
"PC-SELL" IS A TOTALLY INTEGRATED MICRO COMPUTER SOFTWARE PROGRAMDESIGNED TO ASSIST A WIDE RANGE OF RETAIL STORES WITH THESEMAIN FEATURES:INVENTORY CONTROL - ACCOUNTS RECEIVABLE - INVOICE PRODUCTIONIt comes to you entirely free of charge. It is being distributedby it's users and supporters. To learn more about it please read on.SECTION A: Program InstallationSetup procedureHistorical BackgroundSECTION B: Daily use of the systemStaff operations manualSECTION C: Maintenance of the systemUtilities of the systemTheory of best usageSECTION "A"===========PROGRAM INSTALLATION--------------------Where <enter> is the C/R (carriage return) keyplease press this key instead of typing <enter>HARDDISK USERS-type cd\ <enter>type mkdir sales <enter>type cd sales <enter>type copy a:*.* <enter>(This will move all programs and associatedfiles onto the hardisk.)Remove the copy of PC-SELL from drive A andgive it to someone who can use it.FLOPPYDISK USERS-Start up your system with the MS-DOS diskettein drive A that came with your computer.Put a new diskette in drive B and typeformat b: <enter>Label this diskette as PC-SELL Data MasterInsert a new diskette in drive B: and typeformat b:/s <enter>Label this diskette as PC-SELL MasterLog onto the B drive by typing b: <enter>Place the copy of PC-SELL in drive A andtype copy a:*.* <enter>(This will move all programs and associated fileswhich will fit onto the system diskette youare on in drive B. In all likelihood, the fileyou are reading [sellman.pcl] will generate anerror message and not be copied. It will bedisplaced by [command.com] a system file).You may wish to print the manual to paper.By registering, you will be sure to get one.Remove the copy of PC-SELL from drive A andgive it to someone who can use it.If this installation seems complicated, you may requestour installation service at the time you register your copyof PC-SELL.FILES ON THE DISTRIBUTION DISKETTE------------------------------------The files you should find on your copy of the PC-SELLdistribution diskette are:Note: Mandatory files that must be on the system are markedwith an asterisk (*). The system is inoperable without them.Required files that may be on the system are markedwith a plus sign (+). The system is limited without them.Directory of PC-SELLProgram Name Length Date Time Description------------------------------------------------------------------PC-SHARE 1782 1-01-80 1:22a Shareware Copyright NoticeAUTOBACK BAT + 581 1-01-80 12:06a Floppy File Backup ControlAUTOEXEC BAT + 302 1-01-80 12:18a Floppy System startupCONTROL DAT * 130 1-01-80 1:21a Data File Control SystemMASK1 DIF * 1280 1-01-80 12:49a Interface file to LotusBASRUN EXE * 31744 5-07-82 12:00p Program executorBFFM EXE * 12637 1-01-80 12:40a Sales File MaintenanceCISM EXE + 5837 1-01-80 12:41a File cleaner. Makes new roomCLCUST EXE * 10157 1-01-80 12:40a Customer printerCLINV EXE * 12717 1-01-80 12:40a Inventory printerCUSTINQ EXE * 11469 1-01-80 12:40a Customer account inquiryEQDAPORT EXE * 17869 1-03-80 12:57a Financial report printerEQUICUST EXE * 11021 1-01-80 12:40a Customer File MaintenanceEQUIINV EXE * 27805 1-03-80 1:25a Inventory File MaintenanceMENU EXE * 5485 1-01-80 12:40a Main menu program linkerFIXDEX EXE + 5149 1-01-80 12:41a Index restorerGSRP EXE * 11965 1-01-80 12:40a Inventory reset,depreciationMAINT EXE + 6797 1-01-80 12:41a File problem diagnosticBILL EXE + 16125 1-01-80 12:41a Statement producerPC-SELL EXE + 6941 1-03-80 2:05a Date setterSALES EXE * 35005 1-01-80 6:05a Invoicing (Sales Screen)SETUP EXE + 8221 1-01-80 12:41a File placement and optionset/resetSJOURFM EXE * 13837 1-01-80 12:40a Invoice file maintenanceTYPEMAN EXE + 2077 1-01-80 3:47a Operators Manual printerSELLMAN PCL + 32414 1-01-80 5:04a Operators ManualSETUP PROCEDURE----------------Make sure you have run the program SETUP.EXE. If not,Floppy Disk Users:Put the PC-SELL Master diskette in drive APut the PC-SELL Data Master in drive Btype a: <enter>Hard Disk Users:Remove any floppy diskettes from disk drives. Turn the powerswitch to off momentarily then on or press the Cntrl Alt andDel keys simultaneously.type cd sales <enter>type setup <enter>. Please supply informationabout your system. Following this, see Section B,Daily startup procedures and begin to add customers andinventory.HISTORICAL BACKGROUND---------------------PC-SELL FACT SHEET------------------The programming included on these diskettes hasbeen developed over the past three years. It's 17 modulesand five databases comprise a network capable point of salesystem specifically designed for the retail industry.Interfaced via DIF to LOTUS 123 and Fast Graphs, it iswritten in Microsoft Basic and runs under IBM Compiler.Source code will be released only by special arrangement.INVENTORY CONTROL-Multiple, duplicate and/or single item stock control withfour access methods. Sales profit picture for each method.Three sales prices and keyboard price. Cost price.Margins ($ & %). 