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Industry Overview

The industry overview contains the following topics:
[] Industry environment and concepts for the Sales Configurator system

[] Idea to Action: The Competitive Advantage

Industry Environment and Concepts for Sales Configurator

Customers today are requiring manufacturers to build complex product
configurations that follow their detailed specifications. Manufacturers build this
basic product to customer specifications and may even provide some level of
customization.

Configured items are products specified by the customer and are not a
make-to-stock item that can be bought off-the-shelf. Since configured products
are specified by a customer, features and options are associated with the final
product. Thus, technically speaking, infinite combinations of the end item could
exist.

In addition, customers want improved service, in terms of detailed, real-time
information at order entry, as well as shorter lead times from order to delivery
of the product.

Manufacturers are trying to respond to the pressure and opportunities presented
by their customers’ configuration and customization needs. Currently, the
industry struggles with manual paperwork, slow response times, lack of systems
integration, and product volume versus complexity. Manufacturers need the
agility to provide specialized (configured) products at a competitive price.

In order to be agile, manufacturers require assistance inputting customer
specifications that create a valid configuration of an end product. Manufacturers
then need to communicate the customers’ requirements to the rest of their
organization. A company’s sales, manufacturing, and service organizations need
a fast, accurate, and flexible system to rely on.

Methods Used Today

Basically, three different approaches are employed to handle complex product
configurations. The first approach is to create unique end part numbers. This
approach creates a part number for every combination of features and options
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Sales Configurator

that build a viable end item product. This method can be cumbersome and not
conducive to change because there are just too many numbers to effectively
manage.

The second approach is to create generic end part numbers with extended
manual descriptions. Critical information about the features and options
included on a final product is embedded in the text. All inventory records in the
system appear as the same product because it bears the same part number even
though the features and options may be different on each end item. Thus, this
technique leaves a poor audit trail for parts, priority and capacity planning are
limited, and costs are distorted. These results occur because the (software)
system has no way to retrieve and use the embedded text information.

The third approach is to use a configurator, a tool developed to handle
complex products.

Definition of a Configurator

The configurator is a tool that automates the selection and configuration of
highly complex products. Highly complex products have related features and
options. A relationship results when an association or correlation between the
features and options or associated parts exists within its subassemblies. A
configurator allows a manufacturer to configure its existing product to
customers’ detailed and specific requests. It guides users to create a customized
end item product through product definition (features and options), rules, and
calculations. The result is a valid, highly configured product.

The configurator was historically termed a “product configurator” because it
configured an end item product to customer specifications. Although the
configurator performs the same function, the new terminology for a
configurator is “sales configurator” because configurators are fast becoming a
vital part of automating the sales process.

Configurators are used to assist sales order entry personnel during the sales
process. The information gathered and generated during sales order entry is
then communicated to the organization to support manufacturing and
distribution processes.

Using a Configurator in Your Business

It is important to understand your business environment. Configurators are
suited to to-order manufacturing environments. The basic to-order environments
are:

e Pick-To-Order: The pick-to-order environment is basically the selection of
kits (parts list of components). The pick-to-order environment can use kit
processing or a configurator. The tool used depends on the product
specifications. In general, kit processing should be able to process
features and options. Usually, no relationship exists between the kits or
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Industry Overview

the parts in each individual kit. All combinations of kits and parts are
allowed. Thus, the kit processing technique can be used for validation.
Kit processing may not be appropriate for complex specifications or
conditional part requirements.

An example of a pick-to-order environment is the computer industry.
When a monitor, printer, and other items are chosen, kits are selected to
include the appropriate cable, user guides, packaging materials, and so
on that are required to ship with the customer’s product.

e Assemble-To-Order: Assemble-to-order manufacturing is where the
customer is met after the features and options have been fabricated, but
before final assembly of the product. Thus, the raw material and
components are built up to some subassembly level called features and
options. After the customer has communicated specifications, the
subassemblies are built up into the final end product.

An example of an assemble-to-order environment is the touch-free car
wash machine. Although there are relationships between the features and
options, the individual features, options, and frame can be
sub-assembled. After the customer’s specifications are identified, the
feature and option subassemblies can be mounted to the frame to build
the final complete machine.

e Make-To-Order: In make-to-order manufacturing, the customer
communicates specifications before production at any level in the product
structure begins. No subassemblies exist in this manufacturing method,
only raw material and components. Production begins once customer
specifications are identified.

Examples of this production method are building products (lumber),
windows, and doors. These are make-to-order products because the
customer must specify the length, width, thickness, finish, style, and other
attributes of these products before any production can begin.

e Engineer-To-Order: Engineer-to-order starts at the raw material and
component level, and builds to the end item. No features and options
exists at all in an engineer-to-order environment. Usually,
engineer-to-order products are so specialized and for such a specific use
that only one end item is ever built. However, the use of the processes to
build the product and some common components may be prevalent.

Examples of engineer-to-order end item products are space shuttles,
satellites, custom homes, and architectural projects such as buildings and
bridges. These products are usually built to special specifications only
once.

