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Introduction to IBM Sterling Field Sales

IBM® Sterling Field Sales enables users to manage opportunities and quotes effectively, which in turn,
helps them close business deals more efficiently.

Opportunity management involvesthe creation and management of an opportunity and its associated quotes
through the life cycle of the opportunity, until the opportunity is either won or lost.

Quote management involves the management of quotes that are associated with an opportunity.

For information about the Sterling Field Sales reference implementation, refer to the Serling Selling and
Fulfillment Suite: Applications Reference |mplementation Guide.
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Initial Configurations to be Peformed in Channel Applications
Manager

Before you start using the Sterling Field Sales application, you must ensure that the following
configurations have been performed appropriately in the Channel Applications Manager:

= Quote administration
= Opportunity administration

For more information about performing the quote administration configurations and opportunity
administration configurations, refer to the Serling Selling and Fulfillment Suite; Applications
Configuration Guide.
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Opportunity Life Cycle
An opportunity is acontainer for holding a quote or related alternative quotes that can be presented to a

customer. Throughout its life cycle, an opportunity moves through different statuses.

An opportunity’ s life cycle is represented by a pipeline. The pipeline determines the statuses that an
opportunity can bein, and the transactions that process an opportunity in aparticular status. An opportunity
may move through multiple statuses in a particular stage of itslife cycle.

The Opportunity Fulfillment pipelineis used to process opportunitieswithin Sterling Field Sales. For more
information about this pipeline, refer to Serling Selling and Fulfillment Foundation: Setting Up Quotes.
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Quote Life Cycle

A quote is adocument that allows a customer to see a predetermined set of items and quantities at a
predetermined price, to be delivered on a specific date.

A quote’slife cycleisrepresented by apipeline. The pipeline determines the statuses that a quote can bein
and the transactions that process a quote in aparticular status. A quote may move through multiple statuses
in a particular stage of itslife cycle.

The Quote Fulfillment pipeline is used to process quotes within Sterling Field Sales. For more information
about this pipeline, refer to Sterling Salling and Fulfillment Foundation: Setting Up Quotes.
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Setting User Preferences

A Field Sales Representative may want to set user preferencesto either display or hidethe Navigation panel
in the Sterling Field Sales application. The Navigation panel enables a Field Sales Representative to
perform tasks, such as searching for an opportunity or a quote, creating an opportunity or a quote, and so
on. If the Navigation panel ishidden, the related tasksthat auser can perform using this panel are available
astask hyperlinks. Thesetask hyperlinks are displayed when auser clicksthe Actions button in the screen.

Solution

Sterling Field Sales enables a user to set user preferences to either display or hide the Navigation panel.
When a user clicks the Prefer ences hyperlink in the application header bar, the getUserUiStateList APl is
called to retrieve the user preferencesthat have been set for the corresponding user. After auser clicks Save
in the Preferences dialog box, the manageUserUiState APl is called to save the changes.

End-User Impact

None.

Implementation

None.
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Managing an Opportunity

An opportunity is acontainer for holding a quote or related alternative quotes that can be presented to a
customer interested in purchasing a set of items. Sterling Field Sales enables users to create opportunities,
and modify the details of the opportunities after they are created.

As part of managing an opportunity, a user can perform the following tasks:

= Creating an Opportunity

= Viewing Opportunity Details

= Modifying Opportunity Details

= Modifying Customer Details

=  Creating a Quote for an Opportunity

= Creating an Alternative Quote

= Copying a Quote to Create a New Quote and New Opportunity for a Customer
= Rejecting a Quote on Behalf of a Customer

= Marking an Opportunity as L ost
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Creating an Opportunity

An opportunity is acontainer for holding a quote or related alternative quotes that can be presented to a
customer interested in purchasing a set of items. A Field Sales Representative may get |eads about a
prospective customer or an existing customer’ s interest in purchasing a set of items that are availablein a
catalog. An opportunity must be created to capture relevant information about the customer and the quote
that can be presented to the customer.

Solution

Sterling Field Sales enables a user to create an opportunity. If a user has access to multiple enterprises, the
user can select the relevant enterprise and create an opportunity. The getOrganizationList APl is called to
retrieve the enterprises the user has access to. A user can create an opportunity for an existing customer
whose records already exist in the system, or for a new customer.

Users can assign an opportunity to themselves as the owner of the opportunity or choose a different user as
the owner. Userscan also identify a co-owner for the opportunity by searching for the user. The getUserList
API iscalled to retrieve the list of users.

A user can specify an opportunity’s lead origin, probability of success (in %), and opportunity value. You
can configure the codes for the lead origin in the Channel Applications Manager.

When creating an opportunity for an existing customer, a user can search for the customer for whom the
opportunity hasto be created. Y ou can configure the customer type that should be selected by default in the
Customer Search dialog box. The getCustomerList API iscalled to retrieve the list of customers. After the
customer is selected, the getCustomerDetails API is called to retrieve the details of the customer to be
displayed in the Create Opportunity screen.

The names of the city and state in which the customer or the contact resides can be derived from the
Country or Region and Postal Codefields, if the enterprise has defined a region schemain the Channel
Applications Manager. The getCommonCodelList API is called to retrieve the values displayed in the
Country or Region drop-down list. The country or region codes are stored as common codes with
COUNTRY OR REGION asthe code type. The getRegionList API is called to retrieve the names of the city
and state. The region schemathat is called corresponds to the enterprise to which the user belongs. If
multiple values are retrieved for the city and state names, the first value returned by the getRegionList API

is displayed.

When creating an opportunity for a new business customer, the getCurrencyList API is called to populate
the Default Currency drop-down list in the Create Opportunity screen.

The manageOpportunity APl is called to create the opportunity after the user provides the necessary
information.

End-User Impact

This section explains the end-user impact of this functionality:

= Based on the configuration, a user can create and search for customers based on the customer type.
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Based on the configuration, either the Business radio button or the Consumer radio button is selected
by default in the Customer Search dialog box.

Based on the configuration, the Sate field is displayed as a drop-down list or a box when the user is
creating an opportunity for a new customer.

Implementation

This section explains the configurations for this functionality:

The notes entered when a user creates an opportunity are saved in the opportunity using the
SAA_OPPORTUNITY_CREATED notetype.

You can configure the Enable Customer Type Search rule to enable users to create and search for a
customer based on the type of customer.

You can configure the customer type that isto be selected by default in the Customer Search dialog
box by configuring the Customer Type To Be Defaulted In Search rule.

You can configure the region schemato be used for deriving the names of the city and state when
creating an opportunity for a new customer by configuring the country or region and state display
rules.

You can configure the codes to be used for the Lead Origin drop-down list.

For more information about configuring these rules, refer to the Serling Salling and Fulfillment Suite:
Applications Configuration Guide.
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Viewing Opportunity Details

A Field Sales Representative may sometimes want to view the details of an opportunity, such asthe
opportunity’s status, owner, and so on. For example, a Field Sales Representative may want to know the
Anticipated Close Date of a particular opportunity so that the Field Sales Representative can start working
on it if the dateis close to the current date.

Solution

Sterling Field Sales enables a user to search for an opportunity and view the details of a particular
opportunity.

Users can search for an opportunity using the following options:

= Quick Search: A user can enter the name of the opportunity as the search criteria and search for the
opportunity.

= Advanced Opportunity Search: A user can enter more restrictive search criteriato narrow down the
results and search for an opportunity.

If auser has access to multiple enterprises, the Enter prise drop-down list is displayed in the Search
Criteria panel of the Opportunity Search screen. The getOrganizationList API iscalled to retrieve the list
of enterprises. ThequeryTypeList API iscalled to popul ate the operators or the query typesfor thefollowing
fields:

= Opportunity Name

= Success %

= Opportunity Value

= Anticipated Close Date

When searching for an opportunity, a user can search for the customer for whom the opportunity was
created. Y ou can configure the customer typethat isto be selected by default in the Customer Search dialog
box. The getCustomerList APl iscalled to retrievethelist of customersthat match the search criteria. A user
can also search for the user who has been assigned as the owner of the opportunity. The getTeamList API
is called to populate the values in the Team drop-down list in the User Search dialog box. The getUserList
API iscalled to retrieve the list of users matching the search criteria.

If only one opportunity matches the search criteria, the Opportunity Details screen is displayed. If multiple
opportunities match the search criteria, thelist of opportunities matching the search criteriaisdisplayed. The
getOpportunityList APl is called to retrieve the list of opportunities that match the search criteria.

Users can view the details of an opportunity in the Opportunity Details screen. Users can view information
such as the opportunity’s name, status, the details of the customer for whom the opportunity has been
created, and so on.

The getCustomerDetails API is called to retrieve the available customer contacts and determine the type of
customer. The getOpportunityDetails APl is called to retrieve the details of the opportunity.
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End-User Impact

This section explains the end-user impact of this functionality:

= Based on the configuration, a user can search for customers based on the customer type.

= Based on the configuration, either the Business radio button or the Consumer radio button is selected
by default in the Customer Search dialog box.

Implementation

This section explains the configurations for this functionality:

= You can configure the Enable Customer Type Search rule to enable users to search for a customer
based on the type of customer.

= You can configure the customer type that is to be selected by default in the Customer Search dialog
box by configuring the Customer Type To Be Defaulted In Search rule.

For more information about configuring these rules, refer to the Serling Selling and Fulfillment Suite:
Applications Configuration Guide.
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Modifying Opportunity Details

Based on the requirements, a Field Sales Representative may have to modify the details of an opportunity.
For example, if auser, who has been assigned the role of owner for an opportunity, has resigned from the
company, the opportunity must be reassigned to a different user.

Solution

Sterling Field Sales enables a user to modify the details of an opportunity, such as the opportunity’ s name,
owner and co-owner, lead origin, probability of success (in %), and so on.

A user can search for the users to whom they want to reassign an opportunity, either asits owner or
co-owner. The getTeamList API is called to populate the values in the Team drop-down list in the User
Search dialog box. The getUserList API is called to retrieve the list of users matching the search criteria.
The manageOpportunity API is called to save the changes made to the opportunity.

A user can modify the lead origin for an opportunity. Y ou can configure the codes for the lead originin the
Channel Applications Manager. The getCommonCodeL ist API is called to populate the valuesin the L ead
Origin drop-down list.

End-User Impact

None.

Implementation

Y ou can configure the codes to be used for the L ead Origin drop-down list. For more information about
defining opportunity lead origins, refer to the Serling Selling and Fulfillment Suite: Applications
Configuration Guide.
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Modifying Customer Details

After an opportunity or aquote is created, a Field Sales Representative may have to modify the details of a
customer in the opportunity or the quote. For example, if the address of a customer has changed, a Field
Sales Representative may have to make the required modifications in the opportunity or the quote.

Solution

A user can modify the details of a customer by performing the following tasks:

= Assigning adifferent contact to a business customer
= Modifying the address of a business customer or consumer customer

A user can assign a different contact to a business customer. The getCustomerDetails APl is called to
populate the Contact drop-down list in the Opportunity Detail s screen. A user can also create anew contact
and assign the contact to the business customer in the Add New Contact dialog box.

A user can modify the addressinformation of abusinesscustomer or aconsumer customer in an opportunity.
A user can either select an existing address or add a new address for the customer or the contact. The
getCustomerDetails APl is called to populate the Existing Addr esses drop-down list in the Edit Address
dialog box.

Inthe Add New Contact dialog box and the Edit Address dial og box, the names of the city and statein which
the customer or the contact resides can be derived from the Country or Region and Postal Code fields, if
the enterprise has defined a region schema in the Channel Applications Manager.

The getRegionList API iscalled to retrieve the names of the city and state. The region schemathat is called
correspondsto the enterprise to which the user belongs. If multiple values areretrieved for the city and state
names, the first value returned by the getRegionList API is displayed. For more information about
configuring the way in which the city and state names are to be derived using the Country or Region and
Postal Code fields, refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.