26 departments (categories) for reporting.Grouped reporting. Reports on sequentially numbered itemswithin a group. Seven report sort methods. Month & year-endreset. Depreciation. Singular tax rates. Optional printeroutput. Stock labels. Catalogues. History. Suggested purchaseorder with backorder facility. Individual, department & globalprice changing. Automatic file management.File & Field sizes are:Total nbytes - 106 per record, 3,419 records on floppy.Item number - 0001 to 3419 (hard disk 9999)Stock number - 15 alphanumeric (1 department & 14 other)Description - 25 alphanumericSerial # - 15 alphanumeric, 1 per itemDepartments - A-Z (1 accounts payable, 1 accountsreceivable & 24 other)CUSTOMER CONTROL-Duplicate names. Multiple accounts per customer.Purchase history. Tax number. Credit information.Account status. Preset pricing. Current charge balance.Three access methods. Automatic file management.Mailmerge facility. Optional printer output.New account opening with immediate invoicing.Four report sort methods.File & Field sizes are:Total nbytes - 154 per record, 2,353 records on floppy.Account # - 0001 to 2353 (hard disk 9999)Name - 40 alphanumericAddress - 44 alphanumericCredit - 38 alphanumericStatus - 08 alphanumeric ($ flags price & 7 other)ACCOUNTS RECEIVABLE-Invoice generation. Statement generation. Billing facility.Debit & credit accounts. Account transaction history.Income summary. Transactions listed. Definable invoicenumber generator. Credit, cash, charge, tax and sales columns.Credit card service charge computation. Audit trail.Automatic file management. Optional printer output.Optional close-out. Month & year-end reset. Daily reports.Any date to date chronological transaction income summaryand "Z" report. No maximum transaction limit per reporting period.File & Field sizes are:Total nbytes - 19 per record, 32767 records on floppy.ABOUT THE AUTHOR----------------The author is Mel Bailey, a computer consultantand proprietor of Central Consulting the copyright holder.Since 1979 he has written a variety of software programsfor Government, Industry and Small Business.He is the chairman of the Canadian Programmers Association.SHAREWARE CONCEPT-----------------The shareware distribution system deals with a majorproblem in the the industry. Software piracy. The one who does thework should be rewarded. In our capitalist society however, all tooften the one who does the work goes unrewarded and someone else(the pirate) gets all the profits. Unhappy customers and unhappyauthors. The dilemma is of course that consumers only want to payfor the things they use, but how can they use something for free?(Software is as easily duplicated by customers as pirates). As aresult, developers have attempted to partially disable theirsoftware to accommodate the consumer. This has led to a whole newround of problems. Shareware overcomes these problems and is a boonto the consumer.The shareware theorim is based on the honour system.Most users of computer software will, if happy with a program,gladly recognize the creator of the product with an affordablesum if they are going to receive value from using it.The author then, receiving the necessary funds to continue,aspires to make the user more satisfied through the refinementof the product, creation of additional useful products,and the support of all registered users. The economics are basedon need, not greed! No more pirate profits. Developers receivethe same royalty. Customers get to use the product before buyingand they only pay distributors prices.Central Consulting develops and publishes:PC-RENT : A point of sale system utilizing PC-INVENTORY& PC-RECEIVABLE for the rental industry.PC-SELL : A point of sale system utilizing PC-INVENTORY& PC-RECEIVABLE for the retail industry.PC-MAIL : A mailing list program with mailmerge fromPC-RECEIVABLE & PC-PAYABLE to PC-WRITE.PC-INVENTORY : An inventory program.PC-RECEIVABLE : An accounts receivable program.PC-PAYABLE : An accounts payable program.PC-LEDGER : A general ledger program utilizingPC-RECEIVABLE and PC-PAYABLEnow under construction.These programs, developed for several clients,are now available to you free of charge. Sound too goodto be true? Under traditional marketing methods the authorwill gladly accept a cheque.Many software packages today sell for well over $100.00 permodule. These packages have sold for up to $4000.00 cdn.We here at Central request that you aid in it's distributionby giving away a copy to other business people who can use it.In this way, you can keep your cost of a computer system to aminimum, even recover the cost of purchasing a computer.The reasons we have decided to market our software inthis way are threefold. Firstly, the author desires to have hissoftware in wide distribution but hasn't the resources to marketthe products through traditional methods. (The last time he didthey infringed his copyright). He can't see any reason forwasting the time devoted to their creation by throwing themaway. And thirdly, considering the present state of the industryand the economy, he feels that the need for his software exists,believes that the retail cost of software has led to the piracyproblem, agrees and supports the shareware theory.HOW DOES IT WORK ?