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Quick Tour

The quick tour provides an insight into how Match-IT works by taking you step by step through a simple
example procedure. The topic can be read alone, but is best used as a guide to actually performing the
example in the Match-IT system itself.

The procedure we will perform here is to take an order from an existing customer, for an existing product, and
plan the work required. This will introduce you to the Order and Planning procedures within the overall
cowerage of Match-IT.

The tour is divided into four parts:

e Part 1 will show you how to take the order details

e Part 2 will show you how to plan the work required

e Part 3 will show you the information Match-IT used to plan the work
e Part 4 will show you how to monitor its progress

Each part builds on the previous one, so the example should be followed in sequence.

After you hawve run through this example, you will have learned how Match-IT plans your work and guides you
through executing it.

The example also introduces you to most of the navigation and data entry mechanisms used in Match-IT.

IMPORTANT: If you intend to follow this example in the Match-IT system itself, you will need to switch to the
training data set and when prompted to load sample data, select Yes. To switch to the training data, select
Fil e and check Use trai ni ng data.
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1 Part 1 Sales Order Entry

In this first part we'll just enter the details for a single order containing a single line.
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1.1 Take New Order

After starting Match-IT and performing the initial configuration, a * T =G
ribbon menu will be shown in the top left of the desktop. It will look

something like the one shown on the right here: Simple Meny
Note: These menus are part of the preference settings you can setup. Ewent Diary
This one is just an example for use here. R
Pressing a button in these menus will either open a form, open a browse Geapei

list or perform some action. Pressing the Take New Or der
button will open the form to allow a new sales order to be entered.

Find Document. ..

Find Line...

We'll do that now.

Progress...

Reports...

Services...

Take Hew Enguiry

:
[
[
[
[
[
[
[
[
[
[ Take Mew Order
[
[
[
[
[
[
[
[
[
[

Log Tender Responze

Mew Suppler D eliveny

Mew Supplier [nyvoice

[zsue WO Kt
Log ‘w0 Step Progress
Book-ln W0 Product
Book-n w0 Return

Customer Reject

Find Part

5] 55|60 00 5 | ] o 0 O O O O O AW ] W |

Cloze Syztem

A blank sales order form like the one below will be shown.
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. =3 gales Order =)~ .
Qe Order Murm: E] State: | Mew
ustomer: Approved? aken Un;
s Taken O 15/04/09
Primary Contact: [...| By: (]| Manager
Their Drder Murm: [:] Their Qrder Date: B

1Lines |2 Terms | 3 Caniage | 4 AddrNotes | 5 Adtions | & Profit | 2 Audit | 8 Qualifiers |
DICIE[=] LrefmRef TheirPatMum | OuwPatMum | Odered@tw | Reds| [ oo [ 5

L

EIEEETEINI LTIy (] ]

D = =ifthe line is fully dispatched  C=xis line is cancelled
E = xifthe line has been edited = =X if extra discount applies

[»Ney«” Reset ][ Del ][ Save ][ Cloze ]

When we'’re done, the area at the top will contain header information about the whole order and the area below
will contain detail information about each item ordered.

We'll start by selecting the customer. Pressing the E] by the Cust oner prompt is the first step.

The next step is to select the customer.

1.2 Select Customer

These E] buttons are referred to as ellipsis buttons, pressing one will usually bring up a list to allow you to
select a record. This one brings up a list of customers to pick from; like the one shown below.

| "4, Select Customer [Customer] == %)

1 Custarner |E MName | 3 Industry | 4 Area | & Group | 6 Acc. Ret | 2 Head Office |

AH | Cuztarnes | Marne | Industy | Area [4

w HonevComb PLC HonevComb International Products PLE. HotDefined . MotDefined |

¥ Match- T Lirited Match-T Lirited MatDefined  MatDefine:
w  Morthern Cocles Morthern Cecles Distribution Limited MotDefined  MotDefine:

[ e
LA 44 4] 2] ke el 4] [*][]

A= if d
@ o= :f gggéﬂxr;teun stop

03 July 2013 © 2013 Match-IT Limited



Quick Tour Hands-0On Guide Part 1 Sales Order Entry 9

In a real system, there could be many 1000’s of entries in these pick lists. Match-IT provides several
machanisms to quickly find entries in these lists; they are described in the User Guide so we won't repeat it
here.

One thing we will point out, howewer, is Match-IT's ability to extend these lists ‘on-the-fly’. If a required entry is
not in a list, for example when you receive an order from a customer you've not dealt with before, it can be
added immediately by pressing the New button. This will bring up a form to allow you to enter the details for
the new record. As soon as you close the form, the new record will be highlighted in the list, ready for
selection.

We'll continue now by just selecting an existing entry, the first one, HoneyConb PLC. Pressing the
Sel ect button enters the highlighted name into our sales order form.

The sales order form will now look something like the one shown below.

| sales Order (=) .
Cur Order Murm: [:] ooanoooam otate: | Mew
»Customer; HoneyComb FLT [¥] &pproved? Taken On:[..]|15/04/09
=Primary Contact [, | Roger  —({ Roger'W By:[...] | Manager
Their Order Murm: [:] Their Order Date: [:]
1Lines |2 Terms | 3 Carriage | 4 AddrNotes | & Actions | & Prafit | 2 Audit | 8 Qualifiers |
DICIE[#] LrefmBel  TheirPatMum | OurPat Hum | Ordered Lty | Red~ s || 5
Hew
1A A4 4] 20 wleMpl] (% » ]
D = % ifthe line is fully dispatched  C=xis line is cancelled
E =xifthe line has been edited ==X if extra discount applies

E] [»Nem:” Reset ][ Del ][»ﬁave«][ Claze ]

Notice the Pri mary Cont act field has been filled in automatically. This is an example of a customer

specific default. Pressing its D will bring up a pick list of contacts for the selected customer, allowing you to
owerride the default. Also note the Our Or der Num field has been allocated the next sales order number.

One more thing to point out before we mowe on; the Taken On: and By: fields show when the order was
taken and who took it. These are examples of the audit information Match-IT maintains.

The next step is to enter the customer’s order number.

1.3 Enter Their Order Number

You must enter a customer order number for each order. Do this by typing directly into the Thei r Or der
Nunt field. The order number you enter should be unigue for the customer, if it is not you will receive a
warning message like the one below. This is a safety check to prevent the accidental entry of the same order

03 July 2013 © 2013 Match-IT Limited



Quick Tour Hands-0On Guide Part 1 Sales Order Entry 10

twice.

. [soh{rder] Existing Order

"'_\ Dawve, just a note to say that there is an existing sales order to this
. custarmer with this customer arder number..,

The order number can be anything you like; it doesn’t have to be restricted to numbers, e.g. 123- 09- 99 and
BAe/ 4376 are valid.

