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In today’s global business world, transporting 

goods near and far is part of every business 

that makes or distributes products. For large 

orders or large bulky items, parcel delivery ser-

vices are not the answer — these items are con-

sidered freight and must be delivered by truck. 

The upcoming release of 

StarShip v10 adds function-

ality that allows you to auto-

mate the time-consuming 

process of freight shipping. 

The new StarShip 

Freight module handles 

larger shipments in two cat-

egories: Truckload (TL) and 

Less-than-Truckload (LTL).

LTL is ideal for ship-

ments between 100 and 

15,000 pounds. LTL works 

well for odd shaped and sized 

items as well. All the same 

service options offered by 

small package carriers are 

available, along with some additional services. 

If you’ve only shipped via small package carri-

ers such as UPS or FedEx Ground, you may find 

you can save money by using LTL for larger ship-

ments of more than 100 pounds. 

Let’s learn more about the new StarShip 

Freight module.

StarShip Freight
The new StarShip Freight module handles every-

thing you need to be able to ship a partial or full 

truckload — from rate shopping for freight carriers, 

to document printing and billing — all from a sin-

gle powerful screen.

User-Friendly
Interface

With StarShip Freight, data 

entry for your shipments takes 

place within the StarShip user 

interface, rather than in Sage 

MAS 90 ERP. This provides 

one central location from 

which to conduct all your 

shipping activity. 

Handy tabs on the Star-

Ship Freight screen give you 

quick access to all the func-

tions and to Sage MAS 90. 

From the Shipment tab 

you can see several views of 

the items in the shipment. 

One view, the Bill Of Lading view, shows you how 

the information will appear on the printed Bill of 

Lading (BOL) form.

From the MAS 90 tab, you can select one 

or more Sage MAS 90 sales orders from a drop-

down list. If you have more than one Sage MAS 90 

company set up, you can select a sales order from 

any of your companies from the list.

LTL (Less-Than-Truckload) shipping is 
a good option for shipments over 100 

pounds.

Sage Software, Inc. recently 

sponsored a white paper enti-

tled Growing Pains, Expansion 

Strategies for Small Firms. The 

white paper was developed by 

The Economist Intelligence Unit, 

and covers diverse topics from 

developing profitable custom-

ers to appropriate use of tech-

nology. The paper is available at 

www.sagesoftware.com/news-

room/pdf/expansion_small_

firms.pdf
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StarShip Freight Module Expands Shipping Options continued

From tabs on the StarShip Freight screen 

you can display the item detail from the origi-

nal order and you can place items into boxes 

and onto pallets, you can even assign lot and 

serial numbers right from this screen.

Gets The Best Rate
One of the most time-consuming tasks when 

shipping via truck is calling the various car-

riers for rate quotes. StarShip has partnered 

with Freightquote.com® so you can quickly 

obtain the best possible rate. There are no 

setup or transaction fees, and as an added 

benefit you can track the status of your ship-

ments online.

Use the Quote tab and the system shops 

for rates for you from more than 50 of the 

top national and regional carriers.

Prints Required Documents
StarShip can automatically print all the 

paperwork required for the shipment using 

data drawn from Sage MAS 90. It can print both 

package and pallet labels, and the required Bill 

of Lading (BOL) document.

The Bill of Lading is a legal document 

required when shipping freight by truck, and 

it is used by freight carriers to track the transit 

of goods. It contains: header information such 

as ship-from, ship-to, and bill-to addresses; and 

item information such as weight and class. 

StarShip supports the printing of two types 

of Bills of Lading: the Straight format, and the 

VICS (Voluntary Interindustry Commerce 

Standards) format. The VICS Bill of Lading 

document, commonly required in the retail 

industry, was created to establish a uniform 

format and to facilitate EDI (Electronic Data 

Interchange) transmission of BOL data.

When you have completed the transaction, 

StarShip Freight prints the invoice and updates 

the Sage MAS 90 system.

Flexible Options
For customers who have exist-

ing relationships with LTL car-

riers and/or third-party logis-

tics companies, you can still use 

StarShip Freight. StarShip will 

retrieve the item information from 

Sage MAS 90 in order to produce 

the BOL, print package and pal-

let labels, and create the invoice. 

StarShip provides for setup of a 

third-party logistics company, and 

will print the associated informa-

tion on the BOL as well. 

StarShip Freight also sup-

ports sending more than one Sage 

MAS 90 order in an LTL shipment. Both order 

numbers appear on the BOL. When StarShip 

creates the invoices for the orders in Sage 

MAS 90, it divides the freight amount equally 

between the orders in that shipment.

Give us a call if you are interested in explor-

ing whether LTL shipping with StarShip Freight 

is right for your organization.� 

The StarShip Freight Module Packaging Screen allows you to place items 
in boxes, boxes on a pallet, and specify pallet dimensions.