When an address is either added or modified, the verifyAddress API is called to verify the address. If the
address verification fails and the Address Verification System (AVS) returns multiple addresses, the user
can select an address from the list. The manageCustomer AP is called to save the changes made to the
contact and address information of a customer. When anew addressis added for a customer or a contact, it
is saved against the customer or the contact as an additional address. If the AllAddressesVerified flag is
passed as "Y" in the input XML of the verifyAddress API, Sterling Field Sales does not attempt to verify
any addresses on the opportunity or quote unless any of them is changed.

The manageOpportunity API is called to save the changes made to the opportunity.

Address Verification User Exit

The Y CDVerifyAddressWithAV SUE user exit allows Sterling Field Sales to interact with the external
AVS. The YCDVerifyAddressWithAV SUE user exit is called from the verifyAddress API. The user exit
returnsan XML output, which isthe same as the verifyAddress API output. For more information about the
Y CDVerifyAddressWithAV SUE user exit, see the Serling Selling and Fulfillment Foundation: Javadocs.
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The AVSRet ur nCode attribute returned by the verifyAddress API and the
Y CDVerifyAddresswWithAV SUE user exit can have the following values:

= VERIFIED if the addressis valid.
= FAILED if the addressis not valid.
= AVS DOWN if the AV S system could not be connected with.

End-User Impact

Based on the configuration, the Statefield isdisplayed asadrop-down list or abox inthe Add New Contact
dialog box and the Edit Address dialog box.

Implementation

This section explains the configurations for this functionality:

= You can configure the region schemato be used for deriving the names of the city and state when a
user enters the address of a new contact for a business customer or modifies the address of a custome.
For more information about configuring the country or region and state display rules, refer to the
Serling Selling and Fulfillment Suite: Applications Configuration Guide.

= You must implement the Y CDVerifyAddressWithAV SUE user exit to verify the addresses with the
AVS.
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Marking an Opportunity as Lost

If an opportunity no longer serves any purpose, a Field Sales Representative may have to mark that
opportunity as Lost. For example, when an opportunity is still in the Inquiry status, a customer may have
purchased the items from another seller. In such a scenario, the Field Sales Representative who has been
assigned that opportunity may want to mark the opportunity as Lost and provide the reasons for losing the
opportunity.

Solution

A user can mark an opportunity as Lost and provide the reasons for losing that opportunity. You can
configure the loss reason codes in the Channel Applications Manager. The getCommonCodeList APl is
called to populate the L oss Reason Code drop-down list. These reason codes are stored as common codes
with LOST_REASON_CODE asthe code type. This datais cached. The changeOpportunityStatus API is
called to change the status of the opportunity.

End-User Impact

None.

Implementation

This section explains the configurations for this functionality:

= You can configure the loss reason codes to enable users to provide reasons for marking an opportunity
as Lost. For more information about defining opportunity loss reasons, refer to the Serling Selling and
Fulfillment Suite: Applications Configuration Guide.

= The notes entered when a user marks an opportunity as Lost are saved in the opportunity using the
SAA_MARK_AS LOST note type.
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Creating an Alternative Quote

At times, aField Sales Representative may want to present alternative quotes to a customer. For example,
let us suppose that a customer is interested in purchasing 10 computers. A Field Sales Representative may
want to create a quote for 10 desktop computers, offering a discount of 5% on the quote total. To provide
the customer with another option to choose from, the Field Sales Representative may want to create another
guote for 5 desktop computers and 5 laptops, offering a discount of 7% on the quote total.

Solution

A user can create an aternative quote in an opportunity by copying an existing quote. The copyOrder API
iscalled to create the alternative quote. When an alternative quoteis created, all the attributes defined in the
Copy Order template for the quote fulfillment processtypein the Applications Manager are copied from the
original guote to the new quote.

End-User Impact

None.

Implementation

Y ou can define the attributes that should be copied when copying a quote in the Copy Order template in the
Applications Manager. For more information about defining process type details, refer to the Serling
Distributed Order Management: Configuration Guide.
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Creating a Quote for an Opportunity

After creating an opportunity, a Field Sales Representative must be able to create a quote for that
opportunity so that the Field Sales Representative can capture relevant information about the items a
customer isinterested in purchasing, and the payment terms and shipment terms.

Solution

A user can create a quote for an opportunity from the Opportunity Details screen. The createOrder API is
called to create the quote. By default, the first quote created for an opportunity is marked as the Primary
Quote for an opportunity.

End-User Impact

None.

Implementation

None.
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Copying a Quote to Create aNew Quote and New Opportunity
for a Customer

A Field Sales Representative may sometimes want to copy aquote that is associated with an opportunity to
create a new quote and a new opportunity. For example, a Field Sales Representative may want to use the
product information and payment terms of an existing quote for a different quote and opportunity.

Solution

A user can copy aguote that is associated with an opportunity to create a new quote and opportunity. The
copyOrder API is called to create the new quote and opportunity. When the new quote is created, all the
attributes defined in the Copy Order template for the quote fulfillment process type in the Applications
Manager are copied to the new quote from the original quote.

End-User Impact

None.

Implementation

Y ou can define the attributes that should be copied when copying a quote in the Copy Order templatein the
Applications Manager. For more information about defining process type details, refer to the Sterling
Distributed Order Management: Configuration Guide.
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Browsing Catalog

A Field Sales Representative may want to browse the catal og to search for and view the details of an item
acustomer has shown interest in purchasing. For example, let us suppose that a Field Sales Representative
has a prospective customer who wants to purchase office furniture for a new office that the customer wants
to set up. In such a scenario, the Field Sales Representative may want to browse the catalog to see the
furniture items that are available.

Solution

Sterling Field Sales enablesauser to browse the catalog, search for itemsin the catalog, and view the details
of theitems. A user can either browse the catalog from one of the home pages or from the Quote Details
screen. When browsing the catal og from the home page, if auser has access to multiple enterprises, the user
can select the enterprise that owns the catalog. The getOrganizationList APl is called to retrieve the
enterprises the user has access to.

A user can search for an item within the search results by providing a search term. Y ou can configure the
search termsthat can be used by a user to search for an item. The search terms are configured in the

Cat al ogSear chConfi gProperties. xnl filethatislocated inthe

resources.jar/tenpl at e/ r esour ce directory. For example, to enable auser to search for anitem by
the Item ID, you must set the XM L Name attribute to ItemID, and Sear chable attribute to Y.

In the out-of -the-box implementation, auser can search for an item by providing any of thefollowing search
criteria

= IltemID

= Short Description

= Long Description

= Extended Description

= |tem Keywords

= Manufacturer Name

= Manufacturer Item ID

= Manufacturer Item Description
= Category Keywords

= Datasheet Content

A user can use wild card characters to search for an item. For example, if the user is searching for an item
with XY Z123 as Item ID, the user can search for the item by providing XY* asthe search criteria. If the
user provides XY "Z" asthe search criteria, the search will be conducted for either of the terms, XY or Z.
However, if the user provides" XY Z" asthe search criteria, the search will be conducted for both the terms,
XY and Z. The searchCataloglndex API is called to retrieve the list of items matching the search criteria

Based on the search criteria, the items and the categories they belong to are displayed. The
searchCataloglndex API is called to retrieve the items and the categories. A user can search within the
search results by entering the appropriate search criteriain the Sear ch in Results box under the Sear ch
panel. Additionally, the user can further narrow down the search results using the Br owse Categor ies panel
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and the Narrow By panel. The user can click the <category> hyperlink under the Br owse Categor ies panel
or the <attribute value> hyperlink under the Nar row By panel to narrow down the search results by the
item’ s category or attributes. The searchCataloglndex API is called to retrieve the items.

As auser narrows down the search, bread crumbs are generated at every step. Clicking a bread crumb
navigates the user to that step of the search and removes the subsequent bread crumbs.

A user can view an image adjacent to the corresponding item in the Sear ch Results panel if you have
associated an image with the item in the Business Center application. For more information about defining
anitem’ smainimage as part of the merchandising and sales details of anitem, refer to the Sterling Business
Center: Item Administration Guide.

In the Sear ch Results panel, a user can select the number of search results to be displayed on each page. A
user can also sort the search results by Relevancy, and the Product I D and Short Description in either an
ascending order or a descending order. The sorting criteriadisplayed in the Sort By drop-down list are
configured in the Cat al ogSear chConfi gProperti es. xm file. The getSearchindexFieldList APl is
called to retrieve the sorting criteria. The searchCataloglndex API is called to sort the items based on the
sorting criteria.

A user can view the details of an item, such asthe item’s description, unit of measure, unit price, whether
theitemis configurable, and so on, by either clicking theitem’ simage or the <short description of theitem
(Item 1D)> hyperlink. Additionally, a user can view the following information based on the item type:

= TheOverview tab displays the Extended Description of the item.

= The Specificationstab displays the attributes and values associated with the attributes, and the
physical dimensions associated with the item.

= |f theitemisabundle, physical kit, or logical kit item, the Components tab displays the components
of theitem.

Note: The Componentstab is not displayed for a configurable bundle item that does not contain any
configurations.

= |f theitemisavariation item, the Variation tab displays the details of the variations assigned to the
item.

= |f theitem has any related items associated with it, the related items are displayed in separate tabs
based on the configuration. For example, if the item has cross-sell items associated with it, the
Cross-Sell tab displays the details of the cross-sell items based on the configuration.

The getAssociationRelationshipList API is called to verify which association types have the Show In Ul
rule enabled. The getCompleteltemList API is called to retrieve the details of the item.

Pagination

When browsing the catalog, if the number of items matching the search criteriais spread across multiple
pages, the page numbers are displayed as hyperlinks. A user can havigate to any of the pages by clicking
the corresponding <page number> hyperlink. The searchCatal oglndex API is called to retrieve the page to
be displayed. The value of the PageSi ze attribute passed in the searchCataloglndex APl changes
dynamically based on the value selected in the Results per page drop-down list.
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Verifying Item Availability

A user can verify whether an item is currently available. The findinventory API is called to retrieve the
availability details of the item.

End-User Impact

This section explains the end-user impact of this functionality:

Animageisdisplayed for anitem only if an image has been associated with the item when defining the
item in the Business Center application.

The related items of an item are displayed only if the Show In Ul ruleisenabled for the applicable
association typesin the Channel Applications Manager.

Implementation

This section explains the configurations for this functionality:

To generate the catalog search index, you must configure the Catalog Index Build transaction, run the
agent server, and then trigger the agent configured for the transaction. The Catalog Index Build
transaction builds the catalog index file that is used during catalog search. Thisindex file ensures that
item searches are accomplished with fast response time. For more information about defining
transactions, refer to the Serling Selling and Fulfillment Foundation: Application Platform
Configuration Guide.

Note: Ensure that the searchindex.rootDirectory property is set appropriately to point to the directory
in which the generated search index files are located.

You can associate an image to an item using the Business Center application to enable a user to view
theitem’simage in the search results. For more information about defining anitem’s main image, refer
to the Serling Business Center: Item Administration Guide.

You can configure the search terms that can be used to search for an itemin the
Cat al ogSear chConfi gProperties. xn file.

Y ou can configure the sorting criteriato be used for sorting the items displayed in the search resultsin
the Cat al ogSear chConfi gProperties. xn file.

Y ou can configure the related items that should be displayed for an item. For example, to display the
alternative items of an item, you must enable the Show In Ul rulefor the Alter native association type
in the Channel Applications Manager. For more information about configuring item association rules,
refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.
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Managing a Quote

A quote isacommercial document that allows a prospective buyer to see a predetermined set of items and
quantities at a predetermined price, to be delivered on a specific date. Sterling Field Sales enables users to
create quotes, and modify the details of the quotes after they are created.