A configurator is best suited for assemble-to-order and make-to-order
manufacturing environments. Kit processing is usually better suited to
pick-to-order environments as long as there are no relationships between
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kits or components within kits. An engineer-to-order environment
produces one-of-a-kind items that may never be built again. Thus,
investing in a configurator and the associated setup would not be cost
effective.

Understanding Your Product

You need to understand your product and manufacturing processes. To assist
you in better understanding your product and manufacturing processes, you
should do extensive data gathering and product analysis.

To understand your manufactured product, gather and review sales and
marketing materials. Determine the sales and marketing understanding of your
product’s features, options, final product, and relationships. What is presented
to the customer?

Review engineering drawings and bills of material. Also, review manufacturing
routings for manufactured items and assemblies (features, options, final
product). Determine how engineering and manufacturing view the product.
How is the product defined and manufactured?

Conduct interviews with sales and marketing, sales order entry, manufacturing,
assembly, and engineering personnel to better define and understand the
features, options, final assembled product and the relationships between these
components. Determine whether everyone has the same understanding of the
product, and if not, clarify discrepancies.

Assessing the Need for a Configurator

After you determine your business manufacturing environment and gained an
understanding of your product’s features, options, final assembled product, and,
most importantly, the relationships that may exist between them, you can
determine if you need a configurator.

If a product with no relationship between the features and options or associated
parts within those subassemblies is manufactured in a to-order environment,
then kit processing may be the best tool. However, a configurator is not a cost
effective tool for complex, one-of-a-kind end items manufactured in an
engineer-to-order environment.

A basic decision point in determining the need for a configurator is that the
final manufactured product is complex and is based on customer specifications.
There is also a relationship between features and options where some may not
be compatible with others. Manufacturing routings and product pricing also
changes based on the final end item configured product.

If the relationships between features and options need to be defined to prevent
invalid product configurations in your to-order manufacturing environment,
then a configurator may be the tool for your company.
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Benefits of a Configurator

Although a sales configurator requires an intensive, detailed front-end setup, it
provides the following benefits. You can:

e Specify features and options

e Establish relationship(s) between features and options
e Generate a configured parts list

e Create a configured routing

e Establish a configured price

e Reduce order lead time

e Improve customer service

e Create fewer end part numbers

e Produce a configuration audit trail

When selling complex, highly configurable manufactured products, the
presentation and quoting assistance provided by a configurator can be a
powerful sales tool. From a sales order entry standpoint, personnel do not need
to know the product intimately to be able to enter a sales order. The
configurator leads them through the configuration and provides error messages
so that the customer can order a valid configured product. Personnel also have
the ability to communicate real-time information such as price and weight to
customers.

After an order is complete and accepted by the customer, the sales order
communicates appropriate and correct information to manufacturing and
distribution. An integrated system facilitates a correct product build in a timely
manner.

Although a configurator requires detailed setup, as well as timely and careful
maintenance for product changes, it is a powerful tool whose benefits cannot
be overlooked. A sales configurator communicates accurate customer
specifications and product requirements throughout the entire organization.
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Idea to Action: The Competitive Advantage

The following list contains examples of typical problems with the configuration
process, the Idea to Action that will resolve each problem, and the return on

investment.

We can’t change fast
enough to respond to
our customer’s
customization needs
and
multiconfigurations.

High Tech/Electronics
Industry - We can’t
change fast enough to
respond to customer’s
customization needs
and
multiconfigurations.

The Sales Configurator system is a business enabler
for configuring manufactured and assembled end
item products. The Sales Configurator system
features seamless integration to the Inventory
Management system, Sales Order Management
system, and the Manufacturing and Distribution
modules. The Sales Configurator system allows you
to create configured bills of material, routings,
pricing, and other important business information.
Customer service levels are increased by providing
real-time configured product specifications and
information at sales order entry. Seamless integration
from the front office to the back office improves
communication with other departments within the
company, which, in turn, improves product quality
by reducing errors.

The Sales Configurator system is a business enabler
for configuring manufactured and assembled end
item products. The Sales Configurator system
features seamless integration to the Inventory
Management system, Sales Order Management
system, and the Manufacturing and Distribution
modules. As design-to-market speed becomes
increasingly important, the rules-based Sales
Configurator system becomes a staple in the
electronics industry. For example, Gateway stocks
assemblies but does not configure a computer until
it is ordered by the customer.
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The Industrial
Commercial Equipment
(ICE) usually
incorporates complex
assemblies and
mechanisms and
sophisticated control
systems. They are
usually highly
engineered and highly
customized with many
modifications.

We have so many
relationships between
our product features
and options that our
sales order entry
personnel are not
always able to order
them properly. We find
many problems when
we build the products
on the manufacturing
floor.

High Tech/Electonics
Industry - Our product
pricing structure for
configured items is so
complex that we are
unable to give our
customers real-time
pricing at order entry.

IFA - We can build our
product to a certain
point and then stock it.
We can then customize
the stocked item to
customer specifications
at the last operation.
How can we
communicate this
information to
manufacturing?

