the system  w ill p ick up the closest previous Sunday date .  The com puter w ill rem ind you if you attem pt to  input
a date  that is outs ide the 19 weeks be ing stored.  The defau lt date  represents the date  19 Sundays ago.

If you input a  Last W eek date tha t is grea ter than the  end o f your curren t calendar w eek, the  system  w ill re ject
your input.  Fo llow ing your input o f the Sunday date  that represents the last w eek to  prin t, you w ill be asked a
confirm ing question, fo llow ed by the Prepare  L ine Printer prom pt.

The sa lesm an G M R O I data  is stored in  a  ro ta ting 19 w eek file ; 18 previous w eeks and the current w eek.  W hen
the system  date changes w eeks (m idn ight Saturday n ight), the oldest w eek is throw n out and the current w eek
m oves to the spot reserved for last w eek.  Then the current w eek is zeroed to m ake clean room  for new  data
to  be rece ived during the course o f the week.  It is  not possib le  for the system  to  store  m ore than a 19 w eek
history.

NOTE:  Remember that the Salesman GMROI data is stored ONLY in whole calendar weeks, Sunday through
Saturday.  You cannot get information on a daily basis from the Sales Analysis by Salesman routines.

The prin tout report form at is pre-determ ined, there is no way to  a lter it.  A  sam ple is show n below :

SALES ANALYSIS BY SALESMAN   for 5 weeks beginning 05/01/93 through 06/14/93

SALESMAN     TOTAL REVENUE      TOTAL COST OF GOODS         TOTAL MARGIN    ACH'D GPB
TICKETS PROF/TICK   HOURS   PROF/HOUR
-----------------------------------------------------------------------------------------------------------------------
AAA      7,711.73   32.03 %     5,146.54    47.65 %      2,565.19   19.32 %   33.26 %   176     14.57    138.00
  18.59
BBB      6,649.41   27.62 %     1,733.00    16.04 %      4,916.41   37.03 %   73.94 %   148     33.22    165.00 
 29.80
CCC      9,716.49   40.35 %     3,922.01    36.21 %      5,794.48   43.65 %   59.64 %   143     40.52    126.00 
 45.99
-----------------------------------------------------------------------------------------------------------------------
TOT     24,077.63  100.00 %    10,801.55   100.00 %     13,276.08  100.00 %   55.14 %   467     28.43    429.00
  30.95

The sam ple above show s three sa lesm en.  The Tota l R evenue co lum n is the accum ulation o f a ll sa les captured
on a w eek to w eek basis and reflects a ll d iscounts, p rice overrides, quantity d iscount prices, etc..  In o ther w ords,
the G M R O I tracking system  records the actua l am ount o f M ethods of Paym ent (cash, charge cards, A /R
charges, e tc.) rece ived during the sa le  ... not just the orig ina l re ta il p rice.

The Tota l Cost o f G oods S old co lum n reflects  the B O O K V ALU E a t the exact tim e o f the sa le.  The Tota l M arg in
colum n is the subtraction of Tota l Revenue m inus Tota l Cost o f G oods S old, w hile  the Achieved G ross Profit
on Book Value co lum n takes the Tota l M arg in  and d iv ides it by the Tota l R evenue.
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The rem ain ing four co lum ns require  use of the Salesm an Sum m ary file .  StockBoy w ill autom atica lly scan the
Salesm an Sum m ary file  for the range  o f dates se lected for th is report, ca lcu la te  the num ber o f tickets and
num ber of hours, then use the  Total M argin figures to generate Profit per T icket and P rofit per H our colum ns.

GMROI SALES ANALYSIS BY GL CODE

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))),

*    Enter Month #(s) to Print       <13> = Current Month  (use two digits!)    *
*    01 02 03 04 05 06 07 08 09 10 11 12                                        *

.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))-

The Sales Analysis by G L C ode, as w ell as the S KU , uses data that is s tored on the fam iliar ro tating 13 m onth
basis; one spot for each of the 12 m onths and a 13th  location for the current m onth to  date .  The report m ay be
prin ted for any or a ll o f the 13 m onths by typ ing in  the desired m onth num bers (using tw o d ig its) separated by
a space.  The input defau lts to a ll 12 m onths w ithout the current m onth.  

NOTE:  The 13th month number (current month) has NO associated ending inventory (only 12 ending inventories
are stored in a rotating file); therefore no GMROI or TURNS can be calculated or printed for month #13 alone.

If you  se lect a m onth num ber where  there  is no data (no revenues, no cost o f goods so ld , AN D  no  end ing
inventory) the system  w ill N O T average the zero 's in .  If any one of the three stored com ponents is non-zero,
the system  W ILL use the data  and w ill count it as part o f the averaging form ula.  In  other w ords, the system  w ill
u tilize a ll o f the data it has availab le  if you se lect the fu ll year; data w ill N O T be d istorted sim ply because  the
system  has not had the  opportun ity to capture the  num bers.  W hen com puting  the  average end ing  inventory,
the system  w ill not necessarily  d iv ide the accum ulated am ount by 12.  O nly if there  is no revenues, no cost, AN D
no inventory value , w ill tha t m onth be skipped w hen d iv id ing  to get averages.

NOTE:  ACCURACY.  GMROI is a ratio for comparison and is subject to the inconsistencies of any mathematical
formula applied to the 'real world'.  It is recommended that for the highest degree of accuracy, you utilize the default
month input as shown above.  Trying to calculate a Return on Investment for a shorter period that one year reduces
the amount of statistical history to include in the calculation and therefore reduces the accuracy.  Remember that
GMROI uses Average Ending Inventory ... which is calculated at the time you perform your Inventory End of Month
Update.  If you're in the habit of selling off vast amounts of inventory at the end of each month, your Average Ending
Inventory could be artificially reduced.  The actual revenue captured by GMROI is 100% accurate...the Cost of
Goods Sold is dependent upon the Book Value at the time of sale, and the Average Ending Inventory is subject to
monthly manipulation.

There is a confirm ing prom pt fo llow ed by the Prepare L ine P rin ter prom pt prior to  the report be ing prin ted.  Here
is a  sam ple that show s seven GL Revenue C odes that u tilize  the departm ent le tter code.
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GMROI SALES ANALYSIS BY GL CODE   including month #'s: 01 02 03 04 05 06 07 08 09 10 11 12

GL CODE       TOTAL REVENUE      TOTAL COST OF GOODS        TOTAL MARGIN       ACH'D GPB
 COST TURNS   GMROI  AVG INVENTORY
------------------------------------------------------------------------------------------------------------------------
4001        43,194.81  14.58 %     22,974.54  14.70 %     20,220.27  14.45 %     46.81 %    16.13       14.20    
1,424.02
4001A       40,972.53  13.83 %     27,298.82  17.47 %     13,673.71   9.77 %     33.37 %    18.07        9.05    
1,510.91
4001B       44,665.29  15.08 %     21,384.65  13.68 %     23,280.64  16.64 %     52.12 %    10.34       11.25   
 2,068.54
4001C       38,234.01  12.91 %     14,764.51   9.45 %     23,469.50  16.78 %     61.38 %     9.21       14.64    
1,603.10
4001D       37,702.16  12.73 %     21,919.94  14.03 %     15,782.22  11.28 %     41.86 %    14.43       10.39   
 1,519.21
4001N       43,655.64  14.74 %     18,474.75  11.82 %     25,180.89  18.00 %     57.68 %     8.63       11.76    
2,140.77
4001P       47,742.91  16.12 %     29,464.61  18.85 %     18,278.30  13.07 %     38.28 %    18.83       11.68    
1,565.10
------------------------------------------------------------------------------------------------------------------------
TOTAL      296,167.35 100.00 %    156,281.82 100.00 %    139,885.53 100.00 %     47.23 %    13.21       11.82
   11,831.65

NOTE:  All calculations involving average inventory valuation use BOOK VALUE captured at End of Month.
Any given month will NOT be included in the averaging calculation if the Revenue, Cost, and Ending Inventory
are ALL zero.
The current month (#13) carries NO ending inventory ... no AVG INVENTORY, and therefore no GMROI or
TURNS can be calculated
      for that month alone.

The Tota l R evenue co lum n show s the accum ulated net rece ip ts for each G L Code a long w ith  the percentage
it represents o f the grand to ta l net rece ip ts.  The Tota l C ost o f G oods and Tota l M arg in  co lum ns fo llow  su it.  The
AC H 'D  G PB (achieved gross profit on book va lue) is the percentage reached w hen you d iv ide the to ta l m arg in
by the to ta l revenue.  The grand to ta l A C H 'D  G PB re flects the percentage for the entire  lis t o f G L Codes (your
entire inventory).

The C ost Turns figure is derived by taking the Tota l C ost o f G oods and d iv id ing it by the Average Inventory.  The
G M R O I is calculated  by taking  the  Total M argin d iv ided by the  average inventory.

