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Application Set Up Control Sheet - Sales and Marketing

Note: Use this sheet to track and control application set up. Since there may be multiple environments that require set up, you should indicate which environment this control sheet applies to.

In addition, specify whether this control sheet (type) tracks definition, execution, or both.

Environment Name:

Machine:
Type (definition, execution, or both):

Workflow
SubWorkflow Name
Set up Task

Responsibility
Due Date
QA Responsibility
QA Due Date
Signature Approval










Setup Sales and Marketing








Setup Super User Tasks
Define QuickCodes







Setup Super User Tasks
Define AR QuickCodes







Setup Super User Tasks
Fuzzy Find Profiles







Setup Super User Tasks
Define Word Replacement Rules







Setup Super User Tasks
Generate Customers Keys







Setup Super User Tasks
Define Interest Category Sets







Setup Super User Tasks
Create Interest Codes







Setup Super User Tasks
Define Interest Types







Setup Super User Tasks
Define Interest Codes







Setup Super User Tasks
Define Interest Status







Setup Super User Tasks
Define AR AutoCash Rule Set







Setup Super User Tasks
Define Invoice Line Ordering Rules







Setup Super User Tasks
AR Grouping Rules







Setup Super User Tasks
Configure Current Environment







Setup Territory Tasks
Define Territory Qualifiers







Setup Territory Tasks
Define Territory Groups







Setup Territory Tasks
Define Territory Types







Setup Territory Tasks
Define Territories







Setup Opportunity/Forecasting Tasks
Define Sales Stages







Setup Opportunity/Forecasting Tasks
Define Win Probabilities







Setup Opportunity/Forecasting Tasks
Define Order Entry Sales Channel







Setup Opportunity/Forecasting Tasks
Define Rolling Calendars







Setup Opportunity/Forecasting Tasks
Create Product Families







Setup Opportunity/Forecasting Tasks
Assign Product Family Members 







Setup Opportunity/Forecasting Tasks
Forecast Interest Setup







Setup Opportunity/Forecasting Tasks
Define Profile Options-Opportunity/Forecast







Setup Opportunity/Forecasting Tasks
Define Sales Quotas







Collateral Setup Tasks
Define Word Processors







Collateral Setup Tasks
Define Letter Profile Options







Collateral Setup Tasks
Create Shared Letter







Collateral Setup Tasks
Define Collateral in Inventory







Collateral Setup Tasks
Define Collateral Categories







Collateral Setup Tasks
Define Profile Options Collateral







Collateral Setup Tasks
Import Collateral From Inventory







Collateral Setup Tasks
Define Collateral Kits







Setup Quotes Tasks
Link Price List to Customers







Setup Quotes Tasks
Link Promotions to Price List-Ads
 






Setup Quotes Tasks
Link Promotions to Price List-Collateral







Setup Quotes Tasks
Define Word Processors







Setup Quotes Tasks
Define Letter Profile Options







Setup Quotes Tasks
Create Shared Letter







Setup Quotes Tasks
Define Profile Options-Quotes







Setup Sales Organization Tasks
Define Sales Related Jobs







Setup Sales Organization Tasks
Define Sales Force







Setup Sales Organization Tasks
Define Sales Partners







Setup Sales Organization Tasks
Define Sales Groups







Setup Super User Tasks/Define QuickCodes


Sales and Marketing>Setup>QuickCodes>Sales and Marketing
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to Define OSM QuickCodes.

Type
Description
User
Maintainable









<Quick Codes>
Code
Meaning
Description
User
Maintainable
Enabled

























































































































Setup Super User Tasks/Define AR QuickCodes


Sales and Marketing>Setup>QuickCodes>Receivables
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to Define AR QuickCodes.

Type
Description
User
Maintainable









<Quick Codes>
Name
Meaning
Description
Start Date
End date
User
Maintainable
Enabled

































































































































































Setup Super User Tasks/Define Fuzzy Find Profiles


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define OSM Profile Options.