------------------To participate in the shareware concept it's as easy as 1-2-3!Step 1. Send us a copy of the distribution diskette you received.(See the section of the manual on Diskcopy A: B:)By registering your copy with us to obtain supportyou will help us cover the costs of helping you use it.By sending us a copy of the distribution diskette you havetaken your copy from, we will be able to send a commissioncheque to it's registered owner.Step 2. Give the distribution diskette away to someone who needs it.By giving the distribution diskette away, you will insurethat the person who registered it will continue to receivecommissions.Step 3. You will receive your very own distribution diskette fromus. Make lots of copies of it and give them away. Theywill bring you a commission every time someone registers acopy taken from them. Also, use one of these copies foryour own needs. It has your registered name on it.Supporters receive remuneration for their distribution activitiesbecause they have registered and supported us by "giving it away".In fact, the more you give away, the more you will receiveeven if you never use the software yourself.Remember that everyone participating in the shareware concept doesso willingly and only pays for what they use. This is entirelyopposite from the experience of the past.Don't want what you've got? Fine.Give it away to someone who does want it.Don't need what you've got? Fine.Give it away to someone who does need it.You received it for free, give it for free. Others need it too!You can have everything that makes up a complete computer system!Absoulutely FREE. Should you decide to use it and wish to do thehonourable thing, please register now and receive:1 year hot line support from Mel on our unlisted number.A subscription to our newsletter keeping you informed of thelatest developments with shareware products. Updates etc.A professionally bound manual with the very latest enclosures.Copies of additional FREE software. (Yes we get a commission too!)MORE FREE SOFTWARE (SHAREWARE)------------------------------In addition to the quality PC products already mentioned, uponrequest SOFT-SHARE Inc. can send you a free copy of these highquality products:PC-WRITE : A word processor program.PC-FILE : A database management programPC-TALK : A telephone communications program. Rates a 6 out of 10.PC-GRAPH : A spread sheet graphic display program.PC-REALTOR : A management program for real estate sales peopleto keep track of their prospects.PC-REALTY : A transaction accounting program for recording sales.INSURE : A program for keeping track of insurance sales made andcommissions. Works with a GL and Accounting package.AUTOPLAN : A program to record commissions from Auto InsuranceQMODEM : A very good communications package. Rates an 8 out of 10..................................................................: REGISTRATION ORDERS: S O F T - S H A R E Inc. :: P.O. Box 71 Surrey B.C. V3T 5B6 Canada :: Please send me a registered copy of PC-_____________________ :: I received my free copy from : _____________________________ :: ____________________________________________________________ :: I am enclosing a cheque for: $_________ (Add $10.00 postal) :: The following software is free but the diskettes are $2.50 ea :: PC-MAIL ( ) PC-LEDGER ( )*avail June 86 :: PC-SELL ( ) PC-WRITE ( ) :: PC-RENT ( ) PC-FILE ( ) :: PC-PAYABLE ( ) PC-TALK ( ) QMODEM ( ) :: PC-INVENTORY ( ) PC-GRAPH ( ) :: PC-RECEIVABLE ( ) INSURE ( ) AUTOPLAN ( ) :: any new shareware ( ) PC-REALTOR ( ) PC-REALTY ( ) :: Three disks full of the most useful free utilities ( ) :: Your comments please and areas of interest:_________________ :: ____________________________________________________________ :: Please enclose this coupon and copy of the distribution disk :: so the previous owner gets his due. Include if you would, :: details on your machine's configurations, i.e. memory size :: and if it has graphics or a variant operating system. ::...............................................................:The authors of these programs are usually very receptive tosuggestions as to how to improve these products. Communicate yourneeds to us or them directly.DAILY START UP PROCEDURES--------------------------1. Place Master Disk in Drive A (Bottom Drive).2. Place Data Disk in Drive B (Top Drive).3. Turn the off/on switch to on.