GMROI SALES ANALYSIS BY SKU

The Sales Ana lysis by SKU  report can be printed  fo r a  g iven  range of SKU  num bers, by a  SKU  m ask, by a
se lected Supplier code, and/or by a  se lected Buyer's nam e.
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+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
),

*                        GMROI SALES ANALYSIS BY SKU                        *
*                                                                           *

*                           SELECTING RANGE FOR SALES ANALYSIS              *
*                                                                           *
*                                                                           *

*                           A  First SKU:   xxx                             *
*                           B  Last SKU:    xxx                             *

*                           C  SKU # Mask:  ALL                             *
*                           D  Supplier:    ALL                             *
*                           E  Buyer Name:  ALL                             *

*                                                                           *
*                                                                           *

*                    Select Printout Range:  <Q> = Exit  [ ]                *
*                            <ENTER> = Continue                             *

.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)-

The range of the  p rin tou t m ay be determ ined by ed iting any o f the five  le tter lines.  The first SKU  in  your
inventory and the last S KU  in  your inventory w ill be show n in  p lace o f the 'xxx ' on the actua l screen.  Th is screen
function is identica l to  the one in  the Inventory R eport G enerator.  P lease re fer to  the Inventory M anagem ent
System  R eference M anual for additiona l deta ils if needed.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))),

*    Enter Month #(s) to Print       <13> = Current Month  (use two digits!)    *
*    01 02 03 04 05 06 07 08 09 10 11 12                                        *

.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))-
 
You m ust choose w hat m onths you w ish to include in the  totals on the  report.  Handle th is question  in the  exact
sam e m anner as described above w ith  regard to  the Sales Analysis by G L Code.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
* Calculate Percentage of Grand Totals for each SKU?  <Y> or <N>   [N]    *

*     A 'Y' answer will force one extra scan on the entire SKU file.      *
.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

This prom pt allow s you to determ ine  w hether or not you w ish to see w hat percent of the  grand total is  each
indiv idual SKU 's tota l revenue.  If you answ er "Y ", the system  m ust perform  two scans on  the  da ta , one to
ca lcu la te  the grand to ta l, and the second to  prin t each S KU a long w ith  its percentage of the grand to ta l.  If you
answer "N ", the system  w ill leave out the percentage figure for each SKU  and w ill d ispense w ith  the first scan
to generate grand to ta ls.  The system  can usually  com ple te the first to ta lling pass at the ra te of about tw o SKU 's
per second, depending upon how  heavy the m ulti-user activ ity is a t the tim e.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))),
*  Re-classify SKU's by GMROI Category ?  <Y> or <N>   [N]  *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

This prom pt a llow s you to  force the system  to  re-classify each SKU  by the current G M R O I C lassifica tion Scale .
N orm ally, the SKU 's are re-classified during the Inventory End of M onth  update , but if you w ish to  have th is
perform ed upon dem and, sim ply input a  "Y " answ er here.
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There is a confirm ing prom pt and a P repare L ine P rinter prom pt prior to  the report be ing executed.  Th is report
is pre-defined and is not ed itab le  in any w ay by the end-user.  H ere 's an abbrevia ted sam ple that includes the
percentages.

GMROI SALES ANALYSIS BY SKU   including month #'s:  01 02 03 04 05 06 07 08 09 10 11 12
RANGE:   ALL SKU'S
SKU       DESCRIPTION                     TOTAL REVENUE   TOT MARGIN    GPL   ACH'VD GPB   TURNS
  GMROI    AVG INVENTORY
------------------------------------------------------------------------------------------------------------------------
9000-001 GENERIC GOODIE                46,266.97   11.18 %   10.97 %   34.83 %   46.18 %    13.28   11.39
{B}      1,875.23
9000-002 AVERAGE GENERIC WIDGET        46,227.04   11.17 %    6.49 %   41.25 %   27.34 %    22.37 
 8.42 {C}      1,501.21
9000-003 GENERAL MERCHANDISE UNIT      29,203.12    7.05 %    9.29 %   31.78 %   61.93 %     6.75
 10.98 {B}      1,646.48
------------------------------------------------------------------------------------------------------------------------
TOTAL                                 413,980.58  100.00 %  100.00 %   37.78 %   47.04 %    12.80   11.37       
17,127.62

NOTE:  All calculations involving average inventory valuation use BOOK VALUE captured at End of Month.
Any given month will NOT be included in the averaging calculation if the Revenue, Cost, and Ending Inventory
are ALL zero.The current month (#13) carries NO ending inventory ... no AVG INVENTORY, and therefore
no GMROI or TURNS can be calculated
      for that month alone.

The Total R evenue co lum n reflects the  net rece ipts for each S KU , taking  into consideration  any discounts,
overrides, sa le  prices, e tc..  If you have se lected the option to  prin t the percentages, you w ill see what
percentage of the grand to ta l revenue is each SKU  prin ted to  the right o f the do llar figure.  The percent o f grand
tota l m arg in  is prin ted next (if requested), fo llow ed by the gross m arg in  percentage used on the inventory screen
(G PL, M U I, G PB, etc as determ ined in the  System  Leve l O ptions).  Next is the  AC H 'VD  G PB (ach ieved gross
profit on book va lue), fo llow ed by T urns, G M R O I, the G M R O I C lassification code, and the average inventory
valuation.  Each of these figures is  ca lcu lated identica lly to  the m ethod described above under Sales Analysis
by G L C ode.  
The grand totals at the  bottom  of the  report are accurate for the  entire inventory.
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RE-PRINT DAILY SALES REPORTS

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *            
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports  )))))))))))))>))),
                         *4. Till Name Maintenance               *          *
                         *5. File Maintenance                    *          *
                         *6. Main System Menu                    *          *
                         .)))))))))))))))))))))))))))))))))))))))-          *
                                 +))))))))))))))))))))))))))))))))))))))))))2))))))),
                                 * Enter Day of Month to Re-Print <00> = Exit   00  *
                                 .))))))))))))))))))))))))))))))))))))))))))))))))))-

StockBoy keeps a  copy o f the D aily Posting Sum m aries, and D aily Sa les R eports, in  the system  for reca ll fo r
one m onth.  W hen the next 9 th  o f the m onth is ended StockBoy w rites that set o f reports over top of last m onth 's
repo rts  from  the 9th , and so on.  If you need another copy o f these reports sim ply se lect R E-PR IN T D AILY
SALES REPO R TS.

You w ill be prom pted for the date  you want, and the report w ill be prin ted out.  Th is report w ill p robably be
needed only in  the event o f an accident in  the office  where the  da ily reports w ould  be lost or dam aged.
StockBoy has p lanned th ings so you never need these reports, but they are  here  - JU ST IN  C ASE!
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TILL NAME MAINTENANCE

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance )))))))))))))))))))>)))),
                         *5. File Maintenance                    *         *
                         *6. Main System Menu                    *         *
                         .)))))))))))))))))))))))))))))))))))))))-         *
                                                  +))))))))))))))))))))))))2)))))))),
                                                  * Enter Till Name, <ENTER> = Quit *
                                                  *       <*> = View Master List    *
                                                  .)))))))))))))))))))))))))))))))))-

This is w here  you w ill AD D a  new  T ill N am e.  Type in  the new  T ill N am e, StockBoy w ill verify that you w ant to
add the nam e and what the passw ord is go ing to  be.  T ILL NAM E M AIN TE N AN C E a llow s you to  estab lish  new
Tills  (cash draw ers) in  the system  or check the status o f your authorized T ills .  You are  lim ited to a M AXIM U M
of 19 T ILLS  in the  system  at any one tim e.  Before anyone can Log O n to the  Sales R eg ister System  they m ust
have a T ill N am e.  (See Cashier's G uide)  Th is feature a llow s you to  exercise w ha teve r T ill d iscip line and
m anagem ent you are m ost com fortab le  w ith .  Separate  T ills  fo r each  reg ister, or a T ill for each C ashier, or a
com bina tion ; the  cho ices are yours.

O nce a T ill N am e has been used and " Z 'ed " it cannot be accessed until e ither an End of D ay is run O R  you
re-open the till from  the EN D  O F D AY TILL UPD ATE S on th is M enu.  (See also "Auto Z T ills"  M aster System
M aintenance)  You w ill estab lish for each  T ill how  you w ant tha t T ill to function  w ith these operational fea tures.

+)))))))))))))))))))))))))))))))))),
*     Till Name: TILL2             *
*     Password : TILL2             *

*                                  *
*A= Change Password                *

*B= Auto 2 Decimal Dollar Input  Y *
*C= ENTER after 1 chr Prompts    Y *
*D= Allow Key Ahead              N *
*E= Delete Till Name               *

.))))))))))))))))))))))))))))))))))-

TILL2 in  the exam ple above w ill operate  w ith  autom atic 2  decim als in  the do llar am ounts.  It w ill requ ire  pressing
an <EN TER > key after every prom pt, includ ing sing le  character prom pts.  And it w ill not a llow  typ ing in  answ ers
before the prom pt is displayed (Key Ahead).  This is the  recom m ended set-up for new  operators.

Th is is the O N LY p lace that you can change the T ill Passw ord.  The passw ord defau lts to  be ing the sam e as
the LO G O N  N AM E w hen created.  M ost firm s find th is is usually a ll the passw ord protection that is needed,
since  tills  usually have physical security w hen they are active so ftw are protection  needs are less.
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D ELETIN G  T ill N am es m ust be done after a  till has been closed and before it has any activ ity .  A  T ill can only
be deleted w hen it has zero  do llars and zero  activ ity.  W hen closing the till during the End of D ay T ill Update
w hen you in tend to  Dele te  it, Zero any Beginn ing T ill am ount in  the till a lso.

The M ASTER  LIST is d isplayed on the screen and show s ALL the T ill nam es w ith the ir passw ords.  
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SALESMAN FILE MAINTENANCE

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance )))))))))))))>))),
                            * 2= Method of Payment Code Maintenance   *     *
                            * 3= Tax Exempt File Maintenance          *     *
                            * 4= Bad Check File Maintenance           *     *
                            * 5= Exit                                 *     *
                            .)))))))))))))))))))))))))))))))))))))))))-     *
                           +))))))))))))))))))))))))))))))))))))))))))))))))2)))))),
                           * Enter Salesman Code     <*> = Display  <ENTER> = Quit *
                           .)))))))))))))))))))))))))))))))))))))))))))))))))))))))-

NOTE - Systems that have activated the "Cashier Tracking Feature" in Master System Maintenance will
display the first option of this Menu in this fashion:

+))))))))))))))))))))))))))))))))))))))))),
* 1= Salesman/Cashier File Maintenance    *

.)))))))))))))))))))))))))))))))))))))))))-

O nce selected  this option  w ill ask if you w ant to perform  <C >ash ier or <S>alesm an M aintenance.  If you select
C ashier M aintenance you w ill find it functions the sam e w ay as S alesm an M aintenance but you can only activate
or dele te the C ashier's in itia ls.  No com m ission rate, or wage factor is stored for the C ashier.