Profile
Site
Application
User
Responsibility





















































































































































































Setup Super User Tasks/Define Word Replacement Rules


Sales and Marketing>Setup>Accounts>Word Replacement Rules
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  OSM currently seeds a set of English Word Replacement Rules for use with OSM Fuzzy Find.  To add additional rules or remove unnecessary 
rules please use the Word Replacement Rules form.  If the Word Replacement Rules are altered, then the generate keys concurrent program must be run 
for OSM to exhibit the proper behavior.

Type
Original Word
Replacement Word





























































<Generate Keys>
Table
Contacts







Setup Super User Tasks/Generate Customers Keys


Sales and Marketing>Concurrent Request>Run
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  This concurrent program will update the database with the new keys and create a text file, WORDREP.txt.  In order for fuzzy find to work 
properly, this file must be replicated to client machines under the $APPL_TOP/as13/res directory (if changes were made to the replacement rules).

Setup Super User Tasks/Define Interest Category Sets


Sales and Marketing>Setup>Interest>Category Sets
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Interest Category Sets can be used to link an OSM interest type with an Inventory Category Set.

Category Set Name
Description
Interest Type
Enabled





































































































Setup Super User Tasks/Create Interest Codes


Sales and Marketing>Concurrent Requests>Run
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you linked inventory category sets to OSM interests, then you have to run the concurrent program (Create Interest Codes from Category 
Sets and Categories) to import category sets and categories into OSM.

Setup Super User Tasks/Define Interest Types

Sales and Marketing>Setup>Interest>Interest Types
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Interests are a key component for OSM.  They are used in OSM accounts, contacts, opportunities, forecasting, and territories. 

Type
Description
Account
Classification
Contact
Interest
Opportunity
Classification
Expected
Purchase
Current
Environment
Enabled





















































































































































































Setup Super User Tasks/Define Interest Codes


Sales and Marketing>Setup>Interest>Interest Codes
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  This step will allow you to define primary and secondary interests for OSM.

<Find Interest Codes>
Interest Type
Description







<Primary Codes>

Code
Description
Enabled





















<Secondary Codes>

Code
Description
Enabled





















Setup Super User Tasks/Define Interest Status


Sales and Marketing>Setup>Interest>Interest Statuses
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Interest Statuses are used in account classification, contact interests, and lead classifications to specify the status of the interest type.  

<Find Interest Statuses>
Interest Type
Description







<Statuses>

Status
Description
Enabled













































Setup Super User Tasks/ Define AR AutoCash Rule Sets


Sales and Marketing>Setup>Accounts>AutoCash Rule Sets
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to Define AutoCash Rule Sets.

Name
Description
Enabled









<Open Balance Calculation>
Discount
Item in Dispute
Finance Charges









<Automatic Matching Rule>

Remaining Remittance Amount
Apply Partial Receipts







<AutoCash Rules>

Sequence
AutoCash Rule
















Setup Super User Tasks/Define Invoice Line Ordering Rules


Sales and Marketing>Setup>Accounts>Line Ordering
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Define invoice Line Ordering rules for transaction lines that you import into Receivables using AutoInvoice.  AutoInvoice uses these rules to 
order transaction lines;  When grouping the transactions it creates into invoices, debit memos, and credit memos.  You can assign a line ordering rule to each grouping rule.

Name
Description
Effective

From
Effective

To











<Order By>

Sequence
Transaction Attribute 
Type









































Setup Super User Tasks/Define AR Grouping Rules


Sales and Marketing>Setup>Accounts>Grouping Rules
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Define Grouping Rules that AutoInvoice will use to group revenue and credit transactions into invoices, debit memos, and credit memos.  
Grouping Rules specify attributes that must be identical for lines to appear on the same transaction.  AutoInvoice requires mandatory grouping on the 
transaction attributes Currency Code and Bill-To Customer (only one of each attribute is allowed per invoice).  Receivables automatically applies these 
required grouping rules to any additional transaction attributes that you assign to your Grouping Rules.  All attributes of the Transaction Flexfield are 
optional within a Grouping Rule and you can assign these attributes as optional grouping characteristics in the Grouping Rules window.