*Note It is optional to press the Caps Lockkey to keep all data in upper or lowercase. The system does discriminate!4. Harddisk users type cd sales <enter>pc-sell <enter>Floppy disk users must turn on the power switchwith PC-SELL Master in drive A & PC-SELL Data Masterin drive B. If the system does not autostart todisplay Use this date (Y/N)? Yand Use this time (Y/N)? Ythen the autoexec.bat file on your copy of PC-SELLmaster has not been found intact. If so, pleasetype b: <enter>copy a:control.data:pc-sell <enter>This will display:Use this date (Y/N)? Y Press CR if it is correct.Use this time (Y/N)? Y Press CR if it is correct.If you have pressed N you will then be asked tosupply the corresponding information as follows:Current Month (01-12)Current Day (01-31)Current Year (01-99)Current Hour (00-24)Current Minutes(00-59)Enter the correct information and the screen will displaythe sales invoicing screen format.This is the screen format which will be used most of thetime, and is referred to as the "sales screen".*The cursor will be flashing in the "Customer #" inputfield.MAKING A SALE-------------STAFF OPERATIONS*Upon listing a "Customer list" an automatic account #is generated or supplied by you when adding customers.*If you know the "Customer Number" you may enter it hereor scan their card with a barcode reader (optional).*If a new customer wishes to buy an item, youmay open a new account here by typing N. You can alsotype n#### where #### is an account number to use. Inthis way you can immediately do business and correctthe customer account name later when you have time.*If you do not know the "Customer Number" press Enter keyand the cursor will advance to the "Name" field.*Now enter the name of the customer or any part of thename (the more you enter, the more likely you are to findan exact match the first time).* ALWAYS ENTER THE SURNAME FIRST FOR THE CUSTOMER ON FILE **Once the full name and Customer Number appears as wellas phone #, tax #, outstanding balance, and any remarksyou may have input to his/her account, the bottom ofthe screen will display "Continue Search (Y/N/Q)?(YES/NO/QUIT). The default (The expected response) willbe no (in this case). You simply press the "Enter," ifthis is the customer you expected. Pressing Y will causethe system to continue searching for another match.*The cursor (flashing line) will now move to the stocknumber field.*Upon listing a "Inventory List" a automatic generatednumbering sequence will appear, this is referred to asan Item number. Using this number or scanning it's labelwill immediately retrieve this item of inventory.When the number has been input, pressing the F1 keywill sell the item at the preset customer price.Pressing the F3 key will sell the item at price A.or: by pressing the F5 key price B will be used or:by Pressing F7 the C price from the inventory itemrecord will be used or by pressing F4 the item willbe sold for no money ($0.00 - free of charge. This isreal handy for a two for one sale.)The price used by your F key indication will bemultiplied by the standard unit of sale you gavein the setup session.Note: Pressing enter will cause the system toask questions about price and allow overrides etc.Or:*If you know the stock number, enter it here.*If you do not know the stock number press the enter keyand the cursor will advance to the description field.* DESCRIPTIONS MUST INCLUDE THE FIRST CHARACTER OF THEDESCRIPTION * Enter the description here.(The more you enter, the more likely you are to findan exact match the first time). Once again atthe bottom of the screen will appear the message"Continue Search (Y,N,Q)?" Assuming you are satisfiedwith this item, press the "Enter" key and the cursorwill move to the QTY field.*Having entered the quantity to sell, you will see"Price (A), Price (B) or Price (C)" displayed at thebottom of the screen. The default is determined for youby the customers status contained in the remarks fieldof the customer record. Or press "A" for price A,"B" for Price B or "C" for this item to be sold atthe corresponding price as established in the itemsrecord on the inventory file.*The cursor will now move to the FROM DATE field. Ifyou enter any date (separate the month, day and yearwith "/") you will then cause the item to be warrantytrailed and must supply the ending date of the warranty.(This function is entirely optional, and is only usedwhen you have not used an F key to indicate the priceafter giving the item number of using the scanner).*If the item is out of stock or reserved or an incorrectnumber is reflected in the inventory file, theappropriate message will appear followed by"Override (Y/N)?". Your affirmative reply will sell theitem(s) leaving the in stock condition as a negative numberequal to the number of items the system thought you were short.*The sale price will be displayed and if it iscorrect, press the "Enter" key, otherwise, press "N"(for NO) and then enter the corrected (discounted) amount.*The system will now ask you is this is all correct(Y/N)? Pressing the "Enter" key assumes it is allcorrect. If some aspect of this transaction is in-correct, press "N" and the cursor will move back to theStock Number field to begin the process again.