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Introduction

To support the wide range of promotions offered by the UK retail sector, Futura provides a broad range
of functionality within its Price Change and Special offers modules.

There is scope to create special offers and discounts which be either applied automatically or manually
at the Point of Sale.

It is important to note that promotions are different to price changes which are permanent in nature.
The functions in Futura allow for promotional events to be pre-planned for specific dates. At the end of
the assigned dates the normal ticket price of the item will return automatically. It is also possible to set
any promotion to be branch specific, so a promotion may run in some stores but not others.

When a discount has been applied to an item, it is indicated to the sales personnel at the till by
highlighting the line green. If required there are also technical settings which can be entered to prompt
a message.

Which Screen?

There are a number of screens to manage promotions and selecting the right option depends on the
type of promotion that is required.

The following Screens will create promotions that will be Automatically applied at the POS.
e Promotion on Total
Allow for the discount by either a fixed amount or a percentage based on spending thresholds.
e.g. Spend £50 get 10% off.
e  Promotion Qty and Price
Sell one or more of the exact same item for a promotional price.
e.g. Item is currently reduced by 10%.
e Promotion Mix and Match
Any different products can be mixed together resulting in a promotional price
e.g. Buy one get one free / Buy one get something different free.
« Discount Rules (also available to run manually)
Can be used for automatic staff discounts and specific customer account discounts
¢ Voucher/coupon redemption

Pre-printed promotional vouchers or coupons can be scanned at the till to apply a discount.

The following screens relate to discounts Manually applied at the POS.

« Discount Rules (also available to run automatically)

e  Price Change Reason Codes
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Fixed price items

Do items with Fixed Prices still get discounted in a promotion or discount?

If an item has the Fixed Price tick box activated in the Detail Data tab, then it will not take part in the

any type of promotion set up or discount rule.

This is displayed below;

1 Iems - 30/51/30/1 Pillar Scented Candle

Supp| 12345682/ THE CANDLE |-Order| 12345682 THE CANDLE PU |pexr Unic - CIT|pexr Unit -
[ Ref No Usit Varant  ||St. Per. Spitmhe FO.Spltmio ]l Core | Target | PP Prica (uist) I SP Prioa (RT) J
138697 (10em CHOCOLAT 1 2 4 3.00 9.00|*
132703(10em LAVENDER 1 2 4 3.00 9.00
138710(10em 1 2 4 3.00 9.00|=
138727|10cm [VANILLA 1 2 4 3.00 9.00
138734(15cm CHOCO!
138741|15en LAVEN! B3 lems - 30/51/30/1 Pillar Scented Candle ’E"E"E
138758(15em sTRaW| Supp| 12345682|THE cawpLE |Order| 12345682 THE CANDLE PU |per Unit w»| CIT|per Unitc -
138765(15cm [VANIL
| Ref Mo " Unit Variant ]&.Pu_[ SpitmMo ][ £.0.5pitmMe ] Core | Target [ PF Frice (List) ][ 5P Price (RT) ]
- - 138697|10em CHOCOLAT 1 2 4 3.00 9.00|*
* Prices | Sp. PP prices I E 138703|10cm LAVENDER 1 2 F 3.00 9.00
Supplier size 10cm 138710[10cm STRAWBRY 1 2 4 3.00 9.00|=
Supplier colour | STRAWBRY 138727|10cm VANILLA 1 2 4 3.00 9.00
T 138734 |15em CHOCOLAT 1 3 5 5.00 15.00
JRKi 138741)15cm LAVENDER| 1 3l s 5.00 15.00
Max Disc. B 138758|15¢cm STRAWBRY 1 3 5 5.00 15.00
[F.-xed Price :,.:l M 138765(|15cm VANILLA 1 3 5 5.00 15.00
Weight  [kg] Pl o
Fill. wght [kg] Pl | + Prices | Sp. PP prices | EAN/UPC | # Search term | ltem Iinks| * Detail data |
Supplier size 10em Statistical period Core Items
Supplier colour  VANILLA 01/01/1990 - 31/12/2999
SpitmNo P.0.SpltmNo
Max Disc. 50.00 Bonus % / e e T Cost Price
[Fixed Price I_l Min. Order Qty Type @ active
Weight  [ka] PU Order 12| | Comp. Qty ) inactive
Fill. wght.[kg] PU Replen. 12| |Qty O delete
7 Sale1 [1] - EXAMPLE EMPLOVEE [ @]=]
Date 17109714 Cashier 1 EXAMPLE EMPLOYEE Cust. 1
Receipt 531 5 SA - BRI - GIFTS Rule 1
S'Per RefNo PGR Description Tk R No. Price
1/R138710 30 Pillar Scented @ 1 1 9.00

Open 13.50 2 12.50
Discount

Cust. Card Stock
1 | Total 13.50 |all] =2
e Acc.
2 Payment Type Total
Sale 2 E|
3 Tendered
Sal2 Change
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Maximum discounts
Items with maximum discount in automatic promotions

If a maximum discount has been entered against an item (e.g. 50%) in the reference data and a member
of staff attempts to reduce an item over this amount (e.g. 60%), then the following message will be
displayed;

System Message |

Warning!
. The minimum price has not been reached,

A minimum price of 1,50 applies for this item as a result of the
maximum discount of 50.00% .

If an item has been added to a promotion, then the system will ignore this maximum discount
automatically and this message will not be shown.
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Price Change Reasons

Price Change Reason are used to capture why an item has been discounted, which are then printed on
the receipt and captured for analysis. This can be applied manually, or automatically as part of a
triggered promotion/discount at the till.

These Price Change Rules can be used for the following selling functions:

e Tills (There is a setting in Base POS to make this a mandatory
requirement)

e Customer Ordering (There is a setting in Base Order to make this a mandatory
requirement)

For till point discounts, the Price Change Reason captured can then be used to see how often it was
used and the total of the price reductions. These can be analysed in:

- POS Daily Analysis -> Sale Statistics

Futura Retail Solutions Ltd. Page = 1
RGES BER Reading Sales Statistics — Total 0s5s11,16 15:18
Evaluation period: 01/05,/2016 — 0S5/11/2016 22:59:59
Branch: A1l
FPos - m11
Cuxrenc w £ Pounds Stexling
Fxom o Item Repts Tot=l Itm/Ret Si1=/Rept Cu=t. Quots=
oo:00 |01:00 1zo0_0o0 12 21s6_s8 557 227 &1 o o
os:00|10:00 z.00 H 17.s50 1.00 s.75 o o
10:00|11:00 s.00 El s8.00 1.7 zz2.00 o o
11:00|1=2:00 z4.00 = 184.25 z.78 zo.47 o o
1z:00 |123:00 a7.00 12 1s80.5=2 1.31 12.66 o o
13:00 |14:00 &_00 s 161 .15 1.=0 =2z _z3 o o
124:00 |15:00 7 .00 a 10s_928 1.7s ze_s0 o o
15:00|16:00 11.00 10 szs .99 1.10 sz.20 o o
16:00|17:00 1.s0 = 12.s50 o.7s 7.z25 o o
17:00|18:00 7.00 s zs1.26 1.40 se.z27 o o
18:00 |18:00 &.00 E 40s .00 z.o0o0 12s.00 o o
1s:00 |20:00 =_.oo0 S 111 _o0 z_.o0o0 111 _o0 o o
zo0:00 (21:00 1.00 2 1.0e 1_00 1.0e o o
za:o0o0|=zz2:00 =.00 a 104.50 =.00 104.50 o o
Total zz1.s0 7= s781._4= =_.0= 79_=3 o o
Shrxinkage Reason cew BRltex=d Original [Discxepancy
o 1s 122.4as 174.¢25 a2z .50
1 Discoun e 1=z= za 1827 _00 1805 _00 78 _00
= Manag=x Di=zcxr=tion 7 z27e&.80 z2e2z_so 1s .70
= NEW YEAR 2014 REDUCTIONS 1 as.oo0 20.00 s.o0
1s Promoticn e 11z.00 127.00 =zs.00
sa 167.=z20
© POS Audit Report - 8 X
Fepor Seiection Sumary Options Time Range:
Branch Ho [ Bomdalgows 152018 = e e
[o1/eszon Group by Fterby
O Pt sy oy s
51172016 52019 Clear al fiters Pt Ged
Refund Report | Vo Recents Report | Canceled Recepts Report | Deleted Lines Repart | No Sale Repart | PGR Sales Repart | Discount Rescrl | Personnel Sales Repart | Pk Up Report
ssesperso unit orignal value

1
1
1
1
1
1
1
1
1
1
1

- Specially built Analyser reports
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In the automatic discounting functions, a discount reason can be given for the following modules:
a) Promotion on Total
b) Promotion By Qty & Price
c) Promotion Mix & Match
d) Discount Rules
e) Scanned Barcodes
f) Payment Types (only used in specific set ups)

Please note: If a promotion or discount record is created and a reason is not applied against it, then
this will be reported as a ‘0’ rule in the POS Daily Analysis: Sale Statistics report.

Restricting Price Change Reason search lists at the till

From Version 3.32B it is possible to restrict the number of Price Change Reason that are searchable at
the till. This enables you to control the discounting options available at the till point so that only valid
discounts reasons are applied to transactions.

This involves a configuration setting. It you are interested in utilising this functionality, please speak to
the Futura Support Team.

PLEASE NOTE: This is not available in version 3.32A or older.

Promotions
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Open the Price Change Reason

Module

Select the next new number price change reason and enter the reason description

Select ‘NO DISCOUNT TABLE’

Press Save and OK.

Example Setup

=] Price Change Reasons E@
MNo. < 2||=
Reason Manager's Discretion
. Di t Table T
No benefits (money's worth[] 1seount 1abie lype
® No discount table
D LS (IR . O Global discount table
Discount | (O Own discount table
— Discount Tabl
Discount
From SF Frice To SF Prics 25 amount in % Reund to Mark down
Ll
v
oK Save Delete Cancel

When this rule is used at the till point, the cashier is able to enter the discount, without any rule

restrictions.

PC POS EXAMPLE

ERS Line Discount @
MNo. < 1| >
Reason 2 |Manager's Di=scretion
Percent Discount frm 20.00
Or Amount 5.00
Branch Price (original) 20.00
Branch Price (current) 20.00
Branch Price (so far reduced to) 20.00
Discount Value 5.00
Current Price 15.0q
Ignore Max.Discount
oK Cancel New Reason Delete
o =
Promotions

POS TOUCH EXAMPLE
PORCELAIN CANDLESTICK
R142700 30

Branch Price
- original
- actual
- currently reduced to

Reason
2Manager's Discretion

Percent Discount frm
Or Amount 5.00

Discount Value
Current Price

No.

Step by Step: Creating a price change reason without discount
tables.

20.00

20.00
20.00
20.00

20.00

5.00
15.00|
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Step by Step: Creating a price change reason with discount
tables. (e.g. £5 off)

1. Open the Price Change Reason Module
2. Select the next new number price change reason and enter the reason description
3. Select ‘OWN DISCOUNT TABLE’

4. Inthe Discount Table: From SP, enter how much the customer must spend as a minimum
before this discount can be applied

5. Inthe Discount Table: To SP, enter how much the customer must spend as a maximum
before the next level of discount kicks in if you have multiple level rules.
(I recommend entering something in this field, even if it is a one level discount like below)

6. Inthe Discount Table: As Amount field, enter how much money should be taken off.

7. Press Save and OK.

Example: Single Level Set-up

=] Price Change Reasons EI@
No. <|| 14||>
Reason Lovalty offer

Discount Table Type
(OMo discount table

No benefits (money's worth] ]

Slulbonisieduciog O (O Global discount table
Discount O (® Own discount table
—Discount Tabl
| Discount
From SP Price To SP Price s amount in % Round to Mark down
50.00| 2000000.00 5.00 ~
Example: Multi Level Set-up
=] Price Change Reasons EI@
Na. < | 14| =
Reason Loyalty offer
7 Discount Table Type
Mo benefits (money's worth{ ] yP
oK 3 D (O No discount table
U ave L i .
tojloutihetucig D (O Global discount table
Discount O ® Own discount table
—Discount Tabl
| Discount
From SP Price To SP Price as amount in 3% Round to Mark down
50.00 149.99 5.00 -~
150.00 249,99 10.00
v
oK Saye Delete Cancel

Promotions

12




o |f the cashier attempts to apply the discount to an INVALID transaction, then the following
message will be displayed and the discount will not be applied.

PC POS EXAMPLE TOUCH POS EXAMPLE

Nao.

Branch Price
- original
- actual

Reason | 14||Loya1ty offer

Percent Discount | frm | 20.00 - currentl
Or Amount System Message
Branch Price (original) 20.00
Branch Price (current) 20.00

Branch Price (o far reduced to) 2000 Atable of dlscoun_t su_ggestlons has been defined for
this discount reason.
The sales price (20.00), however, is not in a range for
which discounts have been defined.

Discount Value
Current Price 20.00

|87 System Message X

Atable of discount suggestions has been defined for this discount
reason.

The sales price (20.00), however, is not in a range for which discounts
have been defined.

e If the cashier attempts to apply the discount to a VALID transaction, then the following screens
will be displayed and the discount will be applied.

PC POS EXAMPLE TOUCH POS EXAMPLE

-

No. Branch Price

- original 60.00

-actual 60.00

LT | 14”1'05??11:5{ offer - currently reduced to 60.00
Percent Discount | frm | &0.00

Or Amount 10.00
Branch Price (original)

Branch Price (current) " i R
Iscoun

. Suggestion for L ff *
Branch Price (so far rec, u In °r oyao =

t 5.00 (S5P: &0.00, SP Disc:

Discount Value
Current Price

Ignore Max.Discount

[Jignore Max Discount

oK Cancel MNew Reason Delete

Promotions
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If the cashier then attempt to change the discounted quantity that the table has applied, the following
system message will be displayed. The valid price range discounts wll then be displayed again for the

cashier to choose from.

PC POS EXAMPLE

Reason | 1‘1||Loya11:y offer

Percent Discount | fim | 60.00
Or Amount 10.00
Brar System Message *
Bri
Br. Atable of discount suggestions has been defined for this discount
reason.
Dis The required discount is not contained in the sales price (60.00).
Cu Use the search box to select the possible discount.

-

ERS Rept Disc (Amount)

Reason | 14||Loyalty offer |

<€

Percent Discount | frm | 60.00
Or Amount 10.00
Branch Price (original)
Branch Price (current)

Eivarsch Eace a0 fox ml |7 Discount Suggestion for Loyalty offer *

= - Sol
Discount Value
Current Price

[ignore Max Discount

Cancel MNew Reason

TOUCH POS EXAMPLE

Branch Price
- original
= actual
- currentl

60.00

System Message

Loyalty offer

Atable of discount suggestions has been defined for
this discount reason.
The required discount is not contained in the sales
price (60.00).
Use the search box to select the possible discount.

Branch Price

- original
-actual
- currently reduced to

60.00
60.00

Ignore Max.Discount

Promotions
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New promotion functionality from Version 3.26B
onwards

Currency for promotion prices
From version 3.26B, there have been some general modifications regarding promotion prices -
especially with respect to the definition of promotion price changes for foreign-currency branches.

This affects the following functions:
e Promotion by Qty & Price
e  Promotion Mix & Match
e  Promotion on Total

The three functions for defining promotion prices have been given a new currency field on the entry
mask for the "promotion currency".

=] Premotion By Qty & Price

Brnch 1000 |HEAD OFFICE Use price as label price
5. Offer g/ BasicT BOGOF Exclude double entries
Reasn1 Currency (S.Offer) £
Reasn2 5|Basic T-shirt BOGOF

Branch valid frm valid to
1-9558%9 -

For foreign-currency branches this means:

In the head office, promotion prices can be created with a specified system currency against them. This
acts as an additional filter. So, a branch will only take part in a special offer, where its Base System
matches the Currency (S. Offer) field. This can be especially useful when ‘fixed’ prices are set directly in
promotions, which is only valid for a specific currency or country.

Example: The following example uses the same transaction information as the example for Promotion
on Total above. However, a currency has now been entered against this promotion below.

E Prormotion on Total
Branch 1000 |HEAD OFFICE Reason 7|Promotion screen tes
Special Offer 1 [PGR 30 Promo Currency |EUR |Euro
Froduct group v| 30, 28
Branches alid as of | Valid to From Value
1000 - 50.00
1000 150.00

Promotions
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The same products are now scanned, however, as you can see, only the 2 for 1 offer is applied. This is
because Branch 1000 is not using a EUR currency in its Base System, so is no longer a valid branch for

this promotion.

71 Sale1 [1] - EXAMPLE EMPLOVEE =R =R
Date 2010114 Cashier 1 EXAMPLE EMPLOYEE Cust.

L]

——

S5'Per RefNo PGR Description Tk

Purch.
Hist F4

o
H
3
"
o
=]
o
=]
-1

1 Cust. Card Discount
No. Total
Bal= 1

Filtering with item attributes
From Version 3.26B it is possibly to use Item Attributes in the following screen as additional item
filtering options:

e Promotion Qty and Price
e Promotion Mix and Match

(Please note, it is already possible to use item attributes as filters in Promotion on Total and Discount
Rule)

If you are on this version or higher and cannot see the attribute filters on the screen, please speak to
the Futura Support Team about placing in the following configuration settings.

