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Headline News

The August 2006 issue of CPA
Technology Advisor magazine
gave Sage Payroll Services a per-
fect 5-star review, calling it “truly
a turnkey payroll service that
delivers online services accessible
on an in-house basis—the best
of both worlds.” If you'd like to
learn more about this outsourced
payroll solution that integrates
with Sage MAS 90, give us a call.

User Training
You Should

Plan For
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for more info!
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For Sage MAS 90 and Sage MAS 200

The New ACT! Link
Bringing Two Favorites Together

he new Sage MAS 90 and MAS 200 ACT!

Link creates a bi-directional integra-

tion from ACT! by Sage to Sage MAS 90
and MAS 200 ERP. This link gives ACT! by Sage
users real-time access to Sage MAS 90 customer-
related data. A salesperson can issue a sales order
or view critical cus-
tomer information such
as invoice history, pur-
chase history, sales order
history, return orders,
and payment informa-
tion directly from within
ACT! by Sage. The ACT!
Link brings customer
accounting and inven-

company’s overall operational costs by mini-
mizing rekeying and the time spent hunting for
answers in two separate systems.

If you are already using ACT! by Sage for
your front-office employees, they can continue
to work in familiar software, with the added ben-
efit of having access to
critical back office data.

If you are using
a stand-alone contact
management software,
consider the benefits
of an integrated solu-
tion. In addition to giv-
ing your salespeople
the information they

tory data into ACT!
and sends opportunity
data to Sage MAS 90
to become quotes and
orders. It all happens in this powerful new inter-
face; let’s take a closer look.

Benefits Of Integration
An integrated front and back office system can
lead to greater overall efficiency and improved
customer service. The ACT! Link delivers a sin-
gle shared view of customers, allowing your sales,
support, service, and marketing teams to service
your customers without burdening the account-
ing department.

The improved data sharing and data integ-
rity provided by the ACT! Link reduces your

New tabs in ACT! by Sage give users access to the
Sage MAS 90 data they need to serve customers
better.

need, your back-office
employees benefit by
knowing that orders are
posted accurately into
the Sage MAS 90 Sales Order module—without
rekeying.
New Tabs In ACT!

The new ACT! Link automatically adds sev-
eral tabs to ACT! by Sage. Each tab holds Sage
MAS 90 accounting data, and displays a data
grid that can be personalized and resized to suit
your specific needs. You can sort the rows, and
remove and reorder fields and columns. The
personalization you make is specific to you, so
when you access the tab again, your changes are
remembered.
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The New ACT! Link conTinuED

There’s even an option to drill down into
the details of the associated Sage MAS 90 data.
Here’s a list of the tabs added with ACT! Link:
P Accounting Links Tab displays all the Sage

MAS 90 customer links configured for the

selected ACT! by Sage company.

» Accounting Data Tab displays standard
customer accounting information such
as name, address, credit limit, and aging
balances.

P Invoice History Tab displays sales invoice
history records with line item details and
lot/serial number information.

P Sales Orders Tab displays current sales
orders and sales quotes for the selected
Company (Sage MAS 90 customer).

» Open Invoices Tab displays current open
invoices in the Sage MAS 90 Customer
record.

P Payments Tab displays current Sage
MAS 90 customer payment history infor-
mation, such as date payment received and
amount.

P Return Orders Tab displays current open
return orders for the selected Company.

P Item Sales Tab displays current Item sales
history for the selected Company.

P Last Purchase History Tab displays the last
purchased information for the items this
company bought.

» Job Information Tab displays current job
cost information for any open jobs for the
selected Company.

»  Work Orders Tab displays all open work
orders.

If one of the standard tabs does not include
the information you need, you can add addi-
tional tabs to hold data specific to your compa-
ny’s operations.

Launch Sage MAS 90 Tasks
A Sage MAS 90 Tasks menu provides users with
proper security access to many Sage MAS 90
tasks right from within ACT! by Sage to save
time and keystrokes. Users may directly access
the Customer Maintenance, Sales Order Entry,
Sales Quote Entry, and Inventory Inquiry tasks.

The Customer Maintenance task displays
customer information and allows you to group,
sort, and filter data for use within ACT! by Sage.
For example, make a group of all customers for
which you are the sales representative.

The Sales Order Entry task launches a new
sales order already populated with the customer
information corresponding to the active Com-
pany record in ACT! by Sage—if the customer
is not on file in Sage MAS 90, it’s quick and easy
to create a new Sage MAS 90 Customer.

The Sales Quote Entry task launches a new
quote with the customer number correspond-
ing to the active Company record in ACT! by
Sage already filled in.

The Inventory Inquiry task makes it easy
for you to look up detailed item information
before creating an order, or to better respond to
a customer’s questions.

There’s no waiting for the data to be updat-
ed—the ACT! Link works immediately to
update both systems.