As part of managing a quote, auser can perform the following general tasks:
= Creating a Quote

= Viewing a Quote Summary

= Marking a Quote as the Primary Quote

= Creating an Alternative Quote

= Copying a Quote to Create a New Quote and New Opportunity for a Customer
= Adding and Viewing a Note

= Abandoning a Quote

= Validating a Quote

= Presenting a Quote to a Customer

=  Accepting a Quote on Behalf of a Customer

= Rejecting a Quote on Behalf of a Customer

= Converting a Quote to an Order

Managing Customer Details

A user can manage the customer-related information in aquote from the Customer tab of the Quote Details
screen. The getCompleteOrderDetails APl and the getCustomerDetails API are called to retrieve the details
to be displayed in the Customer tab of the Quote Details screen.

A user can perform the following customer-related tasks:

= Modifying Quote Name and Expiration Date
= Modifying Customer Details

Managing Item Details

A user can manage the item-related information in a quote from the Products tab of the Quote Details
screen.

The following table describes the APIs that are called when a user clicks the Productstab of the Quote
Details screen:

API Purpose

getOrderLineList To retrieve the details of the line items in the quote.
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API Purpose

getCompleteOrderDetails To retrieve the details of the quote.

A user can perform the following tasks from the Products tab:

= Adding Itemsto a Quote

= Adding Related Items to a Quote

= Performing Price Adjustments for a Quote

= Modifying Item Quantity in a Quote

= Deleting an Item from a Quote

= Moving Items Between Quote Lines and Recommended Lines

Managing Payment Terms and Shipment Terms

A user can manage the payment terms and shipment terms in a quote from the Ter ms tab of the Quote
Details screen.

The following table describes the APIs that are called to retrieve the details to be displayed in the Terms
tab of the Quote Details screen:

API Purpose

getCompleteOrderDetails To retrieve the details of the quote.

getScacList To validate the items in the quote.

getCommonCodeList To retrieve the payment terms and shipment terms, and the level of service for
the quote.

The payment terms are stored as common codes with PAYMENT_TERMS as
the code type. The level of service is stored as common codes with
LEVEL_OF_SERVICE as the code type.

A user can modify the payment terms and shipment terms. For more information about modifying payment
terms and shipment terms, refer to the topic "M odifying the Payment Terms and Shipment Termsin a
Quote".
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Creating a Quote

A quoteisadocument that allows a prospective customer to see a predetermined set of items and quantities
at a predetermined price, to be delivered on a specific date. A Field Sales Representative must be able to
create quotes that can be used to store all the information that is required during the quoting process,
including customer details, information about the items and the adjustments made to the price of items, and
the payment terms and shipment terms that will be used in the order if the quote is converted to an order.

Solution

Sterling Field Sales enables a user to create aquote for an existing customer, whose records already exist in
the system, or anew customer. If a user has access to multiple enterprises, the user can select the relevant
enterprise for which the quote isto be created. The getOrganizationList API is called to retrieve the
enterprises the user has access to.

Y ou can configure the default expiration period of a quote if the user does not specify an expiration date.
The expiration date of a quote is determined by the following configuration rules:

= Recalculate Expiration Date
= Default Expiration Period (Number Of Days)

If auser does not specify the expiration date for a quote, the expiration date is computed when the quoteis
sent to the customer for the first time as follows:

Current date + Default Expiration Period (Nunber of Days)
Note: The expiration date isrecalculated only if the Recalculate Expiration Daterule is enabled.

If the expiration date is already stamped and persisted in the database for a quote, the expiration date on the
guote is not computed when the quote is sent to the customer.

When creating aquote for an existing customer, a user can search for the customer for whom the quote has
to be created. Y ou can configure the customer type that isto be selected by default in the Customer Search
dialog box. The getCustomerList API iscalled to retrieve the list of customers. After the customer is
selected, the getCustomerDetails API is called to retrieve the details of the customer to be displayed in the
Quote Details screen.

The names of the city and state in which the customer or the contact resides can be derived from the
Country or Region and Postal Codefieldsif the enterprise has defined a region schema in the Channel
Applications Manager. The getCommonCodelist API is called to retrieve the values displayed in the
Country or Region drop-down list. The country or region codes are stored as common codes with
COUNTRY OR REGION asthe code type. The getRegionList API is called to retrieve the names of the city
and state. The region schemathat is called corresponds to the enterprise to which the user belongs. If
multiple values are retrieved for the city and state names, the first value returned by the getRegionList API
isdisplayed.

When creating a quote for a new business customer, the getCurrencyList API is called to populate the
Default Currency drop-down list in the Quote Details screen. The manageCustomer API is called to save
the customer information entered for the new customer.

The createOrder API is called to create a quote.
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End-User Impact

Based on the configuration, a user can create and search for customers based on the customer type.

Based on the configuration, either the Business radio button or the Consumer radio button is selected
by default in the Customer Search dialog box.

Based on the configuration, the Sate field is displayed as a drop-down list or abox when auser is
creating a quote for a new customer.

Implementation

This section explains the configurations for this functionality:

The notes entered when a user creates a quote are saved in the quote using the
SAA_QUOTE_CREATED note type.

You can configure the Enable Customer Type Sear ch rule to enable usersto create and search for a
customer based on the type of customer.

You can configure the customer type that is to be selected by default in the Customer Search dialog
box by configuring the Customer Type To Be Defaulted In Search rule.

You can configure the region schemato be used for deriving the names of the city and state when
creating an opportunity for a new customer, by configuring the country or region and state display
rules.

You can configure the Recal culate Expiration Date rule to enable the quote expiration date to be
computed before a quote is presented to a customer.

You can configure the Default Expiration Period (Number Of Days) rule appropriately to specify
when a quote should expire by default if a user does not specify the quote expiration date.

For more information about these rules, refer to the Serling Salling and Fulfillment Suite: Applications
Configuration Guide.
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Viewing a Quote Summary

A Field Sales Representative may sometimes want to view a quote’ s summary, such as the quote’s status,
the items added to the quote, and so on. For example, after a Field Sales Representative has presented a
guote to a customer, if the customer neither accepts nor rejects the quote for a considerable period of time,
the Field Sales Representative may want to know the quote’ s expiration date so that the user can follow up
with the customer.

Solution

Sterling Field Sales enables a user to search for a quote and view the details of that quote.
A user can search for a quote using the following options:

= Quick Search: A user can enter the name of the quote as the search criteria and search for the quote.
= Advanced Quote Search: A user can enter more restrictive search criteria and search for the quote.

If auser has access to multiple enterprises, the Enter prise drop-down list is displayed in the Search
Criteria panel of the Quote Search screen. The getOrganizationList API is called to retrieve the list of
enterprises. The queryTypeList API is caled to populate the operators or the query types for the following
fields:

= Quote Name
= Phone#
= Expiration Date

When searching for a quote, a user can search for the customer for whom the quote was created. Y ou can
configure the customer type that is to be selected by default in the Customer Search dialog box. The
getCustomerList APl is called to retrieve the list of customers that match the search criteria.

If only one quote matches the search criteria, the Quote Summary screen is displayed. If multiple quotes
match the search criteria, the list of quotes matching the search criteriais displayed. The getOrderList AP
is called to retrieve the quotes that match the search criteria. The quotes displayed in the Sear ch Results
panel of the Quote Search screen can be sorted in either an ascending order or a descending order based on
the Quote Name or the Expiration Date. The sorting criteriais defined in the metadatafile, which is
located in the <I NSTALL_DI R>/ sf s/ met adat a/ sor ti ngor der directory.

In the Quote Summary screen, a user can view the details of a quote such as the quote name, status, the
details of the customer for whom the quote was created, the items that have been added to the quote, and so
on.

The following table describes the APIsthat are called to retrieve the details to be displayed in the Quote
Summary screen:

API Purpose

getCompleteOrderDetails To retrieve the details of the quote.
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API Purpose

getCommonCodeList To retrieve the payment terms and shipment terms, and the level of service for
the quote.

The payment terms are stored as common codes with PAYMENT_TERMS as
the code type. The level of service is stored as common codes with
LEVEL_OF_SERVICE as the code type.

getScaclList API To retrieve the details of the carrier service to be used for the quote.

End-User Impact

= Based on the configuration, a user can search for customers based on the customer type.

= Based on the configuration, either the Business radio button or the Consumer radio button is selected
by default in the Customer Search dialog box.

Implementation

This section explains the configurations for this functionality:

= You can configure the Enable Customer Type Sear ch rule appropriately to enable users to search for
acustomer based on the type of customer.

= You can configure the customer type that is to be selected by default in the Customer Search dialog
box by configuring the Customer Type To Be Defaulted In Search rule.

For more information about configuring these rules, refer to the Serling Salling and Fulfillment Suite:
Applications Configuration Guide.

Note: To improve the quote search performance, it is recommended that you create an index for the
ORDER_NAME column of the YFS_ORDER_HEADER table.
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Marking a Quote as the Primary Quote

When there are multiple quotes for an opportunity, a Field Sales Representative can mark any one of the
quotesasthe primary quote. A quote that is marked asthe primary quoteis used for analysis and reporting.
By default, the first quote created for an opportunity is considered as the primary quote.

Solution

The primary quote for an opportunity isidentified by a check mark and a descriptive text, and the products
that are contained in the primary quote are displayed in the Products related list on the opportunity screen.

The manageOpportunity API is called for marking a quote as the primary quote in an opportunity.

End-User Impact

None.

Implementation

None.

© IBM Corporation 2011 33



Modifying Quote Name and Expiration Date

A Field Sales Representative may sometimes want to modify the name of aquote and the expiration date of
aquote. For example, let us suppose that a Field Sales Representative, who is working on an important
guote, does not receive aresponse from the customer for a considerable period of time after the quote has
been presented to the customer. Because the expiration date of the quoteiscloseto the current date, the Field
Sales Representative may want to modify the quote expiration date.

Solution

Sterling Field Sales enablesauser to modify the quote name and the quote expiration date. The changeOrder
APl is called to save the changes made to the quote.

End-User Impact

None.

Implementation

This section explains the configurations for this functionality:

= You can enable the Recalculate Expiration Date rulein the Channel Applications Manager to
recalculate the quote expiration date when the changeOrder API iscalled. If thisruleis enabled, the
expiration date is calculated as follows:

Expiration date + Default Expiration Period (Nunber of Days)

= You must configure the quote modification rules appropriately to allow a user to modify the name and
expiration date of aquote in a particular status.

For more information about these rules, refer to the Serling Selling and Fulfillment Suite: Applications
Configuration Guide.
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Adding Items to a Quote

A quote is adocument that allows a prospective buyer to see a predetermined set of items and quantities at
apredetermined price, to be delivered on a specific date. A Field Sales Representative must be able to add
itemsto a quote.

Solution

Sterling Field Sales enables a user to add product items from the catal og to a quote. A user can add an item
as aquote lineitem or arecommended line item.

A user can either enter the complete Item ID of theitem and add that item to the quote, or browse the catalog
to search for the item and add it to the quote. The getCompleteltemList APl is caled to retrieve the details
of theitem.

Note: When searching for an item, if item entitlement has been configured for the customer for whom the
guote has been created, the getCompleteltemList API returns only the items that have been
configured for that customer.

Validating Items

In the Quote Details screen, Sterling Field Sales validates whether an item or the quantity of anitemisvalid
for the corresponding quote. The validations are performed only if the item validation rules are
appropriately configured in the Business Center application.

Based on the rules configured in the Business Center application, the following criteria are used for
validating the items in the quote:

= Minimum order quantity and maximum order quantity: The quantity ordered for the item must not be
less than the minimum order quantity and not more than the maximum order quantity that is
configured for the item.