SALESM AN  M AIN TE N AN C E is the option that a llow s you to  activate  new  em ployees w ho w ill need to  use e ither
the  tim e-clock and/or ring  up sales.  This includes hourly labor, sales peop le, and m anagem ent.  You w ill a lso
con trol the ir base com m ission rate from  here.  You can have up to  a  m axim um  of 100 Salespersons in  the
System  at one tim e.  

NOTE - Every person who will use the time-clock is considered a salesman, and must be established here
before they have access to the time-clock.  (You will also want to have the Payroll Department create new files
also.)

These are a lso the Sales ID  C odes used at the  S ales Register to  w rite  a  sa les ticket.  (People  who m ake no
sales activ ity but have hours w ill no t show  on  Sales Reports; except to report the hours w orked.)  You can use



StockBoy Sales M anagem ent R eference M anual - Page 32

up to  three characters to  identify your sa les people, in itia ls w ork especia lly w ell.  A ll sa les reports  w ill utilize th is
code to  identify the sa les person.  It m akes life  m uch easier to  use the sam e code here as in payro ll.

+))))))))))))))))))))))))))))))))))))))))))))))))))))))),
* Enter Salesman Code     <*> = Display  <ENTER> = Quit *

.)))))))))))))))))))))))))))))))))))))))))))))))))))))))-

As you enter th is option you w ill see the P rom pt L ine above.  P ressing <*> (asterisk) w ill d isp lay a ll sa lesm an
codes in  the system .  Th is disp lay on the screen w ill show  the num ber of tickets, the ir com m ission ra te, today's
sales, and today's com m issions.

If the sa lesm an's code you entered w as not previously in  the system , StockBoy w ill ask if you w ant to  add th is
as a  new  sa lesm an.  Press <N > if you had m ade a m istake, and you w ill be routed back to  the prom pt.  New
salesm an codes w ill need the com m ission ra te  w hich w ill be input here, w hich can be set a t zero.  And that is
a ll there is to  starting a new  sa lesm an, or tim e-clock em ployee.

A fter you enter a va lid  sa lesm an's code you w ill see the sa lesm an's code, h is com m ission rate, h is W age Factor,
and th is prom pt line:

+))))))))))))))))))))))))))))))))))))))))))))))))),
* Enter Commission Rate   < .XXX >   <D> = Delete *

.)))))))))))))))))))))))))))))))))))))))))))))))))-

Be sure you enter any com m ission  rates w ith a  decim al and up to three  figures as show n.  As alw ays, just
pressing <EN TER > w ill save the data  w ithout changing anyth ing.  R em em ber the actua l com m ission ra tes w ill
vary from  item  to  item  and can be found by m ultip ly ing th is ra te  by the "C om m ission Adjustm ent" factor in  the
ind iv idua l SKU  be ing so ld .

<D >  w ill 'M AR K ' th is sa lesm an's code for D eletion.  D eleting a sa lesm an's code does present som e specia l
resu lts.  You can de le te  a  sa lesm an's code O N LY on a day w hen he/she has had no sa les activ ity.  A lso you
w ill continue to  see the in itia ls on sa les reports until h is/her to ta ls are  no longer used in  that report.  Th is includes
the  w eekly and m onthly sa les reports.  These in itia ls C AN N O T be re-issued to another salesm an until they have
w orked the ir w ay out of the  reports.

The W age Factor you put in  here IS  N O T used by the Payro ll p rogram !  Th is factor is used by the system  w hen
estim ating sa les productiv ity  on the Sales R ace, accessed from  the Sales Screen - Sales Services M enu.  It is
used in com puting  the  Sales per Labor D ollar" and w hat percentage labor is of sales for the  day.

NOTE:  Any Salesman Code (not cashier) can have an optional Password assigned to it for use at the Sales
Screen.  The password is viewed and maintained ONLY in the Master System Maintenance, LOGON Name
Maintenance section of the software.  The password may only be a single character and is typed in immediately
following the salesman's code, i.e.  if your code is 'AAA' and your password is '2', then type 'AAA2' at the sales
screen salesman's ID prompt.  This password adds extra security to the Sales Screen access process.  A blank
password, in effect, removes the password from use.
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M.O.P. CODE MAINTENANCE

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance            *
                            * 2= Method of Payment Code Maintenance ))))>))),
                            * 3= Tax Exempt File Maintenance          *     *
                            * 4= Bad Check Maintenance                *     *
                            .)))))))))))))))))))))))))))))))))))))))))-     *
+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)2)))),
*=====================  METHODS OF PAYMENT CODE MAINTENANCE
====================*
*                                                                                *
*         # 1. CASH           1001                " $ "                          *
*         # 2. CHECK          1001                " X "                          *
*         # 3. CHARGE         1100                " A "                          *
*         # 4. VISA/MC        1001                " C "                          *
*         # 5. LAYAWAY        1101                " L "                          *
*         # 6. AM EXP         1100                " A "                          *
*         # 7.                                    " G "                          *
*         # 8.                                                                   *
*         # 9.                                                                   *
*                                                                                *
*                                                                                *
*                                                                                *
*         Enter M.O.P. # to Edit    <0> = Quit                                   *
.))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-

WARNING!:  Do not, under any circumstances, change the sequential order of this codes with active open
tills!  Each transaction's Methods of Payment are recorded by the 'line number' ... if you change the order
of the MOP's during the middle of a sales day, the earlier transactions will have different MOP's than the
later ones ... causing great confusion!
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The M .O .P . M AIN TE N AN C E (M ethod of Paym ent) is  w here you w ill add or de le te  the m ethods of paym ent that
you want tracked separa te ly .  M ake  sure  that there  have been no transactions on a M .O .P . that you w ant to
de lete, on  the  day you w ant to delete it, s ince  this w ou ld put you out of ba lance a t the  End of D ay.

There  are  seven categories, or M .O .P . Types, of paym ents that StockBoy looks for; and you can use them  to
estab lish up to 9  un ique m ethods o f paym ent.  The  Types are: C ash , C heck, C harge , C red it C ard, Layaw ay,
G eneral Ledger Transactions and C heck D ispersal.  This allow s StockBoy to  to  accura te ly track the paym ents
and m ake out the G L D aily Sum m ary from  the End of D ay process.  And the system  can keep cash to ta ls
separate from  check totals, and so forth, w hen com puting  the  End of D ay B alance and D eposits.

$  =  C ASH  - C urrency, co in , and other d irect negotiab le  that cou ld  be g iven as change.

X  =  C H EC K - C hecks, trave lers checks, bank dra fts, and w arrants that can be deposited d irectly to
your bank, w ith the cash, for deposit.

A  =  A /R  C H AR G E - StockBoy's  Accounts R eceivab le  transactions, not to  be deposited.

C  = C R ED IT C AR D S - Any C red it C ard that can be deposited directly to  your bank.  Bu t on a
separa te deposit form .  (i.e . V isa, M aster C harge, etc.)

L =  LA YAW AY - This te lls  StockBoy to crea te a Layaw ay record for th is sa les ticket and  keep track
of the am ounts to  be pa id  in  the fu ture .

G  =  G EN ER AL LED G ER  TR AN SAC TIO N S - These w ould  be specia l purpose transactions that your
opera tion w ill need.  (i.e . In ter/In tra  - S tore  Transfers, Loaners, W arranty R eplacem ents, etc.)

D  = C H EC K D ISPER SAL - U sing a M O P w ith  th is type te lls the system  that a  check re fund is needed.  The
system  w ill autom atica lly handle the prin ting and recording of a  check provided that the M O P type is "D "
and the am ount tendered to  it is  negative (less than zero).  You have the option of prin ting a physica l
check, if your p rin ter and configuration is setup to  do so, or to  just have the system  record the
d isbursem ent o f cash via  the check.  Item ized entries are  sent to  the headquarters via  the bookkeeping
netw ork in m ulti-store installations.

Specia l C harge Cards (like  Am erican Express, D iscover C ards, In-H ouse C ards) any charge card that m ust be
sent o ff to  a  location other than your bank, can be handled best by creating a charge account for that card nam e.
You w on't m ail them  a statem ent but you w ill be ab le to  easily track each instrum ent from  charge to paym ent.

StockBoy w ill step you through the description, G L account, and M O P type for each line that you w ant to  ed it.
P ress <EN TE R > to  re ta in  any data  in  the defau lt prom pt.  Your S ales S creen w ill on ly show the options that you
have used, but you can use a ll 9  d ifferent M O Ps.  (E ach ticket w ill be lim ited to 4 sp lit tenderings.)

The D ESC R IPTIO N  you put in  he re w ill be d isp layed on the Sales Screen M ethods of Paym ent, so your
descrip tion should  be a  term  easily understood by your sa les people .

The G L AC C O U N T is the bookkeeping account (from  the G enera l Ledger) that is  to  be debited w ith  the am ount
of th is paym ent.  Th is is usually an Asset A ccount.  (The Accounts R eceivab le  Contro l Account N um ber can
O NLY be used for "A " type m ethods of paym ent.)

The M O P TYPE tells StockBoy how  to  handle th is type of paym ent in  the E nd o f D ay com puta tions and in
figuring  out w hat your deposit should be.  This allow s StockBoy to separate d ifferen t types o f paym ent (like
checks and cash) and still group them  as they should be for the  End of D ay.
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TH IS  PAG E  IN TEN TIO N A LLY LEFT BLAN K
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TAX EXEMPT FILE MAINTENANCE
VIEW / EDIT / INPUT TAX EXEMPT CUSTOMERS

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *            
*                                *            
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))), 
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance            *
                            * 2= Method of Payment Code Maintenance   *
                            * 3= Tax Exempt File Maintenance ))))))))))))>))),
                            * 4= Bad Ch+)))))))))))))))))))))))))))))))))))))2)))),
                            .))))))))))*      TAX EXEMPT FILE MAINTENANCE         *
                                       *                                          *
                                       * 1= View/Edit/Input Tax Exempt Customers)>),
                        +))))))))))))))))))))))))))))))))))))))))))))))))))))))))))2,
                        *  Enter Name of Customer <ENTER> = Quit                    *
                        .)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

The Tax Exem pt F ile  M ain tenance is O N LY AVAILABLE if your system  has activated the "Tax Exem pt C ustom er
Look-up" feature in  the system  options.  Th is is the file  that con ta ins  the  nam es and addresses o f approved
Sales Tax Exem pt custom ers.  Before an approved Tax Exem pt C ustom er N am e can be accessed by the Sales
Screen it m ust be entered in to  the file .