That's all the information Match-IT needs to allow you to continue with the order entry. There are many other
items of information you can enter if needed, but they are all filled in with their default values automatically.
We will leave them at their default value.

Note: All these defaults are sensitive to the customer.

We are now ready to enter the line items for the order. We do this by pressing the New button to the right of
the line item area.

(Note: do not press the New button at the bottom, this adds a new order.)

The next step is to enter the order line detalil.

03 July 2013 © 2013 Match-IT Limited
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1.4 Enter Order Line Detail

The initial order line entry form for our order looks like this:

' [ sales Order Line == |
Sales Order: [:] Qaooooooom Theirt| werbal State:| Mew
: _ [ ]Line Cancelled
Line Mumber. 1 [ ] Line Fully Dizpatched

: : [ ] Line Fully Irvaiced
Cus Line Fef [:] fterm 1 Customer &pproved?

Customer: E] HonewComb PLC

1Detail |2 Notes/Cansign | 3 Qualifiers | 4 Links | & Schedule | | Z Audit| 8 Actions
Their Part MNurn: (... | [¥] Pick by Their Hum
Cur Part Murn: (... | [ Pick by Our Hum

[ Create Mew Part Hum ]
Ordered Quantity: [:] 1 Each []C of C Requied
Tao Deliver On: E] 28,0409

Price: E] il per Each Uze recommended: Mil per Each

bargin: [3 Estline profit of nil

Discount: E]

Customer Motes: E]

[»Ney«][ Reset ][ Del ][ Save ][ Cloze ]

We will only concern ourselves with the minimum information needed to process the order. That is the item
being ordered, the quantity and the required date. We'll leave the price until later. The first step is to select the
item being ordered.

We do that by pressing the E] by the Thei r Part Num prompt. This brings up a select list of all the jobs
you've done in the past for the customer involved.

The next step is to select their part number.

Select Their Part Num

The customer part pick list will look something like this:

03 July 2013 © 2013 Match-IT Limited
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=3 Select Customer or $tandard Part [Their Part Hum]

SE
This Custamer: [:] HoneyCaomb PLC Customer approved?
Selection List | |
1 This Customer |g Standards | |
Cla]s] Their Pat Mum | TheirPart Name  [Jur Pat Hunf  Price | Price Unit ||
w8 1877 Shart Ring 1877 [ £1.61 1 Each
woRn o C1254E BL k odule kit C1254k - £29413 1 Each
W o C1258P FROMT PAMEL C1256F - #51.63 1 Each
W oR M03-108651 Bracket ratary joint sup MO3-103651 £55.22 1 Each
Showw By
%) Theirgt
) Ourtt
i (<] [#] [4] (] [#] [#] [4] (] [£] 3
L[4 A2 e ee el 4] (]
@]C] = ifthe partis associated with This Custamer [_| Show Free Stock
A=¥ifapproved 5 =Xif partis astep | Hide Steps

The form shows a list of job names. The Thei r
the Cur

Part

Num column shows the name used by your customer;

Part Numcolumn shows your name for it, which can be different.

If the order were for a new job, you would press New here to enter its details. In our simple example we're
going to take an order for a job that's been done before. In this case we just need to select it from the list.
We'll choose the C1254K item. Pressing Sel ect enters the highlighted part into our order line form.

The next step is to enter the ordered quantity. This can be done by typing directly into the Quant i t y: field or
by pressing the E to bring up an editing form. We’'ll do that so you can see how quantities are formatted.

Enter Quantity

The quantity editing form looks like this:

.ﬁﬁenerall.lnit [B ] '
Lnits: [:] Each
Cluantity: 23456 % Undefire |
Will Show As: 2.346 Each L1
(7] E_dc ][ cancel |

The Uni t s: field defines the units of the quantity. This was set automatically when you selected the part.

Match-IT allows any type of unit of measure, and it will
necessary.

You type the required amount in the Quant i t y: field. The W | |

convert between them automatically whenever

Show As: field shows how the amount you

enter will be displayed and printed. The picture associated with the unit of measure controls this. These are
modifiable by you. The picture associated with the Each unit only displays 3 decimal places, so if you type

2.3456 into the Quant i ty: field, the W I | Show As

. field will show it as 2.346. Note: The quantity is still

stored within the Match-IT databases as 2.3456, it is only the displayed and printed form that is 2.346.

03 July 2013
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Type a quantity of 10 for our order and press OK to enter it into our order line.

The final step in the order line entry, that we’ll do here, is to set the delivery date required. Again, you can type
the required date directly into the To Del | ver On: field or use the D to bring up a calendar. We’'ll use the
calendar.

Note: Make sure the Use recommended check box to the right of the To Del i ver On: prompt is not
checked, otherwise you will not be able to change the date.

Enter Deliver On

The calendar looks like this:

%, Select DateTo Deliver On - |

May 2009

Wh# bon Tue “WWed Tho Fri Sat Sun
3 1 e 3 [ Besst ]

W e ) e i ) -
5 (11 |72 |13 |[ 12 (5116 |[ 37 =
E[ J(12 )13 )14 Jmsy[ 18 J[ 17 | -
7

(12 )19 )20 )2 )22 )23 )24 ) E]mnmh

| 25 || 25 || 27 | 28 |[ 29 | 30 | =1 |

Today
Uze
g?:gﬁ @b [1505200d] [ ok ]
OH_DNE ) Days: |3|:| }%{ [ Lancel ]

The Dat e: field shows the date that is currently set. This initial date was set when you selected the part. The
initial date can either be set as a number of days after today (30 in this example) or it can be set to the
standard lead-time for the part and quantity selected. In all cases you can owerride the initial date. We'll see
later how Match-IT checks if the date set can be achieved.

The Vk# column in the calendar can either show the week number relative to today, so week 1 is this week,
week 2 next week, etc., or it can show the week number relative to a reference date you set, your financial
year start for example. Initially, Match-IT uses week numbers relative to today.

The Days: field shows the number of days away from today the set date is. A positive number shows days
into the future and a negative number shows days into the past. The ASAP radio button can be used to set a
date of “as soon as possible” and TBD means “to be defined”.

You can set a date by either typing into the Dat e: field or by navigating the calendar. For this example select
a date of 7 days time, check the Dat e: radio option and press OK to enter it into our order line. This will set
the specific date selected into the form. If instead you checked the Days: radio option, a relative date is set.
A relative date is shown as a number of days. This can be useful when doing quotations as you can quote a
delivery date as a number of days after receipt of order.