= |tem can be sold separately: The item must be configured in such away that it can be sold separately.
= [tem entitlement: The customer to whom the order belongs must have entitlements to the item.
= Item status: The status of the item must be Published.

= ltem’'seffectivity date: The effective start date of the item must not be later than the current date and
the effective end date of the item must not be earlier than the current date.

The validateltemForOrdering API is called to validate the items.

End-User Impact

None.

Implementation

This section explains the configurations for this functionality:
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= You must configure the following item validation rules to enable Sterling Field Salesto validate items
before they are added to a quote:

Enable Extended Item Validation

For more information about defining installation rules, refer to the Serling Selling and Fulfillment
Foundation: Application Platform Configuration Guide.

Validate Item

For more information about configuring a document’s order validation, refer to the Sterling
Distributed Order Management: Configuration Guide.

Validate Item During Order Creation/M odification

For more information about defining a process type's primary information, refer to the Serling
Sling and Fulfillment Foundation: Application Platform Configuration Guide.

= You must configure the customer entitlements appropriately to enable a user to add an item to a quote
created for a particular customer. For more information about creating a customer entitlement rule,
refer to the Serling Business Center: Item Administration Guide.

= You must configure the quote modification rules appropriately to alow the addition of itemsto aquote
in aparticular status. For more information about configuring quote modification rules, refer to the
Serling Saling and Fulfillment Suite: Applications Configuration Guide.
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Performing Price Adjustments for a Quote

Based on the negotiationswith acustomer, aField Sales Representative may haveto make price adjustments
in aquote. Additionally, when performing price adjustments in a quote, a Field Sales Representative may
require advice on determining the correct adjustment amount to be applied to aline item. For example, if
the discount offered on a particular item ismuch less than what was provided in quotes on earlier occasions,
the Field Sales Representative may want to increase the discount offered on the item in the quote.

Solution

Sterling Field Sales enables a user to perform line-level and header-level price adjustments for a quote.
When performing adjustments, a user can view the customer’s rating and the metrics used to calculate the
rating. Additionally, to arrive at an appropriate price for a product line in a quote, a user can refer to the
Discount Advisor.

When adjusting the price for a quote, a user can perform the following tasks:

= Viewing Customer Rating
= Viewing Discount Advisor Report
= Adjusting Price

Viewing Customer Rating

When performing price adjustments for a quote, a user can view the rating of the customer for which the
guote has been created. A user can refer to the customer’ srating to arrive at an appropriate price for the
itemsin a quote. The getCustomerDetails API is called to retrieve the customer’ s rating based on whether
the Y SCGetAdditional CustomerInformationUE user exit isimplemented or not.

If an image exists with the same name as the value of the G- adeCode attribute in the output XML of the

getCustomerDetails API, the image is used to display the customer’srating. Theimage is displayed only if
a CSS entry has been defined in the sfs-cust-grade-<Grade_Code> format. If an image does not exist, the
description of the customer grade is displayed.

Additionally, auser can view the metrics used to calcul ate therating if you enablethe Get Customer Grade
Information from Sterling Business| ntelligencerulein the Channel ApplicationsManager. Sterling Field
Sales provides acommon Java Server Page (JSP) that interacts with the Sterling Business I ntelligence data
mart to retrieve embedded reports. Y ou must pass the name of the report to be executed as a request
parameter to the JSP.

The following table describes the attributes that must be passed as request parameters to the
get fusi onchart. | sp file

Field Description

chartHeight The height of the FusionCharts chart.

chartWidth The width of the FusionCharts chart.

Customer_Org_Code The Organization Code of the customer for which the quote was created.
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Field Description

Document_Type_Code The document type of the quote.

Customerld The identifier of the customer for which the quote was created.

ReportName The name of the report that is to be retrieved from the Sterling Business Intelligence data
mart. For example, /Embedded Analytics/Customer Rating Report.

ServicelD The service that is invoked to convert the report retrieved from the Sterling Business
Intelligence data mart to a FusionCharts graph. For example,
SAA_getCustomerRatingGraph_9.1.

Theget f usi onchart . j sp fileinvokesthe SAA_getCustomerRatingGraph 9.1 service, and this service
is used to convert the report that is retrieved from the Sterling Business Intelligence data mart to a
FusionCharts graph asillustrated in the following figure:

Start Get Standard =ML Create Fusion Chart Apply Standards End
And Format

The SAA_getCustomerRatingGraph_9.1 serviceisinvoked for each of the metricsthat is used to calculate
the rating. This service uses the SCUICognosX ML Standardizer Java class and SCUIFusionChartCreator
Java class to convert the report from the data mart to a FusionCharts graph as described below:

1. The SCUICognosXML Standardizer Javaclass, acustom API, converts the report from the data mart to
astandard XML file.

2. An XSLT isinvoked to convert the datain the standard XML file to the FusionCharts format. This
XSLT mapsthe fieldsin the standard XML file to the attributes in the FusionCharts XML file.

3. The SCUIFusionChartCreator Java class, another custom AP, isinvoked to append the standards to
the standard XML file based on the Chart Type and create the FusionCharts graph.

Viewing Discount Advisor Report

Sterling Field Sales enables a user to refer to the Discount Advisor when adjusting the price of aline item
to arrive at an appropriate price for that item. The Discount Advisor provides a graphical representation of
the minimum, maximum, and average adjustments provided to the item in the past. These adjustments are
displayed based on metrics such as the industry that the customer belongs to or the category that the item
belongsto. For example, if auser wants to view the adjustments provided to a21" LCD television, the user
can select the Category tab and view the minimum, maximum, and average adjustments provided to items
in the same category as the category of the selected item.

Note: A user can use the Discount Advisor only for asingle linein a quote.

Sterling Field Sales provides acommon JSP that interacts with the Sterling Business I ntelligence data mart
to retrieve embedded reports. Y ou must pass the name of the report to be executed and the service that will
be used to create a FusionCharts graph from the report as request parameters to the JSP. For example, you
must pass the Repor t Nane attribute as/ Enbedded Anal yti cs/ Quote Advi sor Report By

I ndust ry and the Ser vi cel D attribute as SAA_getindustryDiscountAdvisorGraph 9.1 to the
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get fusi onchart . j sp fileto retrieve the report that is executed when the I ndustry tab is sel ected.
Similarly, you must pass the Repor t Nare attribute as/ Enbedded Anal yti cs/ Quote Advi sor
Report By Category andthe Ser vi cel Dattribute as SAA_getCategoryDiscountAdvisorGraph 9.1 to
retrieve the report that is executed when the Category tab is selected.

The following table describes the attributes that must be passed as request parameters to the
get fusi onchart.j sp file

Field Description

EnterpriseCode The Organization Code of the enterprise for which the quote was created.

Document_Type_Code The document type of the quote.

Customerld The identifier of the customer for which the quote was created.

ItemID The identifier of the item for which the past adjustments are being viewed.

UuoM The unit of measure of the item for which the past adjustments are being viewed.
ReportName The name of the report that is to be retrieved from the Sterling Business Intelligence data

mart. For example, Embedded Analytics/Quote Advisor Report By Industry, Embedded
Analytics/Past Discount By Category, and so on.

ServicelD The service that is invoked to convert the report retrieved from the Sterling Business
Intelligence data mart to a FusionCharts graph. For example,
SAA_getindustryDiscountAdvisorGraph_9.1,
SAA_getCategoryDiscountAdvisorGraph_9.1, and so on.

Theget f usi onchart . j sp fileinvokes the SAA_getIndustryDiscountAdvisorGraph_9.1 service or the
SAA_getCategoryDiscountAdvisorGraph 9.1 service, and the service is used to convert the report that is
retrieved from the Sterling Business I ntelligence data mart to a FusionCharts graph as illustrated in the
following figure:

— = 1 9 -

Le—A— e b£ﬂ¢ -------------------------- ® >

Start Set Standard =ML Create Fusion Chart Apply Standards End
And Format

The SAA_getindustryDiscountAdvisorGraph 9.1 service and the
SAA_getCategoryDiscountAdvisorGraph_9.1 service use the SCUICognosX ML Standardizer Java class
and SCUIFusionChartCreator Java classto convert the report from the datamart to a FusionCharts graph as
described below:

1. The SCUICognosXML Standardizer Javaclass, acustom API, converts the report from the data mart to
astandard XML file.

2. An XSLT isinvoked to convert the datain the standard XML file to the FusionCharts format. This
XSLT maps the fields in the standard XML file to the attributes in the FusionCharts XML file.

3. The SCUIFusionChartCreator Java class, another custom API, isinvoked to append the standards to
the standard XML file based on the Chart Type and create the FusionCharts graph.
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Adjusting Price

Sterling Field Sales enables auser to perform line-level and header-level price adjustmentsfor aquote using
the manual pricing rulesthat have been configured in Business Center. A user can also adjust the price of
the components of a bundle item in a quote.

The following types of manual pricing rules can be used to perform adjustments:

= Combination: Manual pricing rules of this type can be used to perform only header-level price
adjustments.

= Order Total: Manual pricing rules of thistype can be used to perform only header-level price
adjustments.

= |tem Quantity: Manual pricing rules of this type can be used to perform both line-level and
header-level price adjustments.

A user can adjust the price for asingle line or multiple lines.

The getPricingRuleList APl is called to retrieve the manual pricing rules that can be used to perform price
adjustments. The getPricingRuleDetails API is called to retrieve the details of amanual pricing rule. The
changeOrder API is called to save the changes to the quote.

End-User Impact

This section explains the end-user impact of this functionality:

= If Sterling Business Intelligence is not installed, a user cannot perform the following tasks:
View the customer rating report.
Use the Discount Advisor to view past adjustments for an item.

Implementation

This section explains the configurations for this functionality:

= You must create the manual pricing rulesthat you want to use to perform line-level and header-level
price adjustments for a quote. For more information about creating a manual pricing rule, refer to the
Serling Business Center: Pricing Administration Guide.

= You must configure the quote modification rules appropriately to allow users to perform price
adjustments to a quote in a particular status. For more information about configuring quote
modification rules, refer to the Serling Salling and Fulfillment Suite: Applications Configuration
Guide.

= Toenablethe profit margin to be calculated, you must enable the I nventory Costing Required rule
and configure the costing method in the Applications Manager. For more information about defining
additional inventory rules, refer to the Serling Global Inventory Misibility: Configuration Guide.

= You must configure the customer grades that you want to assign to customers using the Channel
Applications Manager. For more information about defining customer grades, refer to the Serling
SHling and Fulfillment Suite: Applications Configuration Guide.

= You must configure the Get Customer Grade Information from Sterling BusinessIntelligencerule
appropriately in the Channel Applications Manager to enable Sterling Field Salesto retrieve the
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metrics used to calculate the customer rating. For more information about configuring customer rules,
refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.

= |f you are implementing a custom logic to calculate the customer’s rating that is displayed when a user
adjusts the price for aline item, you must implement the Y SCGetA dditional CustomerInformationUE
user exit. For more information about the Y SCGetAdditional CustomerlnformationUE user exit, refer
to the Serling Selling and Fulfillment Foundation: Javadocs.

= You must configure the services appropriately to enable the reports retrieved from the Sterling
Business Intelligence data mart to be converted to a FusionCharts graph when a user views the past
adjustments for aline item and the details of the customer rating. The services are created in the
Service Definition Framework. For more information about defining service definitions, refer to the
Serling Selling and Fulfillment Foundation: Application Platform Configuration Guide.

= You cannot extend, copy, or modify the embedded reports retrieved from the Sterling Business
Intelligence data mart. For more information about the embedded reports retrieved from the Sterling
Business Intelligence data mart, refer to the Serling Business Intelligence: Implementation Guide.