Name
Description
Line Ordering Rule
Effective

Start Date
Effective

End Date













<Transaction Class>
Class





<Group By>
Optional Grouping Characteristics











Setup Super User Tasks/Configure Current Environment

<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you are planning to use the OSM Current Environment functionality under the account tab in the OSM workbench, please proceed with this 
step.  The Current Environment region allows you to track the current install base or competitive install base of your accounts. 



Attention:  To configure the Current Environment site level folder under the account tab, you must be set up as the OSM: Current Environment Administrator.

Setup Territory Tasks/Define Territory Qualifiers


Sales and Marketing>Setup>Sales Organization>Territories>Qualifiers
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to enable the Territory Qualifiers that you will be using in your territory definitions.

Name
Enabled
Access
Description





































































































Setup Territory Tasks/Define Territory Groups


Sales and Marketing>Setup>Sales Organization>Territories>Groups
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  A Territory Group is the highest level definition and probably represents an organization within your enterprise, for example, field sales or telemarketing.  Within each group one more territory type can exist, and within each type you define your territories.

Name
Access
Number of Winners
Description
Enabled

























































































































Setup Territory Tasks/Define Territory Types


Sales and Marketing>Setup>Sales Organization>Territories>Type
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  A Territory Type is defined by a rank and one or more territory qualifiers.  Each territory group contains one more Territory Types.  Roll up 
territory are also defined in this step.

Type
Rank
Description
Territory Group
Access
Roll Up
Enabled

















<Qualifiers>
Name
Overlap

Allowed
Access
Description



















































Setup Territory Tasks/Define Territories


Sales and Marketing>Setup>Sales Organization>Territories>Territory
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  After you have enabled your territory qualifiers, created territory groups and territory types, you are ready to create your Territories.  Please 
note that Territories have a one-to-one correspondence with a Sales Representative or a partner..

Text

Value





Type



Name



Group



Rank



Access



Roll Up



Employee



Team Leader



Partner



Account Code



Description



Effective From



Effective To



Evaluate Access



Enabled



<Qualifiers>
Name
Value List
Match













<Values> 
Country
County
City
Zip
















Setup Opportunity/Forecasting /Define Sales Stages


Sales and Marketing>Setup>Opportunities>Sales Stages
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Opportunity Sales Stages are the components in your sales cycle or sales selling methodology.  The stages represent a point in the 
opportunity sales cycle and also correspond to a probability range (between 0 and 100) that an opportunity will close.

Name
Description
Win Probability

Minimum
Win Probability

Maximum
Effective Dates

From
Effective Dates

To
Enabled

































































































































































Setup Opportunity/Forecasting /Define Win Probabilities


Sales and Marketing>Setup>Opportunities>Win Probabilities
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Win Probabilities represent the current state of the opportunity.  They are used to determine how likely it is that an opportunity will close successfully.  Valid Win Probability values are between 0 and 100.  Additionally, you can link an opportunity status to your win probability.  This will automatically update an opportunity or opportunity line when the Win Probability is changed.  Through linking the Win Probability to an opportunity 
status, you can automate the relationship between the Win Probability and status.  When used in conjunction with the profile OSM: Opportunity Status 
Override, the link can help you enforce forecasting commitment rules for your sales organization.

Win Probabilities
Meaning
Opportunity Status
Effective Dates

From
Effective Dates

To
Enabled













































































































































Setup Opportunity/Forecasting /Define Order Entry Sales Channel


Sales and Marketing>Setup>QuickCodes>Order Entry
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Order Entry QuickCode Types.

QuickCode Type
Description







<QuickCodes>
Code
Meaning
Effective Dates

From
Effective Dates

To
Enabled





























































Setup Opportunity/Forecasting /Define Rolling Calendars


Sales and Marketing>Setup>Forecasts>Rolling Calendars
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to your set of Rolling Calendars here.  This entry can be done at any point in time after forecast periods are defined, so if you 
are not sure what you would like to do, you can skip this step and come back to it when your sales organization decides to make use of freezing forecasts.