OneWorld Xe (9/00)

The Sales Configurator system is a business enabler
for configuring manufactured and assembled end
item products. The Sales Configurator system
features seamless integration to the Inventory
Management system, Sales Order Management
system, and the Manufacturing and Distribution
modules. The Sales Configurator system provides the
ability to expand customers’ choices while reducing
order lead times. The rules-based Sales Configurator
system decreases engineering involvement in the
front end. Use of status codes integrated with the
Sales Order Management system allows changes to
be made up to a specified point in the
manufacturing process.

The Sales Configurator system is a business enabler
which can be used to solve this problem. You can
define the features and options, as well as the
relationship and limitations between those features
and options. Sales order entry personnel do not
need in-depth product knowledge. The Sales
Configurator system communicates the validity of a
customer’s choice of features and options through
error messages and other visual cues. Upon
completion of order entry, you have a configured
bill of material and routing to use in manufacturing
the product.

Use the Advanced Pricing system in conjunction
with the Sales Configurator system to create accurate
and timely pricing at sales order entry. Because
configurations are determined at the time of order,
electronics industry companies use advanced pricing
to provide customers with automatic price quotes at
the time of ordering.

Use the Store and Forward feature in the Sales
Configurator system to enable communication of
customer requirements when it fits your process.
The IFA industry is moving towards a
to-order/postponement environment whereby
standard configurations are built and inventoried,
and then customized at the last possible point in the
manufacturing process. Store and Forward, used
with the Sales Configurator system, allows sales reps
to work with the client on-site and transfer the data
at a later time.
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We have special
calculations that need to
be run when creating a
new order.

When we create sales
orders, all the detail
information is included.
In most cases, the
customer doesn’t need
to see the information
and it just crowds the
sales order. We want to
print only the pertinent
lines on the customer
sales order.

Increased customization
of products for
customers increases
process simplification
with production.

Use the Advanced Assembly Inclusion Rule features
in the Sales Configurator system to enable your
order entry. You can take advantage of segment
referencing, algebraic formulas, trigonometric and
logarithmic functions, substrings, concatenations,
external field references, external business function
references, configured tables, and smart parts. You
can perform calculations during product
configuration validation. Thus, calculated values are
available for use by sales order entry personnel and
the customer.

Use the Assembly Inclusion Rule feature in the Sales
Configurator system to customize the sales order.
Use P Assembly Inclusion Rules to add parts to the
sales order and work order parts list and use Q
Assembly Inclusion Rules to add parts to the work
order parts list only. These assembly inclusion rules
allow you to customize your sales order and work
order parts list to communicate appropriate
information.

One way to simplify production processes is to use
the Sales Configurator system, which creates
configured bills of material and routings. Seamless
integration from the front office to the back office
improves communication between sales order entry
and manufacturing. This integration improves
product quality and reduces errors. This process, in
turn, can increase throughput and allow for process
simplification.
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Sales Configurator Overview

Many manufacturers sell configured items. A configured item is a product that is
assembled from an arrangement of features and options. Features and options
might include size, capacity, power rating, color, materials used, and so on. For
example, a forklift is a configured item assembled from an arrangement of
features and options that might include the power source, counterweight, paint
type and color, as well as the boom assembly, the engine type, the hydraulics
system, and so on.

Additional examples of configured items include:

e Furniture and fixtures

e Paper products

e Building products

e Commercial printing

e Control and measurement equipment
e ‘Transportation equipment

e Windows, doors, and other dimensional products

When customers place orders for configured items, they expect to be able to
specify features and options about the items. The J.D. Edwards’ Sales
Configurator system allows you to respond to complex customer orders for
configured items. Using the Sales Configurator system, you can assemble a large
variety of configured items from relatively few components. You can set up
configurations of features and options that constitute the configured items that
you want to have available for sale, based on your best business practices and
the needs of your customers.

When you enter a sales order for a configured item, the Sales Configurator
system will query you about the features and options of the item that has been
requested. After you respond to the query about the configured item, the system
verifies the information that you provide against the setup information that you
previously defined. If the configuration is valid, the system processes the order.

J.D. Edwards also offers kit processing that enables feature and option
processing. However, kit processing might not be appropriate for features or
complex specifications such as conditional part requirements. The Sales
Configurator system is appropriate for items that:

e Are complex

OneWorld Xe (9/00) 1-11
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e Require routings that change based on features or options
e Include features that are not compatible with other features
e Require multiple work orders to define an assembly
Using the Sales Configurator system, you can do the following to facilitate your
best business practices:
e Use fewer end-part numbers
e Create dynamic work order parts lists and routings
e Create order history and configuration audit trails
e Improve order accuracy
e Shorten lead times
e Provide better margin information

e Improve customer service

System Integration

The Sales Configurator system is a front office to back office product. It
integrates sales to manufacturing, from sales order entry to work order
generation and shipping the product to the customer.

The Sales Configurator system is a business enabler for configuring
manufactured and assembled end-item products. The Sales Configurator system
features seamless integration to the Inventory Management, Sales Order
Management, Manufacturing and Distribution systems.

With the Sales Configurator system you can define the features and options, as
well as the relationship and limitations between those features and options. Sales
order entry personnel do not need in-depth product knowledge. The
configurator will communicate the validity of a customer’s choice of features and
options through error messages and other visual cues. Upon completion of order
entry, you have a configured bill of material and routing to use in manufacturing
the product.