Opportunities To Orders
Converting opportunities to orders is quick and
easy with the ACT! Link. Starting from a con-
tact record within ACT! by Sage you'll select
the Opportunities to Orders option, find the
opportunity youre looking for, and click OK.
Immediately and automatically, the order is
created in Sage MAS 90. This works great for
quick orders. For the more complex orders, you
can simply launch the Sales Order Entry task to
take advantage of the full power of Sage MAS
90 Sales Order. Either way, the ACT! Link will
update the contact record in ACT! by Sage,
ensuring you're always up to date.

Overall Flexibility
To facilitate its initial setup, the ACT! Link adds
new menus within ACT! by Sage that allow
you to: establish links to fields in Sage MAS 90,
adjust for customizations, control when data is
refreshed, and establish default settings for new
companies.

A comprehensive field linking process
enables you to specify precisely which fields in
ACT! by Sage will be linked to which fields in

Sage MAS 90. For example, you will link the
ACT! by Sage Company field to the Sage MAS 90
Customer field; and you can link the ACT! by
Sage Opportunity field to a user defined field
(UDF) in Sage MAS 90 Sales Order.

Linking fields is simple—you just click on
the field you want to change and select a new
field from the drop-down field list. Any user
defined fields (UDFs) you have set up in either
ACT! by Sage or Sage MAS 90 are available in
the drop-down list.

These linkages are defined by Company
Code, allowing you to have different configura-
tions for each of your Sage MAS 90 companies,
if needed.

If you are using ACT! for Workgroups,
your users can log on at different workstations
and have their own ACT! Link configuration
follow them since the personalized and cus-
tomized settings you establish are stored in the
ACT! by Sage user record.

You can customize the ACT! Link by user
type—a different configuration for sales versus
customer service, for example.

Since there may not be a simple one-to-
one association between a company in ACT! by
Sage and a customer in Sage MAS 90, the ACT!
Link allows you to associate a single company in
ACT! by Sage with multiple customers in Sage
MAS 90.

How To Get It
The new ACT! Link is expected to be available
in early autumn. Those of you who already
own the existing ACT! Link and have a current
Maintenance Plan will receive the upgrade at no
charge.

If you’re currently running ACT! by Sage
and are interested in the ACT! Link, or if
you're looking for a new contact management
solution and wonder if ACT! by Sage can
work for you, please give us a call for details
and pricing. A Y



mericans bought over $2 trillion worth of

goods and services with major credit cards
in 2005. The Sage MAS 90 ERP Credit Card
Processing module automates credit card ver-
ification and gives you better control, tighter
security, and a clear audit trail. As more and
more of your customers seek to use credit cards
as a payment method, the Credit Card Process-
ing module can ensure your company can han-
dle them efficiently.

How Does It Work?

The Credit Card Processing module integrates
PCCharge Pro Payment Server by GO Software
with Sage MAS 90, allowing you to accept credit
card payments through Sales Order Processing,
Accounts Receivable, and the e-Business Man-
ager applets, .store and .order. With the Credit
Card Processing module, you can approve and
submit credit card transactions directly from
within Sage MAS 90. All transactional informa-
tion, such as authorization codes, is captured
and stored within Sage MAS 90 for historical
lookup and settlement purposes.

You can choose between a modem connec-
tion or if your credit card processing network
supports it, the Internet. Authorizations and
payment requests initiated within Sage MAS
90 are sent through the PCCharge Pro Payment
Server, an intermediary between Sage MAS
90 and your credit card processing network.
Approved transaction information is passed
from the processor to PCCharge Pro, and then
automatically into your Sage MAS 90 software.

Sales Order Processing
The Credit Card Processing module handles
both full payments and partial or deposit pay-
ments within Order Entry and Invoice Entry in
a straightforward, intuitive fashion.

For example, a customer wishing to make a
deposit for a large order using their credit card,
and charge the balance upon shipment, can be
accommodated—after choosing a payment
type of Credit Card and entering the credit card
information, you will enter the deposit amount
and select the Deposit check box. When you
select the Authorize Now button, the Credit
Card Processing module treats the deposit as a
sale amount, seeking approval for the deposit

Credit Card Processing

amount. If you have selected the Pay Balance by
Credit Card option, the balance of the order is
automatically charged to the credit card when
you create and update the invoice.

For the typical sale where you charge the
credit card upon shipment, do not enter a
deposit amount or check the Deposit box. Just
select the Authorize Now button and the Credit
Card Processing module pre-authorizes the
total invoice amount. The transfer of funds does
not occur until the invoice is posted during the
Sales Journal Update. For both deposits and

The Credit Card Processing module allows you to ac-
cept credit cards in Sales Order Processing, Accounts
Receivable, and e-Business Manager.

payments, you'll receive notice that the Credit
Card Processing module is seeking authoriza-
tion. When authorization is received, the data
automatically fills the Sage MAS 90 fields for
Authorization Number, Date, Time, and Trans-
action Number.