[WAWI] PAE_EXTENDED _MIXMATCH =0/1
[WAWI] PAE_EXTENDED_QTYPRICE = 0/1
=0: Mask without extended item attribute functionality.
=1: Mask with extended item attribute functionality

If this function is activated for the Promotion Mix and Match module, an additional filter is also
activated which enables the user to enter reference numbers into one row which do not necessarily.
This can help avoid adding grouping markers on items, and avoid having to set up multiple combination
types for the one offer.

These are explained further within the separate sections in this document.

Promotions
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Promotion By Qty & Price — entering zero values

From version 3.26B, there is a technical setting allows for a zero value to be entered in the Promotion

by Quantity and Type screen.
[WAWI]
0 = Zero values not allowed
1 =Zero values are allowed

PAE_AKTION_NULLWERT = 0/1

This means that it is now possible to enter a sales price of £0.00 to be entered in either Mode 1 or Mode

2, without a system message.

=] Promation By Qty 8t Price EI@
Branch 1000|HEAD OFFICE [T Use price as label price  Attr. 1: Status  booked
S.Offer 11 || Exclude double entries ~ Attr. 2:
Reasn1 Promaotion currency£
Reasn2 Weekday Time fmTime to
Branch valid frm| valid to =
1000 ~. Differing Happy =
E Hour
PGR SGR Type GrpMo Unit Wariant RefiEAN ~| St.P Org SA Attr. 1 (Mod1Price/Diff. %| Mod2Qty Wal. |Lbl
Supplier SpltmGrp Attr. 2 YN
20 E -10.00 H +
12345683 HCOME FURNISHINGS CCMPANY
30 32 =) N
Product Grp |House and Home Stat.Period up B | [down | | 1GR [ | | Tot=! [
Subgroup Qrigin
Type rugs Sales Area Ori.Price
SpltmTxt 5.0 Price
oK ] [ Saye I I Sel. Table ] ’ List ] ’ Label ] Calculate All Details Stock Delete Cancel

This is can be used to create exceptions, as is displayed in screenshot on the previous page.

This is promotion has been setup to give a 10% discount on all items in House and Home, for supplier

12345683, except rugs.

Item List

Head Office

Ttem Description Stat.
Reflo EAN Code PGR SGR Type GrpNo
Centre-glass Candles Cent
138819 30 51 30 2
138826 30 51 30 2
Short Pile Rug with no Trim Cent
140140 30 52 32 1
140157 30 52 32 1

Promotions
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7 Sale1[1] - EXAMPLE EMPLOYEE = = =]

Date 10/06/14 Cashier 1 EXAMPLE EMPLOYEE Cust.
S'Per ReflNo PGR  Description Tk R No Price
| 1R138819 30 Centre-glass Ca 1 1 5.40 -
1 R140140 30 |Short Pile Rug | 1 1 100.00 i
1/ R140157 30 |Short Pile Rug | 1 1 100.00|_ —~
i — @)
Z Prod
Open 210.80 4 210.80
1 Cust. Card Discount
Mo. Total 210.80

In the example above, four items have been entered into a transaction. All items are from PGR 30,
however, the discount has only applied to two items (R138819, 138826) which is indicated by the green
lines.

Items R140140 and R140157 have not had a discount applied. By looking at the Item List screenshot
included, these two items have a Type of 32, meaning they fall into the set criteria in the Promotion
Qty and Type screen of a 0% discount.

Promotions
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Promotion on Total (from version 3.24 onwards)

From Version 3.24 onwards, a module was added entitled Promotion on Total.

The "Promotion Total" function is used to create definitions for granting discounts when a certain

amount of money has been spent.

E Promotion on Total EI@
Branch 1000 HEAD OFFICE/WRAREHOUS| Reason
Special Offer | Currency Status
No selection i
Branches Valid as of | Valid to From Value Mode | Val.
Ll Ll
w w
QK Save Delete Cancel

They are only available for use at the tills in store.

Be aware that any items set as a “fixed price” will be ignored in the Promotion on Total.

What categories are available to enter into the Item Selection?

The categories that are available to be used as item selection criteria are;

—  Product Group
—  Sub Group

—  Type

—  Origin

— Sales Area
—  Supplier
—  Statistical Period

— Item Attributes

Promotions
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Step by Step: How to create a percentage off offer

Examples Spend £50 and get 10% off

Spend £50 and get 10% off

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion by Total screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and

press ESC to exit the menu)

3 Enter the
special order

4 Add your
offer description

5 Add Reason code to be
recorded against transactions.

6 From 3.268B,
enter the branch

number and and press Enter. . currenc
P (You can use the search function to . .y
press Enter ) . restriction.
bring up a list of current reasons)
= Promation an To / o=

Branch 1008 JEAD OFFICE/WAREHOUS || Reason 5|Promotion !

Special Offer 1 |spend £50 Currency £ Pounds Sterling Status New

Product group ~| |30

—\ 7\
Branches \ { Walidas of | Validto From Value Made [ Val.
1000 01/11/15 lad 50.00] P =10.,00 »~
\\ ) ) \ y A\
W i
DK Save Delete Cancel
8 Enterthe 9 Enter your 10 Enterthe 12 Eenter 13 Enter
category filters in branch range(s) valid from and to the minimum in the Mode
the field beside that you would dates and press value the column and
the dropdown. like this offer to Enter (if either the customer enter ‘P’.
be valid in and from date is blank, must spend.
press Enter. the offer will be

7 Choose from
the category
dropdown if you
would like to
apply filters

15. Press [SAVE] and [OK]

after from the
next polling. If the
to date is blank,
this offer will
remain active until
it is deleted or this
field is populated.

14 centerthe percentage
value the items should be
discounted by.

(A negative value should be
entered)

Promotions
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Step by Step: How to create a fixed price offer

Examples - Spend £50 or over and pay £40

Spend £50 and pay £40

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion on Total screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and
press ESC to exit the menu)

3 Enterthe 4 Add your 5 Add Reason code to be 6 From 3.26B,
special order offer description recorded against transactions. enter the branch
number and and press Enter. . currenc
P (You can use the search function to . .y
press Enter . ) restriction.
bring up a list of current reasons)
y 4
E Promotion onNetal / EI@

Branch 1 HEAD CFFICE/WAREHOUS | [ Reason | VY15 |Promotion /

Special Offer 1|Spend £50 Currency |£ Pounds SterlingF Status New

Product group ~| |30

N y =
( Branches \( Walid as of | Validto ) Fram Value MME‘@E'- 1)
1000 01/11/15 ~ 50.00 F 40.00 A

i f

g J J A1 A
W v
oK Save Dele Cance
8 Enterthe 9 Enter your 10 Enterthe 12 Enter 13 Enter
category filters in branch range(s) valid from and to the minimum in the Mode
the field beside that you would dates and press value the column and
the dropdown. like this offer to Enter (if either the customer enter ‘F’.
be valid in and from date is blank, must spend.
press Enter. the offer will be
7 Choose from after from the
the category next polling. If the 14 Enter the value the
dropdown if you to date is blank, items should be sold at.
would like to this o.ffer V\_”“ , (A positive value should be
apply filters remain active until entered)
it is deleted or this
field is populated.

15. Press [SAVE] and [OK]
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Step by Step: How to create a money off offer

Examples - Spend £50 or over and get £5 off
Spend £50 and get £5 off.

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion on Total screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and
press ESC to exit the menu)

3 Enterthe 4 Add your 5 Add Reason code to be 6 From 3.26B,
special order offer description recorded against transactions. enter the branch
number and and press Enter. . currenc
(You can use the search function to . .y
press Enter . . restriction.
bring up a list of current reasons)
\ /
S| Promotion on ToN| / El@
Branch 10NgHEAD OFFICE/WAREHOUS | | Reason 5|Promotion ,‘
Special Offer 1|Spend £50 Currency |£ |Pounds Sterling Status |HNew
Product group | |30
-~ 7 ~\
Branches Y Walidasof | Validto ) From Value Mode |f Val.
1000 01/11/15 ~ 50.00 R 5.00 A

\ _J J\ A LA
W W
QK Save Delet Cance
1

8 Enterthe 9 Enter your 10 Enterthe 12 Eenter 13 Enter
category filters in branch range(s) valid from and to the minimum in the Mode
the field beside that you would dates and press value the column and
the dropdown. like this offer to Enter (if either the customer enter ‘R’.

be valid in and from date is blank, must spend.

press Enter. the offer will be

after from the
next polling. If the 14 Enter the value the

to date is blank, items should be discounted
this offer will by.

remain active until
it is deleted or this

7 Choose from
the category
dropdown if you
would like to
apply filters

(A positive value should be

entered)

field is populated.

15. Press [SAVE] and [OK]
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Promotion Quantity & Price

The "Promotion Quantity & Price" function is used to create definitions for granting discounts on
individual items based on prices and quantities and which may be valid for different periods of time.

=] Promotion By Gty & Price EI@
Branch 1000 |HEAD OFFICE/WAREHOUSE [JUse price as label price  Attr. 1: Status
S Offer | [JExclude double entries ~ Attr. 2:
Reasn1 Promotion currency
Reasn2 Weekday Time frr Time to
Branch valid frm valid to 6
@ Differing Happy
Hour
W L
PGR SGR Type GrpMo Unit Variant ReffEAN + | St.P  Org SA Attr. 1 |Mod1Price/Diff. %|Mod2Qty Val. |Lbl
Supplier SpltmGrp Attr. 2 YIN
"~
w
Product Grp Stat Period up & | |down W | IGR @ | Totsl @
Subgroup Origin
Type Sales Area Ori_Price
SpltmTxt 5.0.Price
OK Save Sel. Table List Label Calculate All Details Stock Delete Cancel

They are only available for use at the tills in store.

Be aware that any items set as a “fixed price” will be ignored in the Promotion Quantity & Price.

What categories are available to enter into the Item Selection?

The categories that are available to be used as item selection criteria are;

—  Product Group —  Origin

—  Sub Group — Sales Area

- Type —  Supplier

—  Group Number —  Supplier Item Group
—  Unit —  Supplier Item Number
— Variant —  Statistical Period

—  Reference Number (Futura SKU)

Item Attributes (with number value
options)

NOTE: It is recommended to keep one of these fields (usually Origin or Sales Area) free to be used to
group items together for promotions

This can be especially useful in Promotion Qty and Price is a promotion is being held on a whole range
of items. E.g. 10 % off selected items. This can help entering all SKU’s in unnecessarily and is only
entered into one line of the promotion, see screenshot below. This means an item can be removed
from a promotion easily by simply removing the grouping field.
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Which Mode columns should you use?

When setting up Promotion Qty and Price, a decision needs to be made as to whether you need to use
the Mode 1 columns or the Mode 2 columns.

e Model
This will be applied EVERY TIME that item(s) is scanned.

It is a single unit discount and uses the Reason Code 1 field to link the price change reason.

F The value will be a new fixed price of an item.
The value enter will be the percentage taken off of an item. (Positive value means
mark-increase)

R The value enter will be the amount taken off of an item. (Positive value means
mark-down, a negative means a mark-up.)

These options are shown as examples in this document.

e Mode?2

This is used to control the number of items the customer must purchase before the promotion is
applied.

The is not a mix and match promotion, which means that the customer MUST buy the exact quantity of
the exact same item reference number. If you would like to offer the customer a number of different
item options for this promotion, it should be set up in the Promotion Mix and Match module.

This uses the Reason Code 2 field to link the price change reason code.

There are 7 different Mode 2 types of promotion that can be created in this area. They all apply to a
reference number been scanned a certain quantity of times in a single transaction.

N Unit discount - When ’X’ units of an item are sold for ‘Y’ number of units. E.g. 3 for 2
on a single item. Mix and match is not possible.

P Percentage discount - When more than ‘X’ pieces are sold, then all units of that item
will be changed by ‘Y’ percentage.

% Percentage discount — When more than ‘X’ pieces of an item are sold, then any

pieces above that number for this item will be discounted by ‘Y’ percentage. Any
pieces below that number for that item will still be full price.

F Fixed price discount — When more than ‘X’ pieces of an item are sold; then all items
will be sold for a fixed price of ‘Y’ amount.
w Fixed price discount — When more than ‘X’ pieces of an item are sold, then any

pieces above that number for this item will be sold at a fixed price of ‘Y’ amount.
Any pieces below that number for that item will still be full price.

A Mark down discount - When more than ‘X’ pieces are sold, then all units of that item
will be reduced by ‘Y’ amount.
R Mark down discount - When more than ‘X’ pieces of an item are sold, then any

pieces above that number for this item will be reduced by ‘Y’ amount. Any pieces
below that number for that item will still be full price.

These options are not shown as examples in this document.
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Step by Step: MODE 1 - How to create a fixed price offer?

Examples

Item is a fixed price £x value.

Item is a fixed price of £20

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion Qty & Price screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and

press ESC to exit the menu)

3 Enterthe 4 Add your 5 Add Reason code to be 6 From 3.26B,
special order offer description recorded against transactions. enter the branch
number and and press Enter. . currenc
(You can use the search function to . .y
press Enter . . restriction.
bring up a list of current reasons)
| |
= E= ==
[JUse price as label price  Attr. Status booked L
S.Offer 1|Promotion i 2 L
IReasm Promotion currencys |
i Weekday Time fm{Time to
ganch Y validfim|  validto A
,fooo al Differing Happy
1,2 Hour
4 v v
PGRSGR Type  GrpMo Unit Vanant RENEAN o ﬁ Org SA Attr. TMod1Price/Diff. %|Mod2Qty Val. |Lbl
Supplier SpltmGrp Attr. 2 M
F 20.00 N A
12345682 THE CANDLE COMPANY
1
/ :
Product Grp Stat Perig up A IGR @  Totsl @ r
Subgroup Origin F
Type Sales Areg) Ori Price ¢
SpltmTxt 5.0.Price L
oK Save Sel. Iable/ List Lab Calculate All Details \toch Delete \Qancel

7 Enter your
branch range(s)
that you would
like this offer to
be valid in and
press Enter.

8 Enter the valid from
and to dates and press
Enter (if either the from
date is blank, the offer

will be after from the
next polling. If the to

date is blank, this offer
will remain active until it
is deleted or this field is

populated.

9 Enter any item
filters that are
required for this
promotion. It you are
using Attribute filters,
remember to select

10 Enter

in the Mode
column and
enter ‘F.

11 enterthe
value the items
should be sold at.

(A positive value
should be entered)

them before have in
the ‘Attr’ fields at the
top of the window
first.

12. Press [SAVE] and [OK]
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Step by Step: MODE 1 - How to create a percentage offer?

Examples - 20% off an item
- 50% off an item
20% off any candle

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion Qty & Price screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and
press ESC to exit the menu)

3 Enterthe 4 Add your 5 Add Reason code to be 6 From 3.26B,
special order offer description recorded against transactions. enter the branch
number and and press Enter. . currenc
P (You can use the search function to . .y
press Enter . . restriction.
bring up a list of current reasons)
\ / P
[E=3 0N ~x
[JUse price as label price  Attr. 1, Status booked -
1|Promotion i 2 L
Promation currency£ |
Weekday Time fmTime to |
anch Y validfm| validto a2
,}000 iffering Happy
1,2 ﬁ Hour
PGR SGR Type  GrpNo Unit Vanant RETEAN o SL. Org SA Attr. 1 Mod1Price/Diff. %| Mod2Qty Val. |Lbl
Supplier SpltmGrp Attr. 2 /N
P -20.00 H A
12345682 THE CANDLE CCMPANY
/ \ i
W
Product Grp Stat Perio up A N IGR @ Totsl @ -
Subgroup Origin P
Type Sales Ared OriPrice e
SpltmTxt S.0.Price -
QK Save Sel. Table List Labe Calculate All Details ock Delete ¥ance\ lc
T |I_l7llbl5 o T grarsT T I e e e \ m \ d
7 Enter your 8 Enter the valid from 9 Enter any item 10 Enter 11 Enterthe
branch range(s) and to dates and press filters that are in the Mode percentage the
that you would Enter (if either the from required for this column and items should be
like this offer to date is blank, the offer promotion. It you are enter ‘P’ discounted by.
be valid in and will be after from the using Attribute filters, .
. (A negative value
press Enter. next polling. If the to remember to select
) . . should be entered)
date is blank, this offer them before have in

will remain active until it
is deleted or this field is
populated.

the ‘Attr’ fields at the
top of the window
first.

12. Press [SAVE] and [OK]

Promotions

26




Step by Step: MODE 1 - How to create a money off offer?

Examples

Item is reduced by £x.xx amount the full price

Item is increase by £x.xx of the full price

Item is ‘X’ value

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1. Open the Promotion Qty & Price screen.

2. Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and
press ESC to exit the menu)

12345682 THE CANDLE COMPANY

A

3 Enterthe 4 Add your 5 Add Reason code to be 6 From 3.26B,
special order offer description recorded against transactions. enter the branch
number and and press Enter. . currenc
(You can use the search function to . .y
press Enter . . restriction.
bring up a list of current reasons)
y2 7z
=] Promotion By & Price EI@
Branch O|HEAD CFFICE/WAREHQISE [JUse price as label price  Attr. 1, Status booked -
S.Offer 1|Promotion Exclude double entries : L
GEEE “ Promotion curency£ |
= - Weekday Time fmTime to |
gnch valid frm valid to A N
"000 iffering Happy
1,2 Hour
W A4
I*l-ur( SORTYPE STPAU U arTan TR f- T SA e Ty Mod1Price/Diff. % MDEIQQW Val. |Lbl
Supplier SpltmGrp Attr. 2 /N
R 2.00 N A

Tenl

Sel. Iable/ List

Calculate All Details \toch

Product Grp Stat. Periol up - IGR @ | | Total & -

Subgroup Origin P

Type Sales Are On.Price €

SpltmTxt 5.0 Price i
oK Save Labd

Delete \Qancel I

N

7 Enter your
branch range(s)
that you would
like this offer to
be valid in and
press Enter.

8 Enter the valid from
and to dates and press
Enter (if either the from
date is blank, the offer
will be after from the
next polling. If the to
date is blank, this offer
will remain active until it
is deleted or this field is
populated.