For this example, we've deliberately chosen a date that cannot be met. You'll see the effect of this later, when
we plan the work for this order.

Finally, we must save the order line.

Save Order Line

We'\e entered all the information needed for now on this order line. Press Sav e then Cl 0Sse to sawe the
information and return to the sales order form. If you try and close the form without first saving, you'll get a
message telling you so, and giving you the opportunity of saving or discarding your entries.
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1.5 Close completed order form

Your sales order form should now look similar to this:

. =2 Lales Order

SE]

Oy Drder Murr: [:] Qoooooooot

Erimary Contact: [Z] Foger —([Roger'
Their Order Murm: [:] verbal

State: | Mew

Customer: [:] HoneywComb FLC [+] &pproved?

Their Order Date: [:]

1Lines |2 Terms | 3 Carriage | 4 AddrNotes | & Actions | & Prafit | 2 Audit | 8 Qualifiers |

Taken On:[Z] 15/04/09

By:[...] | Manager

DICIE[=] LnefmBel  TheirPat Mum | Our Part Hum

Ordered Gty | Reds £ ||

1. lkem 1 C1254E, Clebdk,  —IMODUL 10 Each

aadll

1A A4 4] 20 wleMpl] (%

(D) D2:iiftheline isfully dispatehed | CXis line is cancelled

E =xifthe line has been edited ==X if extra discount applies

Hew

Bemove

3] Trace

[<Eack ][ Mexts ][ Mew ]

[ Del ][ Save ][ Cloze ]

The order can contain as many items as needed, including the same item multiple times with different delivery

dates.

We'll just stick with one.

The order entry is now complete; press Cl 0Se€ to return to the ribbon menu.

Note that everything we've done so far has been clerical. The only skill required is knowledge of how to use
Match-IT. Most people can learn to take an order after only a few minutes of training.

As you'll see in the next part of this tour, now the order details have been entered, Match-IT will guide you
through the rest of the work required. The event diary will provide reminders of what to do next and when.

03 July 2013
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2 Part 2 Sales Order Approval

So far we've just recorded the order details. No work has been planned and no stock or resources allocated.

The planning is done automatically when the order is approved. Part 2 of this tour will show you how to do
that.

Most activities in Match-IT involving a document, like a sales order, go through this two-stage process: stage 1
creates the document, and stage 2 approves it. Typically, the first stage is clerical and can be done by
anybody, while someone else with more authority does the second stage.

We'll start the approval process from the event diary.

03 July 2013 © 2013 Match-IT Limited
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2.1 Event Diary

The event diary is so important within Match-IT that we’ll spend a bit of time
exploring it before we mowve on to the actual order approval.

Pressing the Event Di ary button on the ribbon menu will open the
event diary.

| * Favourites E]

Simple kMenu

Ewent Diary

Functions...

Find Recard...

Find Document. ..

Find Line...

Progress. .

Feports...

Services...

Take Mew Enguirg

:

[ ]
[ ]
[ |
[ )
[ |
[ )
[ ]
[ ]
[ )
[ Take Mew Order ]
[ |
[ )
[ ]
[ )
[ ]
[ ]
[ ]
[ |
[ ]
[ ]

Log Tender Responze

Mew Suppler D elivery

Mew Supplier [nvoice

lzsue WO Kit
Log w0 Step Progress
Book-In W0 Product
Book-ln w0 Return

Customer R eject

Find Part

Cloze Syztem

If you've not done anything so far in Match-IT except follow this tour, the event diary will look something like

this:

03 July 2013

© 2013 Match-IT Limited



Quick Tour Hands-0On Guide Part 2 Sales Order Approval 17

%5} Events for dates [16/03/09 to 14007 /09] -

1 Ewvents |z Options faor event viewing |§T|:u:||5 |ﬂ lcon Key |

S| when | Action | *|  Event
15/04/09  Approve Sales Order zokl

Mew
Edit

Bemove

Docurment
Hide
All Same
Full Set

4] . AR EATEY) (*) 1/Day
B[ A4 4] 2]k eM el 4] [#][]

o = Cif cleared, Fif future, * if late
@U@][@Eﬂ [ ] Feset to defaults and refresh now

Notice the entry reminding us to approve a sales order. This is for the sales order we entered in part 1 of this
tour.

The event diary is the master to-do list. Entries are put in, and taken out, automatically as you do things
within Match-IT.

The event diary is used to remind you to do something, like approve a sales order, and also to remind you
when something should happen, like receiving a delivery from a supplier. Each entry gives you a short
description of the action required and the identity of the document involved. If you can’t see the document
identity, stretch the width of the window until you can.

Note: Match-IT will open the window next time in the same place and at the same size as you leave it. Match-
IT remembers these settings for each user independently, so you and your colleagues can have different
preferences.

If your display has sufficient room, it is recommended to set the event diary so it looks something like this in
the top right of your Match-IT desktop:
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| 433 Events for dates [16/03/09 to 14/07/09] = '

1 Events |2 Options for event viewing |§TDDI5 |ﬂ lcon Key |

5] when | Auction | First D ocument ~|  Ewent
15/04/09  Approve Sales Order eob: 0000000000 HonenComb PLE |

Mew
Edit

Remaove

Docurment
Hid=
Al Same
Full Set

4 _ (] [£] [&] () 1/Day
L ENEIR 3]l

5 =Cifcl 2} = , Kifl
@D F1 HE§IetI:EDEc?erf§ults arl'u:I Lrjgfjrreih r'u:lnwElte

Each event diary entry provides direct access to the document inwlved and also the appropriate part of the
system to perform the required action. Pressing the Document button will open the document, and

pressing the DO | t button will allow you to perform the action. Note: The DO | t button is just a short cut;
you can also navigate the menus to get to the same place.

The entries in the diary are referred to as tickles and are shown to you in earliest date first order. Tickles
associated with actions that haven’t been done yet are referred to as active tickles. The diary usually only
shows you active tickles. In a live system there may be a large number of active tickles, which could be
overwhelming if viewed all at once. Most users are only concerned with certain aspects of your overall
operation, and as a consequence are only interested in certain types of event diary entries. Match-IT allows
each user, or their supenvisor, to set the event types of interest to them. This is done from the Opt | ons tab in
the event dairy.

The benefits of using the diary efficiently are significant, so we’ll show you how you can set the options.
Clicking on the Opti ons for event view ng tab will show you a page where you can make your
selections.