The Sales Configurator system works with other J.D. Edwards systems to
generate the following:

e Sales orders

e Parts lists

e Routings

e Work orders

e Price information

1-12 OneWorld Xe (9/00)
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e Work order costing

e Invoices

The following illustration shows the integration of the Sales Configurator system:

e Configured item segments

® Crosssegment editing rules

® Assembly inclusion rules

® Configured table information

Configurator Setup

Customer
Request

l

e ® Sales orders
® Wwork orders

=
Sales Order
Entry

|

® Work order parts list
® Routing

® Prices

e Standard costing

Process Work Orders

Enterprise Requirements Planning and Execution Review

The Sales Configurator system is one of many systems in the Enterprise
Requirements Planning and Execution solution.

Use the Enterprise Requirements Planning and Execution system to coordinate
your inventory and labor resources to deliver products according to a managed
schedule. It is a closed-loop manufacturing system that formalizes company and
operations planning, and the implementation of those plans.
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The Enterprise Requirements Planning and Execution system includes the
following J.D. Edwards systems:

ERPX

Enterprise Requirements Planning and Execution

Strategic
Business
Plan

Product Data Management
(Systems 30 and 48)
Product Costing (System 30)

Sales Configurator
(System 32)

Inventory Management

(System 41) A

Sales Order Management ; Resource Requirements Plannin /
(Systems 40 and 42) Ta;tlcal (s)c/‘stem 33) 9
an

Forecasting
(System 36)

Distribution Requirements A

Planning (System 34
9 Gy ) Rough Cut Capacity Planning
(System 33)

Master Production Schedule o . |

(System 34) perational : : .
Plan Capacity Requirements Planning
(System 33)

Material Requirements Planning
(System 34)

Procurement Management
(Systems 40 and 43)

Shop Floor Control Execution
(System 31)

Manufacturing Accounting
(System 31)
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Terms and Concepts

Configured item

Segment

Configured string

OneWorld Xe (9/00)

A configured item is a product that is assembled from an
arrangement of features and options. Features and options
might include size, capacity, power type, color, materials
used, and so on.

You can specify the features and options that constitute a
configured item. These features and options are referred
to as segments in the Sales Configurator system. Each
segment represents a characteristic of the configured item.
For example, the forklift used in the demo data
(configured item 6000) includes the following segments:

Forklift rating  (segment 10)
Power Type (segment 20)
Boom height  (segment 30)
Paint (segment 40)

You can further specify the options available within each
segment. For example, the following are available options
within the forklift rating segment:

e 2000 pounds
e 4000 pounds
e 6000 pounds

When you enter a sales order for a configured item, the
system joins the segments and displays the configuration
as a string of values separated by delimiters. Each value
represents a segment. For example, a configured string for
item 6000 (forklift) might be:

2000/PROPANE/08/STD/3587.4659217

2000 (pounds) is the forklift rating
PROPANE is the power type

08 (feet) is the boom height

STD is the paint type and color
3587.4659217 (pounds) is the calculated
counterweight
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Multilevel configured
item

Cross-segment editing
rules

Assembly inclusion
rules

You can create configured subassemblies within a
configured item. A configured item, such as a forklift, is
sometimes referred to as multilevel configured item
because it includes subassemblies such as the boom,
engine, hydraulics and so on. Each subassembly can also
include a subassembly, such as the carburetor assembly
within the engine. You can think of a multilevel
configured item as having a tree structure or hierarchy, for
example:

1. Forklift
2. Engine
3. Carburetor

The Sales Configurator system validates subassemblies the
same way it does for end-product configured items. The
segments included in each subassembly must be valid
when the system queries against the setup information
that you provided.

See the graphic at the end of this overview for an example
of a multilevel configured item.

Cross-segment editing rules are logic statements that you
use to establish the relationships among the segments of a
configured item. For example:

If segment 10 (forklift rating) = 6000 pounds, then
segment 30 (boom height) must = 12 (feet) else segment
30 must be <= 10 (feet).

By using cross-segment editing rules, you can avoid
invalid configurations, and end-users will be less likely to
enter invalid sales orders. The system validates the
segments on the sales order against the cross-segment
editing rules. Error messages appear for configurations
that violate the rules.

Assembly inclusion rules translate requested features and
options from the sales order into the specific values,
components, operations, and calculated values that are
necessary to build and price the configured item. For
example:

If segment 10 = 6000 and segment 30 >= 10, then use part
F170, else use part F175.

OneWorld Xe (9/00)
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Analyzing Your Configured Items

Before you work with the Sales Configurator system, ensure that you can answer
the following questions about your configured items:

e How do your customers order the configured item?

e How will you price the configured item?

e Which features and options make up the configured items?

e Which routings do the configured items require?

e Which calculations are required to support prices, features and options,

components, and routing steps?

The answers to these questions (and similar questions as they arise) help you
determine which features and options to consider for possible inclusion in the
configured items that you intend to make available to your customers. You will
also have solid information from which to develop the best strategy for
assembling the configured items. Determining your strategy for assembling
configured items can save time during the initial system setup and facilitate
subsequent adjustments.