9 Enter any item
filters that are
required for this
promotion. It you are
using Attribute filters,
remember to select

10 Enter 11 Eenterthe
in the Mode value the items
column and should be

enter ‘R’. discounted by.

them before have in
the ‘Attr’ fields at the
top of the window
first.

12. Press [SAVE] and [OK]
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How to create a “Happy Hour” promotion using
Promotion Qty and Price?

Within the Promotion Qty and Price screen, it is possible to create a promotion to only run during
specific times on a specific day of the week.

This enables the idea of a “happy hour” offer or a VIP night to run between certain times automatically
to help drive up footfall and in turn sales.

These time periods are set up in the Weekday/Time Frm/Time To area of the screen.

=] Promation By Cty & Price EI@
Branch 1000 |HEAD CFFICE/WAREHCUSE [JUse price as label price  Attr. 1: Status booked -
S.0Offer 1|Promotion [JExclude double entries  Attr. 2: L
Reasn1 Promotion currency£
Reasn2 Weekday Time fmTime to
Branch valid frm valid to &
3'}000 al Differing Hapg
1,2 Hour
v v
PGR SGR Type GrpMo Unit Variant RefEAN | StP  Org SA Attr. 1 Mod1F'ricelefo Mod2Qty Val. |Lbl
Supplier SpltmGrp Attr. 2 TITT
R 2.00 H A
12345682 THE CANDLE COMERNY
C
w
Product Grp Stat Period up . mw IGR ® |Tots @ -
Subgroup Origin &
Type Sales Area Ori_Price €
SpltmTxt 5.0 Price L
oK Saye Sel. Table List Label Calculate All Details Stock Delete Cancel I
1. Select the day(s) of the 2. Enter the time(s) that you
week that you would like the ®»  would like the offer to run
offer to run. between in a 24 hour clock
format.
Weekday Time fmTime to
| ”
B Weekd... X
Weekday Time fr Time to
Wednesday| || 17:00|20:00 »
Tue=zday
Differing" =dne sday
- Thursday —
iff. % Mod2Cty ] W
Friday
Saturday Differing Happy Hour
.00 _ :
Sunday i
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What if | want the offer to start at different times or on different days within the

store?

It is possible to set a “happy hour” style offer, to start at different times or on different days for the
different stores. You have two ways that you can do this;

a)

b)

Create a new offer record for each

Set the branches up on different lines in the branch filter area and use the 'Differing Happy
Hour’ option on each individual line. This will bring up a window where the weekday and

times can be added.

=] Promotion By Oty & Price EI@
Branch 1000 |HEAD OFFICE/WAREHOUSE [JUse price as label price  Attr. 1: Status booked
S.Offer 1|Promotion [JExclude double entries  Attr. 2:
Reasn1 Promation currency£
Reasn2 Weekday Time fmTime to
Branch valid frm valid to A
3,1000 ~ Differing Happy
1,2 Hour
v
Differing H H
PGR SGR Type  GrpNo Unit Variant | —cnd T2RRY Tour %1 Mod1Price/Diff %|Mod2Qty Val. |Lbl
Supplier Weekday Time fmTime to Pnttr 2 N
Mond 15:00(16:00
[Monday] | z = 500 B
12345682 THE CANDLE CCMPANY
v
oK Cancel
v
Product Grp Stat Period up & || down W | IGR Total @
Subgroup Origin
Type Sales Area Ori Price
SpltmTxt 5.0 Price
oK Save Sel. Table List Label Calculate All Details Stock Delete Cancel
T 1T TT 1o T T TOCTIT TSt T T JOTITy WrIcrr ToCTUOoTe T
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How to import items into the Promotion Qty and Price for a
blanket promotion/discount (all items the same price)?
1. Create a spreadsheet in excel using either the Futura Reference Number or an items EAN.

(Which one you use is dependant on which is set as your default code. If you have to add an ‘R’ before
the Futura Reference Number, then you will need to use the EAN code.)

Example Ref. Number Example EAN
A B C A B
1 10283 1 S000001256246
5 10290 2 5000012645644
3 5000012347451
. 10276 4 5000005134745
4 10252 5
= -

- This spreadsheet must not have any headers
- It can be created from an export that has been edited down
- Itisrecommended to do a delete on the blank cells around your data just to make sure
Excel does not add any additional information such as blank record cells.
2. Save as CSV (comma delimited) file in an easy to locate destination folder (e.g. C:\ drive)
3. Open the Item Analysis Group screen, which is usually located;

PARAMETERS > OTHER PARAMETERS > ITEM ANALYSIS GROUPS

4. Enter an unused number in the ‘Analysis Group’ field and a comment as to what this group
is.

=] kem Analysis Group EI@
_ . Comments |10% of f promotion
Analysis group M 1 H ETI to
PGRSGR Type GrpMNo Unit Variant Ref/EAN - StPer. Org SA|  Type
: Al Sea St F
Supplier SpltmGrp N
| ° -

1

m

Product Group Stat.Heriod
Subgroup Origi

Type Salegarea
SpltmTxt

| QK || Save | All Details Select Table | Delete || Cancel

5. Place the cursor in the REF/EAN field in the table

6. Open the SVSIMSCN.EXE program.
- This may be a shortcut on your desktop.
- Orislocated in the EXE folder usually on your Futura Server
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7. Press [ENTER] on your keyboard

Please make sure that the program for
scanner reception (e.g SUPOS) has been started.
Press "Enter"™ to continue..._

8. Enter the location and the name of your spreadsheet (including the csv).

IPlEElSE make sure that the program for

scanner reception (e.g SUPDS) has been started.
| Press "Enter” to continue...

Eingabedatei : c:\Promotion.csv_

|

9. Press [ENTER] on your keyboard

IIPlease make sure that the program for

scanner reception {e.g SUPDS) has been started.
| Press "Enter™ to continue...
Eingabedatei : c:\Promotion.csv

How actiwvate the program for the

Scanner reception (e.g SUPDS) as if you were going to directly
capture data in the ref.no. Field.

The data of the entry file will then be automatically transferred.

a 10283 - 1

10. Click back to the Futura Navigator, and the system will automatically import the information
from your spreadsheet

=] ltem Analysis Group = e ==
. Comments 10% off promotion
Analysis group 1 il -
PGRSGR Type GrpNo Unit Variant Ref/EAN - StPer. Org SA - T)élfs‘ |
. . Supplier SpltmGrp R
This can take a few minutes 101 1 43 HAVY 10283 1203 @00 .

. . 1 EXAMPLE SUPPLIER T
depending on the size of 11 1 4H HAVY 10290 1203 @ 0e
your spreadsheet. You will |y MR STRRLIER o loame 1203 I

icki 1 EXAMFLE SUPFLIER

see flicking on the screen Lo o - L0252 1203

and the SVSIMSCN.EXE 1 EXAMFLE SUPPLIER I I

programme will be updating

with the information it is

importing into Futura. L
Product Group Stat Period
Subgroup Origin
Type Sales area |
SpltmTxt
[ ok || sae | All Details | [ Select Table | [ Delete | [ cancel
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Important note if importing EAN’s:

If you were importing items from the spreadsheet using the EAN number, then any items that did not

contain an EAN number will need to be entered manually with the Futura reference number to the

bottom of the screen table.

11. Press [OK] and close the Item Analysis Group screen down.

- This can take a few minutes depending on the number of items in the list.

System messages that may appear:

There are scenarios, results and solutions at the end of this document which show examples of user

errors that may arise when using the program.

12. Open the Promotion By Qty and Price screen, which is usually located;

PRODUCT MANAGEMENT > CHANGE BRANCH PRICE > PROMOTION BY QTY & PRICE

13. Create the header information as usual into the screen

E Promotion By Qty 8 Price = =] 23
Branch 9999 |HEAD OFFICE Use price as label price  Aftr. 1: Status new

S.Offer 200/10% off Exclude double entries  Attr. 2:

Reasn1 3/HEAD COFFICE REDUCTION Promotion currencys

Reasn2 Weekday Time fm Time to
Branch valid frm valid to -
1-393 2270216  Differing Happy =

Hour
14. Press [SELECT TABLE] at the bottom of the screen

=] Promation By Qty & Price (=1 | >
Branch 9999|HEAD OFFICE Use price as label price  Attr. 1: Status new

S.Offer 200(10% off Exclude double entries  Attr. 2:

Reasn1 3|HEAD OFFICE REDUCTION Promotion currencys

Reasn2 Weekday Time fm Time to
Branch valid frm valid to -
1-999 22-02-16 + Differing Happy =

Hour

PGR SGR Type GrpMNo Unit Variant RefiEaN « | StP Org SA Attr. 1 |Mod1Price/Diff. %|Mod2Qty Val. |Lbl
Supplier SpltmGrp Attr. 2 /N
Product Grp Stat.Period up & | [down F| [ 1GR @ | | Total [@
Subgroup Crigin

Type Sales Area Ori.Price

SpltmTxt S.0.Price

QK | | Save [LLSeI. Table List | | Label Calculate All Details Stock Delete | | Cancel
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15. A window entitled ‘Data Import for Price Changes’ will appear

Select the ‘Analysis Group’ radio button
Enter your Analysis Group number or select it from the menu list.

-

[Z] Promation By Gty & Price = | =] &=

Branch 9999 |HEAD OFFICE [ClUse price as label price  Attr. 1 Status new

5.Offer 200/10% off [[Exclude double entries ~ Attr. 2:

Reasn1 3/HEAD OFFICE REDUCTICH Promotion currency£

Reasn2 Weekday Time fmTime to

Branch _ [ imlid feml e o~

1-933 ERS Data Import for Price Changes = || = =] =
Statistics =

) i = 1 =110 off ti
PGR SGR Tyl 2 Analysis group off promotion Val |Lbl
Supplier M

5| Item Analysis Group

[Clinstall ltem Groups

-~

m

Stat Period

Product Grp w B | [down [ | [ 167 @ | | Total &
Subgroup Origin
Type Sales Area Ori_Price
SpltmTxt 5.0 Price
[ ok |[ sae |[selTabe|| Lst || Label Calculate | | Al Details Stock Delete || Cancel
16. Press [OK]
17. This will import the items from the Item Analysis Group table at item level.
- This can take a few minutes depending on the number of items in the list.
=] Promation By Qty & Price IEREERES
Branch 9999 HEAD OFFICE [[]Use price as label price  Attr. 1: Status new
S.Offer 200/10% off [[]Exclude double entries  Attr. 2:
Reasn1 3/ HEAD OFFICE REDUCTION Promotion currencys
Reasn2 Weekday Time fmTime to
Branch valid frm valid to -
1-999 22-02-16 * Differing Happy =
Hour
PGR SGR Type GrpMNo Unit Variant ReiiEaN ~| St.P Org SA Attr. 1 |Mod1Price/Diff. %|Mod2Qty Val. (Lbl
Supplier SpltmGrp Attr. 2 YN
11 1 45 HAVY 1203 ~
1 EXAMPLE SUFPLIER
1 1 1 4 M HAVY 10290 1203
1 EXAMPLE SUFFLIER
1 1 1 4L HAVY 10276 1203 5
1 EXAMPLE SUFPLIER 1
1 1 1 4 XL HAVY 10252 1203
1 EXAMPLE SUFPLIER
Product Grp |ADULT T-SHIRTS Stat.Period 03 2012 up B | [down FE | | 1GR @ | [ Total [@
Subgroup HENSWARE Origin
Type T-SHIRT Sales Area Ori_Price 19.99
SpltmTxt Basic T-Shirt S.0.Price 19.99
oK || sae |[selTable || Lst || Lapel Calculate | | All Details Stock Delete || Cancel
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18. Inthe MODE 1 columns, enter the promotion type letter
P = Percentage

F = Fixed Price
M = Mark Down
E Promotion By Qty & Price EI@
Branch 9999 /HEAD OFFICE Use price as label price  Attr. 1: Status new
S.Offer 200/10% off Exclude double entries  Aftr. 2:
Reasn1 3 HEAD OFFICE REDUCTION Promation currency£
Reasn2 Weekday Time fmTime to
Branch valid frm valid to =
1-999 22,02718 * Differing Happy| E
Hour
PGR SGR. Type GrpMo Unit Variant RefiEAN ~ | StP Org SA Attr. 1 [Mod1Price/Diff.%|Mod2Qty Val. |Lbl
Supplier SptmGrp Attr. 2 YN
1 1 1 45 HAVY 10283 1203 P[0 o0 | -
1 EXAMPLE SUFFLIER
1 1 1 4 M HAVY 10290 1203
1 EXAMFLE SUFFLIER
1 1 1 4T HAVY 10276 1203 |
1 EXAMPLE SUFFLIER 7
1 1 1 4 XL HAVY 10252 1203
1 EXAMFIE SUFFLIER
Product Grp | ADULT T-SHIRTS Stat Period Q3 2012 [(up & | [aown = | [1GR @ | [Tl @ |
Subgroup MENSWARE Origin
Type T-SHIRT Sales Area Ori_Price 19.99
SpltmTxt Basic T-Shirt 5.0 Price 19.99
| oK || Saye ‘ ‘ Sel. Table || List || Label | ‘ Calculate ||ﬂ|l Details || Stock || Delete H Cancel |

19. Enter the blanket value that the items will be discounted by.
(The example above is a 10% off offer)

20. Press the [DOWN v, ] button to copy the discount down to all items in the spreadsheet.
- This can take a few minutes depending on the number of items in the list.

E Promotion By Qty & Price EI@
Branch 9999 HEAD OFFICE Use price as label price  Attr. 1: Status new
S.Offer 200/10% off Exclude double entries  Attr. 2:
Reasn1 3|HEAD OFFICE REDUCTION Promation currency£
Reasn?2 Weekday Time fmTime to
Branch valid frm| valid to -
1-333 22702718 * Differing Happy =
Hour
PGR SGR Type GrpMNo Unit Variant RefiEAN « | StP Org SA Attr. 1 (Mod1Price/Diff.%|Mod2Qty Val. (Lbl
Supplier SpltmGrp Attr. 2 YN
a1 1 45 HAVY 10283 1203 P -10.00 .
1 EXAMFIE SUFPLIER
1 1 1 i1 HAVY 10230 1203 P -10.00
1 EXAMPLE SUFPLIER
1 1 1 41 HAVY 10276 1203 P —10.00 L
1 EXAMFLE SUFPLIER 7
1 1 1 4 XL HAVY 1025z 1203 F -10.00
1 EXAMPLE SUFPLIER
e — i
Product Grp |ADULT T-SHIRTS Stat_Period 03 2012 [Luo & \[gown ] figR (@ | [Towi Je]
Subgroup MENSWARE Qrigin —
Type T-SHIRT Sales Area Ori.Price 19.99
SpltmTxt Basic T-Shirt 5.0.Price 19.99
[ ok || sae |[SelTabe |[ List |[ Label |[ Calculate | [ AllDetails || Stock || Delete || Cancel |

21. Press [SAVE] to save the offer.
- This can take a few minutes depending on the number of items in the list.
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Errors or messages that you may encounter

Scenario 1

e Pressing enter twice in the SVSIMSCN.EXE program without adding a mapping

Resu It 3] Visven\EXEVSVSIMSCN EXE — =

Please make sure that the program for

scanner reception (e.g SUPDS) has been started.
Press “Enter” to continue...

Eingabedatei :

Now activate the program for the

Scanner reception (e.g SUPOS) as if you were going to directly
capture data in the ref.no. field.

The data of the entry file will then be automatically transferred.

Application Error =

@ - N Exception EInOutError in module SVSIMSCN.EXE at 000039BD.
%Y voerors.

« b

Solution: Press [OK], close the program using the [X] and reopen to start again

Scenario 2

e Entering the mapping without pressing [ENTER] first
Resu It : = V:\SVEH\EXE\SVSIMSCNM—‘ [E e

Please make sure that the program for

scanner reception {e.g SUPOS) has been started.
Press “Enter™ to continue...C:\Promotion.csv
Eingabedatei : _

Solution: Retype the mapping again and continue normal process

Scenario 3

e Entering the mapping incorrectly.

- Wrongdrive

- Missing drive

- Miissing file type .csv at the end

- Misspelt spreadsheet name
Result: The program will automatically close

Solution: Reopen the program and start again.
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Scenario 4

Result:

0 BTa;x - 1

c:\Promotion.xls

Mow activate the program for the

Scanner reception (e.g SUPFDS) as if you were going to directly
capture data in the ref.no. field.

The data of the entry file will then be automatically transferred.

Spreadsheet saved in the incorrect file type

5 comememnenca ==

Please make sure that the program for

iscanner reception (e.g SUPDS) has been started.
Press “Enter” to continue...
Eingabedatei :

Solution: Close the program using the [X] and reopen to start again.