A ll new  entries, changes to  the record, and de le tions to  the file , m ust be done through th is screen.  If the nam e
you type  in to the  prom pt above does not m atch w ith one on file the  system  w ill ask, "Enter N ew ? <Y>."  P ress
<Y > to  add a new  nam e.

NOTE - The name must be input exactly in order to get a match, otherwise you will be asked if you want to
create a new customer file with this new spelling.  Since there is no "Next Nine" type of look up that you may
be used to, you do need to be careful.  You can, however, use either form: "THE^HELEN SMITH
FOUNDATION" or "HELEN SMITH FOUNDATION, THE."  [REMEMBER: the caret (^), <SHIFT> <6>, is the
"Alpha-Code."]
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O nce you have a  m atch the custom er's record w ill be  displayed, it w ill look like th is:

+))))))))))))))))))))))))))))))))))))))))))))))),
* A= Customer Name:  THE^HELEN SMITH FOUNDATION *

*                                               *
* B= Address One:   RADFORD PLAZA SUITE # 12345 *
* C= Address Two:   ANYTOWN, ANYSTATE USA       *
* D= Address Three: ATTN: ACCOUNTS PAYABLE      *

*                                               *
* E= Tax Code:      N                           *

* F= Tax Number:    555-55-5555                 *
*                                               *

*Which Line Needs Correction? <ENTER> = O.K.    *
*               <Z> = Delete File               *

.)))))))))))))))))))))))))))))))))))))))))))))))-

The first four lines are very s tra ight forw ard in  the ir use.  Be carefu l not to  have a <S PAC E> just a fter a  caret
(^ ), nor should  you use AN Y Lower C ase le tters in  the nam e (Low er C ase le tters are  usually not ava ilab le  a t the
Sales R eg ister), s ince  these actions w ill a lphabetize in a  strange w ay.

The Tax C ode seen here is s im ply a 'sorting  code' used w hen m aking  m ailing  labels, your com pany w ill have
a policy on how  you are to  use the Tax C ode.  The Tax N um ber is used to  record the custom er's Sa les Tax
Identification  N um ber, again consu lt your com pany's po licy on the  correct use of th is category.
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TAX EXEMPT FILE MAINTENANCE
PRINT MASTER LIST

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance            *
                            * 2= Method of Payment Code Maintenance   *
                            * 3= Tax Exempt File Maintenance ))))))))))))>))),
                            * 4= Bad Ch+)))))))))))))))))))))))))))))))))))))2))),
                            .))))))))))*      TAX EXEMPT FILE MAINTENANCE        *
                                       *                                         *
                                       * 1= View/Edit/Input Tax Exempt Customers *
                                       * 2= Print Master List )))))))))))))))))))>),
                                       * 3= Print Mailing Labels                 * *
                                       .)))))))))))))))))))))))))))))))))))))))))- *
                                   +)))))))))))))))))))))))))))))))))))))))))))))))2,
                                   * Begin Printing from Which Name                 *
                                   .))))))))))))))))))))))))))))))))))))))))))))))))-

The P rin t M aster L ist option w ill p rin tout your Tax E xem pt custom ers on file .  You can se lect an a lphabetic range
by your se lection to  the "Begin  and S top Prin ting" prom pts.  You can  furthe r lim it the report to  any one "Tax
C ode" group.

Select your prin ter, start the prin tout.  Th is report w ill be prin ted in  a lphabetic order.
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TAX EXEMPT FILE MAINTENANCE
PRINT MAILING LABELS

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance            *
                            * 2= Method of Payment Code Maintenance   *
                            * 3= Tax Exempt File Maintenance ))))))))))))>))),
                            * 4= Bad Ch+)))))))))))))))))))))))))))))))))))))2)))),
                            .))))))))))*      TAX EXEMPT FILE MAINTENANCE         *
                                       *                                          *
                                       * 1= View/Edit/Input Tax Exempt Customers  *
                                       * 2= Print Master List                     *
                                       * 3= Print Mailing Labels )))))))))))))))))>,
                                       .))))))))))))))))))))))))))))))))))))))))))-*                               
      +))))))))))))))))))))))))))))))))))))))))))))))))2,
                                  *                PRINT MAILING LABELS             *
                                  *                                                 *
                                  * This program has two steps:                     *
                                  * 1) Re-Build Zip Code sorted file.               *
                                  * 2) Print Mailing Labels using the Zip Code file.*
                                  *                                                 *
                                  *   P rint or  B uild Zip Code file   P           *
                                  .)))))))))))))))))))))))))))))))))))))))))))))))))-

As the screen says, you can either e lect to  "R e-Build  the Z ip  Code Sorted F ile" or you can "P rin t the  M ailing
Labels using the Z ip  C ode Sorted F ile ."  If you have added new  nam es since you last bu ilt the sorted file  they
w ould  not be included on any m ailing labe ls prin ted w ithout first R e-Build ing the sort file  to  include them .
H ow ever, if there have been no additions or de le tions to  custom er nam es since you last R e-Built it, there is no
reason to  spend the tim e to  re-sort the file .
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BAD CHECK FILE MAINTENANCE

+)))))))))))))))))))))))))))))))),
*    MAIN SYSTEM MENU            *
*                                *
*1. Inventory                    *
*2. Purchasing                   *
*3. Sales  ))))))))))))))))))))))))))>)))),
*4. Bookkeeping                  *        *
*5. Payroll                      *        *
*6. Custom Features      +))))))))))))))))2)))))))))))))))))))))),
*7. System Utilities     *    SALES                              *
*8. Master System Mainten*                                       *
*9. LOGOFF               *1. End of Day Till Updates             *
.))))))))))))))))))))))) *2. Summary Reports                     *
                         *3. Re-Print Daily Sales Reports        *
                         *4. Till Name Maintenance               *
                         *5. File Maintenance )))))))))))))))>))))),
                         *6. Main System Menu                    * *
                         .)))))))))))))))))))))))))))))))))))))))- *
                            +))))))))))))))))))))))))))))))))))))))2)),
                            *           FILE MAINTENANCE              *
                            *                                         *
                            * 1= Salesman File Maintenance            *
                            * 2= Method of Payment Code Maintenance   *
                            * 3= Tax Exempt File Maintenance          *
                            * 4= Bad Check Maintenance )))))))))))))))))>)),
                            .)))))))))))))))))))))))))))))))))))))))))-    *
                       +)))))))))))))))))))))))))))))))))))))))))))))))))))2))),
                       *  Enter Check Account Number  <ENTER> = Exit           *
                       *              <*> = Master List                        *
                       .)))))))))))))))))))))))))))))))))))))))))))))))))))))))-

NOTE - Before you can access this section your system must have activated the "BAD CHECK LOOKUP"
Feature in Master System Maintenance.

C heck Account N um bers input here m ust be ALL num bers, no spaces, dashes, or le tters.  If your input is not
acceptable the system  w ill b lank out your entry and beep at you.  O nce a m atch is m ade, you w ill see the record
d isp layed on  the screen.  You w ill be asked if you want to  create  a  new  record if your input fa ils  to  m atch a
record on file.  O nce you have accessed the  record your screen w ill look som ething  like th is:

+))))))))))))))))))))))))))))))))))))))))))),
*        BAD CHECK FILE MAINTENANCE         *

*                                           *
*     Check Account Number: 38390004754     *

*     Comment: NEEDS TO SEE MANAGER         *
*                                           *

* Enter Check Account Number <ENTER> = Exit *
*          <*> = Master List                *

.)))))))))))))))))))))))))))))))))))))))))))-

You can enter a  "C om m ent" in to  the record.  Th is com m ent w ill be d isp layed on the Sales Screen at the Poin t
o f Sa le  w hen th is account num ber is input during the M ethod of Paym ent o f a  sa le .  It should  g ive your
cash ier/c lerk instructions to  how  you want th is handled.
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th is page le ft in tentiona lly b lank
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CASHIER / SALES ADMINISTRATIVE ADDENDUM

+))))))))))))))))))))))))))),
*                           *
*                           *
*             +))))))))))), *
*Please Logon * TILL NAME * /)))))))))))))))))>))))))))))))))),
*             .)))))))))))- *                                 *
*                           *                                 *
*                           *                                 *
.)))))))))))))))))))))))))))-                                 *
                                                              *
                                                              *
                           +))))))))))))))))))))))))))))))))))2))))))))))))))))))))),
                           *                                                        *
                           *                                                        *
                           *+)))))))))))))))))))))))))))))))))))))))))))))))))))))),*
                           *.))))))))))))))))))))))))))))))))))))))))))))))))))))))-*
                           *+))))))0))))))))))))))))))))))))))0))))))0))))))0)))))),*
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           **      *                          *      *      *      **
                           *.))))))2))))))))))))))))))))))))))2))))))2))))))3))))))1*
                           *                                                *      **
                           *                                                .))))))-*
                           .))))))))))))))))))))))))))))))))))))))))))))))))))))))))-

INTERNAL PROCESSING

This Addendum  is in tended to  prov ide  m anagem ent w ith  the understand ing of w hat is go ing on behind the
screen w hen tickets are  be ing w ritten up.  W e w ill exp lore  the fundam entals of StockBoy's  ticket procedure and
w hat happens w ith unusua l ticket procedures.

BASIC RULES

Each ticket m ust have a Valid  Sa lesm an's ID  code.  The ticket to ta ls and any com m ission or sp iffs earned from
the ticket be long to  the S alesm an's ID  F ile .  Salesm an's codes can a lso have a  sing le  character passw ord that
is m ainta ined from  the M aster System  M aintenance, LO G O N  N am e M aintenance program .  Th is passw ord is
op tional and m igh t he lp in e lim ina ting  un-au thorized  use of codes for security purposes.