Freeze Period
Number of Periods
Description
Enabled











<Periods>
Period
Description





































Setup Opportunity/Forecasting /Create Product Families


Sales and Marketing>Setup>Sales Organization>Inventory>Product Family
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  A Product Family is a grouping of products whose similarity in resource usage, design, and manufacturing process facilitates planning at an aggregate level. A Product Family cannot be a part of a Standard, Model, Option Class, or Planning Bill of Material.  Consequently, a Product Family is a 
single level bill.  Members of a Product Family can belong to one and only one product family.  You will be able to plan based on the planning percentages 
and effectivity of the Product Family members.

Organization



Item



Description





Main
Primary Unit of Measure



User Item Type



Item Status



<Conversions>
Standard
Item Specific 
Both











Inventory

Inventory Item



Stock able



Transactable



Revision Control



Reservable



<Lot Expiration (Shelf Life)>
Control



Shelf Life Days



<Cycle Count Enabled>

Negative Measurement Error



Positive Measurement Error



<Lot>

Lot Control



Starting Lot Number



Starting Lot Prefix



<Serial>

Number Generation



Starting  Number



Starting  Prefix



Locator Control



Restrict Locators



Restrict Subinventories





Bills of Material
BOM Allowed



BOM Item Type



Base Model





Costing

Costing Enabled



Inventory Asset Value



Cost of Goods Sold Account



Include in Rollup



Standard Lot Size





Purchasing
Purchased



Purchasable



Use Approved Supplier



Allow Description Update



RFQ Required



Outside Processing Item



Taxable



Unit Type



Tax Code



<Invoice Matching>
Receipt Required



Inspection Required



Default Buyer



Unit of Issue



Receipt Close Tolerance



Invoice Close Tolerance



UN Number



Hazard Class



List Price



Market Price



Price Tolerance %



Rounding Factor



Encumbrance Account



Expense Account



Asset Category





Receiving

<Receipt Data Controls>
Action



Days Early



Days Late 



<Valid Transactions>
Allow Substitute Receipts



Allow Unordered Receipts



Allow Express Transactions



<Overreceipt Quantity Control>
Action



Tolerance



Receipt Routing



Enforce Ship-To





Physical Attributes

<Weight>

Unit of Measure



Unit Weight



<Volume>
Unit of Measure



Unit Volume



<Container>
Container



Vehicle



Container Type



Internal Volume



Maximum Load Weight



Minimum Fill Percentage





General Planning

Inventory Planning Method



Planner



Make or Buy



<Min - Max Quantity>
Minimum Quantity



Maximum Quantity



<Order Quantity>
Minimum



Maximum



<Cost>
Order



Carrying  Percent



<Source>
Source Type



Source Organization



Source Subinventory



<Safety Stock>
Method



Bucket Days



Stock Percent



Fixed Order Quantity



Fixed Days Supply



Fixed Lot Size Multiplier





MPS/MRP Planning

Planning Method



Forecast Control



Planning Exception Set



Pegging



Shrinkage Rate



Round Order Quantities



Acceptable Early Days



<Repetitive Planning>
Overrun Percentage



Acceptable Rate +



Acceptable Rate -



<MPS Planning>
Calculate ATP



Reduce MPS



Planning Time Fence



Demand Time Fence



Release Time Fence



Planning Time Fence Days



Demand Time Fence Days



Release Time Fence Days





Lead Times

Preprocessing



Processing



Postprocessing



Fixed



Variable



Cumulative Manufacturing



Cumulative Total



Lead Time Lot Size





Work in Process

Build in WIP



<Supply>
Type



Subinventory



Locator





Order Entry

Customer Ordered



Customer Orders Enabled



Internal Ordered



Internal Orders Enabled



Shippable



OE Transactable



Default Shipping Organization



Picking Rule



Pick Components



Assemble to Order



Check ATP



ATP Components



ATP Rule



Ship Model Complete



Returnable



RMA Inspection Required



Collateral Item





Invoicing
Invoiceable Item



Invoice Enabled



Accounting Rule



Invoicing Rule



Tax Code



Sales Account



Payment Terms





Service
Support Service



Service Duration Period



Service Duration



Billing Type



Warranty



Coverage



Serviceable Product



Service Starting Delay



Setup Opportunity/Forecasting /Assign Product Family Members


Sales and Marketing>Setup>Sales Organization>Inventory>Product Family Members
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to assign Product Family Members.