= Todisplay the customer’s rating as an image, you must define a CSS entry in the
sfs-cust - grade- <G ade_Code> format inthe sf s-i nmages. css filelocated in the
<I NSTALL- DI R>/ r eposi t ory/ ear dat a/ sf s/ war/ sf s/ resour ces/ def aul t / css directory.
The size of the image should be 16 X 120 pixelsfor ideal display.
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Moving Items Between Quote Lines and Recommended Lines

A quote can contain both quote line items and recommended line items. Recommended items are items that
aField Sales Representative recommends to a customer in addition to the list of items a customer has
requested. Recommended items are not taken into consideration when the quote’ s profit margin and the
guote total are calculated.

Solution

A user can move a quote line item as arecommended lineitem. A user can also move arecommended line
item as aquote line item. For example, a customer interested in purchasing an LCD television may decide
to purchase atelevision stand that has been included as a recommended line item in the quote. In such a
scenario, auser can move the television stand as a quote line item. Y ou can configure the line type to be
used for recommended items. The changeOrder AP is called to save the changes after theitem is moved as
aquote line or arecommended line.

End-User Impact

None.

Implementation

Y ou can configure the line type to be used for recommended items. For moreinformation about configuring
the Quote Line Type To Use For Recommended | temsrule, refer to the Serling Selling and Fulfillment
Suite: Applications Configuration Guide.
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Modifying Item Quantity in a Quote

Sometimes a Field Sales Representative may have to modify the quantity of the itemsin a quote. For
example, a customer, who had earlier planned to purchase only 10 desktop computers, may have had a
change of mind and may want to purchase 15. In such a scenario, a Field Sales Representative may want to
change the item quantity as requested by the customer.

Solution

A user can maodify the quantity of theitemsin aquote. A user can modify the quantity of the quotelineitems
and the recommended line items. The changeOrder AP is called to save the changes made to the order.

End-User Impact

None.

Implementation

You must configure the quote modification rules appropriately to allow a user to modify the quantity of
itemsin aquotein a particular status. For more information about configuring quote modification rules,
refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.
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Adding Related Items to a Quote

A related item is an item that is associated with another item by way of a predefined relationship. For
example, a 29" flat screen television can have a 32" LCD television as arelated item, with the LCD
television defined as an up-sall item for the flat screen television. Sometimes a Field Sales Representative
may want to add arelated item as a separate line item to a quote.

Solution

Sterling Field Sales enablesauser to view therelated items of alineitem and add them as separate lineitems
to aquote. A user can add arelated item either as a quote line item or arecommended line item. Y ou can
configure the related items that should be displayed in the Related Products dialog box, based on the
association type of the related items. The getAssociationRelationshipList API is called to verify which
association types have the Show In Ul rule enabled. The getCompleteltemList API is called to retrieve the
related itemsto be displayed in the Related Products dialog box.

Note: Sterling Field Sales supports only up-sell and cross-sell association types.

Y ou can define the line relationship types to be used when linking two related lines together. The
relationship types defined should support sorting.

After the associations and line relationship types are defined, you can specify the line relationship type to
be used when related product items are added to a quote. The getAssociationRelationshipList API iscalled
to retrieve the line relationship type to be used for arelated item.

Validating Items

Inthe Quote Details screen, when auser addsarelated item to aquote, Sterling Field Sales validates whether
the item or the quantity of that item isvalid for the quote. The validations are performed only if the item
validation rules are appropriately configured in Business Center.

Based on the rules configured in the Business Center application, the following criteria are used for
validating the items in the quote:

= Minimum order quantity and maximum order quantity: The quantity ordered for the item must not be
less than the minimum order quantity and not more than the maximum order quantity that is
configured for the item.

= |tem can be sold separately: The item must be configured in such away that it can be sold separately.
= [tem entitlement: The customer to whom the order belongs must have entitlements to the item.
= |tem status: The status of the item must be Published.

= ltem’'seffectivity date: The effective start date of the item must not be later than the current date and
the effective end date of the item must not be earlier than the current date.

The validateltemForOrdering API is called to validate the items.
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End-User Impact

In the Related Products dialog box, the user will see only the related items of association types for which
the Show In Ul ruleisenabled.

Implementation

This section explains the configurations for this functionality:

= You must configure the following item validation rules to enable Sterling Field Salesto validate the
related items before they are added to a quote:

Enable Extended Item Validation

For more information about defining installation rules, refer to the Serling Selling and Fulfillment
Foundation: Application Platform Configuration Guide.

Validate Item

For more information about configuring a document’s order validation, refer to the Sterling
Distributed Order Management: Configuration Guide.

Validate Item During Order Creation/M odification

For more information about defining a process type's primary information, refer to the Serling
Slling and Fulfillment Foundation: Application Platform Configuration Guide.

= You can configure the related items that should be displayed in the Related Products dialog box based
on the association type of the related items. For more information about configuring item association
rules, refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.

= You can configure the relationship types to be used when linking two related lines together. Ensure
that the Consider For Sorting check box is selected when defining the line relationship types. For
more information about configuring line relationship types, refer to the Serling Selling and Fulfillment
Suite: Applications Configuration Guide.

= You can configure the relationship type to be associated with a particular association type. For more
information about configuring relationship types, refer to the Serling Selling and Fulfillment Suite:
Applications Configuration Guide.

= You must configure the quote modification rules appropriately to allow the addition of itemsto aquote
in a particular status. For more information about configuring quote maodification rules, refer to the
Serling Selling and Fulfillment Suite: Applications Configuration Guide.
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Viewing the Components of a Bundle Item in a Quote

Sometimes, a Field Sales Representative may want to view certain information about the components of a
bundle item in a quote. For example, if a quote contains adining room set asalineitem and atableasa
component of thislineitem, the Field Sales Representative may want to view the unit price of the table.

Solution

Sterling Field Sales enables a user to view the components of abundleitem in aquote. A user can also view
the quantity, unit price, and linetotal of the components. The getOrderLineList API iscalled to retrieve the
components of abundle item displayed in the Component Pricing dialog box.

End-User Impact

None.

Implementation

None.
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Configuring or Reconfiguring an ltem in a Quote

A configurableitem is an item that can be customized, depending on the requirements of a customer. For
example, adesktop computer may be available with various options, such as processors with 400 Mhz, 500
Mhz, or 600 MHz speed, and 256 MB or 512 MB memory.

A preconfigured item is a configurable item that has one or more options already configured for it. For
example, a desktop computer may be preconfigured with a 500 MHz processor and 256 MB memory.

A Field Sales Representative may sometimes have to configure or reconfigure an item in a quote based on
acustomer’s requirements. For example, if a customer requires a desktop computer with a400 MHz
processor and 256 MB memory, the Field Sal es Representative may have to configure the desktop computer
accordingly.

Solution

Sterling Field Sales enables a user to configure or reconfigure an item in a quote by selecting the options
available for that item. The configurator/configure.action action isinvoked to display the product
configuration screen. The changeOrder AP is called to save the configurations.

End-User Impact

None.

Implementation

None.
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Filtering the Items in a Quote

When viewing thelist of itemsin aquote, a Field Sales Representative may want to narrow down the list of
items displayed, based on certain criteria. For example, aField Sales Representative may want to view only
those items that are pending approval so that they can be taken up on priority.

Solution

A user can search for itemsin a quote by entering the corresponding Item ID or the short description of the
item as the search criteria. Additionally, the user can filter the list of items that are displayed based on the
following criteria:

= Searchfor al thelines
= Search for only the lines that are pending approval
The getOrderLineList API is called to retrieve the items that match the filter criteria.

End-User Impact

None.

Implementation

None.
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Deleting an Item from a Quote

A Field Sales Representative may sometimes have to delete items from a quote. For example, aField Sales
Representative may want to delete an item from a quote because the customer is no longer interested in
purchasing that item.

Solution

A user can delete an item from a quote. When a user deletes an item, which hasrelated items, from a quote,
therelated items are automatically deleted. The changeOrder API is called to save the changes made to the
guote after the item is deleted.

End-User Impact

None.

Implementation

Y ou must configure the quote modification rules appropriately to enable users to delete items from a quote
in aparticular status. For more information about configuring quote modification rules, refer to the Serling
Slling and Fulfillment Suite: Applications Configuration Guide.
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Modifying the Payment Terms and Shipment Terms in a Quote

A Field Sales Representative may have to modify the payment terms and shipment terms in a quote. For
example, if acustomer wants to change the carrier service that will be used to transport the items after a
guoteis converted to an order, a Field Sales Representative may have to specify adifferent carrier service.

Solution

A user can modify the payment termsin aquote. A user can also modify the shipment termsin aquote, such
asthe carrier service, the level of service, the requested delivery date, and the shipment instructions. The
getScacList APl iscalled to retrieve thelist of carrier services displayed in the Carrier Service drop-down
list. The getCommonCodeL ist API iscalled to populate the valuesin the Payment Term and the L evel of
Service drop-down lists. The payment terms are stored as common codeswith PAYMENT_TERMS asthe
code type, and the level of servicewith LEVEL _OF SERVICE asthe code type. Thisdatais cached. The
changeOrder API is called to save the changes made to the quote.

End-User Impact

None.

Implementation

This section explains the configurations for this functionality:

= You must configure the quote modification rules appropriately to allow the modification of payment
terms and shipments terms in aquote in a particular status. For more information about configuring
quote modification rules, refer to the Serling Salling and Fulfillment Suite: Applications
Configuration Guide.

= Instructions entered in a quote are saved in the quote using the SHP instruction type.
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Adding and Viewing a Note

A note can be used as an information repository to track an opportunity or aquote through itslife cycle, and
can be used for future references. Sometimes aField Sales Representative may want to enter notes manually
to describe the actions performed on an opportunity or a quote.

Solution

Notes can be either automatically generated by the system or manually entered by a user.

Sterling Field Sales enables users to enter notes when performing certain tasks. For example, when a user
abandons a quote, the user can enter notes to explain why the quote has been abandoned. Notes are
automatically generated by the system when important events occur during the life cycle of an opportunity
or aquote. Additionally, auser can track the important events and changes that have occurred in an
opportunity or a quote by viewing the notes logged earlier.

A user can view and add notes to a quote both at the line level and header level.
Sterling Field Sales provides the following features:
= A Notesdialog box, where a user can view and add notes to an opportunity or a quote.

= A Notes panel, where a user can view and add notes.

= A mechanism to automatically log notes when important events occur during the life cycle of an
opportunity or a quote.

Sterling Field Sales provides a Notes dialog box, which can be launched by clicking the View/Add Notes
hyperlink in the opportunity-related screens and quote-related screens.

Users can filter the notes that are displayed in the Notes dialog box based on the following criteria:

= Note Type
= System-Generated or Manually Entered

The following table lists the APIs that are called when viewing and adding notes to an opportunity or a
quote:

API Purpose

getCommonCodeList To retrieve the note types displayed in the Note Type drop-down list.
getOpportunityDetails To retrieve the notes that match the filter criteria.
getCompleteOrderDetails To retrieve the quote’s header-level notes.

getOrderLineList To retrieve the quote’s line-level notes.

manageOpportunity To save a note added to an opportunity.

changeOrder To save a note added to a quote.
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System-Generated Notes

Y ou can configure the system to log notes automatically when the following events occur:

Quote Created: The system generates a note when an opportunity is created.

Quote Sent for Approval: The system generates a note when a quote is sent for approval.

Quote Presented to Customer: The system generates a note when a quote is presented to a customer.
Quote Converted to Order: The system generates a note when a quote is converted to an order.

End-User Impact

The notesthat have been configured to belogged automatically will bedisplayed to usersinthe Notesdialog
box and the Notes panel in the opportunity-related screens and quote-rel ated screens.