Each item  that genera tes a va lue in  the extension co lum n o f a  ticket m ust have a  V alid  S KU  N um ber, a  Q uantity
other than zero, and a U nit P rice o ther than zero.  Any entry to  a  sa les ticket that does not have a SKU  N um ber
is a "Com m ent" line and w ill not be a llow ed to  generate a figure in  the last (extension) co lum n.  Extensions are
generated by m ultip ly ing the Q uantity be ing so ld  by the Unit P rice o f the item .

Item s being so ld  genera te "C R ED ITS" (D ebits if the quantity is negative) and the M ethod of Paym ents genera te
"D EBITS " (C red its if the am ount is negative).Any positive  quantity in  the Q uantity So ld  co lum n w ill be
D ED U C TE D  from  the  inventory record o f that item , even if th is resu lts in  a  negative quantity on hand in  the
inventory.  And the U nits Sold for the C urrent M onth w ill be increased by that am ount. 
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C onverse ly any negative quantity in  the Q uantity So ld  co lum n w ill be AD D ED  to  the inventory record o f that item ,
and the U nits  Sold w ill be reduced.  The inventory is  updated 'L ive-T im e' when the ticket goes through the Prin t
C ycle.  This is the  on ly Live-T im e update, a ll other files are updated  during  the  End of D ay.

You contro l the  p rec is ion or num ber o f decim al p laces that w ill be d isp layed in  the quantity so ld  co lum n on a
SKU  by SKU  basis.  It is  possib le , if you have the quantity set to  d isp lay on ly w hole num bers, to  input 5.5 un its
so ld tim es $1.00 each.  You w ill then see on the receipt, 6  un its  so ld tim es $1.00 each for a  to ta l of $5.50.  Th is
is correct because StockBoy had to  round the 5 .5  to  d isp lay the w hole  num bers you requested.  Even though
it d isp layed and prin ted the whole  num ber, the system  used the fu ll decim al precis ion to  arrive  a t the extension.

StockBoy operates w ith  up to  16 d ig its o f p recis ion until the extension is m ade.  Therefore it is  w ise to  m ake sure
that you have agreem ent betw een the precis ion of the disp lay and the precis ion you w ill se ll item s in .  The
"D ecim al P recis ion " you se lect for each SKU  w ill contro l the way you see the quantities d isp layed in  the
inventory, on the sa les ticket, and on the Purchase O rder, for that SKU .

NOTE - ALL EXTENSIONS, throughout the system, are precise to the number of decimal places shown.
There can be rounding discrepancies before an extension, but not after the factors have been multiplied or
divided.

The O N LY  w ay to obtain a  negative am ount in the  Extension  colum n is to 'U N SELL ' the   item , or use a negative
Q uantity Sold.  StockBoy w ill not a llow  a negative unit price.  Anytim e a negative quantity is so ld  StockBoy
reverses the entire se lling process.  Q uantities on hand are increased in  the inventory, current un its so ld  are
decreased, revenue is decreased (or D EBITE D ) for the appropria te  account, sa les tax  is decreased, and
com m issions are reversed out o f the sa lesm aker's file .

Each item  so ld  w ill generate  a  figure in  the extension colum n, pos itive  extensions are CR ED ITS  to  the G enera l
Ledger Account lis ted in  the inventory record o f that item .  Pos itive  M ethods o f Paym ent are  DEBITS  to  the
G enera l Ledger Account entered in  the M ethod of Paym ent F ile .  The Sales Tax due is determ ined on a line by
line basis.  Each line 's inventory record is checked to  see if th is is a  Taxable  or N on-Taxable  item .  Any item  that
is m arked as N on-Taxable  in  the inventory, or is  m arked as Tax E xem pt a t the Poin t o f S a le , w ill be show n on
the rece ip t w ith  a  "N TA X" next to  the Q uantity C olum n - on the Sales Screen you w ill see an "N ."  (Item s that
generate  a  0 .00 (zero) in  the extension colum n w ill a lso show  th is w ay until there is a  va lue to  charge sa les tax
on.)

The Subtotal of the  ticket is s im ply the  total of each o f the  line  extensions.

The am ount o f Sales Tax D ue is the to ta l of each taxable line 's extension applied to  the Sales Tax rate .  Th is
am ount is  then rounded to  tw o decim al p laces and show n on the bottom  of the receipt.  It is  C R ED ITED  directly
to your SALES TAX PAYABLE G .L. Account.

Item s that are  N on-Taxable cannot be Tax Exem pted, and w ill not be included in  any Tax Exem pt reports.  

The Tota l T icket va lue is the to ta l o f the Subtota l and the Sales Tax due.

U nder the  M ethod o f Paym ent Section  you can crea te up n ine  differen t w ays to break up your paym ents.  Each
of these m ethods w ill be identified as be ing either: a  C ash  type, a  C heck type, a  C red it C ard type, a  C harge
type, a  Layaw ay type, or a  G enera l Ledger type of transaction.  These designations determ ine how  StockBoy
handles the paym ent.

C ASH  types w ill be treated as if they w ere d irect negotiab le  instrum ents, o f lega l tender.  Th is w ill be
added to  the am ount you should deposit a t n ight and should be counted as C ash during the 'Z '-ing
of a  T ill.

C H EC K types w ill be added to  the am ount you w ill deposit in  your bank, but they w ill be  tracked
separate ly to  provide an easier m ethod of find ing the cause of a  T ill im balance.  A lso your checks w ill
be printed out ind ividually at the End of Day on the bank deposit deta il printout.

C R ED IT C AR D  types are considered  to be the  C red it C ards tha t are d irectly bank deposit-ab le like
V ISA  and M ASTER  C H AR G E usually are.  O ther C ards tha t need to be m ailed  to the ir hom e office
should  be set up as a  C H AR G E type.
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C H AR G E types w ill access the A /R  F ile  look-up, and w ill not be included in  the cash to  be accounted
for during the T ill 'Z .'

LAYAW AY types trigger the Layaw ay m echanism  and are not included  in  the  cash to  account for
during the T ill 'Z .'  But the m ethod of paym ent for the dow n paym ent is included in  the 'Z ' s ince they
w ill have a d ifferent M O P.

G EN ER A L LE D G ER  types are specia l designations used for transfers betw een G enera l Ledger
Accounts.  Use th is for specia l situations not covered in  the existing softw are.  Any use of the G enera l
Ledger type should  be done after consu lting your C ustom er Support Team .

Any Sale that uses a C harge type of M ethod of Paym ent w ill require  the opera tor to  designate w hich A /R
C ustom er F ile  is to be charged w ith the am ount o f the C harge paym ent.  StockBoy w ill check the C ustom er's
outstanding ba lance and h is C redit L im it.  If the am ount being charged p lus  the ba lance exceeds the C redit
L im it, the operator w ill be 'beeped ' and to ld  the am ount that the C red it L im it is  go ing to  be exceeded by.  The
screen w ill appear to  stop the transaction.   D epending upon how  you activated the C red it L im it in  the System
O ptions, your opera tor m ay be able over-ride th is C redit L im it W arn ing by pressing the <EN TER > key, or w ith
the M anager's Keyw ord, or not a t a ll.  Th is is a situation for your procedures m anual.

(Keep in  m ind that the C red it L im it W arn ing functions by looking a t the A /R  file  w hich m ay, or m ay not, include
activ ity since the last EO D  or N etw ork Transfer (depending upon how  the StockBoy Fea tures (D aily Folio) have
been set.  The custom er m ay have m ade a paym ent earlie r, a lso w hat about the $1,000 sa le  that is $1.50 over
the C red it L im it?)

D iscounts taken on the ticket w ith the <F2> key can be done e ither by the ind iv idual line, or by the w hole ticket.
StockBoy asks for the percent to  d iscount, and presents the defau lt percentage set in  the Sales O ptions M enu.
The operator can press <EN TE R > to  accept the defau lt percentage or type a new  percentage.

The screen w ill show  a D iscount line be low  the line d iscounted w ith  the percentage com puted and extended.
The am ount d iscounted sim ply d isappears from  the  revenue of the ticket.  The D iscounted am ount w ill be
trapped and routed to  the G L A ccount(s) you estab lished in  the G L Account M asks.  A nota tion of the
d iscounting is a lso reported in  the critica l ed it report a t the EO D .

Tax Exem ptions activated by the use of the <F3>  w ill transfer the Exem pted  R evenue to  a  G .L. Account that
has been set in  the G L Account M asks in  the System  O ptions.  (See M aster System  M aintenance M anual).  Th is
w ill a llow  you to keep track o f your Tax Exem pted  R evenues in your Tax E xem pt G .L. Accounts.

Each ticket m ust be fin ished by e ither C om pleting it o r by Void ing the ticket.  Every ticket started w ill use a  T icket
N um ber and ALL ticket num bers w ill be accounted for on the D aily D eta il P rintout at the End of Day.  A ll "V O ID "
transactions w ill a lso be accounted for, show ing the sa lesperson 's in itia ls and the tim e of the Void.

EXPLANATION OF THE POSTING SUMMARY FROM SALES TICKETS

StockBoy fo llow s trad itiona l accounting procedure in  generating the Posting Sum m ary.  The on ly d ifference from
your previous routine is that StockBoy is  ab le  to  e lim inate  the sum m ary, double-check, and transla tion stages
of preparing your da ily accounting transaction.  Th is is accom plished by eva luating each line o f each transaction
ind iv idua lly  as  the  rece ip t is  processed for the custom er.  O nce the rece ip t is  prin ted the inventory has been
reduced, and the  accounting  inform ation  has been stored  in the  Posting  Sum m ary.