Product Family





<Members>

Item
Description
Type
Forecast Control
Planning Factor





























































Setup Opportunity/Forecasting / Forecast Interest Setup


Sales and Marketing>Setup>Interest>Codes
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you would like to use the OSM volume (quantity) forecasting capabilities, use the extra columns that exist in the expected purchases, (set 
up for secondary interest codes).  Add a price to the secondary interest codes and link a product family to the secondary interest expected purchases.  This 
will allow you to perform volume forecasting for OSM using secondary interest codes in addition to performing the volume forecasting at the inventory 
item level.

Interest Type
Description
Account

Classification
Contact

Interest
Opportunity

Classification
Expected

Purchase
Current

Environment
Enabled



















<Primary Codes>

Code
Description
Enabled





















<Secondary Codes>

Code
Description
Enabled





















Setup Opportunity/Forecasting / Define Profile Options-Opportunity/Forecast


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Options-Opportunity/Forecast values.

Profile
Site
Application
User
Responsibility







OSM:  Product Organization





OSM:  Use Inventory





OSM:  Generate Opportunity System Notes





OSM:  No Opportunity Ceiling





OSM:  Opportunity Adjustment Filter





OSM:  Opportunity Competitor Entry





OSM:  Opportunity Delete Ceiling





OSM:  Opportunity Issue Entry





OSM:  Opportunity Probability Link





OSM:  Opportunity Status Override





OSM:  Forecast Calendar





OSM:  Forecast Current Freeze Period





OSM:  Forecast Currency Conversion Type





OSM:  Forecast Currency Conversion Date





OSM:  Forecast Confidence





OSM:  Forecast Price List





OSM:  Forecast Price Volume Margin





OSM:  Forecast Rolling Calendar Periods





OSM:  Forecast Upside Confidence





OSM:  Volume Forecasting Enabled





Setup Opportunity/Forecasting/Define Sales Quotas


Sales and Marketing>Setup>Forecasts>Sales Quotas
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  This task is necessary before your sales organization is able to perform sales or volume forecasting.  Setting up Sales Quotas will probably be performed on a periodic basis, so this step can be skipped if you are not ready to set up the quotas.  Please note that the sales quotas must be set up before 
sales representatives can forecast.
<Sales Quota for>
Employee
Sales Group
Partner











Interest Category

Period Name
First Name
Last Name
Type
Primary
Secondary
Quota Amount 
Revenue
















































Inventory Item

Period Name
First Name
Last Name
Inventory Item
Quota Amount 
Revenue




































Collateral Setup/Define Word Processors


Sales and Marketing>Setup>Promotions>Word Processors
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  To successfully create collateral requests and send collateral, you must attach a letter to the collateral requests.  The first step in creating letters 
is defining your Word Processor.

Text
Value




Name


Description


Patch


Executable Name


Letter Location Path


Merge File Location Path


<Merge File Delimiters>

Pre-field
Pre-record
Field Separator
Post-field
Post-record













Collateral Setup/Define Letter Profile Options


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Letter Profile Options. 
Profile
Site
Application
User
Responsibility







OSM:  Letter Code System Flag





OSM:  Letter Date Format





OSM:  Word Processor





Collateral Setup/Create Shared Letter


Sales and Marketing>Setup>
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  A personalized cover level must accompany all promotional mailings, such as a customer questionnaire, an event invitation, or a brochure.  
The letters window lets you access Microsoft Word for Windows or another word processor.  From the word processor you can create a cover letter that 
contains predefined mail merge tokens representing account, contact, or event information.  These letters can then be referenced in your collateral requests 
or another promotional mailing. 