The opt i ons tab looks like this:
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£33 Events for dates [16/03/09 to 14/07/09] - |

1 Ewents 2 Options far event viewing |§T.:..:.|5 |ﬂ lcon Key

Sho Include

v |Active: [ Always show e these Event Types ]

| | Cleared

@l [ Only show me these When they are late ]

i E_ast

[7] Broadoast for Mo Older Than: (] 16/03/09 30| days

[v] For Me

[ | For Others Mo Later Than: [...] 14/07/04 40 | days

] From Me

|| From Others

[ Reset To Active Set ] Feset options to active default settings

[ Set Az My Defaulks ] Ise current settings as my defaults

Llze current seftings as current role defaulis
[ Set Az Sustem Diefaults ] Llze current settings as the system defaults
[ Change My Fale ] Mo role set

The check boxes and dates show some of the current settings. The most important settings are the events.

Pressing the Al ways show ne t hese Event
to choose which events you wish to see in your diary.

The events selection form looks like this:

Types button brings up a form that allows you

Select Event options for Tickle List

S]E) x|

4 Buying Fewiaw

= Purchase Beview
A Event |5 Ewent

Follow-up Gluote
Approve Sales Contract
Approve Sales Order
Chaze Purchasze Order
Faize Purchaze Order
Approve Purchase Order
Supplier Delivery Due
Book-n Deliverny
Supplier Invoice Due
Approve Supplier [ney.
Call-in Free lzsue

Send Tender Offer
Tender Rezpanze Due
Book-ln Free | zzue

|5Inspect Fiensienm |
8 Failure Review |ﬂ Goods-ln Rewview | 10 Dispatch Review |'1'"-.-" S.lnvoice Resview |
|‘fF".Invn:|i|:e A= =1 |

|1_Sales Fewiem

| b Supplier Review | 2 Customer Besiew

|z WorkOrder Fesiew
|E Cluote Feswiew |§ Change Fewview
This Fage Only
Set Al

Clear All

Approve Woarks Order
“Workz Order Step Due
“whorks Order Completion
“whorks Order Return Due
WWorks Order Sign-OfF
Eook-ln Sub-Con Del

R aize Sub-Con Order
Wwiorks Order Step Start
Raize Sales Dizpatch
Approve Sales Digpatch
“works Order Releaze Due
Raize Sales Invoice
Approve Sales lnvoice
Chaze For Mew Orders
Follow-up Dizpatch

Reset

| Setal

I

Clearsll || Resetal |

[:][ Ok ][Eancel]

There are 480 events types available, 16 pages of 30 each. The first 2 pages (A & B) are predefined; the other

03 July 2013

© 2013 Match-IT Limited



Quick Tour Hands-0On Guide Part 2 Sales Order Approval 20

14 are definable by you. They can be used to enforce your quality procedures.

The diary will show all events that have a tick in their check box. For the purposes of this tour, leave the
selections as they are.

Press Cancel to return to the options form and then click on the Event s tab to return to the diary.

We're done exploring the diary. We’'ll now move on to approving our sales order. The first step is to press the
Do | t button while the Approve Sal es O der item is highlighted.

2.2 Sales Orders Awaiting Approval

Pressing DO |t onour Approve Sal es O der action takes us to the list of sales orders awaiting
approval. It looks like this:

| = Approve Sales Order (=)o .
[Js]D]C]R[P] Ouwider | Their Order | Custarner | TakenDn ] [~ Mew
! Q0000na007 . werbal HonewComb PLE 15/04/09  Mare |
Check List
Select
Al
Schedule
] UnSched
RIRLRR AN Y ] e
=g Right-click on a column fitle and select "What's This?™
@ tor information on column contents. Llose

This is an example of a more specialised to-do list. This one shows us all the orders that have been entered
and not yet approved. The one we entered earlier is waiting to be done.

There are many specialised to-do lists like this one in Match-IT. As work is done on an order, it is
automatically moved from one to-do list to the next. The to-do lists are organised in priority order, so the most
urgent action is usually at the top.

There are 4 steps you would normally do before approving an order:

Check the price

Check the delivery date
Perform the contract review
Schedule it

Note: All these steps can be by-passed when necessary.

We'll check the price now. Pressing the Det ai | button will bring up our sales order and pressing
Det ai | for the line within the order will bring up our order for 10 Each of part C1254K.
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2.3 Check price

The price/delivery fields should look similar to this:

Sales Order Line == |
Sales Order: [:] aogaacoom Their:| wverkal State:| Mew
A ) E e E:Irl;cglilsESatched
Cus Line Fef. [..] fterm 1 l&iS:t;:g r;;igx?:d?

Customer: [3 HonewComb PLC
1Detail |2 Notes/Cansign | 3 Qualifiers | 4 Links | & Schedule | | 7 Audit | 8 Actions
Their Part Num: ]| C1254K] [/] Pick by Their Num

Our Far Mum: [Z] C1254K. —{{ MODIILE KIT BU 21HFP *xH0S 05155 | [ Pick by Our Num

Ordered Quantity: [:] 10 Each []C of C Requied
To Deliver On: [:] 22/04/049 [ Use recommendsd: 15/05,/09
Price: [...] £138.50 per Each [ Use recommended: £138.50 per Each
bargin: [3 40.00 % Estline profit of £554.00 (Delivered)

Discount: [:]

Customer Motes: E]

E] [<Eack ][ Megt ][ M e ] [ Del ][ Save ][ Cloze ]

Notice the Pri ce: has already been filled in. Match-IT did this when the order was taken by looking up the
usual price for this product to this customer.

Notice too, the Use recommended field adjacent to the To Del i ver On: entry. The date offered here is
based on the standard lead-time of the part for the quantity being ordered.

Match-IT calculates the standard lead-time automatically by analysing the production method involved. We'll
show you how Match-IT does this in part 3 of the tour.

The recommended price offered is based on the price method set for the part being ordered. This is part of the
detail information held in the Thei r Part Num record. We won't go into that now except to say there are
two basic methods of setting recommended prices: cost plus margin or price minus discount.

The cost plus margin method applies a margin you set to the estimated cost for the quantity being ordered.
The estimated cost is calculated automatically by Match-IT in the same as way as the standard lead-time, by
analysing the method. This means the price will vary to maintain your margins when your costs change.

The price minus discount method applies a discount you set against the customer to a standard price also set
by you. This means the price offered to your customer will not change as your costs change; instead your
margin is eroded or enhanced.

Our example uses the cost plus margin method.

To set the recommended price, just check the Use Reconmended option adjacent to the Pri ce: . The
recommended price will be copied into the Pri ce: . You can also just enter the price you want to offer, but
first un-check the Use Recommended option. If there is an outstanding quotation for the ordered part to the
customer, Match-IT will find it and you can copy the price and delivery date from the quote found. The search
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is done automatically when you select the part being ordered. When it does this, it fills in the Quot e Li ne:
field in the Li nks tab. Pressing its D will show you the quote involved.