THE GENERAL CONVENTION

The va lues represented in  the EX TE N SIO N  C olum n of the Sales T icket and/or the  S ales S creen w ill be
C R ED ITS  to  the G .L. A ccount lis ted in  that item 's Inventory R ecord.  The M ethods of Paym ent am ounts are  the
D EBITS  of the transaction.  U se of a  negative quantity so ld  w ill reverse the values in  the extension co lum n and
m ake them  a D eb it, and the  M ethods of Paym ent w ill becom e Cred its w hen they are negative.  You w ill estab lish
G .L. Account num bers (in the  IN VEN TO R Y R EC O R D ) for each Inventory Item  or R ecord, and  you w ill estab lish
the G .L. Account num bers (in  the SALES O PTIO N S) to be used w ith each of your m ethods of paym ent.

It is  intended tha t you should use som e SKU s as accounting  veh ic les, to handle bookkeeping  transactions like
cash pa id-ou ts, or cred iting  deposits, at the  Point of Sale, and o ther s im ilar accounting  functions.

STANDARD SALE OF GOODS
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D uring a norm al sa le , the quantity be ing so ld  is D ELETED  from  the inventory record 's Q uantity on H and, and
it is  AD D ED  to  the Current M onth 's U nits So ld , a t the tim e the  custom er's  rece ip t is  prin ted.  Th is keeps the
inventory updated live-tim e, and tracks un its so ld  for fu ture  sa les forecasting.  If the item  on a sa les ticket has
a negative quantity be ing so ld , the entire  process is reversed.  Th is is com m only used w hen an item  is re funded.

As an item  is sold the  un it price se lected  is m ultip lied  by the  quantity be ing  sold to arrive a t the  extended price
for th is inventory item .  The extension (w hen positive) becom es a C R ED IT to  the G .L. Acct (usually a  revenue
account) lis ted in  that item 's inventory record.

The Sales Tax generated by th is item  is C redited to  your Sales Tax Payable G .L . Account.  Sales Tax is
com pu ted  from  the Sales Tax R ate you set in  the SALES O PTIO N S, on a  line by line basis.  Item s can  be
estab lished  as N o-Tax e ither in the  inventory record (such  as LABO R ) or at the  tim e o f sale, by TAX -
EXEM P TIN G .

The am ounts lis ted under the M ethods of Paym ent for the ticket becom e DE B ITS  (w hen positive) to  the
appropria te  G .L. Account you lis ted in  the m ethod of paym ent file .  The Debits and C red its for each G .L. Account
are added to  the Posting Sum m ary a t the tim e the custom er's rece ip t is  be ing prin ted.  (Sa les T ickets that do
not generate a receipt s till go  th rough the "Prin t C ycle" that updates the records.)  Sales C om m issions are
detailed  at the  sam e tim e to the  Sales Sum m ary files.

RECEIVED ON ACCOUNT PAYMENTS

StockBoy has a  facility  for accepting custom er paym ents (R O A 's) on the ir A /R  accounts from  the Sales Screen.
S ince th is transaction is N O T A  SALE it is  handled in terna lly in  a  d ifferent m anner, and no sa les tax is co llected.
The M ethod of Paym ent G .L. Account is debited w ith the am ount pa id  by that m ethod, and the custom er's A /R
account is cred ited by that am ount.  These to ta ls are  transferred to  the Posting Sum m ary by G .L. Account, w hen
the rece ip t is  prin ted.

NOTE - Payments on Account received through the Sales Register can ONLY be applied as an "Automatic"
payment, there is no facility to utilize an invoice number from the Sales Register.  If you have a customer who
needs to track his account on an invoice by invoice basis, do not run the payment through the till.  Accounts
that are cleared on an invoice basis must be entered via manual GL Transaction.  You need to develop your
procedures for this situation.

LAYAWAY SALE

A Sales T icket that is  be ing pa id , in  part or in  fu ll, w ith  a  Layaw ay Account is lega lly a  com pleted sa le .  Sa les
Tax is ow ed on the tota l am ount o f the sa le , item s are  depleted from  inventory and the custom er ow es a debt.
The layaw ay balance becom es sim ply a  co llection problem .  It is just like a specia l kind of charge sa le.  Th is is
how  the  in itia l transaction  is handled  at the  po int of sale through to the  Posting  Sum m ary.

The inventory item s on the transaction are handled in  the norm al fash ion described above.  How ever, w hen w e
get to  the M O P section of the ticket th ings are hand led  a  little  d ifferently  inte rna lly.  Your clerk w ill tender a ll
deposits firs t in  the norm al paym ent am ount and m ethod of paym ent fash ion.  Then the am ount rem ain ing to
fin ish paying for the sa le  w ill be pa id by the "LAYAW AY" m ethod of paym ent.  StockBoy w ill print the com plete
sa les ticket fo llow ed by a  "Layaw ay Folio" that show s the to ta l o f the sa le , the deposit, and the ba lance due.

IN TER N ALLY StockBoy w ill put the to ta l am ount o f the sa le  in to  your Layaw ay R eceivab le  Account on the
Posting Sum m ary.  The deposits w ill then be applied against that rece ivable am ount.

LAYAWAY PAYMENTS

The rece ip t generated, w hen the custom er m akes a paym en t on h is layaw ay account, is  N O T a SALES
R EC EIPT!  A lthough it w ill look m uch like  one.  S ince it is  not a  Sale  bu t ra the r a  "P aym ent on Account," the
ticket w ill be handled in terna lly in  a  d ifferent w ay.  In  th is s ituation the m ethod of paym ent is D ebited to  the
appropria te  M O P G .L. A ccount and the CR ED IT portion of the transaction is d irected to  your Layaw ay
R ece ivab le Account in your G eneral Ledger.  This w ill reduce the  am ount of Layaw ay R ece ivab les and Increase
your M O P G .L. Account.

GIFT CERTIFICATES
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Many firms utilize Gift Certificates and Coupons as promotional devices.  G ift Certificates like Store Credits are "PURCHASED"
then redeemed.  Therefore, you will find it best to have an Inventory Item set up as an accounting vehicle (many give it a SKU
number of "G IFT CERT") to handle this sort of situation.  This inventory record should be set to "No-Tax."  Then your clerk will "Sell"
a gift certificate, which will reduce the quantity on hand by one and credit the appropriate G.L. Holding Account that your CPA set
up.

W hen the Gift Certificate is REDEEMED you clerk w ill handle it much like delivering a Special Order.  All the items being purchased
will be added to the ticket in the normal fashion, and 1 GIFT CERT will be refunded (negative 1 in the quantity sold column) in the
amount of the Certificate.  This w ill move the value out of your Gift Certificate account and place it in the proper Revenue account.
The amount to be collected will be reduced by the amount of the Certificate and Sales Tax w ill be collected on the appropriate
items.  The quantity on hand in the inventory record for G IFT CERT will be increased by one, since we "refunded" the Certificate.

A quick look at the Inventory Record's Quantity on Hand w ill show you how many G ift Certificates are outstanding at the moment.
The quantity will show as a negative number s ince the system subtracts one as it is sold and then adds one back when it is
redeemed.  Because of this practice of subtracting and adding as the items are sold and redeemed, the unit sales counter for the
year will only be able to tell you how many you had outstanding at the end of each month - not the total number sold.  The amount
of G ift Certificates outstanding can be found in your Gift Certificate Holding Account in the G.L.

COUPONS probably should be handled as a Method of Payment instead of using an inventory item on the ticket, although this too
can be accomplished.  Since coupons are not purchased first and are really used as a part of the payment, you can set up a special
method of payment for your coupon, establish it (in the M .O.P. CODE MAINTENANCE) as a "GL" type and it w ill not be added to
your deposits but it w ill be debited to the appropriate G.L. Account.  One advantage this procedure has, is that you are not reducing
the amount being charged for the item so the amount of Sales Tax is also not discounted.

SALES SERVICES MENU

The Salesmaker can access several other functions and services from the sales screen by typing <F4> MENU at the Sales ID
Prompt.  The SALES SERVICES MENU is displayed at the top of the screen like this:

+))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))),
* A= Reprint                E= Sales Race             I= Time Clock               *
* B= Layaway Maintenance    F= Transfer Ticket        J= Journal Tape             *
* C= Received on Acct (ROA) G= Acct.Receivable Access K= 'Z' this Till            *
* D= Special Orders         H= Message Center         L= LOGOFF                   *
*+)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
)))))),*
*.)))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))))
))))))-*
*+)))))))))0)))))))))))))))))))))))))))))))))))))0))))))))0)))))))))))))))0
)))))),*
**         *                                     *        *               *      **

W e w ill step through each function to  ensure that you know  adm in istra tive ly w hat is happening w ith  each option
and how  far the operator can go.

REPRINT

The R eprint op tion  w ill do  nothing  to any files or totals.  It is  on ly a m ethod to obtain another rece ipt of the  last
sa le  com pleted.  There is no lim it to  the num ber o f cop ies you can get.  You cannot request a  R eprin t a fter you
have started another ticket or ca lled another Sa les Services O ption.

LAYAWAY MAINTENANCE

W hen Layaw ay is se lected as a  M ethod of Paym ent, a  Sale  has been m ade.  Inventory has been deducted.
H ow  com m issions are paid, and Sales Tax co llected  is determ ined by your selections in the  System  O ptions.
You can elect to  declare  the sa le  com plete  a t the tim e of creation, or declare  the revenue increm enta lly as
paym ents are m ade.  The choice depends upon your A ccountant's advice.The va lue o f the am ount be ing pa id
by "Layaw ay" is sent (D EBITE D ) to  the G .L. Account set up as your "Layaw ay Accounts R eceivab le ."  And la ter
w hen the Custom er re turns to  m ake paym ents to  the Layaw ay, those paym en ts are  CR ED ITE D  against the
"Layaw ay Accounts R eceivab le  Account" in  the G .L.  The m ethod of the paym ent type determ ines w hich account
is D EBITED  w ith  the increase in the T ill.
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Paym ents to  the Layaw ay are m ade by accessing "Layaw ay" from  the Sales Services M enu.  The custom er's
file  is brought to  the screen show ing each entry that creates the current ba lance.  The Defau lt paym ent is the
outstand ing ba lance, your operator w ill type in  the am ount be ing pa id .  They w ill a lso enter a  descrip tion of the
paym ent that w ill show  on the fo lio , and the m ethod of the paym ent is designated.  The custom er w ill then
rece ive a  copy of the  updated  Folio as his rece ipt.  This Folio can  be printed  out as o ften  as the  custom er needs.