If you continued you would end up with the following which you would have to delete in

Futura;
= Item Analysis Group E
Comments
Analysis group 2 =Rl 1o
PGRSGR Type GrpMo Unit Wariant Ref/EAN - StPer. Org SA .
Supplier SpltmGrp

n

B ' System Message‘

=5

l'-: EAN/UPC Code EDI43;+ not found =

Product Group
Subgroup
Type
SpltmTxt

oK Save

All Details

11

Select Table

= ttem Analysis Group

Comments
Analysis group 2 Rl o
PGRSGR Type GrphNo Unit Variant Ref/EAN v StPer. Org SA - T!;gea
Supplier SphtmGrp

EDT«si+

1
Product Group Stat Period
Subgroup Crigin
Type Sales area
SpltmTxt
All Details Select Table ] l Delete ] [ Cancel
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Scenario 5

e Leaving the SVSIMSCN.EXE program inactive for too long

Result:

| | Ipactive prograrr: "VA\sven\EXEASVSIMSCN EXE == )
" .

Please make sure that the program for

lscanner reception (e.g SUPOS) has been started.
Press “Enter™ to continue...

Eingabedatei : C:\Promotion.csu

Mow activate the program for the

[Scanner reception (e.g SUPOS) as if you were going to directly
capture data in the ref.no. field.

The data of the entry file will then be automatically transferred.

[ 10283 - 1
Problems occured whilst sending the simulated scanner data.
Probably the program for scanner reception (e.g SUP0S) was not
in the foreground or did not have the status "ready for

manual entry of a ref. no." as is necessary for the
idata capturing of sinulated scanner data.

Solution: Close the program using the [X] and reopen to start again

Checking which items are on a specific Promotion Quantity
and Price offer.

If you would like to check the items on the offer, then open the Promotion List Print screen, which is
usually located;

1. Open the PROMOTION LIST PRINT module

2. Enter the Special Offer number that you assigned in the ‘SpOffer’ field
Radio buttons to select;

- Sort By =any
- Option = All Branches (together)
- Printltem =any (‘Always’ = show all. ‘Only if price changed’ = only if it

resulted in a price change)
- Scope of List = any. Examples below

-

|é_| Promaotion List Print (== =]

SpOffer| 200/ 10% off

Sort by Option

@ PGR,SGR.TYPE (©) Own Branch with stock

() Supplier,SpltmNo () Own Branch

(©) Stock Location L AH-Bran k {tgthr)

@ All Branches (toget
Print ltem O AllBranctiesw

@ always () All Branches

() only if price changed

her)

Scope of List

@i List only @ Log only © Log & List

Print

@ Print locally Fax to branch
Print in branch email to branch
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Example:

LIST ONLY

Branch Price List

Sranch Frice Lamt

Paga - 1
16/02/16 11:00

Sortad by Itam Print : Rlways Faagon: 3 HEAD OFFICE REDUCTION
e Bange of Liat: List only FRaamsond :
[E==mch (s} I [ _t= ]
|1—555 |ZE,-:IZ,-Z:|1E| |
[The "original price” is based on the ssbries in the price code 8 [1)
FalRo [FCR]3GE] Ty | Nambes |Tnit Taiciant [Suopplies ) e TnIioRe Besc=iption Toc] Site|Thels TTock =1g F=ica| Cec= Bznch F=ica| Baw Boanch E-ica
10I7E 1 T 1 T ZUETEIE Baaic T-Thi=tT 1555 1T 5%
10250 1 1 1 4l 2080€1€ Bagic T-Shist 15.55 55
10283 1 1 1 4= 2080616 Bagic T-Shist 15.55 55
10252 1 1 1 4|¥L 2080€1€ Bagie T-Shist 15.55 17.58%
Example: LOG ONLY
Branch Price List
Branoh Price List Frge - 1
16/02/18 11:00
Sarted by : DPgc,fgz,Type Ttem Priat = Ressonl: 3 EEAD OFFICE REDOCTION
Range : 211 branches [tgtdz) Range oI List: Rezzoni:
[Bzzach(es) [ ta |
[t-232 || |
Tag:
PGR[EGR| Typ|Nombar|Omit Varisat Rel. Na_|Smpplier TplteGcp tplteNa STafP.|Org| SA|Madl  Price/DifZ % |MadZ  (Qty Valoe
I 1] T 0B NATY 10283 1 EXANPLE SOPPLIER 2080515 1203 T -10.00
1 1f 1 afe 12230 1 EXANPIE SOPPLIER 2080818 1203 r -10.00
1 1) 1 iz 10276 1 EEAMFLE SUPPLIER 208018 1203 H -10.00
1 1) 1 4fr 19252 1 EXZNFLE SOPPLIER 2080518 1203 ] -10.00
Example: LOG & LIST
Branch Price List
Brencn Price List Page - 1
16/0Z16 11:08
farted by : Pgr.Zgz,Type Itez Prist : Alweys Ressazl: 3 EEAD OFFICE RELOCTION
Rangs = 311 bremches [tgthr) Renge of List: Log & List Reasoni:
[Bz=achies] Irm ta |
I [zz70z72016 | |
Tog
PAR[2ER| Typ[Wunkes [Oait Vacizat ReZ. Mo |Soppliec Splteicp Spltaia Stat?_|Org| EA|Modl  Price/DifZ %|MadZ  Qty Valaoe
1 1 iz 10283 STFELIER 2080616 1203 P -10.00
1 1 1 M 19z30 SOPPLIER Z0BOE1E 1233 P -12.092
1 1 1 i 19278 SUPPLIZR 2080516 1203 T -10.00
1 1| 1 4fm 10252 SUPELIZR Z0BIE1E 1203 P -10.00
Promotiom lisk: (The "ariginsl _m:me' is basad on the enbries in the price code O |]:
ReZNa |[PGR|[SER[ Typ[Nuskec |Oait Vacizat |Soppliec SplteBcp Spltela Tescciption Loc| Site|Shelf|  Etack Ozig Price| Corr Brach Price| New Breach Price
Tozte| 1| 1| 1 OB 1 EE SOEELIER Z0851E Bzsic T-Smirt FEREE]
13230 1 1 1 M 1E SOPFLIER ZOBO61E Basic T-Shirt 13.33
wzez| 1 1| 1 te 1 EXIMPLE IOPPLIER Z08IE1E Basmic T-Zhirt 1323
wasz| 1 1| 1 i 1 EXAMPLE SUFELIER 208616 Basic T-Shirt 13.32
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Promotion Mix and Match

The "Promotion Mix & Match" function is used to create definitions for granting discounts when
specific combinations of items are sold in one transaction.

E Promotion Mix & Match EI@
Branch 1000|HEAD OFFICE/WAREHOUS Adtr. 12 Status
Promation Attr. 2: Promation currency
Reasaon Add. attr. N
Branches valid frm valid to Combination group
Ll Ll
v v
PGR SGR Type GrpMo Unit Variant RefEAN | StP  Org SA Attr. 1| Qty |Disc % Price Discount
Supplier SptmGrp Attr. 2
"~
v
Product group. Stat Period Ori_Price
Sub| . e
e They are only available for use at the tills in store.
spif Be aware that any items set as a “fixed price” will be ignored in the Promotion Mix &
—| Match.

Item attribute filters and the Ref number button

From version 3.26B, it is now possible to filter items in promotion by item attributes.

If you have upgraded and the items attributes are not visible, then a configuration setting has not
been changed. Please log a call with the Futura Support Team to request this configuration to be
changed.

Once the configuration has been altered, an additional button will become available entitled [REF
NUMBERS F4]. This enables you to enter a list of reference numbers that should be valid for that line.

What categories are available to enter into the Item Selection?
The categories that are available to be used as item selection criteria are;

—  Product Group —  Origin

—  Sub Group — Sales Area

—  Type —  Supplier

—  Group Number —  Supplier Item Group

— Unit —  Supplier Item Number

— Variant —  Statistical Period

—  Reference Number (Futura SKU) —  Item Attributes (with number

value options. If activated)
NOTE: It is recommended to keep one of these fields (usually Origin or Sales Area) free to be used to
group items together for promotions.
This is especially useful for Promotion Mix and Match where combinations of product can be sold
together and can help avoid the need of setting up each combination manually. Instead one
combination can be set up as the screenshot below demonstrates. So any combination of items that
have a Sales Area 3 can be brought for this promotion to work.
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Step by Step: How to create the Header information for
Promotion Mix and match offers?

How to populate the Header information
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1.
2.

Open the Promotion Mix & Match screen.

Find out the next blank special order number. (this can be done by entering ‘1 ‘ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters and
press ESC to exit the menu)

3 Enterthe
special order
number and
press Enter

4 Add your
offer description
and press Enter.

5 Add Reason code to be 6 From3.268,
recorded against transactions. enter the branch
. currenc
(You can use the search function to . .y
. . restriction.
bring up a list of current reasons)

/

E Promotion Mi

Match

/Attr. 1:

1

A

)

Branch 0|/HEAD OFFICE/WAREHOUS
Promaotion 85 |Promotion / Attr. 2- Promotion currency £ Pounds Sterling ]
Reason w Add. attr. ~

— N
Branches valid frm valid to Combination group
1000 1(aAny 2 candles,get free giftc -~

A

I

7 Enter your
branch range(s)
that you would
like this offer to
be valid in and
press Enter.

8 Enter the valid from
and to dates and press
Enter (if either the from
date is blank, the offer
will be after from the
next polling. If the to
date is blank, this offer
will remain active until it
is deleted or this field is
populated.

10 Enter the Combination
number.

One Special Offer number
can hold different
combinations. Each
combination number is a
separate promotion.

11 Add a description
so you know what items
this combination group
refers to. This is
important if you have
multiple set up in the
same offer number.
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Step by Step: How to create a percentage offer?

Examples

-3for2

- Buy one get one free

- Buy 2 get a free gift

- Buy 1 get 1 half price

a) Buy any two candles and get a free gift

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3 Enter the quantity of items with
these criteria that the customer MUST

purchase for this offer on that row.

Example: this customer must purchase

2 items from Supplier 12345682

4 | cave this field
blank. It means that
these items are full

price.
1 \ 1 1 1 1 /
PGR SGR Type GrpNo Unit Vyriant RefEAN ~ | StP  Org SA Attr. 1 RQty Disc % Price Discount
Supplier SpltmGrp Attr. 2
2 Ll
12345682 THE CANDLE COMPANY
30 51 30 3 150g CHOCCLAT 138864 983 3 1f1i00.00
12345682 THE CANDLE CCMPANY |
T u—l T I
v I
Product group Stat Period OryPrice
Subgroup Crigin Act Rrice
Type Sales Area
SpltmTxt
r
oK Save List Groups F7 Stock Ref fimbers F4 \Qelete Cancel

5 Inthe second row, enter the
reference number of the product
that should be given away free.

6 Enter the quantity of item
with these criteria that the
customer MUST purchase for
this offer on that row.

7 Enter 100 in the ‘Disc. %
field’. It means that this
item will be reduced 100 %
(i.e. is free)

8 Press [SAVE] and [OK]
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b) Buy any one candle and get one half price
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3

Enter the quantity of items

these criteria that the customer MUST

purchase for this offer on that row.

Example: this customer must purc
1 items from Supplier 12345682

with

hase

4 Leave this field
blank. It means that
these items are full
price.

E Promotion Mix & Match EI@
Branch 1000 HEAD OFFICE/WAREHOUS Attr. 1: Statud Modified
Promaotion 85 tPramotian Attr. 2: Promation currencyl £ Pounds Stgrling
Reason Add. attr. ~
Branches valid frm |  valid to Cdmbination group
1000 ~ lbuy 1 getjhalf price ~
W w

PGR SGR Type GrpMo Unit Varian Ref/EAN | S5tP  Org SA Attr. 1 Disc % Price Discount
Supplier SpAnGrp Attr. 2

1 ~

12345682 THE CANDLE COMERNY
1f s0.00

12345682 THE CANDLE CCMPANY

T

\ v

Product group Stat Period OrPrice
Subgroup Crigin Act Yrice
Type Sales Area
SpltmTxt
oK Save List Groups F7 Stock Ref nfmbers F4 Delete Cancel

=

\

5 Inthe second row, enter any
item filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

8 Press [SAVE] and [OK]

6 Enterthe quantity of item with
these criteria that the customer
MUST purchase for this offer on
that row.

7 Enter 50 in the ‘Disc.
% field’. It means that this
item will be reduced 50 %
(i.e. is half price)
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c) Buy any one candle and get one free
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3  Enter the quantity of item
these criteria that the customer

Example: this customer must pu
2 items from Supplier 12345682

purchase for this offer on that row.

s with
MUST

4 Leave this field
blank. It means that
these items are full
price.

rchase

E Promotion Mix & Match EI@
Branch 1000|HEAD OFFICE,/WANEHOUS Attr. 1: Status] Modified b
Promaotion 85 |Promotion Aftr. 2: Promotion currency}£ Pounds Stfrling L
Reason Add. attr. v f
Branches valid frm | valid to Cognbination group I
1000 Ll lbuy 1 getfl free o)
W v
PGR SGR Type GrpMo Unit Wariant RefE&N ~ StP Org SA Attr. 1| Qfy |Disc % Price Discount
Supplier Splt§Grp Attr. 2
1 ~
12345682 THE CANDLE COMEPANY
1[ji00.00
12345682 THE CANDLE COMPANY 'ﬁ |
| |
\ hd |
Product group Stat Period On\Price
Subgroup Origin Act¥rice
Type Sales Area
SpltmTxt
[
0K Save List Groups F7 Stock Ref nfmbers F4 Delete Cancel
5 Inthe second row, enter any 6 Enter the quantity of item 7 Enter 100 in the ‘Disc. %

item filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

8 Press [SAVE] and [OK]

with these criteria that the
customer MUST purchase for
this offer on that row.

field’. It means that this
item will be reduced 100 %
(i.e. is free)
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3 for 2 promotions

The easiest way to set up and link items in to this offer is to use the Sales Area (or another unused

field) as an offer identifier.

So, by creating a new Sales Area (e.g. 3 for 2), you can then attach this to the items that you would

like included on this offer, providing an easy way to link items across different PGR’s. These items can
easily have this field updated using Futura4Data: Item Update. All you would need is 3 columns; 1 for
the item reference number, one with the new Sales Area number and one for the item ‘Status’ which

should be set to 2

Important Note: do not select’ Detail Status’ for the column heading; the correct heading name is

‘Status’ for this column

"=l Promotion Mix & Match =N = =
Branch 1000 |HEAD CFFICE/WAREHCUS Attr. 12 Status Modified
Promation 85|Promotion Attr. 2: Promation currency |£  |Pounds Sterling
Reason Add. attr. i
Branches valid frm | valid to Combination group
1000 ~ 1|z for 2 "
v v
PGR SGR Type GrpNo Unit Wariant RefiEAN ~ | St.P  Org SA Attr. 1| Qty |Disc % Price Discount
Supplier SpltmGrp Attr 2
3 2 @
[ 3 1|100.00
v
Product group Stat Period Ori Price
Subgroup Origin Act Price
Type Sales Area
SpltmTxt
oK Save List Groups F7 Stock Ref numbers F4 Delete Cancel

Once the above is in place, you will only need to set up one promotion record with at least 1

combination group, like the example below;

When this offer is now placed through a till, the discount will come off the items as follows;

1. With 2 items;

) Sale 1 [1] - EXAMPLE EMPLOYEE

g E—

Open 39.00

1 1 Cust. Card Discount

No Total

Promotions

Date 09/02/14 Cashier 1 EXAMPLE EMPLOYEE
Receipt 330 Customer -
S'Per RefNo PGR Description Tk R No.
1/R138888 30 |[SCENTED CANDLE | 1 1
1 R133247 34 [Floral detail ¢/ 1 1

Price

3.

w
o

39.

39.

= = &3
Cust
Rule

S
A

1Dz

oo

o o

New
% 5'p8 1

T Preg
00 Info F1Y

00 R
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2.

With the 3™ item added, the system will automatically take away the total amount of the

cheapest item. In this case it was the first item scanned, which you can see the price has now

disappeared from below.

-1 Sale1[1] - EXAMPLE EMPLOYEE 5E!__@»_)@>
Date 09/02/14 Cashier 1 EXAMPLE EMPLOYEE Cust
Receipt 330 |Customer - Rule
SPer No. Price x Goocel |
[y .} N =
EJ I:.:.Wi
Open 76.00 3 76.00 E@ue;::n%
| Discount e —
Cust. Card [ Retum
1 | Total 76.00 K)
#18868/1/338 - 1 Ao e2/2014/10:340
3. | have adapted my test receipt to show 138888 1 8.84 g.80
: : SCENTED CAHDLE WaX BEADS
that the discount has just been taken off the 156q, SPICED APPLE
scented wax beads. xx Orig 3.00 Disc 100.0%
130847 1 36.808 36.80
Floral detail court heel
3, Black
138369 1 4a.088 4a.08
Ladies Fashion
18, Black
So as you can see above, the discount will be Total E::::::ZE;ES
fully applied to the item cheapest item No of items 3
Your payment
Cash 76.088
#1000/1/332 - 1 09/02/2814/10:42 d1scount: 3.008
138888 1 1.98 1.98
SCEMTED CAMDLE WAX BEADS
158g, SPICED APPLE
*x Orig 2.80 Disc 34.0%
139847 1 24,12 24 .12
Floral detail court heel You would not want to try and make the
3, Black discount apply across the 3 items as you
*x Orig 36.88 Disc 33.08% can see | have tried to do in the
138369 . 1 26.80 26.80 example receipt to the left. (I have
I_iadlgiaz;5hmn taken 33% off the two of the items and
**,I]r-ig 48.08 Disc 33.6% 34% off another, equalling a total
————————— discount % of 100%)
Total £ £2.90 33+33+34=
‘o of items 3 ==========z=== 2100
As you can see, the resulting discount
Your payment applied is drastically higher because the
Cash 52.98 discount percentages are taken off each
] items individual selling price.
Total discount: 26.18
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e What happens if a customer purchases one or more extra items valid for this offer?