When a price is set, by whatever method, Match-IT will automatically calculate your estimated gross margin
and show it to you. This means you can always see if you're going to make a profit!

We'll now mowve on to checking to see if the delivery date is achievable. Performing a tentative schedule does
this. A tentative schedule allows us to schedule the order as if we'd approved it, but without affecting any
existing schedules or committing to it. The first step is to press the What i f Schedul e? button youll
find on the Act i ons tab.

2.4 Check delivery date

A confirmation form like the one here will be shown to you:

Perform Tentative Schedule E] |

1 Demand |E Explanation |

bdaterial: E] CI1254K —((MODULE KIT 6L 21HP
Quantity:[:] 10 Each
Start Date: [:] 15/04/09 fwhen doing ASAF)
Target Date: [Z] 17/04,/09 (desired dispatch date)

Strategy: .| JT+ALTSTOCK

[ ] Uze the re-scheduler
[ ] Atternpt merging of POz and Wils

D Stant ” LCancel

The Tar get Dat e: shown will be the required delivery date after the carriage delays have been remowed.
These are defined by the carriage rule associated with the order. A default value for this was set automatically
when the order was raised.

The St r at egy: field shows the scheduling options that will be used. JIT is Just In Time; this means the
scheduler will work back from the target date to determine when things must be done to meet that date. If in
doing this it works back past today, it means the date cannot be met. When this happens the scheduler will
abandon the JIT schedule and instead perform an ASAP one. ASAP is As Soon As Possible; in this mode the
scheduler works forwards from today to determine when things will finish. A JIT schedule tells you when you
must start to achieve a date, while an ASAP schedule tells you when you will finish if you start today.

The Match-IT scheduler performs simultaneous materials and resource planning (MRP and MRPII). It takes
your capacity and stock position into account as well as work in progress and planned work. Match-IT uses a
finite capacity scheduling system. It calculates how much time is required to do a job and then looks for that
amount of free time on the machines needed. This means Match-IT will not allow you to become owerloaded,
instead your planned delivery dates will move out.

Leave the strategy as JIT and press St ar t to start the tentative schedule.

After some activity a form like this will be shown:
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| “* Schedule Results =0 .

1 Results Owverview |2 lcan key |§ Scheduler Lock Status

Mo issues from done stock

¥ |Total of 1 schedule :
Ma izsues from WIF stack =
% There are 13 level 1 alerts Mo issues from planned stock
e 1 returns —
The schedule succeeded 14 purchase orders
8 works orders —
«/ |The schedule has a cost Mo sub-contracts G
— ) 8 in-line sub-contracts —
¥ |The schedule is late Mo invents
—— (by 14 days) Mo side-effect outputs
Mo owvertime hours used
[ Ilse Be-scheduler ] [ Show Resource Uzage ] Mo non-approved hours used

Tips

* To identify late schedules, press the icon next to the |ate count message above

* To identify those that failed to achieve the target quantity, press the icon next to the failled count message
" The target date takes into account carriage delays -i.e. itis the date you dispatch to the customer

® Tofind outwhy a schedule is late ar failed hawe a look atthe alerts

B

If you followed the suggestion in part 1 of the tour, to set a delivery date of 7 days time, you should see that
the date cannot be met, as shown above.

Pressing the @ against the Tot al of 1 schedul e line will show you a summary of the schedule
results, like this:
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=3 Schedule Results for #1 sol:0000000001,HoneyComb PLC,1:C1254K Q
Shiooy

Qemand:[:] #1 sal:0000000007, HoneyCamb FLC1.C1 254K aletts

Rank: 1

Cost Breakdown

Stock Allocation

Our Fart Murmn: E] 4. —{i MODLUILE KIT BU 21THF =HOZ 05 135 47)

Furchaze Orders

[ ]iShow all dates as days from today

Works Orders

First available date:[:] 15/04/09
Start Date:[:] 15/04/04
Target Finish: [:] 1704409 (MOTE: & carriage delay must be added to the finish data)

[
[
[
Strate gy Used:E] AIT+ALTETOCE, [ Besource Usage
[
[
[

Irvented Stock,

Achiewed Finish: [:] 105/09 14 days latel

Target Quantity: 10 Each
Allocated Cuantity: 10 Each Cost [ £416.02
Costper 1 Each| 4160

(Dee

Notice the Achi eved Fi nshed field is showing the date that can actually be achieved.

We can get more detail on why it is late by pressing the Al er t S button:

0
8

. =2 Schedule Trace for #1 sol:0000000001 HoneyComb PLC,1:C1254K

Trace |itter |

tezzage ™ -
[ET: Supplier TR Fastenings lead time for BE232% too long to meet 16/04/09] || Material
[BT: Mo suppliers can supply BE232 in time for 16/04,/09] bl

[BT: Can't make part for C1254K, by any means (3 - C1254K]]

JIT of C1254K For 17/04/09 failed [at 17/04/09); tying ASAP from 17/04/09 P
Kit of 551575 required by 672498 [01-PLIMCH] for 17404409 not avail until 21/04/09 DL Al
Kit of 551575 required by 67257R [01-PUINCH] for 17204409 riot avail untl 2104409 Creatar
Kit of 55079 required by B7476R [01-54Ww] far 17/04/09 nat avail untkl 2104409 =

Kit of 55078E required by C1234P [01-PUNCH] for 17/04/09 not avail until 21/04/09 P
Kit of 55004E required by C1255F [01-PUNCH] for 17/04/09 not avail untl 21/04/09 Al
Kit of 622310 required by 63330 [01-54%] for 17./04/09 not avall unkl 21./04409 Expand
K.it of BEI30E required by C1329F for 170409 not avail until 25/04/09 —
kit of C1255P required by C1254K for 17/04/09 not avail until 1/05/09
ASAP schedule of C1254K LATE by 14 days; cando 10 Each by 1/05,/03 Drekail

Q0

1034

COO00®
= I Ik =

- -
4 2 e ] [ ][] p

Showing 13 alerts fram 0 at detail level 1 Cloze

In this case we can see from the Tr ace that a bought part is required and it cannot be supplied in time from
TR Fast eni ngs.

=
[l
o
i
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This makes the scheduler abandon the JIT option and start again using ASAP.

Note the date that can be achieved and press Cl 0S € twice to get back to our order line.

The tentative schedule has calculated the date the goods will be ready for dispatch, you'll need to make an
allowance for the time taken to actually deliver them when setting the delivery date in the order.

Modify the To Del i ver On: date to that you noted from the What if schedule? making due allowance for
the carriage delay. Typically, you would need to confirm such a date change with your customer before
committing to it.