Implementation

This section explains the configurations for this functionality:

=

Sterling Field Sales enables you to define note types and configure automatic note logging. For more
information about defining quote note types and configuring automatic note logging, refer to the
Serling Selling and Fulfillment Suite: Applications Configuration Guide.

Sterling Field Sales provides sample XSL files to generate the text of the notes being logged for each
event. The sample XSL filesarelocated inther esour ces. j ar/ t enpl at e/ servi ce/ saa
directory. The following table lists the events and the sample X SL files used to log notes for the
corresponding events:

Event Sample XSL File
Quote Created SAA Log_Note_Create_Quote. xsl.sanple
Quote Sent for Approval SAA Log_Not e_Send_For _Approval . xsl . sanpl e

Quote Presented to Customer SAA Log_Not e_Send_To_Cust oner. xsl . sanpl e

Quote Converted to Order SAA Log_Not e_Convert _Quote_To_Order. xsl . sanpl e

Note: You can use the sample XSL fileslisted in the table or you can use your own XSL fileswhile
selecting the XSL transformation file for an event in the Quote Audit Note Wizard. If you use your
own XSL files, you must perform either of the following tasks:

Savethe XSL filesin the <I NSTALL_DI R>/ ext ensi ons/ t enpl at e/ ser vi ce/ saa directory
and then re-create the EAR.

Savethe XSL filesinther esources. j ar/t enpl at e/ servi ce/ saa directory and then restart
your server.

Note: You can use the second option only if you are using the SAA_L ogNotesForQuoteAudit_9.0
service that is provided out of the box.
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= Sterling Field Sales logs notes with a unique note type for certain tasks performed by a user. The note
types used for saving the notes are listed in the following table:

Task Note Type

Create Opportunity SAA_OPPORTUNITY_CREATED
Mark as Lost SAA_MARK_AS_LOST

Create Quote SAA_QUOTE_CREATED

Send for Approval SAA_SENT_FOR_APPROVAL
Send to Customer SAA SENT_TO_CUSTOMER
Convert to Order SAA CONVERTED_TO_ORDER
Abandon Quote SAA_QUOTE_ABANDONED
Accept for Customer SAA_ACCEPTED_BY_CUSTOMER
Reject for Customer SAA_REJECTED_BY_CUSTOMER
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Validating a Quote

A quote may contain itemsthat are not valid for the quote. Therefore, it isnecessary that aquoteisvalidated
to ensure that all the items or the item quantity in the quote is valid for that quote. For example, if the item
guantity in aquote is more than the maximum quantity that can be ordered for that particular item, theitem
guantity must be modified before a Field Sales Representative can present the quote to a customer.

Solution

Sterling Field Sales enables auser to view the quote lines and recommended linesin aquote that have failed
validation in aquote. A user can also view the reasons why the lines failed validation. The
validateltemsForOrdering API iscalled to retrieve the quote lines and recommended linesfailing validation.
The getCompleteOrderDetails API is called to retrieve the quote header information.

Sterling Field Sales verifies whether the items or the item quantity in aquote is valid for the quote when a
user performs any of the following tasks:

= Requests approval for the quote
= Presents the quote to a customer
= Convertsthe quote to an order

End-User Impact

None.

Implementation

None.
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Quote Approval

Sometimes a quote may be placed on hold pending approval for various reasons. In such a scenario, the
quote must be approved by all the approvers defined in the approval plan to enable a Field Sales
Representative to present the quote to a customer. For example, if the adjustments applied to a quote exceed
the maximum limit that has been configured, a Field Sales Representative can present the quote to a
customer only after it has been approved by al the required approvers.

Solution

In Sterling Field Sales, a quote requires approval if any or all of the following conditions are met:

= Any of theitemsin the quote violates an approval rule.

= The adjustments applied to a quote or any of the itemsin a quote under a manual pricing rule exceed
the maximum discount limit configured under the rule.

A quote must be approved by al the required approvers defined in the approval plan before it can be
presented to a customer.

The quote approval process involves the following steps.
1. Requesting Approval

2. Viewing the Approval Summary

3. Accepting or Rejecting an Approval Request

Requesting Approval
Sterling Field Sales enables a user to request approval for a quote.
The following table describes the APIs that are called when a user requests approval for a quote:

API Purpose

validateltemsForOrdering To validate whether the items or the item quantity in the quote is valid for the quote.
getCompleteOrderDetails To retrieve the quote header information.

sendOrderForApproval To place a request for approval of the quote.

Sterling Field Sales providesthe capability to apply ahold to aquote that ispending approval. The hold type
that is applied to the quote is determined by the Hold Type To Be Applied When Order Needs Approval
rule.

Viewing the Approval Summary

A user can view the summary of all the approvals that have been obtained or are required for aquote. The
getCompleteOrderDetails API iscalled to display the Approvals screen. Inthe Approval s screen, along with
the quote’'s header-level information, you can view the list of approvers who areinvolved in the approval
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process and the status of the approval for each approver, the pricing summary, and notes that have been
added to the quote.

A user can view thelist of header-level and line-level ruleviolationsthat require approval intheViolations
That Require Approval panel. Additionally, for line-level ruleviolations, auser can view the details of the
linesthat have violated the corresponding rule in the Violations For Approver dialog box. The
getCompleteOrderDetails APl is called to retrieve the details of the lines that have violated the rule.

When viewing the approval summary of a quote, a user can view the rating of the customer for which the
guote has been created. The getCustomerDetails APl is called to retrieve the customer’ s rating based on
whether the Y SCGetAdditional CustomerlnformationUE user exit isimplemented or not.

If an image exists with the same name as the value of the G- adeCode attribute in the output XML of the
getCustomerDetails API, theimage is used to display the customer’srating. Theimageis displayed only if
aCSSentry hasbeen definedinthesf s- cust - gr ade- <Gr ade_Code> format. If animage does not exist,
the description of the customer grade is displayed.

Additionally, auser can view the metrics used to calculate therating if you enablethe Get Customer Grade
Information from Sterling Business | ntelligence rule in the Applications Manager. Sterling Field Sales
provides a common Java Server Page (JSP) that interacts with the Sterling Business I ntelligence data mart
to retrieve embedded reports. Y ou must pass the name of the report to be executed as a request parameter
to the JSP.

The following table describes the attributes that must be passed as request parameters to the
get fusi onchart. | sp file

Field Description

chartHeight The height of the FusionCharts chart.

chartWidth The width of the FusionCharts chart.

Customer_Org_Code The Organization Code of the customer for which the quote was created.

Document_Type_Code The document type of the quote.

Customerld The identifier of the customer for which the quote was created.

ReportName The name of the report that is to be retrieved from the Sterling Business Intelligence data
mart. For example, /Embedded Analytics/Customer Rating Report.

ServicelD The service that is invoked to convert the report retrieved from the Sterling Business
Intelligence data mart to a FusionCharts graph. For example,
SAA_getCustomerRatingGraph_9.1.
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Theget f usi onchart . j sp fileinvokesthe SAA_getCustomerRatingGraph 9.1 service, and this service
is used to convert the report that is retrieved from the Sterling Business Intelligence data mart to a
FusionCharts graph asillustrated in the following figure:

Start Get Standard =ML Create Fusion Chart Apply Standards End
And Format

The SAA_getCustomerRatingGraph_9.1 serviceisinvoked for each of the metricsthat is used to calculate
the rating. This service uses the SCUICognosX ML Standardizer Java class and SCUIFusionChartCreator
Javaclassto convert the report from the data mart to a FusionCharts graph as described below:

4. The SCUICognosX ML Standardizer Java class, a custom API, convertsthe report from the data mart to
astandard XML file.

5. An XSLT isinvoked to convert the datain the standard XML file to the FusionCharts format. This
XSLT mapsthe fieldsin the standard XML file to the attributes in the FusionCharts XML file.

6. The SCUIFusionChartCreator Java class, another custom AP, isinvoked to append the standards to
the standard XML file based on the Chart Type and create the FusionCharts graph.

Accepting or Rejecting an Approval Request

A user can either accept or reject the request for approval of aquote. TherecordOrderApproval APl iscalled
to save the changes to a quote after the request for approval is accepted or rejected.

End-User Impact

If Sterling Business Intelligenceis not installed, auser cannot view the customer rating report.

Implementation

This section explains the configurations for this functionality:

= You must configure the approval rules appropriately in the Business Center application to determine
the conditions under which approvals are required for quotes. For more information about creating an
approva rule, refer to the Serling Business Center: Pricing Administration Guide.

= You must configure approval plansin the Applications Manager to determine who must approve a
guote, and the sequence, if any, in which the approvals must occur. For more information about how to
configure approval plans, refer to the Serling Selling and Fulfillment Foundation: Setting Up Quotes.

= Toenable Sterling Field Salesto apply ahold to a quote that is pending approval, you must enable the
Hold Type To Be Applied When Order Needs Approval rule in the Applications Manager. For
more information about this rule, refer to the Serling Distributed Order Management: Configuration
Guide.

= You must configure the customer grades that you want to assign to customers using the Channel
Applications Manager. For more information about defining customer grades, refer to the Serling
SHling and Fulfillment Suite: Applications Configuration Guide.
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= You must configure the Get Customer Grade I nformation from Sterling Business I ntelligence rule
appropriately in the Channel Applications Manager to enable Sterling Field Sales to retrieve the
metrics used to calculate the customer rating. For more information about configuring customer rules,
refer to the Serling Selling and Fulfillment Suite: Applications Configuration Guide.

= |f you are implementing a custom logic to calculate the customer’s rating that is displayed when a user
adjusts the price for aline item, you must implement the Y SCGetA dditional CustomerInformationUE
user exit. For more information about the Y SCGetAdditional CustomerlnformationUE user exit, refer
to the Serling Selling and Fulfillment Foundation: Javadocs.

= You must configure the services appropriately to enable the reports retrieved from the Sterling
Business Intelligence data mart to be converted to a FusionCharts graph when a user views the details
of the customer rating. The services are created in the Service Definition Framework. For more
information about defining service definitions, refer to the Serling Salling and Fulfillment
Foundation: Application Platform Configuration Guide.

= You cannot extend, copy, or modify the embedded reports retrieved from the Sterling Business
Intelligence data mart. For more information about the embedded reports retrieved from the Sterling
Business Intelligence data mart, refer to the Serling Business Intelligence: Implementation Guide.

= Todisplay the customer’s rating as an image, you must define a CSS entry in the
sfs-cust - grade- <G ade_Code> format inthe sf s-i nmages. css filelocated in the
<I NSTALL- DI R>/ r eposi t ory/ ear dat a/ sf s/ war/ sf s/ resour ces/ def aul t/ css directory.
The size of the image should be 16 X 120 pixelsfor ideal display.

= The notes entered when a user sends a quote for approval are saved in the quote using the
SAA_SENT_FOR_APPROVALS note type.
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Generating a Proposal

Sometimes aField Sales Representative may want to print a quote so that it can be sent to a customer. For
example, acustomer may request a Field Sales Representative to e-mail the quote so that the customer can
view the prices of the itemsin the quote.

Solution

Sterling Field Sales provides the Gener ate Proposal related task to enable a user to generate a proposal
from a quote. Based on the configuration, a user can either print the proposal directly using a printer, view
the proposal in the configured format, and/or saveit in alocal directory.

The getCompleteOrderDetails API is called to retrieve the details of the quote to be displayed in the
Generate Proposal screen. A user can select the format in which the proposal should be printed. The
getCommonCodeL.ist API is called to retrieve the values to be displayed in the Choose a print template
drop-down list and Choose a print format drop-down list. The print templates and print formats are stored
as common codes with code types as SAA_QUOTE_PRNT_TMPLT and SAA_QUOTE_PRNT_FRMT
respectively. Based on the print template selected, the attributes that can be included in the proposal are
displayed under the Include In Print panel. A user can select the attributes that should be printed in the
proposal.