In order for letters to be referenced in the collateral request you must enter the unique letter code in the Letter Code Field of the collateral Package.

Code


Name


Description


File Name


Word Processor


Owner (First Name)


Owner (Last Name)


Public


Country


Language



 Scripts
Code
Name
Type
Language


























Collateral Setup/Define Collateral in Inventory


Inventory>Setup>Sales Organization>Inventory>Master Items
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Collateral defined in inventory need to have the following characteristics to so that they can be imported into OSM:

A shippable item, A standard BOM item, Not a service item, A collateral item, Can be a kit.

Customer Order Enabled (must be orderable through the system) and must be available through Oracle Inventory.

Organization



Item



Description





Main
Primary Unit of Measure



User Item Type



Item Status



<Conversions>
Standard
Item Specific
Both











Inventory

Inventory Item



Stock Able



Transactable



Revision Control



Reservable



<Lot Expiration (Shelf Life)>
Control



Shelf Life Days



<Cycle Count Enabled>

Negative Measurement Error



Positive Measurement Error



<Lot>

Lot Control



Starting Lot Number



Starting Lot Prefix



<Serial>

Number Generation



Starting  Number



Starting  Prefix



Locator Control



Restrict Locators



Restrict Subinventories





Bills of Material
BOM Allowed



BOM Item Type



Base Model





Costing

Costing Enabled



Inventory Asset Value



Cost of Goods Sold Account



Include in Rollup



Standard Lot Size





Purchasing
Purchased



Purchasable



Use Approved Supplier



Allow Description Update



RFQ Required



Outside Processing Item



Taxable



Unit Type



Tax Code



<Invoice Matching>
Receipt Required



Inspection Required



Default Buyer



Unit of Issue



Receipt Close Tolerance



Invoice Close Tolerance



UN Number



Hazard Class



List Price



Market Price



Price Tolerance %



Rounding Factor



Encumbrance Account



Expense Account



Asset Category





Receiving

<Receipt Data Controls>
Action



Days Early



Days Late 



<Valid Transactions>
Allow Substitute Receipts



Allow Unordered Receipts



Allow Express Transactions



<Overreceipt Quantity Control>
Action



Tolerance



Receipt Routing



Enforce Ship-To





Physical Attributes

<Weight>

Unit of Measure



Unit Weight



<Volume>
Unit of Measure



Unit Volume



<Container>
Container



Vehicle



Container Type



Internal Volume



Maximum Load Weight



Minimum Fill Percentage





General Planning

Inventory Planning Method



Planner



Make or Buy



<Min - Max Quantity>
Minimum Quantity



Maximum Quantity



<Order Quantity>
Minimum



Maximum



<Cost>
Order



Carrying  Percent



<Source>
Source Type



Source Organization



Source Subinventory



<Safety Stock>
Method



Bucket Days



Stock Percent



Fixed Order Quantity



Fixed Days Supply



Fixed Lot Size Multiplier





MPS/MRP Planning

Planning Method



Forecast Control



Planning Exception Set



Pegging



Shrinkage Rate



Round Order Quantities



Acceptable Early Days



<Repetitive Planning>
Overrun Percentage



Acceptable Rate +



Acceptable Rate -



<MPS Planning>
Calculate ATP



Reduce MPS



Planning Time Fence



Demand Time Fence



Release Time Fence



Planning Time Fence Days



Demand Time Fence Days



Release Time Fence Days





Lead Times

Preprocessing



Processing



Postprocessing



Fixed



Variable



Cumulative Manufacturing



Cumulative Total 



Lead Time Lot Size





Work in Process

Build in WIP



<Supply>
Type



Subinventory



Locator





Order Entry

Customer Ordered



Customer Orders Enabled



Internal Ordered



Internal Orders Enabled



Shippable



OE Transactable



Default Shipping Organization



Picking Rule



Pick Components



Assemble to Order



Check ATP



ATP Components



ATP Rule



Ship Model Complete



Returnable



RMA Inspection Required



Collateral Item





Invoicing
Invoiceable Item



Invoice Enabled



Accounting Rule



Invoicing Rule



Tax Code



Sales Account



Payment Terms





Service
Support Service



Service Duration Period



Service Duration



Billing Type



Warranty



Coverage



Serviceable Product



Service Starting Delay



Collateral Setup/Define Collateral Categories


Sales and Marketing>Setup>Promotions>Collateral Categories 