We're done checking the delivery date. You now know the date you are offering is achievable. The scheduler
has taken everything it knows about into consideration when calculating an achievable delivery date. This
includes:

The materials and quantities needed for the job.
The machines, tools, gauges and people needed.
The amount of time needed.

Your free stock position.

Your expected supplier deliveries.

Your suppliers’ lead-times.

Your capacity on a day-by-day basis.

Your current shop-floor loading.

Your projected finish dates for work in progress

So if you keep Match-IT up to date on what’s happening, it can give you realistic delivery date predictions right
at the very beginning of the job. This means you know very early if you are likely to encounter delivery
problems and have enough time to do something about it!

We'll now move on to the next stage in the approval process - the contract review. If you don’t run an ISO 9000
(or equivalent) quality system, you'll probably set-up Match-IT so that you don’t need to do this. We’'ll proceed
on the basis that you do a contract review.

Press Cl 0Se twice to get back to the orders awaiting approval list.

A typical quality system will stipulate that you perform a number of checks when you receive a new order. You
can set-up Match-IT to remind you to do these checks and record the fact that you've done them, and who did
them and when. Pressing the Check Li St button onthe Sal es Orders Awai ting Approval list

will present a simple example.
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2.5 Contract review

Sales Review options reviews for soh:0000000001 ,HoneyComb PLC E]

1Reviews |2 Audit| 3 Explain|

[ |iDelivery D ate &chievable [ Credit status checked Set

[ Quote Checked (if applic)
[ ] Material Checked

[ ] Taaling Checked
[ ] Gauges Checked
[] Specification Checked

[ ] 5pecial Instructions Checked Mames
[ ] Master Drawing Checked

[ ] Copy Drawings Checked

[ ] katerial Frices Checked

[]5ub-Con Frices Checked

[ ] &mendments Confirmmed

[ ] 5tructures Checked

[ ] &ll Conditions Acceptable

D@'El [ Ok ][ LCancel ]

This form would be tailored to reflect your quality system requirements. Tailoring it is simple, just press the
Nanes button.

If you decide to use this facility, Match-IT will not let you approve the sales order until you have ticked all the
checks to indicate they have been done.

You can set-up this facility to be loose or strict or something in between. When loose, all that's expected is
that you tick the boxes. When strict, only specified individuals would be able to tick each box and when they
did it would be logged as part of the audit information for the order.

Our example is set-up to be loose, so all we have to do is check all the boxes. Pressing the Al | button is a
short cut for this. Press it, then press OK to return to the approval list. Notice an X appears in the ‘R’ column
to indicate all the review checks are done.

There’'s one more topic we'll discuss before we mowve on to scheduling our order. That is the credit check.

2.6 Credit Check

Whenever you open the Sal es Orders Awail ting Approval list, Match-IT automatically checks the
credit balances on each of the customer accounts in the list. The results of the check are shown in the ‘C
column. If the column is blank it means the customer is not exceeding their agreed credit terms. If the column
contains a W it means the customer is slightly over their agreed terms and you should consider sending them
an advisory letter. If the column contains an H, it means the customer has exceeded your tolerance limits and
the account should be put on hold.

When an account is on hold, and you try to approve the order, you will either not be allowed to, or receive a
warning and be asked to confirm it, depending on how you’ve set-up your preferences. You would typically set-
up the normal case to not allow the order approval unless the person doing it has the necessary authority to
override the hold.

Where possible, Match-IT can import the current credit position of each of your accounts from your accounting
system, or you can enter the information manually.

The thresholds Match-IT uses to check the credit position are defined by the payment terms associated with
the order. These are initially set when you create the order according to the preferences set for the customer.
Pressing the Cr edi t St at e button will bring up a form that shows the terms set, as shown below:
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Credit $tatus {soh:0000000001 ,HoneyComb PLC)

=)l x|

Head Oﬁice:E]
Cuatumer:[Z] HonewComb FLC
Terms: E] Standard

CreditLimit:[:] £50.000.00

Show Mot Pogted [mvoices

Ducument:E] 0000000

Balance
This document: E] £1.385.00

Mot yet posted: [
From accounts: E]

A At E]

Credit Checks
Hald Lirmt Ok

wharn Limit Ok
Credit Limit OF.?

Cuztomer Approved?
[ ] Customer on Stop?

Credit status OF

[ ] Consolidated

Actions
Hold

W arn

Releaze

Update

Match-IT can produce letters for you to send to your customers when they exceed their payments terms.
Pressing the VAT N button produces a warning letter, and pressing the Hol d button produces an ‘order on

hold’ letter.
Press Cont i nue to return to the approval list.

We're now ready to schedule the order. Press Schedul e to do this.

03 July 2013

© 2013 Match-IT Limited



Quick Tour Hands-0On Guide Part 2 Sales Order Approval 28

2.7 Schedule the order

After some activity you will be shown the result of the schedule:

| “ schedule Results =)o .

1 Results Owverview |Z lcan key |§ Scheduler Lock Status

wjf Total of 1 schedule Moissues from done stock
Mo issues from WP stock 5
3 (=
There are no level 1 aleris Mo issues from planned stock
1 returns —
The schedule succeeded 14 purchase orders
8 works orders ]
The schedule has a cost Mo sub-contracts =
8 in-line sub-contracts —

The schedule is on time Mo invents

Mo side-effect outputs
Mo owvertime hours used
[ IJze Re-scheduler ] [ Show Resource Usage Ma non-approved hours used

Bl

This is the same form we saw earlier when checking the delivery date, but this time it should say the date can
be met.

This confirms the date we set is achievable.

Press Cl 0Se to return to the approval list. Notice the '?’ originally showing in the ‘S’ column has been
remowved to indicate the delivery date can be achieved.

That's all the preparation completed, we can now approve the order by pressing the APpPr ove button.
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2.8 Approve the order

You will be asked to confirm the action with a form like this:

' Approve Sales Order?

Confirm |Print Options |

Approve sales order [1] and generate the order acknowledgement now?
This represents wour farmal acceptance of this order.

Frovidedwou hawe scheduled the arder, all necessary stock and works time

resersations will be made. Y'our purchase, works and dispatch schedules will alsao
be updated.

[ ] Discard the paper wark:

[u? ” HMail Dpts ﬁ Yes | o Mo |

Before you do so, first check the Print fromthis station now print option is set and make sure the
Previ ew t hen ... optionis selected. This tells Match-IT to show the acknowledgement letter on the
screen before printing.

When ready, press YeS to confirm the action.

Note: If you haven't followed the procedure to set-up your documents as set out in the Installation Guide, the
print action may fail.