The Layaw ay Folio  can be dele ted a t any tim e.  If the ba lance is not been reduced to  zero before de le ting, your
Layaw ay Accounts R eceivable Account w ill be m isstated.  Th is can be easily handled by m aking a  m anual entry
to  the G enera l Ledger, and then to  your inventory (rem em ber these item s w ere deducted from  inventory a t the
tim e of the sa le) records.  

Layaw ay Folios that are  paid  o ff are  not de le ted autom atica lly, th is a llow s your sta ff to  activate  the de le tion when
the product is  actua lly p icked up.  Your custom er can pay the item  off w hen you w ant it com pleted, and still w ait
for an event (such as Xm as or B irthday) before p icking the item  up.  Norm ally you should  dele te  the Fo lio  when
the item  leaves the store .  Th is g ives you qu ick lis ting of a ll the Layaw ays that should  be in  your Layaw ay
H olding  Area  and the ir paym ent/past due status.

RECEIVED ON ACCOUNT (ROA)

The REC EIVED  O N  AC C O U N T or R O A is a Specia l type of transaction.  W e are  rea lly on ly SELLIN G  a receipt.
But it does a llow  you to  take "Autom atic" R O A 's at the Point of Sale just as easily as a sa le is m ade.  S ince it
is  a  Specia l ticket type it can on ly be accessed from  the Sales Services M enu.

This is the O N LY ticket that w ill a llow  an extension w ithout a SKU  num ber, if fact you can 't put anyth ing in  the
SKU  num ber co lum n.  The  first descrip tion line from  the RO A w ill be transferred to  A /R  C ustom er F ile  as the
descrip tion that w ill be seen on the Statem ent, (un less you have se lected an override phrase in  the System
O ptions) a long w ith the date, the R O A num ber, and the am ount of the paym ent.

As w ith A /R  sa les, the R O A w ill update the C ustom er F ile  w hen the E nd o f D ay is run - if you set StockBoy to
autom atica lly transfer the End of D ay to  the G enera l Ledger.  The to ta l am ount o f the R O A is a  CR ED IT to  the
C ustom er's Account ind icated by the nam e on the receipt and the EO D  T icket Sum m ary.  The paym ent o f th is
transaction is a  D EBITED  to the appropria te  G .L. Account for the M ethods of Paym ent used.  O bviously there
is no Sales Tax generated on an R O A transaction.

An RO A ticket C AN N O T conta in  any o ther products or types o f transactions.  If the custom er w ants to  m ake a
paym ent and m ake a purchase too, these m ust be on separate  transactions.  But both  can be done from  the
Sales S tation w ith  ease.

SPECIAL ORDER (SPO) TICKETS

W hen you are taking an order for goods that have to  be ordered before you can de liver them  you are NO T
m aking  a Sale!  You are taking  a deposit in return for a prom ise to try to acquire the  goods the  custom er w ants.
S ince  no goods are changing hands, the m onies co llected m ust be he ld  in  a  separate  G L account from  your
R evenues, and you w ill not collect any Sales Tax or generate com m issions.

The Specia l O rder procedure is accessed from  the SALES SER VIC ES M EN U  and is an option tha t m ust be
activated  via Activate Special Features (see  M aster System  M aintenance m anua l fo r com plete details -
im portant!).  A fter accessing  this fea ture v ia option  "D ", the  c lerk is presented  w ith a  Sales S creen tha t looks
identica l to  a  regu lar Sa les Screen.  It w ill d isp lay "SPEC IAL O R D ER  TIC KET" on the screen and a lso on the
printed receipt.  

The item s are entered just like  a  norm al sa le , if the goods have a SKU  N um ber it should  be used.  G oods that
are new  or not usually  carried can be entered to  the ticket by using your 'M isce llaneous G oods' SKU  N um ber
or any o ther generic type SK U  (often StockBoy ow ners use one generic SKU  per sa les departm ent).  If a  generic
SKU  is used, the descrip tion can be changed to  re flect deta ils regard ing the actua l product be ing requested by
the custom er.

To com plete  the SPO  ticket, the cash ier w ill use the <F1> Tota l key (as w ith  a  standard ticket).  At th is po in t you
w ill see a Subtota l, Sales Tax, and Tota l VALU E of the transaction.  H ow ever, StockBoy w ill ask for the am ount
of SPO  D EPO SIT ... and the Defau lt w ill d isp lay the m in im um  percentage that you estab lished in  the System
Level O ptions.  Th is can be over-ridden by the clerk.  The rece ip t w ill show  the ba lance after deducting the
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deposit, and it w ill show  the am ount o f the deposit.  There are severa l add itiona l questions on the screen about
due dates, order num bers, and sh ipp ing in form ation.

The D eposit w ill be added to  the G .L . Account you estab lished in  the System  Level O ptions.  The paym ent w ill
be D EBITED  to  the appropria te  G .L . Account for the M ethod of Paym ent used.  An e lectron ic copy of th is
transaction  (and a ll line  item  deta il) w ill be sent to  the Purchasing/Specia l O rder F iles and can be accessed
im m ediate ly from  there for additiona l fo llow -up.  The deta ils w ill a lso prin t on a  separate  page during the End
of Day U pdate run ... NO SPECIAL ORDER IS AUTOMATICALLY PLACED ON ANY PURCHASE ORDER.  The
StockBoy ph ilosophy attem pts to  ensure that a  cash ier C AN N O T order m erchandise w ithout the overview  of the
buyer/m anager.

DELIVERING THE SPECIAL ORDER

W hen the goods arrive and you are go ing to  send them  out the door you w ill need to  re-ca ll the SPO  ticket that
generated the order.  You access SPO  from  the  S ales Screen Services M enu and activate  SPO  reca ll.  The
screen w ill p rom pt you to  input the custom er's nam e (or a  portion of it).  Next the system  d isp lays the next n ine
SPO  custom er nam es that a lphabetica lly fo llow  your input nam e.  You m ay se lect the appropria te  custom er from
the lis t or en ter an <U P AR R O W > or <D O W N  AR R O W > to v iew  the  previous/next nine  nam es.

NOTE:  It is important that all cashiers understand the use of the alphabetizing code "^" and how the system will
store the names they input on the original SPO tickets.  The alpha code (shift 6) should REPLACE the space
between the first and last names, i.e. 'ABRAHAM^LINCOLN'  'THE^RETAIL STORE'.  Company names need NO
alpha code, i.e. 'STOCKBOY SERVICES'  'IBM'.  If you utilize the code, the SPO's will be displayed and stored as
follows, 'LINCOLN, ABRAHAM'  'RETAIL STORE, THE'.  

It is perfectly legal to input the names using reverse position, i.e. 'LINCOLN, ABRAHAM' ... but then the receipts
will be printed exactly that way ... if you use the alpha code, the code will NOT print and the names will come out
first-last on the receipts.

You 'll a lso need to input the sa lesm an's in itia ls to m ake certain tha t the  SPO  sale is cred ited  to the  correct
cash ier/sa lesm an.

O nce the correct SPO  ticket is on the screen, it is  EXAC TLY like a standard ticket.  You 'll see the orig ina l SKU 's
that w ere input on the SPO  request, and you 'll see the dow npaym ent/deposit SKU  and am ount as a  negative.
If you <F1>  the ticket, the system  w ill A U TO M A TIC A LLY handle  the taxation and reduction for the
dow npaym ent/deposit.  The ticket w ill be taxed in  its entire ty, the to ta l sa le  w ill be com m issionable , and the SP O
w ill be rem oved from  the file  a t the com pletion of the ticket prin ting.  Th is is w hen the inventory is reduced and
the  sales are reg istered .  If the  dow npaym ent/deposit SKU  and G L account are se t up properly, it w ill a lw ays
show  the O U TSTAN D IN G  am ount of deposits ... when the SPO  is fina lly so ld  out, the dow npaym ent/deposit G L
account is reduced.

Back O rders.  It is  possib le  to  keep any num ber o f line item s on back order and to  NO T sell them .  To m ark any
SKU  line for N O  SALE, s im ply position the h igh lighted cursor bar on the line and press the <TAB> key.  You 'll
im m ediate ly see a b linking asterisk "*" on the le ft s ide o f the line.  A ll asterisked lines w ill N O T be so ld  when you
press <F1> or <ESC > <ESC > ... they w ill rem ain on the reca llab le  SPO  ticket.  You can se ll as m any line item s
as you w ish and back order as m any as you need.  If you have orig ina lly ordered 5 un its  and w ant to  se ll on ly
3 ... you 'll have to  edit one line to  read 2 and another to  read 3, then se ll the 3 and backorder <TAB> the 2.

SALES RACE

The Sales R ace is a qu ick place  to look and see w hich S ales ID  has accum ulated  the  m ost activ ity so far today.
W hen an End of D ay is run a ll to ta ls for any 'Z 'ed T ill w ill be reduced from  the Sales R ace.  Therefore if one or
m ore T ills  have been le ft open and not 'Z 'ed, it is  possib le  to start a  new  day afte r do ing an End of Day w ith
to ta ls still show ing in  the Sales R ace.

TRANSFER TICKETS

This option is O N LY used in  M ultip le  S tore System s.  S im ply sta ted; a  transfer ticket is designed to  assist the
sate llite  stores w ith in  a  m ulti-store  insta lla tion in  handling the sh ipp ing and rece iv ing of goods betw een stores
independent o f the w arehouse or m aster com puter contro l.
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A  transfer ticket uses the  sam e procedure as a standard sa les ticket fo llow ing se lection.  If the M anager's
Keyword has been activated for th is m enu option, the operator m ust first input the Keyword before the XFR  ticket
can begin.  The com puter w ill assign a four dig it num ber fo llow ing the le tters "X FR " to identify the ticket.  XFR
tickets w ill appear on the  ticket sum m ary a t E nd o f D ay.  The ticket asks for the  S ales ID  in itia ls, and  then asks
if th is is a  "Transfer In  or O ut?"  N atura lly, inbound m eans that inventory quantities w ill be increased, outbound
m eans that the inventory w ill be decreased.