<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Collateral Categories can be defined in OSM to logically partition OSM collateral.  Through the use of collateral categories, collateral items 
will be easier to find.

Name
Description
Enabled 









<Collateral Item>

Code
Inventory Item
Name
Status
Description





























































Collateral Setup/Define Profile Options Collateral


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Profile Options.

Profile
Site
Application
User
Responsibility







OSM:  Use Inventory





OSM:  Collateral Category





OSM:  Collateral Code System Flag





OSM:  Collateral Fulfillment Method





OSM:  Collateral Letter





OSM:  Collateral Orders to Process





OSM:  Collateral Organization





OSM:  Max Number of Collateral Items





OSM:  Freight Carrier





OSM:  Freight Carrier Source





OSM:  Order Entry Collateral Order Source





OSM:  Order Entry Collateral Order Type





Collateral Setup/Import Collateral from Inventory


Sales and Marketing>Concurrent Request>Run
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you are using Oracle Inventory to store your collateral items, you can now run the concurrent program, Create Collateral Pieces from 
Collateral Inventory Items, to import Oracle inventory collateral into OSM.

Collateral Setup/Define Collateral Kits


Sales and Marketing>Setup>
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  OSM Collateral Kits can be either public or personal kits.  For Setup purposes, you will probably only want to define public kits.  Kits can 
consist of one or more pieces of OSM collateral.  If your collateral fulfillment method involves the standard OSM integration with Oracle Order Entry, you 
will want to limit your kit items to OSM collateral pieces linked with inventory.

Kit Code
Kit Name
Price List
Description
Enabled













<Kits Contents>
Code
Inventory Item
Name
Quantity


























Setup Quotes/Link Price List to Customers


Receivables>Customers>Standard
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define price lists at the customer, address, or site use level for use with OSM quotations.



Attention:  See Define Customers:
  Receivables>Customers>Standard

Setup Quotes/Link Promotions to Price List-ads


Sales and Marketing>Setup>
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  OSM quotes can use the advertisement price list while creating a quote for the responding contact.

Code
Name
Status
Agency
Media Type
Country
Language
Price List



















<Publication>
Type
Name







Description





<Cost To Publish>
Currency
Expected
Actual









<Responses>
Expected
Actual
Target Reach









<Run Dates>
From
To







Setup Quotes/ Link Promotion to Price List-Collateral


Sales and Marketing>Setup>
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If a contact responds after receiving this collateral, OSM quotes can use the collateral price list while creating a quote for the responding 
contact.

Code



Name



Description



Enabled



Inventory Item



Item



Status



Quantity on Hand



Kit



Price List



<Cost>

Currency
Expected
Actual
Chargeback











<Responses>

Expected
Actual







Country
Language







Setup Quotes/Define Word Processors


Sales and Marketing>Setup>Promotions>Word Processors
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define your Word Processor.

Name


Description


Patch


Executable Name


Letter Location Path


Merge File Location Path


<Merge File Delimiters>

Pre-Field
Pre-Record
Field Separator
Post-Field
Post-Record













Setup Quotes/Define Letter Profile Options


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description: Use this form to define Letter Profile Options. 
Profile
Site
Application
User
Responsibility







OSM:  Letter Code System Flag





OSM:  Letter Date Format





OSM:  Word Processor





Setup Quotes/Create Shared Letter


Sales and Marketing>Setup>
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  OSM provides print quote capabilities through the use of Microsoft Word for Windows.  From the word processor you can create a cover 
letter that contains predefined mail merge tokens representing account, contact, or quote information.  These letters can then be used to print quotations to 
send to potential customers.