Accounts Receivable Cash Receipts
From within Accounts Receivable Cash Receipts
Entry, after creating a new deposit entry, you
will select Credit Card as the Deposit Type.
After entering your customer, enter a credit
card number or select one of the on file card
numbers for this customer. Once you enter
the credit card information, select an invoice
and distribute the deposit as usual. Next, select
Accept to begin the credit card authorization
process.

e-Business Manager
Using the Credit Card Processing module, cus-
tomers can use credit cards as payment for the

orders they place in the .store and .order applets
of e-Business Manager. Your customers will not
receive an authorization code or decline mes-
sage, just a thank you for their order. If the credit
card is rejected for any reason, the order will
go into the Shopping Cart Accept and Reject
Entry, allowing you to contact the customer for
another means of payment.

Audit Reporting
Two reports in Accounts Receivable help to rec-
oncile your transactions. Additional reports
also are available from within the PCCharge Pro
software. A convenient link within Sage MAS 90
lets you access the PCCharge Pro server and
print transaction data directly from the source.

Security And Fraud Prevention
Credit card fraud costs businesses millions of
dollars each year. Security is obviously a criti-
cal concern for your customers as well, and the
Credit Card Processing module addresses secu-
rity in several strategic ways. Multiple password
layers increase the security of customer card
numbers and information by reducing the pos-
sibility of unauthorized access into the database.
Credit card numbers are stored in an encrypted
format within the Sage MAS 90 database. e-
Business Manager uses SSL (Secure Socket Lay-
ers) to communicate securely with the Inter-
net client. Further, you can elect to print only
the last four digits of the credit card number on
internal documents. Two effective methods of
fraud prevention, Address Verification Service
(AVS) and Card Verification Value 2 (CVV2),
are both used by PCCharge Pro.

New Corporate Card Support
With Version 4.1, the integration between Sage
MAS 90 and Sage MAS 200 and PC Charge Pro
Payment Server has been enhanced to include
support for corporate credits cards. You now
have the ability to pass an additional tax amount
along with a unique employee identifier as part
of the transaction.
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Give us a call for complete details.



Not Getting What You Expected From Your Software?
Part 1 of a 2-Part Series
Phil Martin, Founder and Director of Software Development

f you are not getting what you expected from your

software, you'll be surprised to learn that it’s prob-
ably not the software’s fault. PC based accounting soft-
ware has been around for quite a while now and most
of the popular products are mature and can do just
about anything necessary to run a business. We find the
most common cause is how the software is utilized in
the business. In this first of two parts, we’ll talk about
Phil Martin - yser training.

For most businesses, good employees are the most important aspect of a successful
and thriving operation. But what makes an employee good? Can you make them better
by paying them more money? Not really. We do know there is a relationship between
compensation and ability. In most cases, more knowledgeable employees cost more
money. But paying an employee more money doesn’t make them more knowledgeable.
It is money invested in training that makes an employee more knowledgeable.
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One situation we see is the false economy of minimizing training when acquir-
ing new software. It’s the most optimistic place to cut corners but the most expen-
sive in terms of lost benefit. Much of the value in the price of the software is lost when
software

Master Developer

the users have inadequate training to operate it. If the users got half the training they
needed, you can’t expect all of what the software is capable of doing. We find that effec-
tive user training for newly acquired software is a combination of classroom instruc-

tion with structured labs and on-the-job training during the initial implementation
period with hands-up access to over-the-shoulder instruction while processing actual -
M Click here for more
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business transactions.
But even the best initial training doesn’t mean you will continue to get everything Inf

you expect. Within a few years, you'll probably have some employee turnover or job

reassignment. How do these new employee learn the software? If they are instructed

by the departing or promoted employee, there’s a good chance that they will learn

bad habits and inherit their predecessor’s limited understandings. Cross-training other

employees as backup operators will help bridge new employee assignments and pre-

serve the value of prior training. Also within a few years time, the software itself will

have changed as new versions are released to keep up with current technology and

competition. Without refresher training, employee utilization of software features lags

further and further behind the software’s capabilities.

Here Are The Types Of User Training You Should Plan For:

1. Initial training for newly acquired software covering each application module and system operation. At least one person should
achieve Lead Operator level proficiency per module.
Hands Up training with an instructor on site for first few days when going live.
Backup Operator level cross-training for employees who will fill in during periods of volume overload, Lead Operator absences,
and for transition during employee turnover.

4. New employee training for established installations; an abbreviated initial training curriculum that is supplemented by on-the-
job assistance from co-workers.

5. Refresher training for all users to reinforce proper operation and procedures.
New software release training identifying the differences with prior versions and new features.
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