Problem to Solve

Industrial Commercial Equipment (ICE) usually incorporates complex assemblies
and mechanisms, and sophisticated control systems. They are usually highly
engineered and highly customized with many modifications.

Solution

The Sales Configurator system provides the ability to expand customers’ choices
while reducing order lead times. The rules-based Configurator decreases
engineering involvement in the front end. Use of status codes integrated with the
Sales Order Management system allows changes to be made up to a specified
point in the manufacturing process.

Features

The Sales Configurator system enables you to perform the following functions:

e Specify a variety of features and options within configured items

e Establish relationships among segments to prevent invalid product
configurations

e Define multilevel configured items

e Define multiple work orders resulting from and associated to each level of
multilevel configured items

OneWorld Xe (9/00) 1-17
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e Establish default values or ranges for options and features
e Calculate values for options with algebraic definitions
e Create generic rules to use across branch/plants

e Create assembly inclusion rules that control price adjustments, routings,
and parts

e Define a table of values that is referenced by assembly inclusion rules

The Sales Configurator system creates configured bills of material, routings,
pricing, and other important business information. Customer service levels are
increased by providing real-time configured product specifications and
information at sales order entry. Seamless integration from the front office to the
back office improves communication with other departments within the
company. This process, in turn, improves product quality by reducing errors.
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Tables

The Sales Configurator system uses the following tables:

Configured Item
Segments (F3291)

Cross-Segment Editing
Rules (F3292)

Configurator Constants
(F3209)

Values Detail (F32921)

Range Detail (F32922)

Assembly Inclusion
Rules (F3293)

Configured String
History (F32943)

Configured String
Master (F32944)

Configured String
Segments (F32942)

Configured String Detail
(F32945)

Rules Table Definition
(F3281)

Configured Item/Rules
Table Cross-Reference
(F3282)

Rules Table Value
Definition (F32821)

OneWorld Xe (9/00)

Contains the segments for the configured items defined on
the Item Master and Branch/Plant

Defines the relationships among the segments of
configured items

Stores constants that you define to control processing at
the branch/plant level

Stores the *VALUES definitions for cross-segment editing
rules and assembly inclusion rules

Stores the *RANGE definitions for cross-segment editing
rules and assembly inclusion rules

Stores the components, routings, calculations, and price
adjustments for configured items

Stores the history for the configured items of all the
configurations ordered

Contains the configured string identifier for each
multilevel configuration

Stores the configured string for each multilevel segment

Stores the segment values for each configured string. It is
also used to identify the segment level in the
configuration.

Stores table information such as description, table type,
number of segments, and return values

Defines which segment values will be used as keys to
refer to tables for each configured item

Defines calculated segments, which will be populated
with the returned values
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Table Detail (F3283)

Item Master (F4101)

Branch/Plant (F4102)

Item Location (F41021)

Cost Ledger (F4102)

Base Price (F4106)

Sales Order Detail
(F4211)

Sales Order Header
(F4201)

Configurator Store and
Forward Segments
(F3294Z)

Configurator Level
Sequence (F3296)

Configured Level
Sequence Tag (F3296T)

Configured Price/Cost
Adjustment (F32961)

Configurator Detail
Price/Cost Adjustment
(F329611)

Stores the actual table values (parts, prices, and so on) for
each combination of segment key values that you define
for the table

Stores basic information about each item in inventory,
such as item numbers, description, category codes, and
units of measure

Stores branch/plant information, such as quantities and
branch level category codes

Stores primary and secondary locations for an item

Stores cost information for an item

Stores base price information for an item

Defines which level of the configured item is related to a
component and defines complete information for each
line of the sales order

Maintains the billing instruction, address, and delivery
information for a customer order

Defines the answers to each segment question recorded
during store-and-forward order entry

Defines relationships between sales order components
and the configuration hierarchy

Defines sales order components that were added by the
user and not from the rules-based processing (OneWorld
usage only)

Defines the relationships between (x) rules based
price/cost adjustments and detail sales order line items.
This table is a summarized table by line type.

Defines the relationships between rules based detailed
price and cost adjustments, summarized adjustments, and
detail sales order line items. The table also indicates price
and cost adjustments added by the user and not from
rules-based processing (OneWorld usage only).
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Menu Overview

The J.D. Edwards Sales Configurator system uses the following menus:

Menu Overview - Sales Configurator
Configurator G320

System Setup
» Configurator Setup G3241

g Daily Processing
| » Configurator G32

OneWorld Xe (9/00) 1-21
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Example: Multilevel Configured Iltem

The graphic below is an example of a multilevel configured item, a forklift (item
6000). Its subassemblies include the boom (item 6100) and fork (item 6200). For
the forklift item and its subassemblies, segments represent features and options.

L Items
B segments

(Forklift)

1-22

= Forklift Rating

Segment 10
Required

Power Type
Segment 20
Required

Boom Height
Segment 30
Required

Paint

Segment 40
Optional

Propane Tank
Segment 50
Optional

Calculated Counter Weight

Segment 60
Calculated

L[] Item 6100 (Boom)
u Lift Speed

Segment 10
Required

Iltem 6200 (Fork)

Fork Type

Segment 10
Required

To access English documentation updates, see
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Sales Configurator Setup

You must set up the Sales Configurator system before you can enter sales orders
for configured items.