The IN BO U N D  or O U TB O U N D  header line w ill appear on the first line of the ticket.  The operator w ill N O T be
able  to  access the first line to  a lter the descrip tion.  N o subtota l, sa les tax, or to ta l w ill appear on the ticket; but
the price each w ill be d isp layed to assist in  m aking sure  the correct SKU  has been input.

NOTE - A transfer ticket ONLY updates quantity on hand figures.  It does not update the unit sales history,
the ticket count, the ticket count per salesman, the salesman's commissions, the End of Day posting
summary, or any method of payment total.  Its only purpose is to add or remove quantities on hand from
inventory.

The quantity co lum n on the sa les screen w ill be strictly contro lled by the softw are to  force a ll quantities on an
IN BO U N D  XFR  to  be negative, w hile  a ll num bers O U TB O U N D  w ill be pos itive .  Th is  guarantees that the
inventory w ill be ad justed properly.  If you need to  m ake an ad justing entry a fter an XFR  ticket has been m ade,
a new  XFR  ticket o f the opposite  type m ust be entered.

W hen the <F1>  key is pressed to  TO TA L the ticket, N O  M ethods of Paym ents w ill appear -- the screen w ill be
routed d irectly to  the N am e/Address areas.  The first line w ill be  changed autom atica lly to  read "TR AN SFER
TIC KET FR O M " or "TR AN SFER  T IC KET TO ".  The cursor w ill be positioned im m ediate ly fo llow ing th is text to
a llow  you to  enter the source s tore  nam e or the destination s tore  nam e.  No system  leve l check is perform ed
on your input to  verify that a  leg itim ate store  ID  is entered; any in form ation to  identify the correct store  w ill be
fine.

The im portant in form ation should  be trapped on the first descrip tion line o f the ticket and on the Nam e line of
the address so that both  w ill appear on the End of D ay ticket sum m ary to  properly identify the ticket as an XFR
IN  or XFR  O U T.  N ote that the ticket w ill show  a C ASH  tender w ith zero  am ount.

XFR  tickets w ill be prin ted three tim es autom atica lly, one copy for the orig inating s tore , one for the destination,
and one for the w arehouse to  m atch up the tickets.  Th is count is 'hardw ired ' in to  the softw are, but re-prin ts are
a llow ed for additiona l cop ies.  A ll line  item s from  a ll XFR  tickets are  captured in  the C ritica l Ed it report a t End
of D ay for security reasons and eva luation.

ALL VERIF IC A TIO N  O F TRANSFERS M U ST BE DO N E M ANU ALLY AT TH E W AREH O U SE, O R  M ASTER
SYSTEM .  Th is is done sim ply by m atch ing "O ut" transfer ticket copies w ith corresponding "In" transfer tickets
and by checking  the critical ed it reports.  Your discipline  m ay d iffer from  tha t used by other firm s.

ACCOUNTS RECEIVABLE ACCESS

Your c lerk can ca ll up the C ustom er's A /R  F ile  to the Sales Screen.  It is  ava ilab le  from  the SALES SER VIC ES
M EN U .  Th is is usefu l if the Custom er has a  question about h is account, such as "D id  m y paym ent arrive?" or
"W hat is  m y balance?"  These questions can som etim es be handled 'out front' and save you tim e w hile  g iv ing
the custom er the la test in form ation on h is account.

This is a 'Look &  See' feature on ly.  N o changes or ad justm ents can be m ade from  the Sales Screen.  It is  very
he lp fu l w hen a Custom er's purchase p laces h im  over the cred it lim it and he w ants to  see why.  It is  im portant
to  rem em ber that the file  w ill on ly show  the sta tus as of the last update  of the End of D ay, un less the D aily Folio
has been activated in  the System  O ptions.  O f course, any questions about the content o f the file  should  be
directed to the B illing D epartm ent.

N ew  C harge Custom er Accounts can be opened from  a Sales Term ina l v ia  th is option.  S ince your procedures
polic ies for opening new  accounts are  un ique to you, and there  m ay be tim es that you decide that you w ant to
'O pen' a new  account from  the  Sales S tation , th is fea ture is left for your procedures and po lic ies.

MESSAGE CENTER

All c lerks have access to  the system 's m essage center v ia  the T ILL LO G O N  N AM E.  If a  Bu lle tin  has been sent
for any TILL nam e, it w ill appear on the  screen im m ediate ly a fter the 1st sta tion logs on to  that T ILL Nam e.



StockBoy Sales M anagem ent R eference M anual - Page 50

O therw ise, a private or non-private m essage w ill cause the  w ords 'M essage C enter' to b link on the  services
m enu screen.  There is no ind ication that a  m essage is w aiting un less the c lerk access the sa les screen services
m enu.  Refer to  the System  U tilities m anual for deta ils on how  to  operate the M essage Center.  O nce a clerk
accesses the M essage C enter, the system  w ill re turn  to  the sa les screen a t the input Salesm an's C ode prom pt.

TIME CLOCK

The T im e C lock is ava ilab le to track each em ployee's In and O ut tim es and the ir total hours w orked each day.
The em ployee 's tim e-card entries w ill be autom atica lly "D ele ted" if there is som eth ing w rong w ith  the sequence.
Such as m ore ins than outs, e tc.  O therw ise the hours from  each days tim e-card w ill be to ta led and transferred
to  the SA LES SU M M AR Y file  as that date  is processed through the End of D ay sequence.

The tim e c lock is  accessible from  the  Sales Screen S ervices M enu using  <F4>  < I>  keystrokes ... and is also
ava ilab le  from  the PLE ASE LO G O N  prom pt by pressing the sam e keystrokes <F4> < I>  (th is is not prom pted
on the screen).

'Z' the TILL

This is where your people access the 'Z' for an individual till, if you have set your System Options
to not use the "Auto Z Feature."  The End of Day procedure is accessed from the Main Menu, taking
the Sales Option.

You determine if you want to have each till 'Z'ed independently or if you simply want to take all the
tills as one during the End of Day.  The determining factors are how you want to handle your End
of Day.  If you want to be able to do your End of Day during your normal operations, or if you want
accountability on a Till by Till basis, you will need to be able to control which Tills are going to be
included in the EOD.  This will require that you 'Z' each till separately.  If you are going to do your
EOD after ALL your Sales Stations are closed and you want to count all the money as one till then
you can use the "Auto Z" feature in the System Options.

When you have the 'Z' option on, each till must be 'Z'ed before it can be included in an End of Day.
Once 'Z'ed a till must be either re-opened or EOD-ed before it can be accessed again.  If the 'Z'
option is not set, all tills will be included anytime an End of Day is run.  A till that is operating during
an EOD will be left out of the EOD process.

On systems that are using the Till 'Z' feature; each till will accumulate its data until it is closed or
'Z'ed.  The tills can be logged off and logged on without 'Z'ing.  However, once 'Z'ed, a till cannot
Logon until it has been cleared by an End of Day.  The EOD will include only those tills that have
been 'Z'ed.  This allows you to run tills 1 through 3 today, and 'Z' them while you open till # 4 and
keep operating while you process your End of Day in the back room.

'Z'ing a Till is simply the act of counting the money, checks, and credit cards in the Till and
comparing them with the amounts that should be there based upon the Sales activity through that
till.  This determines the over/shortage status of the till.  The totals are then "Netted" together with
the other Tills that have been 'Z'ed for the End of Day.  During the 'Z' the coins, currency, checks,
and credit cards are "Inventoried" StockBoy does the extensions and the totaling.

The overage and shortage of a till or EOD is found by accumulating each payment amount by
method of payment and then comparing them with the totals in the till count.  Operators should be
instructed to make sure their count is accurate and not to try to 'balance' the till.  If there is an
overage or shortage you can go through your daily ticket detail to try to find the problem.  This
should not be the job of the clerk at the end of the day.

During the End of Day process you can change the beginning amount in any till.  The only
requirement is that the till must have that much cash before it can hold it over, or you will need to
declare which GL Account is donating the new cash for tomorrow's beginning till.

The End of Day will clear each Till and prepare it for use tomorrow.  It will also create a Posting
Summary that is the Accounting version of the day's activities.  This Posting Summary can be hand
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entered into the General Ledger if the Debits and Credits are in balance (it will remind you if they are
not).  Also you can choose to have this report automatically entered to your Books.  If you use the
automatic GL Update feature the transfer will be made after you accept the EOD and before you
finish the process.

ERROR MESSAGES

The system is constantly checking for any special circumstances that could lead to problems later
on.  StockBoy will alert you to contact customer support if the system detects anything irregular.
IT IS IMPORTANT TO CONTACT YOUR CUSTOMER SUPPORT TEAM BY PHONE any time you get
that message!

REPORT

                    1   Exactly what procedure you were attempting.
                    2   Which prompts you had answered.
                    3   What the screen had accomplished immediately before the message. 
                    4   Exactly what was the message.
                    5   And what you did after the message.

Fill out a "StockBoy SYSTEM SUPPORT REPORT!"  It is best if you can contact your Support Team
before pressing any other keys.  But, many times this is impossible due to many factors.  If you have
to wait to contact the support team, make sure someone makes contact with the SUPPORT TEAM
As Soon As Possible!  This will allow the support team to prevent problems.
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StockBoy SYSTEM SUPPORT REPORT FORM

STATUS:                                                                    

OPERATOR:                              LOGON USED:                         

STORE:                                 WHICH USER/TERMINAL:                

DATE & TIME OF PROBLEM:                                                    

REPORTED TO:                        ON DATE/TIME:                          
===========================================================================

SITUATION DESCRIPTION

SOFTWARE LOCATION:

DESCRIBE PROBLEM:

ACTIONS TAKEN:

===========================================================================
CONCLUSION:
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