*Having pressed the "Enter" or "Y" key at theprevious step will display, "Another Item (Y/N)?"Pressing the "Enter" key or "Y" will move the cursor to"Stock number" for the next item. You can repeatthis step 12 times for a full invoice. If there are no moresales, F9, F10 or down arrow will proceed to thecash out phase of invoicing.*Pressing the "N" key will display the different methodsof payment "O = Cash, 1 = Master Charge, 2 = Visa, 3 =Cheque, and 4 = Charge?". If number 4 is selected, thecustomers balance is increased and you are asked if youwish to proceed. Replying N will decrease the customeraccount balance and returns to the method of paymentprompt to resolve the method of payment. Your choice ofselections 1, 2 & 3 will show the customers license #and credit data on the bottom line.The screen will display "Number of Invoice copies (0-9)?"Indicate the number you desire. Pressing the Enter keywill generate two copies of the invoice. As each isproduced the computer will await the enter key to bepressed for each additional copy requested.Remove the invoice(s) from the printer.*The screen will now display, "Void Invoice (Y/N)?Pressing the "Enter" or N key will register this invoicein the normal fashion. The cursor will locate itself atthe customer # field and await your next transaction orfunction mode change request.Pressing Y will return all items to stock, cancel thesales, delete the invoice number and void the transaction.SPECIAL INSTRUCTIONS--------------------1. If while you are at the customer number field,you may change mode to inquire about stock levels andprices. This is done by pressing the F2 key.If your computer does not have function keys, to select afunction press the down arrow and the numerical value ofthe F key.2. If you are at the selection point on the bottom half ofthe screen and you wish to make a sale,press the up arrow, F1 or esc key.3. Down arrow, takes you to the next field. Up arrow,or esc takes you back one field or to the previous menu.NOTE - STOPPING THE SYSTEM4. If at any time while at the customer # field andyou wish to leave the invoicing screen, press theF3 key. This will insure the orderly closing of all files.You will now be at the main menu where:programs used for file maintenance are displayed.This is your link to the system maintenance andutility programs with the following exception.*** NOTE ***At the end of the day to obtain a financial reportplease press F2 or F9 to quit.5. If you are making out an invoice, and the customerhas purchased an item, the only way to abort is tocash out the invoice by pressing the F9 or F10 keysand void the transaction.6. If at any time while using PC-Sell you don't know howto respond to something, press the <enter> key.If your in trouble press the Esc or up arrow key.MANIPULATING IN HOUSE ACCOUNTS------------------------------Cash sales for walk-in customers unknown to the system shouldbe made to a customer called cash sales. You may add thiscustomer account to the system at any time. It is easiest toremember if it is account #1. (The first one you add.)Cash paid out for invoices received should be anothercustomer account. When satisfying a paid out suppliers invoice,sell an item from inventory called "CASH PAID OUT" and chargeit to this customer account.Labour, late charges, installation fees, debits (+) to account,credits (-) to account and miscellaneous should all be items ofinventory which are sold, and charged to the appropriatecustomer account in a normal invoice transaction. Theseinventory "items" should have stock numbers of A????? orZ?????. When listing inventory, they are easily excluded orincluded in the printouts. They are not real inventory.SECTION "C"===========THE PC-SELL MAIN MENU---------------------The following are used for file maintenance.CUSTOMER FILE MAINTENANCE (OPTION F1)-------------------------------------F1. Option "F1" allows additions to the customer file.Fill in all the information as requested on thescreen. Remember to add a customer named "cash" tobe used for cash sales.F2. Option "F2" allows deletion of client files no longeractive. Enter the account number and the appropriatefile will appear and display the question, "Delete(Y/N)?"F3. Option "F3" allows changes to existing clients and in-putting of any clients that may have been opened earliertoday. If a new client has been already assigned acustomer number, this is the option you will have toenter the remainder of his/her data.F4. Option "F4" allows you to print a complete list of customerrecords.F5. Option "F5" allows listing to the screen or printer ofCustomer Transactions or Charge Accounts. You may alsobill your customer accounts with a statement. If youare using PC-MAIL and have merged the customer fileinto the mailing list, each customer billed will havethe select code