Setting up the Sales Configurator system consists of the following tasks:
[l Understanding setup prerequisites

Setting up constants

Setting up segments

Setting up cross-segment editing rules

Understanding assembly inclusion rules

I T T N A I

Setting up assembly inclusion rules
[ Setting up tables
You set up the following information for the Sales Configurator system:

e Configured item information

e Constants

e Segments

e (Cross-segment editing rules

e Assembly inclusion rules

e Tables
The Sales Configurator system constants control processing for your business.
For example, you use constants to control:

e Branch/plant-specific information about work order processing

e Sales quote processing

e Availability checking

e Whether calculated segments appear

OneWorld Xe (9/00) 2-1
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Segments are the features and options of a configured item. Segments represent
product characteristics such as color, material, or size. You assign numbers to
each segment of the configured item for clarification purposes. Information from
the Display Order field determines the order in which you specify the segment
value during sales order entry.

You set up cross-segment editing rules with logic statements to establish the
relationship between the segments. Use these rules to prevent invalid
configurations during sales order entry. You can define custom error messages
for a cross-segment editing rule.

Assembly inclusion rules process requested features from sales order entry into
the specific components and routing operations necessary to build the
configured item. Different types of assembly inclusion rules allow you to define:

e Components

e Price/cost adjustments

e Routings

e (Calculated values

e Hot spot values

You can also set up tables for assembly inclusion rules to reference information
based on segment values.

You can define tables for components, prices, and calculated values. Using tables
reduces the number of required rules, simplifies rule maintenance, and improves
processing time.

OneWorld Xe (9/00)
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The Sales Configurator system works with other J.D. Edwards systems. Before
you set up the Sales Configurator system, you should be familiar with the
following systems:

e Inventory Management
e Sales Order Management
e Product Data Management
Note: The information provided here is specific to setting up the Sales

Configurator system. For more information regarding set up of these systems,
please refer to the respective guides.

Inventory Management

The Inventory Management system stores item information, sales and purchasing
costs, and quantities available by location. Within the Sales Configurator system,
you use Inventory Management to set up item information for configured items
and their components and configured subassemblies. Programs in the Inventory
Management system define your configured item information, such as how the
item is identified and stocked.

You enter Item Master information that is unique to the item across all
branch/plants such as stocking and pricing information. You also enter
branch/plant information that is unique to an item for a specific branch/plant,
such as lot and lead time information.

When processing Item Master Revisions, select C for configured item in the
Stocking Type field.

You have several options for pricing a configured item. Choose from the
following pricing methods:
e Total the list prices of components to determine the configured item price
e Use the list price of the configured item
e Use assembly inclusion pricing rules to determine the price

e Total the discounted price of components

OneWorld Xe (9/00) 2-3
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Price adjustment, or X assembly inclusion rules, can be used to affect the price
for the configured item, regardless of the price method selected.

See Also

For more information on entering item or branch/plant information, see the
following chapters in the Inventory Management Guide:

e [Entering Basic Item Information

e Entering Branch/Plant Information

Sales Order Management

The Sales Order Management system controls all aspects of processing sales
orders. The Sales Configurator system works with the Sales Order Management
system to customize the way that you enter and process sales orders.

Before you can enter sales orders for configured items, you must provide
information that is specific to your business to the Sales Order Management
programs within the Distribution system.

You set up new line types to generate work orders (in addition to sales orders)
for configured items during sales order entry. For example, the W line type
generates a work order.

You also set up order activity rules to define the specific steps in the sales order
processing cycle for your business. A typical sales order cycle includes sales
order entry, packing, shipping, and invoicing. For a work order-generated line
item and sales order document type, you can add steps to the cycle for creating
the work order parts lists and completing work orders for configured items. Both
of these manufacturing processes can, optionally, update associated sales order
activity.

After you have defined the pricing method on Item Master Information, you
must define base prices for the components and the configured item. The system
uses the base price to price the item. If you define special pricing or discounts
for the item, the system bases the calculation of the discounted price on the base
price.

For price method codes 1, 2, and 3, you can apply discounts to the configured
item. For price method code 4, you can apply discounts to the configured item’s
components. You can define price adjustment assembly inclusion rules for all
price method codes.

2-4 OneWorld Xe (9/00)
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The price method code determines whether to price components or parent
items. Use base pricing to define prices for:

e An item or group of items

e A specific time period

e Different units of measure

e Different currencies
You can also use advanced pricing schedules for configured items in association

with the price method code. However, advanced pricing does not support
placing a new line item on the sales order-for example, for free items.

Use pricing groups to group items or customers with similar characteristics. This
method streamlines the processes of entering and maintaining base prices.

See Also

For more information on setting up sales orders, see the following chapters in
the Sales Order Management Guide:

o Setting Up Order Line Types

o Setting Up Order Activity Rules

o Setting Up a Base Pricing Structure
o Setting Up Customer Price Groups

o  Working with Standard Price Adjustments

Product Data Management

The Product Data Management (PDM) system enables you to organize and
maintain information about each item you manufacture. The Sales Configurator
system further defines the relationship between items and how they can be
manufactured.