When you approve the order, Match-IT produces an order acknowledgement letter for you to send to your
customer, then updates your purchase, works and dispatch schedules for the work required to fulfil the order.

After some activity you will be shown a preview of the acknowledgement letter. It will look similar to this:
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M J]JJJJ ill_,j_l JJI Your Company Address (8 lines)
, HIEMEER € ™)

SMARTER S0 PTIOMS

Your Company Name ﬁ
Smart

FOR WANLFARTLRING

[ -
Tel Your Company Telephone Fa Your Company FAX Aweard Winner
Order from: Roger Wood ward Order No: 1
HonewComb International Produdts PLC
Unit 1 Page: 1 of 1
Heathrow Business Park Phore Mo: 0123 456 789
NEarh4 Date: 1510409

Fax Moo 0123 456 012

Tems Standard YWourRef  werbal

Order Confirmed Acknowledgement
Product Code Product Description | Qu antity Required | Unit Unit Price Delivery

wWe acknowledge, with thanks, receipt of your order. Please check the details given beloware corect. If not, contact us immediately.
1 254K Gl Module Kit 10 Each 1 Each £1353.50 Fios09

IMPORTAMT: The delivery dates quoted have heen caloulated by our scheduling system . [fthey are later than the date specifed on your order and this iz unacceptable
please contact us immediately. If the date iz acceptable, please am end your records accordingly and we will deliver on that date.

R eg. office: Your Company Regigersd Ofice Company Reg. Mo, Your Company Registrationg Y AT Reg Mo, Your Com pany WaT#

This acknowledgement letter is just a sample document layout. These can be tailored and customised to any
degree you like to suit your requirements.

When you close the preview, you'll be asked if you want to print the letter, press St ar t to print it, or
Cancel not to. Note: If you cancel here, you are just cancelling the print, not the order approval. The order
becomes approved either way.

After some more activity you will be returned to the approval list, which will now be empty. Press Cl 0se on
the approval list and then click anywhere on the event diary window to make it update itself.

The diary will now contain reminders of all the actions necessary to fulfil the order. You'll probably have to
stretch the window height to see it all! It'll be something like this:
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| 433 Events for dates [16/03/09 to 14/07/09] e
1Ewvents |g Options far event viewing |§T|:u:||s |ﬂ lcon Key |
5] wihen | Action | First Document ~|  Ewent
16/04/09  Raize Purchaze Order &4 pol_20:55004E
21/04/09  Raize Purchasze Order 4 pol 2255073
22/04/09  Raise Purchasze Order & pol 18551576 E dit
22/04/09  Approve works order aal woh:[00000000201:C1255F
22/04/03  Raise In-Line Sub-Con Purchase Order & ok .1 255P [05-5AT ANOD]
22/04/09  Works Order Step Start Due wioa (00000000201 05-54T AMOD
270409 Approve works order aal wiol (000000007 8167 47ER
27/04/09  Raise In-Line Sub-Con Purchase Order & pol 2:6747ER [07-5AT ANOD]
270409 whorks Order Step Start Due wia: (0000000071 31.07-5AT AMNOD Dacument
28/04/09  Raise Purchase Order % pol JEE232
28/04/09  Approve works order aal woh (000000001 6167249R
28/04/09  Raize In-Line Sub-Con Purchaze Order &+ pol 1:67245R a5
28/04/09  ‘works Order Step Start Due woa [00000000201:06-51LK. SCREEN =Rkl
1/05/09  ‘Wworks Order Step Start Due woa (000000001 31 10-DEGREASE Full Set
4,/058/09 Approve works order aad woh: (0000000071 51:C1254K,
4,/068/09 Sales line dizpatch due (£ £ok0000000001 HoneyComb PLC,1:C1 254K, o,
o
Call
(&0l (&) [£] £ (#1/Day
A A 2w eerl] (4] ] ][]
S = Cif cleared, Fif future, X if late
@]E] [] Rezet to defaults and refresh now

That's completed the order approval. It's now just a matter of “point and shoot” from here to do all that's
necessary to complete the order!
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3 Part 3 Production Methods

In this part of the tour, we’'ll very briefly explore the production method of the C1254K item used in our
example order.

A method is the description of how you transform your parts and materials into products. The term product is
used loosely here; it just means the result of applying the method. It may be just a simple turned part or a
complex assembly involving 100s or 1000s of components.

All we’ll be doing here is showing you the method for the C1254K and briefly explaining what it means. It is
beyond the scope of this quick tour to describe how to create methods.

From the initial ribbon menu, press Fi nd Recor d then OQur Par t . This opens a list of all the material
and product records in your Match-IT system.
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3.1 Materials Catalog
|4 All Material Catalogue = '
1By Our Part Nurn |E MName | 3 Class | 4 Group | 5 Family | 6 Tech Spec|
Cur Part Mum |S|B|M|I:|T|D| M ame |.-’-'-.| lzzue (D | Clj

1877 S M Shart Ring Saleabls Hew
A5004E B SHEET ALLOY 1k = 104 # 2. 5hdbd R awabd & =

BEO7ER B SHEET ALLOY 1.5hM Rzt a
BRO7I B ExTRITTAEY VERSI BaIL 2.0M SC10 R awhd a

157G ] SHEET ALLOY 1.2k Fiawhd a
BE23E B SCREW M312 POZI PAN Rawhkda

BEZ39G B SCREW w312 C5K POZI R awbd a

BE2ET B SCREW M2 5% 10 POZI PAM Rawkda

BEZE T B MUT MZ2.5FULL HE= R awbd a

EE475E B WASHER M2.5 PLAIM Rawhkda

GEG40F B SCREW M2.5% 6 POS] PaM R awbd a

E720MH B BUSH RETEMNTIOMN PLASTIC Rawhkda m
672495 hd MOD TOR/BOT COVER Azzemb
£7257R M MOD SIDE COVER Assemb
E74730 B BLOCE. SPACER FCE R awhd a TR
E747ER b MODULE RalL Agzemb
S8 D B *ExT EJRO PaAMEL HAMDLE 220 R awhd a

GE930E B HaMDLE Azzemb

EE9424 B SCREW PAMEL RET M2.5 Rawka -
ALS02730 S B Alurninium 3mm Thi 52571 HZ24 R awbd a
Brake Set B Front/Rear Brake Set Complete Rawhka m
C1254P kd RE&R PAMEL Azzemb
C1254K, S M MODULE KIT 6L 2THE =HOS 05 |55 S aleabl;

C1255P 5 M FROMT FaMEL MODLLE Azzemb

C1329P M HANDLE Assemb
Chain Set 18 B 18 Gear [623] Chain Set R awhd a

Front Hub ] IJniverzal Front Hub Fiawhd a
s T N N TS SRR Ty SRy [ -

== - Ll __su:uleted...
All |Se|ls ‘ Buys ‘ Fres ‘ kade ‘TDDIing ‘ ‘ A=< it not approved
|niclude Steps Show In-Stock
P WED Hhadkis: U .