set to 99. In PC-MAIL you may print allthe list select code 99's to obtain a label for each andonly customer billed.F6. Option "F6" returns you to the Main Menu.F7. Option "F7" returns you to the sales screen.FINANCIAL REPORT PRODUCTION (OPTION F2)---------------------------------------This program will generate the Daily Sales Journal re-port for whatever period you select. Pressing enter forfrom and to date will use the current days invoices.Any range of dates may be given to provide for the easiestreporting method possible. All transactions are listed inInvoice # sequence, broken down by Cash, Master Charge,Visa, Cheque, Charge, Cash Sales, & Tax. This listingis followed by an Income Summary Statement with creditcard service charge calculation and 'Z' report.If you have obtained as many copies as you wish for theday, please reset the daily report to zero. This willinsure that the daily reported values for each inventorydepartment start out at zero. (If you don't do this, thevalues will accumulate similar to the year to date report).EQUIPMENT INVENTORY MAINTENANCE (OPTION F3)-------------------------------------------F1. Allows the user to add new items to the Inventory base.Enter the appropriate information and your inventoryfile will reflect the added item.F2. Allows the user to delete any inventory item.Enter either the item number or the StockNumber and the requested item will appear on thescreen. By responding with "Y" or "Enter" willdelete the displayed record.F3. Allows the user to correct or display any fieldin the Inventory File. By entering the itemNumber or Stock Number, the requested recordwill appear on the screen.F4. Report Production. By selecting Option 4, theuser will have the following selections appear.F1. A complete list of Inventory Items sorted by StockNumber, Item Number or Description.F2. Any Customers Purchase History.F3. Any Items Sales History.F4. A list of all warranty stock for expiryby a user supplied date.F5. A stock catalogue.F6. Stock labels.F7. Return to Inventory Menu.F5. Add Shipment to Stock. By entering thepurchase order number that accompanies the shipment,you will be shown each item on the order and askedto supply the number shipped. If there is a shortshipment, you may place it on backorder.If there is no purchase order, press enter and supplythe item number to be added to. The in stock amount isincreased by the amount you indicate. (Note* No searchof existing purchase orders is made for the item.)Pressing the esc key returns the user to the inventorymaintenance menu.F6. Global Search and Replace. By selecting Option F6,the following inventory fields may be changed by:an entire department or item number ranges.This program will allow the user to search outUnit Cost figures, Monthly Rental Pricing, DailyRental Pricing, the Selling Price, or Tax Rate andreplace it with whatever new value you may wish.This program will carry out this function on aglobal basis: That is, every item that equals theinitial value, will be replaced with the newvalue. This program also will reset to zero Monthto Date (MTD) and Year to Date (YTD).F7. Depreciation of Inventory Cost. By selecting F7, theentire inventory is depreciated by a percentage valueyou are requested to supply. A report must be printed.F8. Returns the user to the sales screen ready for sales.F9. Returns the user to the Main Menu.SALES INVOICING (OPTION F4)---------------------------This option effectively takes the user back to thesales screen format. It is the "sales screen" referredto in all other menus.SALES JOURNAL FILE MAINTENANCE (OPTION F5)------------------------------------------F1. Add a transaction: This function allows theuser to add a transaction to the sales journal.It does not impact the customer account.FORCING A NEW INVOICE NUMBER SEQUENCETo change the next invoice number for use, adda dummy transaction of $0.00 to the cash salesaccount number and make the invoice number thedesired starting invoice number minus 1.F2. Display and/or Purge all of the sales journal(invoice, debit & credit) transactions.*Note Any purge of any entry will not adjustthe customer account or change theaudit trail.F3. This option allows the user to correct any fieldin any of the transactions that have taken placein the current accounting period.*Note Any correction of any entry will not adjustthe customer account.F4. To enter credits in a selected customer account.*Note This will adjust the customer account.F5. To enter debits to a selected customer account.*Note This will adjust the customer account.F6. Return to the Main Menu.F7. Return to the sales screen.SALES FILE MAINTENANCE (OPTION F6)----------------------------------F1. Adding a sale. This program allows the user,to manually add a sale to the sales file. Itdoes not change the inventory level in stock butthis record will then be included in customerpurchase history and stock sales history.F2. This option allows the user to display all salesdata and selectively purge any you may wish.F3. This option allows the user to correct any fieldin selected records.