Although you do not need to create a bill of material for a configured item, you
can create a bill of material for the configured item’s manufactured components.
Use assembly inclusion rules to define component relationships for configured
items. The system adds configured components to sales orders and work orders,
based on these rules.

During setup, consider creating modular bills of material that group common
parts for a specific feature or option. For example, a car might have an interior
trim package with two choices: standard or deluxe. Each choice includes specific
parts and might represent two different modular bills.

OneWorld Xe (9/00) 2-5
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Although planning bills of material are not required for the Sales Configurator
system, you can use them to help manage demand for specific features and
options.

You can define all possible routings for the configured item and define assembly
inclusion rules to choose which routing to attach to the work order. The routing
assembly inclusion rule allows you to specify a complete routing or specific
routing operation to attach to a configured item work order. You do not need to
enter a routing for the configured item unless you also enter a routing inclusion
rule.

See Also

e [Entering Routings in the Product Data Management Guide

o Working With Bills of Material in the Product Data Management Guide

2-6 OneWorld Xe (9/00)
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Setting Up Constants

Use constants to control the Sales Configurator system processing for your
branch/plants. For each branch/plant, you can:
e Define the configured string delimiter
e Define whether the calculated segments appear during sales order entry
e Perform parent availability checking during sales order entry
e Cost sales quotes with manufacturing labor and overhead

e Define which stocked line type to use if the system finds a matching
configuration in stock during sales order entry

e Indicate sales quote document types

The system stores constants in the Configured Constants table (F3209).

> To set up constants

From the Configurator Setup menu (G3241), choose Configurator Constants.

1. On Work With Configurator Constants, click Add.

@ Configurator Constants - [Configurator Constants Revision]
c:\ File Edit Preferences Form - Iﬂlﬂ
v x & J
Links
O Eom. Db A w Quote.. [@]OLE.. [3)Internet
BranchiPlant I |ﬂ
S |’_ ™ Display Calculated Segments
—Attach Parts ListRoutings Puailability
&) Bafoh ¥ Check Availability
@ BuEEE In Stock Line Type g
Sales Guotes
Document Type List IQT
¥ CostSales Quates
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2. On Configurator Constants Revision, complete the following fields:

e Branch/Plant

e Segment Delimiter

3. Click the following options:

e Display Calculated Segments
e Check Availability

e Cost Sales Quotes

4. Complete the following fields:

o Document Type List

e In Stock Line Type

Field

Explanation

Segment Delimiter

A character separator used with configured items in Sales
Order Entry. This character must be the same for each
branch/plant. The default character is a forward slash (/).

Although you can define a different character, J.D.
Edwards recommends that you do not use an asterisk (¥)
and that you do not change the value after you establish
it.

The segment delimiter should be a character that could
never appear within an answer to a segment question.

Display Calculated
Segments

Indicates whether calculated segments will display during
sales order entry. If this value is N, segments will not
display when entering a sales order, however, the value of
the segment will be stored in history. If entering a
multi-level configured item, levels that have only
calculated segments will not display. The default value is
N.

Cost Sales Quotes

Indicates which costs are accumulated when the Order
Type matches one of the Sales Quote Document Types.
Valid values are:

Y All costs from all assembly inclusion rules are
accumulated. This is the default value.
N Only the costs of the P rules are accumulated.

2-8
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Field

Explanation

Check Availability

Indicates whether the system will verify that a configured
parent item is in stock during sales order entry. The
default value is Y.

The system searches inventory for a configuration that
matches the parent item during sales order update. If
more than one of the item is located, a form displays all
matching locations, lots, and their available quantities.
From the form, you can choose an item to hard commit
during the update. If only one item is located, the item is
hard committed to inventory during the update.

Document Type List

The Sales Quote Document Type List is a user defined
code table (32/QL) that is used to define valid document
types for sales quotes in your company. For example, you
could define sales quote document types by branch/plant
or by type of quote, such as corporate or seasonal quotes.

Line Type

A code that controls how the system processes lines on a
transaction. It controls the systems with which the
transaction interfaces, such as General Ledger, Job Cost,
Accounts Payable, Accounts Receivable, and Inventory
Management. It also specifies the conditions under which
a line prints on reports and is included in calculations.
Codes include the following:

Stock item

] Job cost

N Nonstock item

F Freight

T Text information

M

W

wn

Miscellaneous charges and credits
Work order

............. Form-specific information . . ............

If check availability is activated, this code defines which
line type to return to the sales order if a matching
configured item is found in inventory.

OneWorld Xe (9/00)
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Setting Up Segments

A segment is a feature of a configured item, such as color, size, fabric, or power
type. You assign segments for the configured item in a numeric sequence.
Segments define the features and options of complex configured items.

Each segment is a specific feature or option group within a configured item.
Features and options are defined as required, optional, or calculated. A required
or optional segment identifies the valid values from which you can choose.
Segments define the choices available within a specific feature or option by
using user defined codes or ranges of values. Calculated segments have some
type of calculation performed to determine information regarding the specific
feature.