When Promotion Mix and Match is used with wide item selections (non-specific) like | have set up the
offer above; the system does a calculation to give the customer the best result;

Example; | have 6 items at the following prices;

ITEM PRICE
Iltem A £10
ltem B £9
Item C £25
Iltem D £65
ltem E £80
ltem F £30

So when 3 items above are scanned in the following order;

Item A £10
Item B £9
Item C £25

The system then sort these internally by price, so is looking at this in the following order;
Item C £25

Item A £10

Item B £9 = cheapest is free

When another item is scanned e.g. Item D £65, the system then reshuffles the order to the following;
ltem D £65

Item C £25
Item A £10 = this is now the free item
Item B £9

e What happens if a customer purchases 6 items valid for the 3 for 2 offer?

As soon as the 6 items above are all entered, regardless of the scanning order, the system is actually
reading these as follows;

Item E £80
Item D £65
Item F £30 = Item Free
Item C £25
Item A £10
Item B £9 = Item Free

So the system calculates the discount to give the best price combination for the customer.
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Step by Step: How to create a fixed price offer?

Examples

- Buy two get the third for a fixed price

- Buy two items and get a specific item for a fixed price of £10.00

- Buy 3 for £15

a) Buy two and get the third item for a fixed price of £5.00
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3

Enter the quantity of items with

purchase for this offer on that row.

Example: this customer must purchase
2 items from Supplier 12345682

these criteria that the customer MUST

4 | eave this field
blank. It means that
these items are full

price.
"= Promation Mix & Match EI@
Branck 1000 [HEAD OFFICE/WARRHOUS Attr. 1: Status Mpdified L
Promotion 85|Promotion Attr. 2: Promotion currency |} |Pounds Sterlin L
Reason Add. attr. ~ I
Branches valid frm | valid to Congbination group i
1000 ~ Promotion ~
v v
PGR SGR Type GrpMNo Unit Variant RefEAN ~ | StP  Org SA Attr. 1| Clty |Disc % Price Discount
Supplier Spltm&rp Attr. 2 ¥
v 2 A
12345682 THE CANDLE COMEANY
1 5.00
12345682 THE CANDLE COMEANY T N
v |
Product group Stat Period Ori.Price
Subgroup Origin Act_Price
Type Sales Area
SpltmTxt
r
oK Saye List Groups F7 Stock Ref numfers F4 Qelet\ Cancel
5 Inthe second row, enter any \
item filters that are required for this . . . .
q 6 Enter the quantity of item 7 Enter 5.00 in the ‘Price’

promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

with these criteria that the
customer MUST purchase for
this offer on that row.

field. It means that this
item will be sold at £5.00.

8 Press [SAVE] and [OK]

Promotions

47




b) Buy two and get a specific item for a fixed price of £10.00
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3  Enter the quantity of items with

Follow steps in the ‘Header Information section to populate the offer and the continue with

these criteria that the customer MUST
purchase for this offer on that row.

Example: this customer must purchase

4 Leave this field
blank. It means that

2 items from Supplier 12345682

these items are full

price.
E Promotion Mix & Match @
Branch 1000 |HEAD OFFICE/WAREROUS Attr. 1: Status Mpdified o
Promotion 85 |Promotion Attr. 2: Promotion currency £ Pounds Sterling -_1
Reason Add. attr. ~ B
Branches valid frm | valid to Confpination group i
1000 ~ Promotion ~
v v
PGR SGR Type GrpMo Unit Variant RefiEAN + St.P  Org SA Attr. 1| Qfy |Disc % rice Discount
Supplier Spitm Attr. 2] Ny
2 Ll
12345682 THE CANDLE COMEANY
30 51 30 1 15cm CHOCOLAT 138734 1 1 10.00
12345682 THE CANDLE COMEANY B
; v
Product group Stat Period Ori.Price
Subgroup Crigin Act.Price
Type Sales Area
SpltmTxt
¥
oK Save List Groups F7 Stock Ref numiflers F4 Delet Cancel
5 In the second row, enter the 6 Enter the quantity of item 7 Enter 10.00 in the ‘Price’

reference number of the product
that should be given away free.

with these criteria that the
customer MUST purchase for
this offer on that row.

field. It means that this
item will be sold at £10.00.

8 Press [SAVE] and [OK]
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c) Buy 3 for a fixed price of £15.00

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying

out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3 Enter the quantity of items with
these criteria that the customer MUST
purchase for this offer on that row.

Example: this customer must purchase
3 items from Supplier 12345682

4 Enter the value in the
‘Price’ column that EACH
individual item should be
sold at.

\

/

E Promotion Mix & Match @
Branch 1000|HEAD OFFICE/WAREYHOUS Attr. 1: Status M@dified
Promotion 85|Promotion Attr. 2: Promation currency (£ Pounds Sterling
Reason Add. attr. ~
Branches valid frm | valid to Compination group
1000 ~ Promotion ~
v v
PGR SGR Type GrpNo Unit Variant RefiEAN | StP Org SA Attr. 1| Qf [Disc % ice Discount
Supplier Spltm§rp Attr_2
3 [sls] ~
12345682 THE CANDLE CCMEANY
v
Product group Stat Period Ori.Price
Subgroup Origin Act. Price
Type Sales Area
SpltmTxt
I
oK Save List Groups F7 Stock Ref numbers F4 Delete Cancel
8 Press [SAVE] and [OK]

IMPORTANT NOTE FOR ENTERING THE PRICE: Times your price value by the quantity value entered to
find out how much the transaction total will be.

3x £5=£15.00

3x £15 = £45 - This would be

-> This is the correct about

the incorrect value.
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Step by Step: How to create a money off offer?

Examples

- Buy two and get £5.00 off the third

- Buy three items and get £10.00 off a specific item

a) Buy two and get £10 off the third item
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3  Enter the quantity of items with
these criteria that the customer MUST
purchase for this offer on that row.

Example: this customer must purchase
2 items from Supplier 12345682

4 | cave this field
blank. It means that
these items are full

price.
E Promotion Mix & Match = [=] @
Branch 1000 |HEAD OFFICE/WARPHOUS Attr. 1 Status Mfdified L
Promotion 85|Promotion Attr. 2: Promotion currency (£ Pounds Sterling :]
Reason Add_ attr. v N
Branches valid frm valid to Compination group i
1000 -~ N Promotion -~
v v
PGR SGR Type  GrpNo Unit Variant ReflEAN +| StP  Org SA Attr. 1| Qi |Disc % Price Discount
Supplier Spltm Attr 2
v 2
12345682 THE CANDLE CCMPANY 4
1 10.00
12345682 THE CANDLE CCMPANY |
| m—
1 T L
"
Product group Stat Period Ori_Price
Subgroup Origin Act Price
Type Sales Area
SpltmTxt
L
oK Save List Groups FT Stock Ref numbgrs F4 Delete Cancel
5 Inthe second row, enter any

item filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

6 Enter the quantity of item
with these criteria that the
customer MUST purchase for
this offer on that row.

7 Enter 10.00 in the
‘Discount’ field. It means
that this item will be
reduced by £10.00.

8 Press [SAVE] and [OK]
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b) Buy three items and get £5 off a specific fourth item
Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by carrying
out a right-hand click in the field and selecting search

1 Follow steps in the ‘Header Information section to populate the offer and the continue with

below.

2 In the first row, enter any item
filters that are required for this
promotion. It you are using
Attribute filters, remember to select
them before have in the ‘Attr’ fields
at the top of the window first.

3 Enter the quantity of items with
these criteria that the customer MUST
purchase for this offer on that row.

Example: this customer must purchase
3 items from Supplier 12345682

4 Leave this field

blank. It means that
these items are full

price.
E Promotion Mix & Match = [=] @
Branch 1000 |HEAD OFFICE/WAREYCUS Attr 1 Status Mfdified o
Promation 85|Promotion Attr. 2: Promation currency |£ Pounds Sterling -_1
Reason Add. attr. v B
Branches valid frm | valid to Compination group I
1000 ~ JPromotion ~
v v
PGR SGR Type GrpMNo Unit Variant RefiEAN +| StP Org SA Attr. 1| Qff |Disc % Price Discount
Supplier Spltm ,+.
3 T
12345682 THE CRANDLE CCMPANY ——
30 51 30 1 15cm CHOCOLAT 138734 1 1 5.00
12345682 THE CRNDLE CCMPANY |
L1 T L
v |
Product group Stat Period Ori_Price
Subgroup Origin Act.Price
Type Sales Area
SpltmTxt
¥
oK Save List Groups F7 Stock Ref numbrs F4 Delete Cancel
5 Inthe second row, enter the 6 Enter the quantity of item 7 Enter 5.00 in the

reference number of the product
that should be given away free.

with these criteria that the
customer MUST purchase for
this offer on that row.

‘Discount’ field. It means
that this item will be
reduced by £5.00.
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Promotion Mix & Match — Entering reference numbers in a list

In addition to the existing entry variants, "Promotion Mix & Match" allows the "Ref numbers F4"
button to be used to enter a list of reference numbers which are equally valid in the relevant line.

vallu Ly e ]
Reference numbers "
10016 =
10481
8 If this ref. number list contains data, the item data in the item line itself cannot
be changed, and the "RefNo" field contains "<List>"
\ =] Bromation Mix & Match =8 EoE ="
- 1000 |HERD OFFICE Attr 1: Status Booked
Promot 87 |example mixematch Attr. 2: Prom. currency £ Pounds Sterling
Reason Add. attr. -
Branch valid frm | valid to Combination group
1-1000 = l|example mix&match =
7 c
- by SF’Ii)RpmS;SR Type  GrpNo Unit Varl \ RefEAN ~| StP Org SA i:ir; Qty |Disc % Price Discount
Quantit 2 PP -
uantity 2 sas == : "
— ‘ QK | Cancel ‘ -

T RETTITOATS T4 1

In

If the items in the list contain “identical” information, this information is pulled through and
displayed. In the example above, Type has a value of 999, which both this SKU’s share.

Note: Item attributes cannot be used with these “<LIST>" type promotion. If you populate these
fields, the system will automatically change the PGR/SGR/Type/ to 9999 values.

An example of this promotion is displayed below using a 3 for 2 offer;

=] Promotion Mix & Match EI@
Branch 1000 |HEAD OFFICE Attr. 1: Status Modified
Promation 88 Attr. 2: Prom. currency £ |Pounds Reference numbers
Reason Add. attr. hd
— 140058 L
Branch valid frm valid to Combination groug 140532
1000 - 1
PGR SGR Type GrpMo Unit Variant Ref/EAN = | StP  Org SA Attr. 1| Qty [Disc % [
Supplier SpltmGrp Attr. 2 3
BLACK <list> 1
BLACK <list> 1
31 46 40 15 BLACK 139304 112 1|100.00
12345681 FRED BLOGGS Piped
Quantity 3
Product Groug Stat Period q o Eancsl
Subgroup Origin AcCTFTce
Type Sales Area
SpltmTxt
| DK | ‘ Save ‘ | List | ‘Groups F7 ‘ Stock ‘ Refnumbers F4 | | Delete | ‘ Cancel ‘

In the example above, | have entered the same list of SKU’s in 2 rows using the Refnumber F4 button.
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This is because is you only entered them in 1 field, then this promotion will only kick in is 2 of the
same item are brought in the list. If 2 different items were brought, then both will remain at full price

when the 3" item is scanned.

#7 Sale 1 [1] - EXAMPLE EMPLOYEE
By entering the same information Date 10/06/14 Cashier
for the second line, the promotion | Recsipt 375
will then be a true mix and match. SPar — -

Open 48.00
T Cust. Card Discount
oo ||Mo. Total
| nesr
Payment Type Total
(D)
=
Sale 2
=5} Tendered
sl 3 Change

1 EXAMPLE EMPLOYEE

Attaching an Address Attribute to a Promotion

Mix and Match offer.

It is also possible to attach addresses to temporary discounts using the Promotion Mix and Match

screen.

It is possible to do this through the use of Address Attributes which are attached to the relevant
personnel or customer address records of whom you would like the discount to be applied to.

A promotion record can only have 1 attribute type attached to it (in the area that is circled below).

"= Promotion Mix & Match =R =
BrancH 1000|HEAD OFFICE/WAREHOUS Attr 1 Status Modified L
Promotion 85 |Promotion Attr. 2: Promotion currency |£| | Pounds Sterling :’
— s
Reason Add. attr Loyalty ~ 1|Loyalty
Branches =
1000 & 1|Promotion 2
A L
PGR SGR Type GrpNo Unit Wariant Ref/EAN | StP Org SA Attr. 1| Qty |Disc % Price Discount
Supplier SpltmGrp Attr. 2
2 ~
12345682 THE CANDLE COMPRNY
30 51 30 1 15cm CHOCOLAT 138734 1 1| 100.00
12345682 TEE CANDLE COMPANY
v
Product group Stat Period Ori.Price
Subgroup Origin Act.Price
Type Sales Area
SpltmTxt
r
oK Save List Groups F7 Stock Ref numbers F4 Delete Cancel
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The example promotion above grants a 3 for 2 offer for any customers that have a loyalty attribute
attached to their address record. This will ONLY apply if the transaction is linked to the record

@, Address Management - Customers EI
AddressType status modified| new (17/07/13 modified 20/09/14
No./search term[<] 2 EXAMPLE CUSTCMER 2 INGA.VICKERY
+ Add. info | Miscellaneous | Plcture| * General | + Customer profile ITerms of payment | Address 1|

0

Country

Region

Lang.

Sales Reps

Branch 1| [FUTURA SHCP 1

Terms

Account

Route

Sex @nd. Om Of

Priority [C1Promotion [“]No bonus

Group

~
f [attribute Value | Desaription tribute Code Desaiption
[Lovalty 1(Loyalty 2l =

\ >

The screenshot on the previous page shows that Customer Number 2 has had this attribute added to
their profile. This means that when their customer number is attached to a transaction, the 3 for 2
offer entered in Promotion Mix and Match (88) will automatically be applied. This is visible in the

screen shot below.

%) Sale1 [1] - EXAMPLE EMPLOYEE E
Date 20/09M14 Cashier 1 EXAMPLE EMPLOYEE Cust.
Receipt 539 2 EXAMPLE CUSTCMER 2 Rule
S'Per Reflo PGR Description Tk R HNo. Price Ganosl
.~ 1R138363 29 Ladies Fashion 1 1 40.00 -
I RSSO 25 DecEesnEssREcal E N D EGNEE | -
[ REssssE 129 CagiesiEasmion ppmmE[ ]
= Purch.
3 Hist F4
4 MNew
".s'per FT
~ [T Prod |
Open 80.00 3 80.00 @.nﬁ, F1t
T Cust. Card Discount ﬁ
) Mao. Total 80.00 IH_ vl
7
Payment Type Total m""'m
=
[
3 Tendered
Ssle Change \}ﬂ oK
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However, Customer Record 1 does not have this attributed added meaning they do not meet the
requirement for this offer. This is displayed in the screenshots below where the offer has not been

applied.

") Salel [1] - EXAMPLE EMPLOVEE [=]
@Address Management - Customers = il EI@
AddressType Date 20/09/14 Cashier 1 EXAMPLE EMPLOYEE Cust.
No fsearch term </ 1[2] [¢)zxaveie custe | Receipt 539 1 EXAMPLE CUSTCMER Rule
Add. info | Miscellaneous | Picture ‘ General [
5'Per Refo PGR Description Tk R No. Price % Concel
Currency S [P0 1[r138363] | 298 Ladies Fashion | 1 1 40.00 »
;:“‘”D‘;Y = 1|/R138406 29 |Ladies Fashion | 1 1 20.00( |2 c
x No Sale
Lafgr ey 1 R138444 29 Ladies Fashion | 1 1 40.00| (|4
Sales Reps E @ :;;3;4
Branch 1000| HE! | HiiSLFS
Terms 2WE | 14 New
Account J.-; ='per FT
Route 3| [Hi L T rrod
Sex @ n.d. Open 120.00 & 120.00 @mﬂ, Fii
Priorit Discount —
Gmupy 1 Cust. Card U Stock
Mo. Total 120.00 |ghll wva
[Athibute Value | Description Sale 1 Acc —
= ustomer|
Payment Type Total m‘
= = |-'I3\\I _
i i iscount
= 2
- il S
— -\1\..)_( Ol 2
‘{;j Tendered -
L
See 2 Change W o
s

Benefits of this type of discount against addresses.

This type of discount can be used for the following reasons;

Offer exclusive promotions to you customers who have signed to a newsletter or loyalty
card.

Action special offers to VIP marked customers.

In store events/evenings for store card holders.

If you have been to or held an event or fair, then mark customers in your database that you
have invited or came for exclusive discounts. E.g. New store opening, Charity night or Gala.
Gives the chance to create personalised offers for customers or personnel to encourage
spending. E.g. Who brought a certain type of product(s) and create an offer targeted at
them.

Create exclusive staff promotions to encourage spending.

Create a list of customers that have not spent in the last 6 months and target a promotion for
them.