Code


Name


Description


File Name


Word Processor


Owner (First Name)


Owner (Last Name)


Public


Country


Language



 Scripts
Code
Name
Type
Language


























Setup Quotes/ Define Profile Options-Quotes


Sales and Marketing>Setup>Profiles
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  Use this form to define Quotes Profile Options.
Profile
Site
Application
User
Responsibility







OSM:  Product Organization





OSM:  Quote Automatic Numbering





OSM:  Quote Discount Privilege





OSM:  Quote Duration





OSM:  Quote GSA Check





OSM:  Quote Letter





OSM:  Quote Order Entered State





OSM:  Quote Order Source





OSM:  Quote Order Type





OSM:  Quote Use Order Entry





OSM:  Quote Use Receivables Tax





OSM:  Turn Prospect into Customer at Order Time





Setup Sales Organization/Define Sales Related Jobs


Sales and Marketing>Setup>Sales Organization>Sales Related Jobs
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you have set up your Sales Organization people in HR, such that a set of job titles is commonly used for defining your sales representative, 
then you can use this step to bring over your Sales Organization into the OSM Sales Force.  This is a simple two step process of defining the Sales Related 
Jobs in the form and then pressing the button, Update Sales Force, to extract the people in HR to OSM.  This process can be rerun to import new people 
from HR into the OSM Sales Force.

Job Name




























 Update Salesforce
Setup Sales Organization/Define Sales Force


Sales and Marketing>Setup>Sales Organization>Sales Force
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  If you need to manually set up employees in the Sales Force you can do so here.  Later on, you can use this form to inactivate Sales Force 
members, remove members from a sales group, or reassign members to a different sales group.



Employee

First Name
Last Name
Job Title
Active
Sales Group
Manager
Client Number
Salesrep Number 



























































































Setup Sales Organization/Define Sales Partners


Sales and Marketing>Setup>Sales Organization>Sales Force
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  The list of possible partners comes from the list of companies (ra_customers) in the database.  In addition, you can link a partner to a Sales 
Force member.  If you combine the partner link to the Sales Force member, with the profile:  OSM:  Managing Employee Has Access, then the Sales Force 
member will have access to the data that the partner is working with.



Partners

Partner
Partner Account

Code
City
Managing Employee 

First Name
Managing Employee 

Last Name
Primary Contact 


First Name
Primary Contact Last Name
Active


















































































Setup Sales Organization/Define Sales Groups


Sales and Marketing>Setup>Sales Organization>Sales Groups
<Company Short Name> Process:
<Process Name>
Business Area:  
<Business Area>
Date:  
<Date>

Control Number:  
<Control Number>
Priority(H, M, L):  
<Priority (H, M, L)>
Process Owner: 
<Process Owner>

Description:  This structure is used for determining reporting purposes in OSM for forecasting and data access.  From a forecasting perspective, the 
hierarchy determines how the forecasts rollup through your organization.  From a data access perspective, the hierarchy provides a mechanism for 
managers to view their subordinates information, accounts, opportunities, activities, forecasts, and so on.
<Sales Group>
Name



Description



Manager (First Name)



Manager (Last Name)



Parent Sales Group



Effective From



Effective To



Accounting Code



Enabled



Open and Closed Issues for this deliverable

Add open issues that you identify while writing or reviewing this document to the open issues section.  As you resolve issues, move them to the closed issues section and keep the issue ID the same.  Include an explanation of the resolution.

When this deliverable is complete, any open issues should be transferred to the project- or process-level Risk and Issue Log (PJM.CR.040) and managed using a project level Risk and Issue Form (PJM.CR.040).  In addition, the open items should remain in the open issues section of this deliverable, but flagged in the resolution column as being transferred.

Open Issues

ID
Issue
Resolution
Responsibility
Target Date
Impact Date




































Closed Issues

ID
Issue
Resolution
Responsibility
Target Date
Impact Date
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