Item 6000 (forklift) contains the following segments:

e 10 Forklift Rating

e 20 Power Type

e 30 Boom Height

e 40 Paint

e 50 Propane Tank

e 60 Calculated Counterweight

You can define multilevel configured items with up to 10 levels. You use
assembly inclusion rules to define item levels and associated work orders.

You use segments to define cross-segment editing rules that ensure valid
configurations. During sales order entry, the system checks the combination of
features and options to ensure that the item can be manufactured. You also use
segments to define assembly inclusion rules that determine configuration-specific
prices, components, calculated values, and routing steps.

Setting up segments is the starting point for the Sales Configurator system. You
must know information about each segment to determine the configured item’s
price and the cost to manufacture the item.

Setting up segments consists of the following tasks:

[ Defining a segment

[] Setting up user defined codes

OneWorld Xe (9/00) 2-11
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L] Copying a configured item
[] Locating segment information

You can define three types of segments:

Required During sales order entry, you must provide this required
information. The system performs edit checking against a user
defined code table of values, a range of values, or numeric
validation.

Optional During sales order entry, this information is optional. The system
performs edit checking against a user defined code table of values,
a range of values, or numeric validation.

Calculated During sales order entry, the system calculates the value for this
segment. You define the calculation with assembly inclusion rules.
Calculated segments can be numeric or alpha numeric.

During sales order entry you can enter a value for each segment. You can set up
the system to restrict this value by:

e Numeric or alphabetic checking
e Range checking

e User defined code table that contains all valid values

Note: The segment information for a configured item should be the same across
branch/plants to allow transfers to other branches.

Common Attributes

A Common Attribute in the Sales Configurator system is a trait or characteristic
that is shared by several segments in a configured item. You can set up and
define a common attribute in UDC 32/CA. You can then attach the common
attribute to a particular segment via the Common Attribute field in Configured
Item Segments.

Common Attribute Example:

The furniture industry is a good example of the use of common attributes. In a
configuration for a sofa, a common attribute might be Color. The Color common
attribute is associated to the segments for the sofa frame, bottom sofa cushions,
sofa arm covers, and the decorative pillows. After the customer picks a color,
that value can be input in the attribute field on the common attribute form. The
color is then applied as the answer to all segments associated to that particular
common attribute.
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Defining Objects for Display Within Sales Order Entry

Within sales order entry, you can attach media objects to all levels of a
configured item. This feature of the Sales Configurator system allows you to
include within sales order entry, a visual cue of configured items and segments,
including information that might initially exist as a paper-based document. Media
objects can be either photos, graphics, or text documents.

User defined code values, which can be used for segment answers, support
media objects. Configured segments can also have media object attachments.

The media objects that you define will be displayed on Configured Item
Specifications. Within the tree structure displayed on Configured Item
Specifications, you can click on a level, and the media object displays the image
from the item master for the related configured item number. The segment or
segment-answered user defined code will display the media object when a row
is selected.

Configurator processing options control whether the media objects are changed
real time based on events. Other processing options define which class of media
objects to display in the window during sales order entry (text, image, OLE).

Media objects are set up on the Segment Values form. You may also retrieve
media objects by using either a form exit (for item master media objects, when
the tree control is selected), or a row exit (for segment or user defined code
related media objects, when the row is selected).

See Also

o Media Objects and Imaging in the System Administration Guide for more
information on setting up media objects

o  Working With Configured Item Sales Orders for more information on media
object display

Before You Begin

[] Verify that the stocking type for a configured item is C (configured). For
more information, see Entering Basic Item Information in the Inventory
Management Guide.

[] Verify that the manufactured configured components have bills of material.
For more information, see Entering Bills of Material in the Product Data
Management Guide.

[ Create routings for the configured item and for the components that are
manufactured. For more information, see Entering Routing Instructions in
the Product Data Management Guide.
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[] Set the pricing method on Item Master Information. For more information,
see Entering Basic Item Information in the Inventory Management Guide.

Defining a Segment

To begin using the Sales Configurator system, you must define the segments of
each configured item. Both cross-segment editing rules and assembly inclusion
rules use segments within logic statements.

When adding new segments to a configured item, enter them at the end of the
list of existing segments.

Note: You cannot delete a configured item segment if cross-segment editing or
assembly inclusion rules exist for that configured item.

P Todefinea segment

From the Configurator Setup menu (G3241), choose Configured Item Segments.
1. On Work with Configured Items, complete the following field and click
Find to locate a configured item:
e Skip to Branch/Plant
A blank Branch/Plant field identifies a generic branch/plant. If you

define generic branch/plant segments, you must also define generic
cross-segment editing and assembly inclusion rules.

2. Choose a configured item and click Select.
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3. On Configured Item Segments Revision, click the following options to
print segment information on the sales order:

e Display Item

o Text String
You can choose the format for displaying configured item text. You
can display the system-generated configured string or use the detail
area to create custom text that prints on sales orders, work orders,
pick lists, and invoices.

4. To identify the segment, complete the following fields:

e Number — Parent Segment Number

e Save Seg

e Code Num

e Default Value

e Req

e Description

e Display Order
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