The attributes displayed under the Include I n Print panel are defined in ametadata XML filethat islocated
inther esour ces. j ar/t enpl at e/ ext n/ quot eTenpl at es directory. Following is a sample metadata
XML file:

<Resour ce Servi ceName="SAA Cener at eQuot ePr oposal _9. 0" >
<G oup Nane="Proposal Header" Di spl ayNane="Quote Header">
<Attribute Nane="Proposal Title" D splayNane="Proposal Title" Val ue="Y"/>
<Attribute Nane="Status" D splayNanme="Status" Val ue="Y"/>
<Attribute Nane="Proposal | D' D spl ayName="Proposal |D'" Val ue="Y"/>
<Attribute Nane="ExpirationDate" D splayNane="Expiration Date" Value="Y"/>
<Attribute Nane="Proposal Date" Di spl ayNanme="Proposal Date" Val ue="Y"/>
</ G oup>
<G oup Nane="Address" D spl ayNane="Address">
<Attribute Nane="Bill To" DisplayName="Bill To Address" Val ue="Y"/>
<Attribute Nane="Shi pTo" D spl ayName="Ship To Address" Val ue="Y"/>
</ Group>
<G oup Nane="OrderLines" DisplayName="Lines">
<Attribute Nane="QuotelLi nes" D splayName="Quote Lines" Val ue="Y"/>
<Attribute Nane="ReconmendedLi nes" Di spl ayName="Reconmended Li nes"
Val ue="Y"/>
</ Group>
<G oup Nane="Pricinglnformation" D splayNanme="Quote Total s">
<Attribute Nane="SubTotal " Di spl ayName="Sub Total" Val ue="Y"/>
<Attribute Nane="Shi ppi ngCharges" Di spl ayNane="Shi ppng Charges" Val ue="Y"/>
<Attri bute Nane="Taxes" Di spl ayNane="Taxes" Val ue="Y"/>
<Attri bute Nane="G andTotal" D splayName="G and Total" Val ue="Y"/>
<Attribute Nane="Di scounts" Di spl ayNane="Adj ust nents" Val ue="Y"/>
</ Group>
<G oup Nane="Termnms" Di spl ayName="Terns">
<Attribute Nane="Paynent Terns" Di spl ayNanme="Paynent Terns" Val ue="Y"/>
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<Attribute Nane="Shi ppngTerns" Di splayName="Carrier" Val ue="Y"/>
<Attribute Nane="Level O Servi ce" D splayNane="Level O Service" Val ue="Y"/>
<Attribute Nane="DeliveryDate" DisplayNane="Delivery Date" Val ue="Y"/>
<Attribute Nanme="InstructionText" Di splayNane="Shi pping |Instructions”
Val ue="Y"/>
</ Group
</ Resour ce>

The attributes defined in the metadata XML file areretrieved by invoking the SAA_GetMetaDataXML_9.0
service. This service calls acustom API to get the data defined in the metadata XML file asillustrated in
the following figure:

The name of the service that will be used to generate a proposal in a particular print template is defined as
the value of the Ser vi ceNanre attribute in the metadata XML file for the corresponding print template.

When auser clicks Gener ate in the Generate Proposal screen, the service that has been configured for the
print template isinvoked to generate the proposal.

A sample implementation of the service that is used to generate a proposal isillustrated in the following
figure:

Based on the input to the service and the print template selected by a user, acustom APl iscalled to retrieve
the datathat isto be printed. An XSL trandator is used to massage the output of the custom API to include
the details passed as input to the service, such as the selected template and the attributes to be printed.
Depending on the configuration of the JasperPrint component for the service, the proposal is either
automatically generated from a printer or generated in a configured format. If the JasperPrint component
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has been configured to generate the output to a printer and not to a JasperPrint object such asa PDF or RTF,
an exception is thrown.

End-User Impact

Y ou cannot generate a proposal using the JasperReport reports provided out of the box if the
ARIALUNI.TTF font is not installed on the application server.

Implementation

This section explains the configurations for this functionality:

You can configure the print template to generate a proposal. For more information about configuring
proposal templates, refer to the Serling Selling and Fulfillment Suite: Applications Configuration
Guide.

For every print template that you configure, you must create a corresponding metadata XML file with
the same name as the common code val ue of the print template in the

resources.jar/tenpl at e/ ext n/ quot eTenpl at es directory. Additionally, this metadata XML
file must include the name of the service that will be used to generate the proposal. The name of the
service must be defined as the value of the Ser vi ceNane attribute in the metadata XML file. For
example, if you configure a print template, OrderTemplate, an XML file with Or der Tenpl at e. xni
asthefilenamemust existinther esour ces. j ar/ t enpl at e/ ext n/ quot eTenpl at es directory to
enable you to use the print template to generate a proposal. Additionally, this Or der Tenpl at e. xm
file must contain the name of the service that will be invoked to generate a proposal.

For every print template that you configure, you must configure a corresponding service that will be
used to generate the proposal. You must configure the service appropriately to enable a user to print a
proposal automatically from aprinter or generate the proposal in a PDF, RTF, or any other format that
is supported by JasperReports 3.6. The serviceis created in the Service Definition Framework. For
more information about defining service definitions, refer to the Serling Selling and Fulfillment
Foundation: Application Platform Configuration Guide.

You can configure the print format to be used to generate a proposal. For more information about
configuring proposal formats, refer to the Serling Selling and Fulfillment Suite: Applications
Configuration Guide.

If you run the application server on a Linux environment without an X server or if you cannot connect
to the X server due to security restrictions or policies (usually called a "headless’ environment), the
JasperReport reports are not rendered correctly. To overcome this situation, set the -Djava.awt.headless
property in the application server startup script to True.
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Presenting a Quote to a Customer

After all the necessary approvals have been obtained for a quote, a Field Sales Representative must present
the quote to the customer for whom the quote has been created so that the customer can provide feedback

on the quote.

Solution

Sterling Field Sales enables a user to present a quote to a customer. If a quote requires approval, auser can
present the quote to a customer only if it has been approved by al the approvers.

The following table describes the APIs that are called when a user presents a quote to a customer:

API Purpose

validateltemsForOrdering To validate whether the items or the item quantity in the quote is valid for the quote.
getCompleteOrderDetails To retrieve the quote header information.

presentToBuyer To change the status of the quote to Presented after the user presents the quote to

the customer.

End-User Impact

None.

Implementation

The notes entered when a user presents a quote to a customer are saved in the quote using the
SAA_SENT_TO_CUSTOMER notetype.
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Accepting a Quote on Behalf of a Customer

After aquote is presented to a customer, the customer may want to accept the quote in its current form so
that the quote can be converted to an order.

Solution

Sterling Field Sales provides the Accept related task that enables a user to accept a quote on behalf of a
customer. The getCompleteOrderDetails API is called to retrieve the details of the quote to be displayed in
the Accept For Customer screen after auser clicks the Accept related task. The sendBuyerResponse API is
called to change the status of the quote to Accepted after the user clicks Confirm in the Accept For
Customer screen.

End-User Impact

None.

Implementation

The notes entered when a user rejects a quote are saved in the quote using the
SAA_ACCEPTED_BY_CUSTOMER note type.
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Rejecting a Quote on Behalf of a Customer

A customer may want to reject a guote because the contents of the quote do not meet the customer’s
requirements. In such ascenario, aField Sales Representative may have to reject the quote on behalf of the
customer.

Solution

A user can reject a quote in an opportunity on behalf of a customer. A user can reject a quote from the
Opportunity Details screen or the Quote Summary screen. The getCompleteOrderDetails API is called to
retrieve the details of the quote to be displayed in the Reject For Customer screen after a user clicks the
Reject related task. The sendBuyerResponse API is called to change the status of the quote to Rejected.

End-User Impact

None.

Implementation

The notes entered when a user rejects a quote are saved in the quote using the
SAA_REJECTED_BY_CUSTOMER note type.
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Reworking a Quote

Sometimes a quote may be rejected by a customer in its current form. For example, a customer may reject
aquote because the customer is not satisfied with the price of some of the itemsin the quote. After a quote
isrejected by a customer, if aField Sales Representative wants to negotiate with the customer further, the
Field Sales Representative must rework the quote and make the necessary modifications so that the quote

can be presented to the customer again.

Solution

After aquote has been rejected by acustomer, auser can rework the quote. The reworkQuote APl iscalled
to change the status of the quoteto Created.

End-User Impact

None.

Implementation

The notes entered when a quote isreworked are saved in the quote using the SAA_ QUOTE_REWORKED
note type.
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Converting a Quote to an Order

After acustomer accepts aquote in its current form, a Field Sales Representative may want to convert the
guote to an order.

Solution

Sterling Field Sales enables a user to convert a quote to an order after the quote is accepted by a customer.
After auser clicksthe Convert to Order related task, Sterling Field Sales verifieswhether the addressesin
the quote are valid or not, as follows:

= |f the IsAddressVerified flag ispassed as Y for the Bill To address and the Ship To addressin the
quote, the getCompleteOrderDetails API is called to retrieve the detail s of the quote to be displayed in
the Convert to Order screen.

= |f the IsAddressVerified flag is passed as N for the Bill To address and the Ship To addressin the
guote, the verifyAddress API is caled to verify whether the addressis avalid address or not.
If the address verification succeeds, the addresses are saved to the quote and the
getCompleteOrderDetails AP is called to retrieve the details of the quote to be displayed in the
Convert to Order screen.

If the address verification fails, the Quote Details screen is displayed. The user must make the
required changes to the addresses that have failed verification to proceed with the task of
converting the quote to an order. If the status modification rules are configured to not alow
modificationsto a quote in the Accepted status, the user must rework the quote to make the
necessary changes.

Sterling Field Sales also verifies whether the items or the item quantity in the quote is valid for the quote.
The validateltemsForOrdering API is called to validate the itemsin a quote.

A user can either perform the necessary modifications in the Convert to Order screen or proceed with the
conversion without making any modifications. If the user clicks Confirm without performing any
modifications, the createOrderFromQuote AP is called to create an order for the quote based on the
attributes defined in the Default From Quote templ ate.

A user can perform the following modifications in the Convert to Order screen:

= Add apayment method

= Modify the amount to be charged
= Delete a payment method

= Addanote

When converting a quote to an order, auser can specify one or more payment methods to be used to pay for
the order and the amount to be charged to the payment methods. In the Payment Method dial og box, the user
can either select an existing payment method available for the customer or create a new payment method.

The user can al so select an existing payment method and modify its detail sto create anew payment method.
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The following APIs are called when a user adds a payment method to a quote:

API Purpose

getCustomerDetails To retrieve the payment methods that are available for the customer for whom the quote
has been created. This APl is also called to retrieve the list of additional addresses for a
customer that are displayed if the user selects a payment method of the Credit Card
payment type.

getPaymentTypelList To retrieve the list of payment types available for the enterprise for which the quote has
been created. This API is called to retrieve the values to be displayed in the Payment
Type drop-down list.

getCommonCodeList To retrieve the common codes for credit card types and credit card expiration months.
The credit card types are stored as common codes with CREDIT_CARD_TYPE as the
code type. The credit card expiration months are stored as common codes with
MONTHS as the code type.

createAccessToken To create the session token that is passed to the Sterling Sensitive Data Capture Server
to process the credit card numbers and stored value card numbers. This API is called
only when a user adds a payment method of the Credit Card or Store Value Card
payment type.

The Sterling Sensitive Data Capture Server is an application that integrates with the Sterling Selling and
Fulfillment Suite to ensure that credit card numbers and stored value card numbers are secure by tokenizing
them. Before the Sterling Sensitive Data Capture Server processes any credit card number or stored value
card number, it validateswith the Sterling Selling and Fulfillment Foundation whether the session token that
has been passed to it is valid. This enables the Sterling Selling and Fulfillment Suite to achieve Payment
Application Data Security Standard (PA-DSS) compliance.