Above are just suggestions on how these could be used, which may increase footfall, items per basket
and create uplift in sales but this is dependent on how these are targeted. Tools such as Address Lists,
Purchase History Information against a customer and Futura4Data (if the Address Export Import has
been purchased) can be used to analyse who could be targeted. Other statistical reports can also be

used.
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Step by Step: How to create an address attribute?

E Address attributes EI@
Attribute Description
E| Loyalty E| Lovalty card
Data type Length
: Only allow attribute once
Number
Text g Obligatory entry
Free entry allowed
Value | Code Description Default
1 Loyalty -
| oK | | Save | | Delete ‘ | Cancel |

1. Enter the short attribute code and the long description in the fields at the top.
2. Select your Data Type (Number/Text) and enter the maximum length allowed
3. Select whether you would like this attribute to be
Only allow attribute once
Obligatory entry
Free entry permitted
4. Now create your values or codes within the table
5. To select a default selection against this attribute, click one of the boxes to the right hand
column of the table. This is only essential if you have chosen the obligatory entry click box
above.
6. Presssave and OK.
7. Now go through to you Address Management screen and select the General tab.
8. Choose either the ‘Value’ or ‘Code’ column and enter you attribute. You can use Alt+S here
to bring up all the available selections under that column. (Number/Values are in the left

hand table. Text/Code are in the right)

9. Choose the option you would like to attach against your selection. You can also use Alt+S
here to show all the options entered that selection.

10. Once you have finished press save and OK.
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Step by Step: How to attach an address attribute

Important note: To use the Search Function, either clicking in the field and pressing ALT+S or by
carrying out a right-hand click in the field and selecting search

1.

10.

11.

12.

13.

14.

15.

Open the Promotion Mix & Match screen.

Find out the next blank special order number. (this can be done by entering ‘1 “ and using the
search function. Choose a number that is not visible in the menu up to 999999 characters
and press ESC to exit the menu)

Enter the special order number and press Enter

Add your offer description and press Enter.

Attach your Reason Code (You can use the search function to bring up a list of current
reasons)

Click in the branches field and enter your branch range(s) that you would like this offer to be
valid in and press Enter
(You can use the search function to bring up a branch list. If Range Definitions have been

created, you can search for these by enter +: and the standard search function)

Enter the valid from date and press Enter (if this is left blank, then the promotion will be valid
as soon as it is booked)

Enter the valid to date and press Enter (if this is left blank, then this will run indefinitely)
Select the address attribute from the dropdown menu.
Select the attribute value which an address record must have to be valid.

Click in the first column of the Combination Group and enter 1. Then click in the second
column and enter a description of this combination.

Click in the first blank row of the item selection table and enter you filter. (You can use the
search function)

Click in the quantity column and type in the quantity of items with these criteria that the
customer MUST purchase for this offer.

Add the values in the correct offer, depending on the promotion you are setting.
An example of this set up is on the following page.

Press Save
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Discount Rules - Further address linked discounts

The "Discount rules" function is used to create special definitions for granting discounts, i.e. special
discounts for specific items can be automatically be granted to personnel or registered and unregistered
customers during sales.

E Discount Rules ==
(&) &)
. Man. selection allowed
Value selection
Disc. reason
Price code Original price
Attributes 1 2
] Value Rsn

| QK | | Save | | Delete | | Cancel |

They are only available for use at the tills in store.

When discount rules are applied, any definitions regarding a fixed price, maximum discount, minimum margin, etc.
will be taken into account.

What categories are available to enter into the Value Selection?

The categories that are available to be used as item selection criteria are;

Product Group
Sub Group
Type

Group Number
Unit

Variant

Reference Number (Futura SKU)

Branch

Statistical Period

Promotions

Origin

Sales Area
Supplier
Standard Item
Price Range
Reduced

Iltem Attribute 1

Item Attribute 2
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Automatically applied Discount Rules

For a Discount Rule to apply automatically during a transaction, the following 2 settings must be in

place;
1. The Man. Selection Allowed box must be unticked.
E Discount Rules EI@

1 STAFF DISCOUNT

) [ [[IMan. selection allowed ]
Value selection

Supplier
Disc. reason
Price code Original price
Attributes 1 2
2. The Discount Rule is assigned to either the Customer or Personnel address record.

- Personnel Address: Working Times tab

Discount
( Percent 1 Percent 2 Rule 1

- Customer Address: Terms of Payment tab

Discount (%)
[Disu::n:uunt rule ]

Step by Step: How to create a Discount Rule (without using
Item Attributes)

Open the Discount Rule screen.
Find out the next blank Discount Rule number.

This is done by either clicking in the field and pressing ALT+S on your keyboard or by carrying
out a right-hand click in the field and selecting search. Choose a number that is not visible in
the menu up to 999999 characters.

Choose your category headings in the Value Selection fields.
Enter the criteria option that you would like an item to fall into.

Choose the mode letter for the method that you would like this item to be discounted by in
the ‘M’ column.

Either enter the new price or the amount that you would these items to be discounted by in
the ‘Value’ column. (This is dependent on the mode that you have selected.)

Enter the Price Change Discount Reason code that you would like to apply to this discount.
(This can be useful if you have 2 or more rows in this rule as each line can have their own code).

If all rows are to use the same Price Change Discount Reason, then this can be entered in the
Disc. reason field.
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EXAMPLE SETTINGS: Without Item Attributes

% Discount Rules EI@
1 STAFF DISCOUNT
[[IMan. selection allowed
Value selection
Supplier B
Disc. reason
Price code Original price
Attributes 1 2
Suppl. M Value Rsn
12345682 B 10.00 12
12345684 B 20.00 13

This discount rule is set up with 2 levels, each with different criteria.

m

Line 1: When a staff member buys a product from Supplier:
12345682, then they will automatically receive a 10% discount.
Line 2: When a staff member buys a product from Supplier:
12345684, then they will automatically receive a 20% discount.

Saye

E31 Address Management - Personnel

AddressType new |10/08/13
No./search term[< s|[=] [<]}sa - =R - e1FTs

+ Add. info | Miscellaneous | Picture | + General| * Working time |Address 1

(BN Bl X3
status | central modified | 25/04/14

INGA.VICKERY

Personnel No: 5 had this discount rule assigned
to their address record.

Working time in
© Day © Month Target working time 40.00
@ Week ) Year Days of vacation p.a. | 20

A sale has been put through for this member of
staff where the discount outlined above has

Benefits in money's worth

Period of time Ben. in money’s worth 1 Ben. in money's worth 2
@ Month ) Year Max. H
_— been applied.
last This is clearly displayed in the example receipt
Discount below.
{ Percent 1 Percent 2 Rule 1 ]
‘ Brn | DISC.1| DISC.Z‘ RU|E| ‘
7 Sale1 [1] - EXAMPLE EMPLOYEE =l CustHo: 5
. #1a6868/1/506 - 1 18/09/2014/23:35
Date 10/09/14 Cashier L EXRMPLE EMBLOVEE Cust __ - - - - -
Receipt 506 |Personnel - 5 5L - BR1 - GIFTS Rule 138783 1 8.18 8.18
Pillar Scented Candle
o 10cm, LAVENDER
S'Per RefNo PGR Description Tk R HNo. Price E ** Orig 9.00 Disc 10.0%
I FISETOSMMM IS0 ESisasnscemcean s I N MEMNerEE - ¢ 142786 1 12.08  12.00
 imeves e sHRTSIEEVETE 1 1 12,00 AR SLEEUE TEA CUP PRINT
E 88, Black
*% Orig 15.6808 Disc 28.68%
=10 rorar £ 20.10
| Ho of items 2
3 Your payment
Open 20.10 2 20.10 ‘ Cash 28.18
r— Discount -
1 Cust. Card Granted discount:
No. Total 20.10 |_| staff Discount 16% 0.90
e | Staff Discount 263 ?_i]_ﬂ
Payment Type Total [ Granted discount total: 3.90
L F.[ﬁ You were served by Example Employee
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[ Address Management - Personnel
new |26/04/12

AddressType |Personnel *
Mo /search IermB 3 E] E] CASHIER B

General ‘ Working time | Address 1 ‘

status | central

Add. infol Miscellaneous | Picture |

[E=8 = e
modified | 26/04/12

SVEN

Working time in
@ Day ) Month
0 Week ) Year

Target working time
Days of vacation p.a.

Benefits in money's worth
Period of time

@ Month Manc.

Current

) Year

last

Ben_ in money's worth 1 Ben_ in money’s worth 2

Discount
[ Percent 1 Percent 2 Rule

)

! Bml

| Disc. 1‘ D\SE,Q‘ Rule ‘ |
1 T T

i Salel [1] - EXAMPLE EMPLOYEE [=
Date 10/09/14 Cashier L EXIMELE FMPLOYEE Cu:
Receipt W{IPersomel vJ 3 CRSHIER ] Ru
S'Per RefNo PGR Description Tk R No. Price
1 R138703 30 Pillar Scented | 1 1 9.00 =
1 R142786 28 |SHORT SLEEVE TE| 1 1 15.00
Open 24.00 2 24.00
1 Cust. Card Discount
2 No. Total 24.00
— | Acc
— Payment Type Total
Benefits:

e Allows you to control what discounts are being given away

Personnel No: 3 has not had this discount rule
assigned to their address record.

A sale has been put through for this member of
staff for the same items where the discount
outlined above has not been applied.

GCustHo: 3
#108088/1/505 - 1 10/09/7,2014/23:33
138703 1
Pillar Scented Candle
18cm, LAUEHDER
142786 1
SHORT SLEEUE TEA CUP PRIHNT
B8, Black

15.080 15.88

Total E 24 .88

Ho of items 2

Your payment

Cash 24 .88

You were served by Example Employee

. If there are strict controls on certain products, you

do not have to rely on staff applying the discount correctly. This gives provides greater controls to the amount

of money is given away at the till point.

e Canimprove transaction speeds as the discount will apply automatically.

e Manual discount authorisation (if in place) would not be requested.

e Allows different “discount bandings” that can be applied based on certain criteria (e.g. season codes.)

e As branches are available within the selection criteria, it is possible to enter these rules to only be valid in

certain branches.

e Changes to your staff or customer discount policies can be changed on mass as the Discount Rule can be
adjusted and the change will apply to all addresses that it has been assigned to.

e Temporary or probation staff members can either have a different Discount Rule set against their address
records to permanent staff. Or they can be left blank so the discount is not applied automatically at all.
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Step by Step: How to create a Discount Rule (using Iltem
Attributes)

1.
2.

10.

Open the Discount Rule screen.
Find out the next blank Discount Rule number.

This is done by either clicking in the field and pressing ALT+S or by carrying out a right-hand
click in the field and selecting search. Choose a number that is not visible in the menu up to
999999 characters.

Choose your category headings in the Value Selection fields.

To add an item attribute heading to the table, select the ‘1 — attribute’ to the value selection
fields.

Enter the attribute name to the Attributes 1 field. This is done by either clicking in the field and
pressing ALT+S or by carrying out a right-hand click in the field and selecting search.

Repeat steps 4 and 5 if a second attribute is required.

Enter the criteria option that you would like an item to fall into, include the item attribute
columns.

Choose the mode letter for the method that you would like this item to be discounted by in
the ‘M’ column.

Either enter the new price or the amount that you would these items to be discounted by in
the ‘Value’ column. (This is dependent on the mode that you have selected.)

Enter the Price Change Discount Reason code that you would like to apply to this discount.
(This can be useful if you have 2 or more rows in this rule as each line can have their own code).

If all rows are to use the same Price Change Discount Reason, then this can be entered in the
Disc. reason field.
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EXAMPLE SETTINGS: With Item Attributes

EI Discount Rules E@
1 STAFF DISCOUNT
[CIMan_ selection allowed
Value selection
Supplier -
1 - attribute Disc. reason
Price code Original price
Aftributes 1 new item| 2

Suppl. new item M Walue Rsn
12345682 B 10.00 12 »
12345684 P 20.00 13
12345682 1 P 50.00 4

This discount rule is set up with levels, each with different criteria.

Line 1: When a staff member buys a product from Supplier:
12345682, then they will automatically receive a 10% discount.
Line 2: When a staff member buys a product from Supplier:
12345684, then they will automatically receive a 20% discount. g
Line 3: When a staff member buys a product from Supplier:

94 12345682, that also has an Item Attribute: New Item (option 1) then
they will automatically receive a 50% discount.

T

-

#7 Salel [1] - EXAMPLE EMPLOYEE

Date 12/09/14 Cashier 1 EXAMPFLE EMPLOYEE Cust. 1
Receipt 508 5 5L - BR1 - GIFTS Rule 1
S'Per Reflo PGR  Description Tk R No. Price *gm
| 1R138703 30 Pillar Scemced 1 1 4.50 -
[ RESTOON 50 ECRCERATNNCEANDE N N T DEeE | o
| 1R139847 34 Floral detaile 1 1[  28.80
= Purch.
3 @His; F4
New
| 4 J:;éF'EIFJ'
- o
0|}BI‘I 51.30 = 51.30 @mm F11
1 Cust. Card Discount o —
| e Total 51.30 (alll %2
—— ||}Acer
= Payment Type Total mﬁs"’“'
D) -
&= 7)o
o |E / [HsCount|
= Q&? oK 2
3 Tendered
Sslez Change \}/f?’ oK

#1008/1/508 - 1

1387683 1
Pillar Scented Candle
18cm, LAUEHDER

=% Orig 9.80 Disc 50.0%
142708 1
PORCELAIN CAMDLESTICK
H/U, BLACK

*x Orig 20.80 Disc 10.98%
139847 1
Floral detail court heel
3, Black

*x Orig 36.680 Disc 20.98%

Total
Ho of items 3

Your payment
Cash

Granted discount:
Staff Discount
Staff Discount 10%
Staff Discount 20%

Granted discount total:

CustHo: 5
12/89/72014/20:43

18.88 18.88

28.88 28.88

51.38

You were served by Example Employee

A sale is put through for Personnel No: 5 where the discount outlined has been applied.

Item R138703 from Supplier:12345682 has the item attribute which is why this item has been discounted by

50%.

However, item R142700 from the same supplier does not have this item attribute, so falls into the criteria where

10% is taken off the original price.

This is reflected in the receipt.
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Where are these Rules applied at the till point?

PCPOS
71 Sale1 [1] = [ |
Date 12/09/14 Cashier [ | Cust
SPer RefNo PGR  Descripion Tk R No. Price
‘_ 2 g sate
[
TOUCHPOS

By pressing the Customer button at the top of the screen, you will then be able to attach a Discount

Rule from the pop-up that appears in the bottom left-hand corner.

S'Per
1

RefNo PGR No. Price

Customer

Cusomer Card No .: Gustomer Account
Search Purch.
Customer info

Time Periods - What happens if a date period is not entered or is incomplete?

Cust.
Rule

If the “Man. Selection Allowed” is ticked, but there are no date periods entered (or only one field
entered), then the rule will not be displayed in the option list.

This is demostrated in the screenshots below where Discount Rule 2 is visible in the till menu, but
Discount Rule 100 is not.

NOTE: If only one of the date period fields were populated, then the Discount Rule would also not be
visible in the till menu.

El Discount Rules

(=0 E=h =
2 £2 off PGR30
. [#]Man. selection allowed
Value selection
‘ 01/09/14| - |30/09/14
Product group
% Discount Rules EI@

100 charity]

Walue selection

1 - attribute ‘

#7 Sale1 [1] - EXAMPLE EMPLOYEE
Date 12/09/14 Cashier 1 EXAMPLE EMPLOYEE
Receipt 37 |Customex x
.| Discount rules
S'Per Reflo - - —
2 £2 off PGR30
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Time Periods - What if today does not fall within the “from” and “to” date?
If today’s date does not fall within the date period entered in the Discount Rule, then the rule will;

A) Not be visible in the menu.

.| Discount rules I&

B) If they tried to force entry by entering the Discount Rule number, then the following message

will appear.
") Sale1[1] - EXAMPLE EMPLOYEE = R
Date 12/09/14 Cashier 1 EXAMPLE EMPLOYEE Cust.

Receipt 320 |Customer - Rule 2
S'Per RefNo JSystem Message @

1 R138727

l i, Discount rule 2 is only valid from 01/03/2014 to 11/09/2014.

Can manual Discount Rules still be applied automatically?

It is possible to assign Discount Rules that have been marked to apply manually, to an Address Record
to apply automatically.

Also, if the rule is attached to an address record, then the system will ignore any date periods when
applied manually.
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Address Management for Discount Rules

The information explains above how a Discount Rule can be attached to an Address Record as a blanket

rule.

However, there are other fields available that a discount value can be applied

ADDRESS MANAGEMENT — PERSONNEL: Working Time tab

Percent1 &2

Rule

- Up to 2 percentage discounts can be entered against a personnel record. If only one
of these fields are defined, then the discount will automatically be applied. If both
discounts are defined, then the discount will need to be granted manually.

- 1 Discount Rule can be entered, detailing the criteria and item must meet before
discount outlined is applied. This will only be applied at the POS and is not available
within Order Management. This discount will automatically be applied when the
customer number is entered as part of the transaction in all branches.

@Addres; Management - Personnel EI@
AddressType |Personnel - status | central new (12/03/01 modified 26/04/12
No_/search termEI 1 E| E| EXAMPLE EMPLOYEE E| SVEN

|Add. infol Miscellaneous | Picture | General| Working time | Address 1

OK Save F4 New Cancel

Working time in
@ Day Month Target working time
Week Year Days of vacation p.a.