Tips & Tricks

When using Sage MAS 90 or 200 4.1 linked to ACT! by Sage with the 

new ACT! Link, you may find you need to create matching contact 

records in one application or the other, after the initial accounting link has 

been established. The following procedures explain how to accomplish 

this. Use the first set of steps if you have contacts in ACT! by Sage that you 

want to add to Sage MAS 90 or 200. Use the second set of steps if you have 

contacts in Sage MAS 90 or 200 that you want to add to ACT! by Sage.

Creating Sage MAS 90 Contacts From ACT! Contact Records
1.	 Open ACT!, click the Companies button, and select the appropriate 

company.

2.	 Click the Accounting Links tab. From the Record Owner drop-down 

box, select ACT!

3.	 Click the Contacts tab, and click the Add/Remove contacts button. 

4.	 Click the Contacts button, and click the New Contact button. 

5.	 Enter all required fields, and click OK, three times. 

6.	 Open Tools/ACT! Link to MAS 90/Refresh Current Company. 

Creating ACT! Contacts From Sage MAS 90 Contact Records
1.	 Open ACT! by Sage, click the Companies button, and select the 

appropriate company. 

2.	 Click the Accounting Links tab. From the Record Owner drop-down 

box, select MAS 90.

3.	 In Sage MAS 90 or 200, open Accounts Receivable/Main/Customer 

Maintenance, and select the customer for which you want to create 

ACT! contact records. 

4.	 Click on the Contacts button and create a contact. 

5.	 Click the Accept button twice. 

6.	 In ACT!, open Tools/ACT! Link to MAS 90/ Update/Load Companies. 

7.	 Check the Select check box for the appropriate company. 

8.	 Click the Accept button. 

The new contact is copied into the linked ACT! by Sage company’s con-

tact file, and the required key fields from the contact are copied into the 

ACT! contact record to establish the contact link record.�  



Streamline Returns With The Sage MAS 90 RMA Module

Competition for new customers seems to get 

stiffer every day, and you must work harder 

than ever to keep existing customers happy. A 

necessary component of good customer service 

is accepting returns or exchanges. Your custom-

ers expect it, appreciate it, and tend to buy from 

those vendors who offer a flexible return pol-

icy. You must ensure that this process is han-

dled efficiently and accurately, both for your 

protection and for your customers’ satisfac-

tion. The RMA (Return Merchandise Authori-

zation) module for Sage MAS 90 ERP and Sage 

MAS 200 ERP makes it easy to handle every 

aspect of a return. 

The Power Of RMA
Without the RMA module, return processing 

can be cumbersome. Maybe you create a neg-

ative sales order and add to it the items to be 

returned. But there’s no reliable way to then ana-

lyze what returns you have open and what sta-

tus they’re in. In addition to the extra work and 

inefficient workflow, without a dedicated sys-

tem for handling returns, you may miss impor-

tant trends in the sales or production process, 

potentially costing you money and customers.

With the RMA module, you can track the 

reasons behind your return activity and take 

appropriate action. The RMA module allows 

you to determine if an item is returned fre-

quently, if stock from a particular vendor needs 

frequent repairs, or if a particular customer 

seems to abuse your return policy. 

Full automation of the process assures cus-

tomer returns are turned around rapidly. Even 

cash flow can improve when returns are han-

dled efficiently.

Centralized Returns Management
The RMA module streamlines the process of 

authorizing and receiving returns, and the seam-

less integration with the other Sage MAS 90 

modules helps to keep inventory accurate and 

provides a complete workflow for items to be 

repaired, replaced, or returned.

The power of the RMA module starts with 

a customer request to make a return. You can 

generate return merchandise authorization doc-

uments to acknowledge the return and provide 

personalized instructions for the customer. 

Generating a Return Merchandise Authori-

zation is simple. From the RMA module Entry 

task you can elect to return an entire invoice, 

only selected items from an invoice, or selected 

items from different invoices. Each item on the 

return may be assigned a different reason. For 

example, one item may have been damaged in 

shipping, while another was the wrong color. 

Once you have the products being returned 

in the RMA document, each item will require 

further action. You may be issuing a credit, 

sending a replacement item, repairing and 

returning the item, or sending it on to the sup-

plier for repair. You can do all these things right 

from the RMA Entry screen. 

Customer Actions
You can credit the customer’s account or apply 

it to their credit card. Returns with replace-

ment requests can be exchanged for the same 

item or an alternate item. A single entry marks 

an item for repair, and provides customer 

return instructions. The appropriate docu-

ments, such as a sales order for replacement 

items, can be automatically generated.

Item Actions
You can return items to a designated return 

warehouse or the original selling warehouse. 

Unusable items can be sent to a scrap ware-

house. Repair items are sent to a repair ware-

house, fixed, and returned to the customer.