After adding a payment method to a quote, a user can delete the payment method. Additionally, a user can
modify the amount to be charged to a customer’ s credit card or customer account. A user can also add notes
before converting a quote to an order. For more information about adding notes, refer to the topic "Adding
and Viewing a Note".

After the user makes the necessary modifications and clicks Confirm in the Convert to Order screen, the
changeOrder AP iscalled to add the payment information to the quote. The createOrderFromQuote AP is
called to create an order for the quote by copying the information from the quote to the order based on the
attributes defined in the Default From Quote template.

When aquote is converted to an order, all the attributes defined in the Default From Quote template in the
Applications Manager are copied from the quote to the order.

Note: [If you want the shipping method to be set automatically on an order when it is converted from a
quote, it is recommended that you implement a service that sets the shipping method based on the
level of service. This service can beinvoked after the order is successfully created.

End-User Impact

When a user adds a credit card payment method to a quote, the user can enter the name of the credit card
holder in a single box or two boxes based on the configuration.
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Implementation

This section explains the configurations for this functionality:

You can configure the Use A Single Input Field For When Entering The Name On Card
Information On A Credit Card In the User Interface rule to enable users to enter the name of the
credit card holder in asingle box or two boxes. For more information about thisrule, refer to the
Serling Selling and Fulfillment Suite: Applications Configuration Guide.

The Sterling Sensitive Data Capture Server must be configured to enable a user to add payment
methods of the Credit Card and Stored Value Card payment types. For more information, refer to the
Serling Sensitive Data Capture Server, Release 1.1: Configuration Guide and the Serling Sensitive
Data Capture Server : PA-DSSImplementation Guide.

You can define the attributes that should be copied when converting a quote to an order in the Default
From Quote template in the Applications Manager. For more information about defining process type
details, refer to the Sterling Distributed Order Management: Configuration Guide.

The notes entered when a user converts a quote to an order are saved in the order using the
SAA_CONVERTED_TO_ORDER note type.
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Abandoning a Quote

If aquote no longer serves a purpose, a Field Sales Representative may have to abandon that quote. For
example, if aField Sales Representative creates a quote by mistake, the quote may have to be abandoned.

Solution

A user can abandon a quote using the Abandon Quote related task. When abandoning a quote, a user must
provide reasonsfor performing that action. Y ou can configure the reason codesin the Channel Applications
Manager. The getCommonCodeL.ist API is called to populate the Reason Code drop-down list. This data
is cached. After aquote is abandoned, the changeOrder AP is called to save the changes to the quote.

End-User Impact

None.

Implementation

This section explains the configurations for this functionality:

= You can configure the reason codes to enable users to provide reasons for abandoning a quote. For
more information about defining quote abandonment reasons, refer to the Serling Selling and
Fulfillment Suite: Applications Configuration Guide.

= The notes entered when a user abandons a quote are saved in the quote using the
SAA_QUOTE_ABANDONED note type.
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Managing Saved Search

A Field Sales Representative may want to save a search for future use to avoid entering the same criteria
every time the Field Sales Representative wants to search for aparticular entity. For example, aField Sales
Representative, who is currently working on closing al the quotes created for a customer, may have to
frequently search for the quotes created for that customer.

Solution

Sterling Field Sales enables a user to manage saved searches for the following entities:
= Opportunity

= Quote

As part of saved search management, a user can perform the following tasks:

= Saving aSearch

=  Searching for a Saved Search

= Renaming a Saved Search

= Viewing and Executing a Saved Search

= Deleting a Saved Search

Saving a Search

A user can save a search to avoid entering the search criteria every timethe user searches for an entity. The
createSavedSearch API is called to save a search after the user clicks Save in the Saved Search dial og box.

Searching for a Saved Search

A user can search for asaved search. The getSavedSearchList API is called to retrieve the saved searches
matching the search criteria.

Renaming a Saved Search

A user can search for a saved search and rename the saved search. After a user modifies the name of the
saved search, the modifySavedSearch AP is called to save the changes.

Viewing and Executing a Saved Search

A user can view and execute a saved search. The getSavedSearchList API iscalled to retrieve the available
saved searches that a user can view and execute. The getSavedSearchDetails API is caled to display the
corresponding search screen for asaved search. Based onthe Sear chCont ext attribute of the saved search,
the corresponding strut action isinvoked to execute the saved search.

Deleting a Saved Search

A user can delete a saved search if the saved search is no longer required. The deleteSavedSearch API is
called to delete the saved search.
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End-User Impact

None.

Implementation

None.
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Notices

This information was devel oped for products and services offered in the U.S.A.

IBM may not offer the products, services, or features discussed in this document in other
countries. Consult your local IBM representative for information on the products and services
currently available in your area. Any reference to an IBM product, program, or service is not
intended to state or imply that only that IBM product, program, or service may be used. Any
functionally equivalent product, program, or service that does not infringe any IBM intellectual
property right may be used instead. However, it is the user's responsibility to evaluate and verify
the operation of any non-IBM product, program, or service.

IBM may have patents or pending patent applications covering subject matter described in this
document. The furnishing of this document does not grant you any license to these patents. You
can send license inquiries, in writing, to:

IBM Director of Licensing
IBM Corporation

North Castle Drive
Armonk, NY 10504-1785
U.SA.

For license inquiries regarding double-byte character set (DBCS) information, contact the IBM
Intellectual

Property Department in your country or send inquiries, in writing, to:
Intellectual Property Licensing

Legal and Intellectual Property Law

IBM Japan Ltd.

1623-14, Shimotsuruma, Yamato-shi

Kanagawa 242-8502 Japan

Thefollowing paragraph does not apply to the United Kingdom or any other country where
such provisions areinconsistent with local law: INTERNATIONAL BUSINESS MACHINES
CORPORATION PROVIDES THIS PUBLICATION "ASIS" WITHOUT WARRANTY OF
ANY KIND, EITHER EXPRESS OR IMPLIED, INCLUDING, BUT NOT LIMITED TO, THE
IMPLIED WARRANTIES OF NON-INFRINGEMENT, MERCHANTABILITY OR FITNESS
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FOR A PARTICULAR PURPOSE. Some states do not allow disclaimer of express or implied
warranties in certain transactions, therefore, this statement may not apply to you.

Thisinformation could include technical inaccuracies or typographical errors. Changes are
periodically made to the information herein; these changes will be incorporated in new editions of
the publication. IBM may make improvements and/or changes in the product(s) and/or the
program(s) described in this publication at any time without notice.

Any references in this information to non-IBM Web sites are provided for convenience only and
do not in any manner serve as an endorsement of those Web sites. The materials at those Web sites
are not part of the materials for this IBM product and use of those Web sitesis at your own risk.

IBM may use or distribute any of the information you supply in any way it believes appropriate
without incurring any obligation to you.

Licensees of this program who wish to have information about it for the purpose of enabling: (i)
the exchange of information between independently created programs and other programs
(including this one) and (ii) the mutual use of the information which has been exchanged, should
contact:

IBM Corporation

JI6A/GA

555 Bailey Avenue

San Jose, CA__95141-1003
U.SA.

Such information may be available, subject to appropriate terms and conditions, including in some
cases, payment of afee.

The licensed program described in this document and all licensed material available for it are
provided by IBM under terms of the IBM Customer Agreement, IBM International Program
License Agreement or any equivalent agreement between us.

Any performance data contained herein was determined in a controlled environment. Therefore,
the results obtained in other operating environments may vary significantly. Some measurements
may have been made on development-level systems and there is no guarantee that these
measurements will be the same on generally available systems. Furthermore, some measurements
may have been estimated through extrapolation. Actual results may vary. Users of this document
should verify the applicable data for their specific environment.

Information concerning non-1BM products was obtained from the suppliers of those products,
their published announcements or other publicly available sources. IBM has not tested those
products and cannot confirm the accuracy of performance, compatibility or any other claims
related to non-1BM products. Questions on the capabilities of non-IBM products should be
addressed to the suppliers of those products.

All statements regarding IBM's future direction or intent are subject to change or withdrawal
without notice, and represent goals and objectives only.

Thisinformation isfor planning purposes only. The information herein is subject to change before
the products described become available. This information contains examples of data and reports
used in daily business operations. To illustrate them as completely as possible, the examples
include the names of individuals, companies, brands, and products. All of these names are

© IBM Corporation 2011 73



ficticious and any similarity to the names and addresses used by an actual business enterpriseis
entirely coincidental.

COPYRIGHT LICENSE:

Thisinformation contains sample application programs in source language, which illustrate
programming techniques on various operating platforms. You may copy, modify, and distribute
these sample programs in any form without payment to IBM, for the purposes of developing,
using, marketing or distributing application programs conforming to the application programming
interface for the operating platform for which the sample programs are written. These examples
have not been thoroughly tested under all conditions. IBM, therefore, cannot guarantee or imply
reliability, serviceahility, or function of these programs. The sample programs are provided "AS
IS", without warranty of any kind. IBM shall not be liable for any damages arising out of your use
of the sample programs.

Each copy or any portion of these sample programs or any derivative work, must include a
copyright notice as follows:

© IBM 2011. Portions of this code are derived from IBM Corp. Sample Programs.
© Copyright IBM Corp. 2011.

If you are viewing this information softcopy, the photographs and color illustrations may not
appear.

Trademarks

IBM, the IBM logo, and ibm.com are trademarks or registered trademarks of International
Business Machines Corp., registered in many jurisdictions worldwide. Other product and service
names might be trademarks of IBM or other companies. A current list of IBM trademarksis
available on the Web at “ Copyright and trademark information” at
www.ibm.com/legal/copytrade.shtml.

Adobe, the Adobe logo, PostScript, and the PostScript logo are either registered trademarks or
trademarks of Adobe Systems Incorporated in the United States, and/or other countries.

IT Infrastructure Library is aregistered trademark of the Central Computer and
Telecommunications Agency which is now part of the Office of Government Commerce.

Intel, Intel logo, Intel Inside, Intel Inside logo, Intel Centrino, Intel Centrino logo, Celeron, Intel
Xeon, Intel SpeedStep, Itanium, and Pentium are trademarks or registered trademarks of Intel
Corporation or its subsidiaries in the United States and other countries.

Linux is aregistered trademark of Linus Torvalds in the United States, other countries, or bath.

Microsoft, Windows, Windows NT, and the Windows logo are trademarks of Microsoft
Corporation in the United States, other countries, or both.

ITIL isaregistered trademark, and a registered community trademark of the Office of Government
Commerce, and isregistered in the U.S. Patent and Trademark Office.

UNIX isaregistered trademark of The Open Group in the United States and other countries.

Javaand all Java-based trademarks and logos are trademarks or registered trademarks of Oracle
and/or its affiliates.Cell Broadband Engineisatrademark of Sony Computer Entertainment, Inc. in
the United States, other countries, or both and is used under license therefrom.
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www.ibm.com/legal/copytrade.shtml

Linear Tape-Open, LTO, the LTO Logo, Ultrium and the Ultrium Logo are trademarks of HP, IBM
Corp. and Quantum in the U.S. and other countries.

Connect Control Center®, Connect:Direct®, Connect:Enterprise, Gentran®, Gentran:Basic®,
Gentran:Control®, Gentran:Director®, Gentran: Plus®, Gentran:Realtime®, Gentran: Server®,
Gentran:Viewpoint®, Sterling Commerce™, Sterling Information Broker®, and Sterling
Integrator® are trademarks or registered trademarks of Sterling Commerce, Inc., an IBM
Company.

Other company, product, and service names may be trademarks or service marks of others.
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