~Benefits in money's worth

Period of time Ben. in money's worth 1 Ben. in money’s worth 2
@ Month Year Max.
Current
last
D
Percent 1 | 25.00 Percent 2 Rule
B Disc. 1| Disc. 2 Rule

m

Discount Table

- This enables different discounts to be applied depending on the branch that the
sales transaction is processed in. e.g. staff maybe allowed more discount in a standard
store to an outlet store. This table can allow the different rules to be created and
applied accordingly. Range definitions are not available here.

Any entries made here, take a higher priority over any discounts defined in the
Percentage 1, Percentage 2 or Rule fields.
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ADDRESS MANAGEMENT — CUSTOMER: Terms of Payment tab

Discount (%)

Discount Rule

Discount Table

- A percentage value can be entered in this field which will apply to all item types
(excluding Fixed Price). This will be applied at the POS and in the Customer Order
screens.

- 1 Discount Rule can be entered, detailing the criteria and item must meet before
discount outlined is applied. This will only be applied at the POS and is not available
within Order Management. This discount will automatically be applied when the
customer number is entered as part of the transaction in all branches.

e Bl |

modified |10/09/14

EH Address Management - Customers

status | central new 12/08/01

No./search termB 1 B B EXRMPLE CUSTOMER B F11 Search INGA.VICKERY
| Add. info | Miscellaneous | Picture | General | Customer profile | Terms of payment | Address 1 | Address 2

EP disc (%) 10.0q Bm Discount Ru\e‘

Disc. period (days) 1 =

Credit Limit 1000.00

Credit insur. no.

VAT ID no. Cust. VAT ID

VATREG no. |[Cust. VAT ID EU

© End user

" Retailer price break:

m

Do not show VAT

Discount (%)
Discount rule

oK Save F4 New

- This enables different discounts to be applied depending on the branch that the
sales transaction is processed in. e.g. customers maybe allowed more discount in a
standard store to an outlet store. This table can allow the different rules to be created
and applied accordingly. Range definitions are not available here.

Any entries made here, take a higher priority over any discounts defined in the
Discount (%) or Discount Rule fields.
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[

Any discount value entered in the Percentage 1 field for Personnel, and the Discount (%) field for
Customers will show in the Customer Information window that appears when a record is attached to a
transaction.

| |
I
Name 1 Example Employee
MName 1 Example Employee Name 2
Name 2 Street 1
Street 1 Street 2
Street 2 Postcode/Te
Postcode/To DOB discount%  25.00
DOB discount % | 25.00
credit limit

credit limit credit balance

credit balance GV bal.

GV bal Part paym. bal.

Part paym. bal. Layaway balance

Layaway balance Select. bal.

Select. bal. K Credit note bal.

Credit note bal.

Benefits of this type of discount.

This type of discount can be used for the following reasons;
e  Offer exclusive promotions to you customers who have signed to a newsletter or loyalty card.
e  Action special offers to VIP marked customers.
e In store events/evenings for store card holders.

e If you have been to or held an event or fair, then mark customers in your database that you
have invited or came for exclusive discounts. E.g. New store opening, Charity night or Gala.

e Gives the chance to create personalised offers for customers or personnel to encourage
spending. E.g. Who brought | certain type of product(s) and create an offer targeted at them.

e Create exclusive staff promotions to encourage spending.

e Create a list of customers that have not spent in the last 6 months and target a promotion for
them.

Above are just suggestions on how these could be used, which may increase footfall, items per basket
and create uplift in sales but this is dependent on how these are targeted. Tools such as Address Lists,
Purchase History Information against a customer and Futura4Data (if the Address Export Import has
been purchased) can be used to analyse who could be targeted. Other statistical reports can also be
used.
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Testing promotions before go live

It is possible to test a promotion in Head Office before going live. This enables the promotion to be
tested to ensure they are set up correctly before the offers go live in branches. You must ensure that
you enter the Head Office branch number within the filter field, possibly on its own line with valid
dates.

When you can test the promotion in Head Office is dependent on the Promotion type as certain ones
need to be booked overnight, even in the Head Office. These are detailed below.

e Must be booked overnight first before testing
Promotion Qty and Price

e Can be tested immediately by signing out of the Navigator and then back logging back in.
Promotion Mix and Match

Promotion on Total
Discount Rules

To enable a member of staff to test a promotion in Head Office, there are a few settings that need to
be in place first;
A) Head Office branch must be included in the branch filters of the promotion with a valid date
range which includes today.

Branches valid frm valid to
1000 o
10,20, 30 10/11/14(16/11/14/_

B) The member of staff must be given access to the Sales screen in the Navigator.

G
+- [ Purchasing
+1-{ ) Product Management
2114 Order Management
--£3 PC POS

7 Sales <€

4 POS Pick Up/Drop Of

-7 POS Report

-3 POS Receipt Reprint

-4 POS Void

ifim POS Screen Journal
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=l pos Management E@
Branch 1000 Copy to
POS B 1| [z
Description Main Point of Sale Drawer No | 1
Minimum value required for receipt to be printed
: @ Parameters B TRy Sales to personnel Use individual receipt texts
'; . @ Configuration @ always No man. cashier registration
+€j_h! S‘B-'Stem SEttlﬂg without cashier not to self PR CE EREIEEE e
ika @ Cnnﬁguratlon with cashier never . rece!pt, new.f Sec.
73 Finance Parameters il Sec.
"' _ TETEEETH Offline operations mode Password valid for Min.
-3 Accounting Parameters
+J€£‘; Merchandising Paramet SPers- Personnel Name Password Abort time  Reduc.
: No. No. New Active TouchP
-5 Other Parameters
1 1 [EXAMPLE EMPLOYEE | -
—% Branch Parameters 2 2 MENAGER \ SUPERVISOR  =*=eswass
P0S Management & g € REDUCED TOUCH 1
. . g 7 7 SALES RSSISTANT  Rekeesew 1
| Receipt Texts 11 1 EXBMPLE EMPLOYEE |
| Card Numbers 12 ZM.AN?\GER \ SUPERVISOR
. 13 3 CASHIER
| Airports
‘ F11 Select Copy personnel to F12 Select All ‘
OK Saye Delete Cancel

)

The member of staff must have been added to the POS Management screen, or at least told
which cashier number (and password) they can use to test the offer.

Note: If the Password column contains stars for a row, then a password must be entered to use that
Sales Personnel Number. If it is blank, the no password will be requested.

Step by Step: Testing an offer in Head Office

Make sure that Head Office has been added to the branch filter of the offer you would like to
test and that it has a valid date range.
Add these details if they are missing.

For Promotion Qty and Price offers: Make sure that the offer has been ‘Booked’.
(You will need to wait for polling to go through for an offer to book.)

Press OK
Sign out of the Futura Navigator.
Log back into the Futura Navigator.

Open the Sales screen
(Depending on system settings, a till number maybe requested. Enter till 1)

Enter your Cashier Number (and Password if required)

Enter the items and quantities for the Promotion Qty and Price offer you are testing.
(To remove/void items from the transaction, press F9 on your keyboard)

Make sure the CANCEL button is used to exit the sale.

10. Press YES to the system message: “Terminate Sale?”
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Transferring these discounts between Head
Office and the branches

Each night, these promotion and discount files are transferred from Head Office to the Branches as

part of the normal overnight processes.

These files are visible in the Output Manager: Fax/Modem/Email module.
e Promotion on Total - transfer file type 77 “Total Discounts

e Promotion Qty and Price - transfer file type 23 “Price Changes”

e  Promotion Mix and Match - transfer file type 33 “Linked Items”

e Discount Rule - transfer file type 69 “Discount Rules”

Discount rules are also not transferred in the franchise system.

Tips for grouping and reporting
For Version 3.26A and earlier

It is often recommended to keep one of the Origin or Sales Area’s free and use this as a grouping field
for use in promotions. This is especially useful for Promotion Mix and Match screens as this allows you
to attach a common field between all your items that you would like in the offer, which you can then
use to select in the Promotion Mix and Match screen.

Please note that Sales Area is being used as an example.

1 Items o-||-E
PGR SGR Type Grpho tem Search s [
< 30| 51 30 1| |= Supp. 12345682 ||THE CANDLE COMPANY
Product GroupHouse and Home SpitmGrp ltem Dgtails
Subgroup Home Lccessories Spitmbo deos s Grouping
Type Candles RefNo/EAN 138697 —
Fix Set
Supplier 12345682 ||THE CANDLE COMPANY =
P.0.Supp 12345682 |THE CANDLE COMPANY || | Sales area  |100|reduced 50% Add. Info
SpltmGrp —
SpltmTxt Pillar Scented Candle Stock F4
Receipt Text |Pillar Scented Candle frozen until =] Premotion Mix & Match =2 Ece <=
Branck 1000|HEAD OFFICE/WAREHOUS Attr. 1 Status |New
kmGrp data Ext. Grp Att Trgt/Min Rept texts  Descriptig Promotion 90 |promotion Attr. 2: Prometion currency £ | Pounds Sterling
Reason Add_ attr. v
Branches. valid ffrm | valid to Combination group
1,10,20 ~ 1|reduce 50% A
Example: 3 items are available in
an offer. = =
PGRSGR Type GrpNo Unit Variant | RevEaN +| StP Org SA Attr. 1] Qty [Disc % Price Discount
Supplier SpltmGrp Altr. 2
To set these up, you would need e * a
up to 13 different combinations for 1o 1f so.00
this offer.
[—
By doing this grouping concept,
Only one Comblnatlon Set'up Is Product group. Stat Period Ori Price
required in the promotion. Subgroup Origin Act Price
Type Sales Area
SpitmTxt
oK Save List Groups FT Stock Ref numbers F4 Delete Cancel
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Reporting

The bonus of using an Origin or Sales Area field, is that whenever these are changed in the system, a
new internal statistical number is assigned to the item and date stamped. If these are then used in

reports such as Product Statistics.

By placing the Sales Area/Origin option at the bottom of the Summary field area, it is possible to see

the different sales under the different Sales Area/Origin settings.

The report must be set:

- With date ranges being analysed, must cross over where the Sales Area/Origin changes

were made

- Page 2: ‘Analysis based on’ = This should be set to ‘Statistics’
- You should preferably, not have and Sales Area/Origin filters

=] Product Statistics EI @ b
Procedure |<| DRILYSALES| » Sales and Stock by day for lasc 4 days
Owner SVEN Password for Change i
Summary fields Total Page Line Selecting ]
Product Group [ O O Product Group 29
Sub Group o 0O 0O Subgroup
Type (| O O Type
Group No O O ([l Group No.
WVariant D |:| |:| Unit 1
Unit o O O :
O O O Vanant |
O O 0 Region
O O 0 Branch
O 0O O Stat Period
O 0O 0 Origin
Sales Area
Periad Begin for frm to Supplier
Current 08/11/16|08/11/16 SpltmGrp
Ref. 1 -1 07/11/16|07/11/16 Price Range
Ref. 2 -2 06/11/16|06/11/16 ltem search by SpitmNao
Ref 3 -3 05/11/16 05/11/16
Purchase Order 08/11/16 A Gl print Lists with Days v
Display cumenc b abs. figs. £ Pieces . >
o ’ Select Table Date Dchanggs anly FICPval " ‘.3111
Detail List [ BestS ’7@ none O kem —‘ [T ISP val Period ~
Export File WorstS. O selection O all Clwith costs COlDutyfree | N/G/Sys v
oK Save Page 2 Page 3 Page 4 Brint Delate Cancel

The data for an item that has had two different Sales Area/Origin’s in the date period will then be split
in two. This mean you can see how many sales were made before the offer, during the offer and after
(if you then remove the setting). You will also see the stock being booked from the old option and into
the new so that you always have the one pool of stock for the item.

IMPORTANT NOTE: The Sales Area and Origin is held at style level, so this grouping method will apply
to all items that share the same PGR/SGR/TYPE/GRP NO
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For Version 3.26B and later

From version 3.26B it | possible to add Item Attributes as filters for the Promotion By Qty & Price and
Promotion Mix & Match modules. If you have this version or later and cannot see these fields, you will
need to get a configuration setting changed so that they are visible for use.

1) tems - 30/51/30/1 Pillar Scented Candle EIE |
Supp| 12345682 THE caNDLE [-Order| 12345682 THE CANDLE PU per Unic ~ CIT per Unit ~
Ref No Unit Varisnt St. Per. SpltmMNo F.0.SpltmMo Core || Tamet FF Price (List) 5P Price (RT)
138697(10cm CHOCOLAT 1|1234554321 1234554321 2 4 3.50 9, 00|
138703|10cm LAVENDER 1 2 4 3.50 9.50
138710|10cm STRAWBRY 1 2 4 3.50 9.50
138727(10cm VANILLA 1 2 4 3.50 9.50
138734|15cm CHOCOLAT 1 3 5 5.00 15.00
138741(15cm VENDER 1 3 5 5.00 15.00
138758[15cm STRAWBRY 1 3 5 5.00 15.00
138765|15cm VANILLA 1 3 5 5.00 15.00
)

¢ Prices Sp. PP prices # EANUPC # Searchterm # lemlinks # Detail data Ext. attributes

Supplier size 10cm Statistical period Core Items
Supplier colour  |CHOCOLAT 01/01/1990 - 31/12/2999
SplitmMo 1234554321 P.O.SpltmMo (1234554321
Max Disc 50.00| Bonus % / Reference price Status Cost Price
Fixed Price 0 Min. Order Qty Type @ active

. B - weighted “
Weight [kg] PU Order 20| | Comp. Qty (inactive
Fill. wght.[kg] PU Replen. 10| | Qty O delete
| Attribute: Valus | Deswiption | Attri bute Code Description
FRC_MIX S%|OFFER 89 - ~
[FRC_QTY 989253 |NO OFFER
PRC_TOT 29895|NO OFFER

[¥] W
OK Stock F4 Price Info Sort Gnd F12 Cancel

This uses the same concept as explained in the section 3.26A and earlier, where you are able to attach
a common field between all your items that you would like in the offer, which you can then use to
select in the modules such as Promotion Mix and Match.

The benefit of having the Item Attributes filters is:
- You can group together easily at Item Reference Number level rather than at style level.
- Set up different attribute for each module. You can then enter the value in a way which
indicates which offer number this is set up in. This makes it easier to identify for offer
changes etc.
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Reporting

When an Item Attribute is changed, it is not date stamped in the same way as the Sales Area/Origin
type fields. This means that the reporting idea for version 3.26A and earlier above is not available
based on the Item Attributes

Due to this, | would still recommend using a Sales Area/Origin type fields to just mark that this item is
currently in a promotion and unmark it when it comes out of promotion.

However, the Item Attribute does give you option to add a filter in the Product Statistics on Page 2
without interfering with the Sales Area/Origin’s. This means you could easily view items that are
currently in a certain promotion and view all the data.

=] Product Statistics ==~ BRI B
Procedure |<| DAILYSALES| > Sales and Stock by day for last 4 days
T Item Data Lm Details
Summary fi Analysis based on Grouping
T (®) Statistics O ltem ref data Oonly sets O Item ref data with sets Fix Set
S5ub Grou
Type ltemn Attributes Selecting P\dd- Info
Group No
variantc PRO_MIX | |PROMOTICN MIX AND MATCH OFFERS| |89 IStack F4
Unit
e Information
Sales Ar
Trgt/v | *
p) Gross
~
SpltmNo
Period f Refllo
Current Analysis group
Ref. 1
Ref. 2 Export File Sort by
IRGE & [JSp. size and Sp. colour of the supplier
Purchase Order
Display currenc Page 1 Page 3 Page 4
Detail List r—eers IO T e [Tpictures ISP val
Export File WorstS. O selection O all Clwith costs CIDuty free ~ |N/G/Sys v
W
oK Saye Page 3 Page 4 Print Delete Cancel
' Cancel
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Quick Field References

Quick Reference: Price Change Reason

1.

2. 3.

"= Price Change Reasons

Mo.

Reason

=

*‘Jo benefits (money's worth[ ]

- ‘l’
Manager's Discletion

=R EOR =55

Discount Table Type
(® Mo discount table

e L] () Global discount table
#]iscoum [l () Own discount table
/ —Discount Table
Discount

From SP Price To SP Price 5 amount in % Rownd to Mark down
N

7 8. 9 10 11. 12
L

oK Save Delete Cancel

1. Price Change Reason No.
This is the record number that this Price Change Reason will be saved as within the database.

2. Reason

This is where the description of the price change rule is entered, which is then linked to the No. and

printed on receipts.

It is important to also use the description field to help identify what the price change reason should
be used for and find rules when required.

Please Note: If you change the description for a number, all historic discounts using that number will
also show under the new description. The old description is not retained.

3. Discount Table
Select the discount table type.

No Discount

Global Discount Table

- This is an open discount meaning the any discount percentage or
amount can be entered when this reason code is applied.

- Any reason code that has this option selected will use the same
rules entered in the discount table. If the rule is changed in any of
these reason codes, it will apply it to all.
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Own Discount Table - This reason code has its own discount rule table. Any changes only
apply to this reason code.

4. No Benefits (money’s worth)
If this field has been activated, then discounts with this price change reason will not be included for
the calculation of the benefits in money's worth.
This only needs to be taken into consideration if you enter how much money/discount your personnel
are given in a certain period. Please see Address Management: Personnel — Working time.