*Note Changing status can have dramatic effects.Changing item number will not put the itemback in stock in the inventory file.F4. This option allows the user to print the entiresales file.F5. Return to the Main Menu.F6. Return to the sales screen.NOTE* Use of this program will not affect inventoryitems or customer charge accounts.SYSTEM UTILITIES================END OF THE DAY DISK COPY (OPTION F7)------------------------------------Note* MS-DOS users will be returned to Drive A: followinga file copy session from VDISK.1. Selecting this option will display prompt the userfor appropriate diskette mounting and unmountingfor file backup.PURGE/SHRINK DATA FILES (OPTION F8)-----------------------------------You will be asked if you wish to shrink the sales file(SUBINV.DAT) and the invoice file (JOURNAL.DAT). Anaffirmative reply or enter will alter these files by:a. removing all deleted and purged records.b. remove all stale dated (not current date) records.Note* This will cause no harm if you have studiouslydone an end of day diskette copy (F7) sessionat the close of yesterday's business. Yesterday'sdiskettes will still contain the data that issubject to today's alteration. The audit trailon the impacted diskettes is permanently changed.NOTE* CLEANING THE FILE SYSTEMYou will then be asked if you wish to re-create thefile index. Replying Y will restore lost access toinventory and customers and clean the file systemof deleted accounts and items.EXIT FROM THE PC-SELL MAIN MENU (OPTION F9)-------------------------------------------The user is returned to the disk operating systemprompt.Floppy disk users should witness a file copy ofcontrol.dat to drive A.Note* It is critical that this file be copied backonto the floppy diskette in drive A. It is copiedto the diskette in drive B (logged default drive)during the daily startup and from drive B to A whenF9 has been pressed.THEORY OF USE-------------First of all, there are no MUST DO'S in setting upthe files. The author has spent countless programming hoursaccomodating a variety of scenarios so you can have it yourway. This software was written with the first time userin mind. You only have to hit one key to get any work outof it. The [enter or c/r] key, if pressed in response to aprompt or question on the screen, will save you from supplyingthe answer. Use of this key or the down arrow key will advanceyou to the next question by supplying the usual, correct,least devastating or normal course of business response forthat question. If you have made a mistake or would like to goback to the last question (prompt) then press the esc (escape)key.Here is a crash course in computers to help you getthe most from your system.The computer system is made up of operating softwarefiles [command.com], batch command files [files ending with.bat], executable files (programs) [files ending with .exe]and data files [files ending with .dat or .dif or any otherending]. You the user of the computer system have totalcontrol over executable files and they in turn have totalcontrol of the data files or other executable files. Forinstance, in our daily startup section we recommend youtype pc-sell <enter>. By doing so, you execute the programthat allows date and time changes. MSDOS [command.com] alsohas this facility built in. (See your MSDOS manual). If youwere to type menu <enter> then you would execute themain menu from where control is passed to the program(actually command.com intercepts your command and processesyour request to load and execute. This is why you must havea command.com on your drive a diskette or drive c harddisk) toexecute other .exe files you select from the screen. Inrealizing this, from the DOS level (you are at the DOS levelwhen you turn on your power switch with a diskette containingMSDOS in drive a and you see A: as the last thing printed)you can go anywhere in the system by simply typing the nameof the executable file you wish to pass control to executeit's function. (Please see FILES ON THE DISTRIBUTION DISKETTE)To minimize the search time for customers or inventory,the use of a scanner is recommended. You can obtain the sameresults by using numbers wherever possible. This is true of allcomputer systems. If you are not using numbers then pleaseremember that upper and lower case letters are different tothe computer. ie BAILEY is not the same as bailey or BaileyYou must search for something by providing the system withat least the first letter of that which you seek in the wayit is to be found as a match.Think of your inventory data file as a 26 foot longelastic band. It is stretched in length by adding items. It canalways be cut into 26 different pieces of equal length butnever shortened. Deletion leaves a spot open. Eachof these pieces can be called a