Vendor Actions
When the Purchase Order module is integrated 

with RMA, vendor actions of return for credit 

or replacement can be assigned to each item. 

The appropriate documents can be automati-

cally created during the RMA transaction gen-

eration process.

Cross Shipments
When a customer has an urgent need, a replace-

ment product may be shipped to the customer 

immediately, without waiting for the customer 

to send the unwanted item back. Cross ship-

ments are initiated by clicking on the Xpress 

Order Entry button from within RMA Data 

Entry. This creates a new Sales Order popu-

lated with the urgently requested item and the 

customer data. Cross shipping not only results 

in faster delivery times — it can dramatically 

increase customer satisfaction levels.

Restocking Fees And Warranties
You can assign a restocking fee by product line 

or even by individual item. You have the flex-

ibility to waive the restocking fee for selected 

customers at the time of RMA entry.

The RMA module automatically calculates 

warranty expiration dates based on your setup 

in Inventory Management. Operators process-

ing returns will be alerted to any expired war-

ranties and can opt to extend the warranty if 

appropriate.

If there are some items for which you don’t 

allow returns under any circumstances, you can 

select an option in Returns Allowed in Inven-

tory to not allow returns for the item. 

Reason Tracking And Analysis
Perhaps the greatest benefit of the RMA mod-

ule is the insight you can gain into the reasons 

for returns. You may find that a large percent-

age of defective items come from a particular 

vendor and change your supplier as a result. If a 

manufactured item is often returned for defects 

in the finish, you can replace tools or materi-

als involved in the process. The Return Reason 

Report supplies the information you need to 

quickly identify product faults and take correc-

tive action to eliminate repeat returns.

An Integrated Solution
The RMA module requires the Sales Order and 

Inventory modules for operation, and option-

ally integrates with Purchase Order to automate 

vendor returns.

If you would like to process claims faster, 

track inventory with greater accuracy, and opti-

mize customer service performance, no matter 

how many returns appear at your door, now is 

the time to take a closer look at the RMA mod-

ule. Sage Software is offering special pricing 

when you purchase this quarter. Give us a call 

to schedule a demonstration.� 



One benefit of owning Sage Software products is the broad portfolio of applications 

offered. When you go looking for new capabilities, such as a customer relation-

ship management system, you need look no further than Sage Software. Sage Software 

has three offerings covering the needs of companies of all sizes for contact manage-

ment and sales force automation. 

By selecting a Sage Software solution, you have the convenience of using a single 

vendor for all your business management solutions and, even more important, the effi-

ciency of integrating your data. No more duplicate entry of information in two sepa-

rate systems. When your systems share data you can reduce data entry, improve cus-

tomer service, and increase efficiency and profitability.

An integration between Sage SalesLogix to Sage MAS 90 ERP is planned for 

release this summer. The integration is built right into Sage SalesLogix, and has been 

completely updated to include more flexibility and new customer-requested features. 

The integration, created with all new architecture, is now managed from within Sage 

SalesLogix.

Wizard Set Up
A Setup wizard simplifies the process of mapping data between Sage SalesLogix and 

Sage MAS 90. You will be presented with a list of fields from both applications. You can 

use the default mapping that links logical data elements from each application, or you 

can easily tailor the mapping to meet your needs.

The wizard provides a set of templates for transferring records that 

contain logical rules for the transfer. For example, when converting a 

Sage SalesLogix Account to a Sage MAS 90 Customer, there are certain 

fields, such as Credit Limit and Sales Tax schedule, that are not sent over 

from Sage SalesLogix. The templates allow you to supply default infor-

mation for these fields. A set of default templates are provided for: 

Account/Customer

Sales Order

Contacts

Invoice

Addresses

In addition to the default templates, you have the option of creating 

new custom templates from the default templates provided.

Advanced Feature Set
The new integration contains a number of new customer-requested 

enhancements. For example, now one Sage SalesLogix Account can be 

linked to several Sage MAS 90 customers, even when those customers 

are in multiple Sage MAS 90 companies. For flexible access to account-







ing information, both pre-defined and ad-hoc queries are provided. 

Access to source code is included for custom integration needs.

High Performance
The new integration is built right in to Sage SalesLogix, resulting in 

enhanced reliability and ease of upgrading to new versions. The refresh-

ing of accounts and products is much faster with the new architecture, 

and you have the ability to choose all records or just specific records.

Compatibility And Availability
The updated integration is compatible with Sage SalesLogix versions 

7.0.1 and 7.2. However, this first release does not support the Web Cli-

ent. The integration is for Sage MAS 90 and 200 versions 4.1 and 4.2.

The integration software is scheduled to be available in September 

and is offered at no charge for customers who own compatible versions of 

Sage MAS 90 and Sage SalesLogix. Give us a call with your questions. 
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