5. No Bonus Reduction
If this check box has been activated, then discounts of this price change reason do not reduce the
bonus. This only needs to be taken into consideration is you offer commissioning to your personnel.
Example: Bonus 10 %

Sales  100.00

Discount 10.00 (no bonus reduction)
Bonus 10.00

Sales  100.00

Discount 10.00 (with bonus reduction)
Bonus 9.00

6. Discount
Check this field if price changes are to be shown as rebates if they have been assigned this price
change reason. This is only used in the area of EDI - SLSPRT (sales report to the supplier).

7. Discount Table: From SP Price
How much must be spent before this price change reason can be used.
Item line level =The individual item line must meet this amount
Total receipt level = The whole receipt must total to this amount. (category filters
cannot be applied.)

8. Discount Table: To SP Price
How much must be spent before this price change reason cannot be used for this promotion. This
enables you to add different levels to this price change reason code.

For Example:
£100-£149.99 =10% off
£150-£199.99 =15% off
£200 - £300 = 20% off
Item line level = The individual item line must meet this amount
Total receipt level = The whole receipt must total to this amount. (category filters

cannot be applied.)

9. Discount Table: As Amount
How much discount should be applied in a monetary value for the price range in that row? E.g. £5 off

10. Discount Table: In %
How much discount should be applied in a percentage value for the price range in that row? E.g. -5%

11. Discount Table: Round To
An optional rounding value can be entered into this field that is to be used on the discounted SP price.
Please note: this cannot be applied when discounting via a monetary value.

12. Discount Table: Mark Down
Enter the optional mark-down that is to be used on the discounted and (optionally) rounded sales
price. Please note: this cannot be applied when discounting via a monetary value.

Promotions

76



Quick Reference: Promotion on Total

[ /

000|HEAD OFFICE/WAREHCUS Reason

7. F 8. 9.
S| Pri W on Total / EI@

Special Offer 1|5pend £50 Currency £ Pounds Sterling Status |[New
—r’ selection w f
Branches \Valid as of | Valid to From Value Mode | Val.
1000 4. 01/11/15 Ll 50.00 B =10.00 A

. ’ 100.00| R 20.00
150.00| F 125.00

10. 11. 12.

QK Save Delete Cancel

1. Created by Branch
This is the branch number where the promotion was created. When logged into a branch, it is
possible to enter the Head Office branch number and view promotions that have been created by
Head Office, and poll down to the store,

2. Promotion number and description
This is the record number that this special offer will be saved as. These records book in order,
meaning if you have items that fall in to the criteria of 2 or more rules, the higher numbered rule
takes president.
It is important to also use the description field to help identify and find rules when required.

3. Selection dropdown
Enter the category type that you would like to filter the promotion by. Please note: No Selection
means that offer will apply to all items
The categories that are available to be used as item selection criteria are;

—  Product Group —  Sales Area

—  Sub Group —  Supplier

- Type —  Statistical Period
—  Origin — ltem Attributes

4. Selection criteria
If a category has been selected in the dropdown, then it is possible to enter a filter in this field. This
enables you to only place the promotion across a limited number of items (e.g. spend £50 on candles
and get xx% off). Please note if this is left blank, then all items will be valid for this promotion.
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5. Valid in branches
Enter the branch range that the offer is to be valid in.
For example: 10,15 =the offer will be valid in branches 10 AND 15 only.
10-15 =the offer will be valid in branches 10 TO 15.
Range Definitions can also be used here.
Multiple lines can be entered with different branches.

6. Date Period Item filter selection
By entering a "from-date" and a "to-date" a validity period can be assigned to each branch filter line.
This means that promotion can be applied in different branches on different days.
A blank valid to date means that this is an ongoing offer without a planned ending date.

7. Reason
Enter a reason for discount that applies to the entire promotion. If this is left blank, then the
promotion will be recorded in the POS Daily Analysis: Sales Statistics report under the code ‘0’.
These are created in the Price Change Reason screen.

8. Promotion Currency
A promotion price currency is defined here so that this promotion is only valid for those branches in
which the promotion currency set here corresponds to the branch’s system currency. If this is left
blank, then the system currency will be used.

9. Status
There are 3 possible status options for a promotion which the system automatically assigns.
New = This promotion has been newly created today.
Modified = This promotion has had a modification today which is yet to be booked.
Booked = This promotion has been fully booked

10. From Value
Enter the value that the customer must spend across the valid items in one transaction.

11. Mode
There are 3 different types of discounts that can be created in this area. They all apply to a single unit
being scanned.

F: The value will be a new fixed price of an item.

P: The value enter will be the percentage taken off of an item. (Positive value means
mark-increase)

R: The value enter will be the amount taken off of an item. (Positive value means

mark-down, a negative means a mark-up.)

12. Value
Enter the value that you would like the item to either be sold at, percentage discounted by or amount
taken off. This is dependent on which letter has been entered into the Mode field.
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~— 8. 9. | |10 11. 12.

Quick Reference: Promotion Qty & Price

W&ywrice J{ =R =
\ Branch 1000 |HEAD CFFICE/WAREHCUSE se price as label price # Attr. 1: Status booked
S 1 Exclude double entri Attr. 2:
Reasn1 > Promotion currency£ / 13-
Reasn2 Weekda e frrTime to
Branch valid frm valid to "
3,1000 P 14.
= Differing Happy
= / Hour
P W v
PGR SGR Type GrpMNo Unit Variant Ref/EAN | St.P 5 Attr. 1 (Mod1Price/Diff. %|Mod2Qty Val. |Lbl
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23. 24, 25. 26. 27. 28.

1. Created by Branch
This is the branch number where the promotion was created. When logged into a branch, it is
possible to enter the Head Office branch number and view promotions that have been created by
Head Office, and poll down to the store,

2. Promotion number and description
This is the record number that this special offer will be saved as. These records book in order,
meaning if you have items that fall in to the criteria of 2 or more rules, the higher numbered rule
takes president.
It is important to also use the description field to help identify and find rules when required.

3. Reason
Enter a reason for discount that applies to the entire promotion. If this is left blank, then the
promotion will be recorded in the POS Daily Analysis: Sales Statistics report under the code ‘0.
These are created in the Price Change Reason screen.
- Reason1 = The reason code for promotions set in Mode 1
- Reason 2 = The reason code for promotions set in Mode 2

4. Valid in branches
Enter the branch range that the offer is to be valid in.
For example: 10,15 =the offer will be valid in branches 10 AND 15 only.
10-15 =the offer will be valid in branches 10 TO 15.
Range Definitions can also be used here.
Multiple lines can be entered with different branches.
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5. Date Period Item filter selection
By entering a "from-date" and a "to-date" a validity period can be assigned to each branch filter line.
This means that promotion can be applied in different branches on different days.
A blank valid to date means that this is an ongoing offer without a planned ending date.

6. Item filter selection
Item filters are entered to define what a customer must buy for this offer to be valid.
This can be as broad as all items with in a PGR or from a certain Supplier, to as specific as a Reference
Number. This can enable grouping of items which can avoid the need of multiple combinations being
created.

7. Item Attribute Value filters (if activated in the configurator)
If Attributes have been added to the area at the top of the window, then it is possible to enter the
value filter that you would like to be valid for this offer in these fields.

8. Exclude double entries
If you do not want to allow double entries within the item selection, then activate this field. This
avoids special offers being applied to an item twice. E.g. PGR 100 reduced by 10%, PGR 100 SGR105
reduced by 5%.

9. Use price as label price
If this check box is selected, then the special offer prices resulting from this special offer will be
printed onto the labels during the goods in. This requires that the promotion is not a “happy hour”
and that the prices have been booked through the system.

10. Promotion Currency
A promotion price currency is defined here so that this promotion is only valid for those branches in
which the promotion currency set here corresponds to the branch’s system currency. If this is left
blank, then the system currency will be used.

11. Item Attribute (if activated in the configurator)
This is where you can enter an attribute that the promotion can be filtered by. Up to two different
attribute can be used per promotion record. Please note, these should be number values and not text
value options.

12. Status
There are 3 possible status options for a promotion which the system automatically assigns.
New = This promotion has been newly created today.
Modified = This promotion has had a modification today which is yet to be booked.
Booked = This promotion has been fully booked

13. Weekday / Time frm / time to
Enables the ability to set “happy hour” style promotion where the discount is only applied between
specific times during the day.

- Weekday = The days of the week that this promotion will be valid on
- TimeFrm  =The time the promotion will be valid from during the day.
- TimeTo =The time the promotion is valid to during the day.

14. Differing Happy Hour
A different ‘happy hour’ can be added to each line entered in the branch filters. This means a ‘happy
hour’ can be active in one branch on a Wednesday between 3-4pm, and active in another branch on
Thursday between 3-6pm.
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15. Mod1
There are 3 different types of discounts that can be created in this area. They all apply to a single unit
being scanned.

F: The value will be a new fixed price of an item.

P: The value enter will be the percentage taken off of an item. (Positive value means
mark-increase)

R: The value enter will be the amount taken off of an item. (Positive value means

mark-down, a negative means a mark-up.)

16. Price / Diff. %
Enter the value that you would like the item to either be sold at, percentage discounted by or amount
taken off. This is dependent on which letter has been entered into the Mod 1 field.

17. Mod2
There are 7 possible different types of promotion that can be created in this area. They all apply to a
reference number been scanned a certain quantity of times in a single transaction.

N Unit discount - When ’X’ units of an item are sold for ‘Y’ number of units.
E.g. 3 for 2 on a single item. Mix and match is not possible.

P Percentage discount - When more than ‘X’ pieces are sold, then all units of
that item will be changed by ‘Y’ percentage.

% Percentage discount — When more than ‘X’ pieces of an item are sold, then

any pieces above that number for this item will be discounted by ‘Y’
percentage. Any pieces below that number for that item will still be full

price.

F Fixed price discount — When more than ‘X’ pieces of an item are sold; then
all items will be sold for a fixed price of ‘Y’ amount.

w Fixed price discount — When more than ‘X’ pieces of an item are sold, then

any pieces above that number for this item will be sold at a fixed price of ‘Y’
amount. Any pieces below that number for that item will still be full price.

A Mark down discount - When more than ‘X’ pieces are sold, then all units of
that item will be reduced by ‘Y’ amount.
R Mark down discount - When more than ‘X’ pieces of an item are sold, then

any pieces above that number for this item will be reduced by ‘Y amount.
Any pieces below that number for that item will still be full price.

18. Qty
Enter the quantity of items that the customer must buy in one transaction for this offer to be valid.
This quantity is only if the same item reference number is scanned. If you would like them to have a
variety of items they can choose from, then you need to use the Promotion Mix and Match screen.

19. val.
And the value amount for this discount.

20. LblY/N
Enter a ‘Y’ in this field if you wish labels to be printed for the item selected in this line. Warning!! This
entry is not saved and must be altered each time.

21. Up /Down /IGR / Total
Up and down Copy values up or down the table.
IGR Copy the value, but only from items that share the same group number.
Total All active values to be the same.

22. Item selection detail
If an item Reference Number is entered and the line highlighted in the filter table, then more detail
will be visible in this area on that specific product.
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23. Sel. Table
Provides the ability to import item data from other sources such as Product Statistics or Scanner Data.

24. List
Print a list of all items that this promotion applies to either for the whole company or by branch

25. Label
Print a labels of all items that this promotion applies to.

26. Calculate

Find out and adjust the discounted price of an item either by percentage, amount or fixing the price.
27. All Details

Add all units and variant of a group number to the promotion

28. Stock
Check the stock levels in the company for this item.

Promotions

82



Quick Reference: Promotion Mix & Match
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17.

1. Created by Branch
This is the branch number where the promotion was created. When logged into a branch, it is
possible to enter the Head Office branch number and view promotions that have been created by
Head Office, and poll down to the store,

2. Promotion number and description
This is the record number that this special offer will be saved as. These records book in order,
meaning if you have items that fall in to the criteria of 2 or more rules, the higher numbered rule
takes president.
It is important to also use the description field to help identify and find rules when required.

3. Valid in branches
Enter the branch range that the offer is to be valid in.
For example:
10,15 =the offer will be valid in branches 10 AND 15 only.
10-15 =the offer will be valid in branches 10 TO 15.

Range Definitions can also be used here.
Multiple lines can be entered with different branches.

4. Reason
Enter a reason for discount that applies to the entire promotion. If this is left blank, then the
promotion will be recorded in the POS Daily Analysis: Sales Statistics report under the code ‘0.
These are created in the Price Change Reason screen.
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5. Date Period Item filter selection
By entering a "from-date" and a "to-date" a validity period can be assigned to each branch filter line.
This means that promotion can be applied in different branches on different days.
A blank valid to date means that this is an ongoing offer without a planned ending date.

6. Item filter selection
Item filters are entered to define what a customer must buy for this offer to be valid.
This can be as broad as all items with in a PGR or from a certain Supplier, to as specific as a Reference
Number. This can enable grouping of items which can avoid the need of multiple combinations being
created.

7. Item selection detail
If an item Reference Number is entered and the line highlighted in the filter table, then more detail
will be visible in this area on that specific product.

8. Item Attribute (If activated in the configurator)
Up to two item attributes can be added a promotion for the purpose of item filtering.

9. Address Attribute
Address attributes can be created which are then attached to certain Customers or Personnel. This
attribute can then be attached to this promotion, which means that this offer will only be valid if the
address number with this attribute is attached to a transaction. Example of this could be for mail
order only customer, VIP, loyalty card customers etc.

10. Status
There are 3 possible status options for a promotion which the system automatically assigns.
New = This promotion has been newly created today.
Modified = This promotion has had a modification today which is yet to be booked.
Booked = This promotion has been fully booked

11. Currency
A currency can be entered for the purpose of filtering branches when using a multi-country selling
database (rather than a mandant). For example, if you select that a promotion should only be for
EURO currency, then any branches that do not sell in that currency will be excluded from the
promotion.

12. Combination Groups
There are occasions that it may be required for combinations of the same offer need to be created. By
using the combination groups, you are able to create the separate offers, but by having them in the
same screen, also find and control them easier.

13. Quantity column
Enter the quantity of items that the customer must buy in one transaction for this offer to be valid.
This quantity can be spread across multiple lines. Please note that the total quantity enter/viewable in
1 combination group, is the quantity that the customer must buy before the offer will take effect.

14. Discount %
Enter the percentage by which items are to be discounted which corresponds to the definition in
these lines.
An entry in this field results in the fields "Price" and "Discount" being emptied as the price change
types mutually exclude each other.

15. Price
Use this field to show which price should be fixed for items that correspond to the definition in these
lines if the linked items special offer definition has been activated.
An entry in this field results in the fields "Discount %" and "Discount" being emptied as these price
change types mutually exclude each other.
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16. Discount
Enter the amount by which the price of an item is to be reduced which corresponds to the definition
in these lines when the linked.
An entry in this field results in the fields "Discount %" and "Price" being emptied and these price
change types are mutually exclusive.

17. Ref Numbers F4

Enter the amount by which the price of an item is to be reduced which corresponds to the definition
in these lines when the linked.
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Quick Reference: Discount Rule
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11.

1. Discount Rule number and description
This is the record number that this special offer will be saved as. These records book in order,
meaning if you have items that fall in to the criteria of 2 or more rules, the higher numbered rule

takes president.

It is important to also use the description field to help identify and find rules when required.

2. Value selection

User selects definition levels for which data can be selected and values can be defined for discounts to
be granted in the bottom section of the screen.

3. Value selection: Attributes

If the "1-attribute" was used in the "Value selection" pane, an attribute must be entered here for
which the corresponding values are selected on the bottom pane.
If "2-attribute" was used in the "Value selection" section, an attribute must be entered here for which

the relevant values are then selected in the bottom section.

The attribute should be a number value option attribute that is applied at “style” level (attached in

the ItmGrp Data tab.

4. Value criteria entry

As the categories are entered in the value selection fields, the headings appear in this table and the

columns are activated. This is where the criteria is entered.
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5. Manual selection allowed
Ticked: On the sales mask, a discount rule can also be entered manually.
Manual input requires that the "Manual selection allowed" checkbox is activated
and that the "from-to period" is valid.
Unticked: This discount rule can only be used for the assignment in the address reference data
for personnel and/or customer addresses.

6. Date Periods
By entering a "from-date" and a "to-date" a validity period can be assigned to each discount rule.
If the validity period has expired, this discount rule cannot be entered manually. See also the "manual
selection allowed" checkbox.

The validity period is not relevant for any assignments made for the discount rule in the address
reference data.

7. Discount Reasons
Enter a reason for discount that applies to the entire discount rule.
A special reason for discount can be entered for each definition line (see point 11.)

8. Price code original price
Here you can enter a price code with which the reference price is compared.
If the "Price code, original price" field is empty, the price will be compared with the reference price
(target branch price).

9. Mode
F: The value will be a new fixed price.
The value enter will be the percentage taken off.
R: The value enter will be the amount taken off. (Positive value means mark-down)

If this Mode field is left blank, the Value and Reason fields will be ignored and the system will use the
valid (discount) percentages instead. Price increases are not possible.

10. Value
Depending on the setting in the M (mode) field, you can specify
- the new price (if mode = F),
- the change in percent (if mode = P) or
- an absolute mark-down (if mode = M).

Note: If a negative price is entered (if mode=F) or the price is left blank, this will be interpreted
internally as a price of 0.00. If a negative percentage is entered (if mode=P), this will not be evaluated.
If a negative mark-down is entered (if mode=M), this will not be evaluated.

11. Reason
You can use this field to enter a special reason for discount for each definition line.
If the line-specific "reason for discount" entry is left blank, the above entry for "reason for discount" is
applied to the entire discount rule.
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