department, profit center orcategory. They are known by their identifier which is one ofthe letters of the alphabet. This letter is the first characterof the stock number of an inventory item. Now, since computerskeep things by number, and not by letters, each inventorieditem has an item number. This is the number used by the computer.Reports can be obtained on inclusive or sequentially numbereditems in a department or across departments. Group your itemswithin a department and from one department to another in somefashion that's logical to you so you can do this. Also, you canobtain reports by stock number inclusive from one departmentto another which are sorted by stock number. The stock numberis simply another means of separating the inventory so thatitems are listed together on the report. This computer system,unlike all others, allows single unit or multiple stock quantity.You may use both methods within the inventory file from oneitem to the next. You can use multiple stock numbers for eachitem and keep them in quantities of one. This method isespecially useful when you must keep the serial numberof each item in the inventory.When searching for these items by stock number, the systemwill conduct a sequential search of the department showingeach to you until you instruct otherwise. The problem withthis is they all look the same with exception to serialnumber. (This is also displayed). To get around this, werecommend that these stock numbers be the same in all waysexcept that they have an extention such as .1 or .2 or -1 or -2.which would mean 1 of 10, 2 of 10 etc. We do recommend thatthe debit, credit, nsf, labour, etc. inventoried items arecongregated in say category A thru C and that they have lowitem numbers. Saleable goods can be inventoried in the same wayin say departments D & E. They can be left out of any reportssince all of the reporting methods have a starting and endingrange. ie. When obtaining a report by stock number:Save out A to E, & start at F thru Z. In this way, it is likehaving two inventories to manage but you will have to rememberthe high and low department identifiers and item numbers.Note* The very same results can be obtained when obtaining a reportby item number by including and excluding the same things ifthey were sequentially numbered in one continuous block.In the customer file there are only two types of accounts. Thosehaving a tax number are tax exempt. If you want a customer notto be charged tax but you don't know the tax number, then use999999. The only difference between both account types is theappearance of the tax number. If it is zero (0 0), tax willbe charged relative to the tax rate for the item being sold.Customers may be charged the same price from inventory(A,B or C) all the time. The first letter of the remarksfield tells the system which of the 3 possible prices theywill be charged. This price is automatically used duringinvoicing. In this way, preffered customers may be givenpreffered prices. ie. A=Cost+, B=Wholesale and C=Retail.The entire computer system is normally controlled throughthe production of invoices. This is why the system initializesto the sales screen and there is a direct path to thisarea from virtually everywhere. ie. Press the Esc key long enoughand you will be in invoice production.By producing an invoice, the inventory in stock level isdecreased, the accounts receivable transaction is recorded, thecustomer account balance is increased for charges etc. etc.The only other daily activity is the production of a financialreport. This is known as an integrated or point-of-sale system.Because all changes are made as they occur it is real-time.It is the only system known to mankind where you get more outthan you put in. This is providing you have fed the system properlywith your inventory and account data.Prices are expressed as single item amounts. The standard quantityis used as a multiplier at the time of invoice. Taxes are chargedon sales equal to the percentage recorded in the inventory record.It is expressed as a whole number. ie. 7 equals 7 percent or$7.00 per $100.00.Processes are controlled by two executable files (sales.exe andeqdaport.exe).All other .exe files are used for file maintenance and utility.They allow you to correct mistakes (operator, computer orprogramming error) or perform required changes such as month-end reset and/or optional changes such as price levels.MONTH END OPERATION-Closing off the month is as simple as running theGSRP.EXE program. It may be selected from the inventory menuor at the DOS level. Select the end of month routine. Thiswill reset the MTD units/dollars sold to zero.*** NOTE ***Please note this program and others in the PC-series are fullycompatible with barcode applications. We recommend the BCS-150 SPfrom the Aedex Corporation. Contact us for more information.End of sellman.pcl�:
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