Scroll down the list until C1254K is highlighted in the Qur Part Numcolumn, as shown here:

Now press the Met hod button to bring up the method for the C1254K. This is the part in our sample order.
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3.2 Top Level Method

The first time you open a window, Match-IT opens it at its smallest size in the middle of the desktop. This is

often not the best size or place, as in this case:

| ** Production Method =E(% )
Method Ear: ()| C1254K  —{({ MODIULE KIT U 21HP XHOS 05 | ltem |
[termn | Marne | M otes | ToMake |=| Tools |
C1254K [ MODULE Kl 1 Each Showe |
=HMETHOD [make Flasue 4 =
[} STEF Assemble 1Each Edit
— PART (buy) Oirag ltem
— PART [buy] Azzembly
— PART[buy] M ethod
— PART [buy] Shep
— PART[buy] Fart
— PART[buy] Toal
— PART by Resource
—PART [make][zut SubCon
—FART[make](zut BuyPart
— PART [buy] Output
— PART [make] Rieturn
—PART(buy] OutputPart
—FART[makel(zut DoProcess
—PART[make][zut “ia Likra
- PART(makellsut < LY
_ RESOURCE
—MaDE C1254k - MODLLE Kl
+Dio
E1m (&) ($1] 3] [ 3] (] @
44 4 2 e rpl] (4 (][]
E &) Hide dizabled lines [0] [ 1Hide qualifiers
[El El” % ][ : ] [ Egpand ” Golapss ] Auto collapze azzemblies Ilze DED =02

You can adjust the size of the window and the width of the columns by dragging in the usual Windows™ way.

Match-IT will remember your settings, including the column widths.

Re-size the window and the columns until it looks more like this:
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=4 Production Method == %]
Method Eor: ()| C1254K  —(({ MODULE KIT 6U 21HP XHOS 05 | ltern |
Itemn | Hame JotfToMakeg  Lse | 0F This ~ Iools |
C1254K_ [ MO 1Each 1! Show |
EHMETHOD makel " lssue 4 ;
EFSTEP Assemble 1 Each Ediit
—FART [buy) 4 Each BE232= [SCREW M3 12 POZI PAN] Crag ltem
—PART[buy] 4 Each BE239G [SCREW M3 12 C5K POZN Azzembly
—FART [buy] 2Each BE03= [SCREW M2.5= 10 POZ1 PAM] kethod
—PART[buy] 4 Each BEZ6 7= [MUT k25 FULL HEX] Step
—FART [buy] 2Each BE475E Mw/ASHER M25 PLAIMI Part
—PART[buy] 18 Each BESA0F [SCREW M2.5x B POZ] PAM] Tonol
—PART[buy] 4 Each G7201H [BUSH RETEMTIOMN PLASTIC] Fezource
—PART[make] 2Each 672498 (WMOD TOR/BOT COVER] SubCon
—PART[make] 2 Each 67257 (MOD SIDE COVER] BuyPart
—PART[buy] 2Each 674730 [BLOCK. SPACER PCE] Output
—PFaRT[make] 4 Each B747ER [MODLULE RaILY Return
—FART [buy) 4 Each G39424 [SCREW PAMEL RET M25] OutputPart
—PART[make] 1 Each C1234F [REAR PAMEL] DoProcess
— PART[make] 1Esch  C1255P [FRONT PANEL MODULE] R
—PART[make] 1 Each C1329F [HAMDLE] - P
—RESOURCE 30 Ming cycle Azsembly Worker [SHARABLE]
— MADE C1254k,
+[o
EIEE IR I ¥ |[w
; Hide dizabled linez (0] [ ] Hide qualifiers
D [ Eipand ” Calaess Auto collapze azsemblies ze D&D =08

Our C1254K example is an assembled product, made up from a mixture of bought-in parts and manufactured
parts. The method we’re looking at here is for the final assembly. It consists of a list of 15 parts and sub-
assemblies, and one resource (assembly worker) to put it all together.

Each PART record specifies what the part is, and how many are required to make one C1254K. For example,
the method abowe specifies that four 66232X screws are required. The scheduler uses this information to
calculate costs and to allocate stock.

The RESOURCE record specifies the resource to be used and how much time is required to assemble one
C1254K (the cycle time) and how much time is required to prepare to make any number (the setup time). In
the method abowe, the assembly worker requires 5 minutes to get ready, and 30 minutes to assemble each
C1254K. This information is used to estimate costs and to allocate time.

These methods can be edited very easily, for example, by double clicking on a column entry to change it, or
by dragging to mowe a record up or down the method. There are also a number of tools available that allow you
to construct these methods from boilerplate templates. We won'’t go into that here.

Match-IT does not differentiate between a PART that is bought-in from one that is made. This means you can
have assemblies within sub-assemblies to any depth you like, with bought-in parts mixed in at any level. We'll
briefly look at one bought-in part and one sub-assembly.

Highlight the 66232X part. This is a bought-in part, so pressing SUpPpP! i er s on the Show tab will bring up
the list of suppliers and prices for it, as shown below.
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3.3 Bought-In Part

| <= Suppliers [66232X -—({ SCREW M3 12 POZI PAN })] =@ %)
Our Fart Mum: [Z] BEZ23Ex —i[ SCREW M3 12 POZIFAN T B e e
AlS]C] Supplier | TheirPatMum | TheiPart Hame | Days| Pack Price | Pack Quantity [+
A #o TR Eastenings -»BE238< [ SCRE' »SCREW M312P0SF 3 £1.00 100 Each i Hew
EIEE RN IR [*][
A= Fif Fart only approved. S if Supplier anly, A if both
@]E] o = xif scheduler can use it _
I =xifthiz is & sub-contract supplier

Here, there is only one supplier specified for the part. You can have as many as you like. When there is more
than one, the scheduler will choose the one with the lowest price, unless you have marked the job as urgent.
In this case, it will choose the supplier with the shortest lead-time.

In this example, the supplier for 66232X parts is TR Fast eni ngs, they charge £1 for a pack of 100 and their
standard delivery is 3 days. Press Det ai | if you want to explore this further yourself.

Press Cl 0Se to return to the method.

We'll now explore a manufactured part. Highlight the C1255P part and press Met hod on the Show tab to

see its method. This will open a new method window. If you move the new one, you'll see the other one
underneath.
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3.4 Manufactured Part

| 4 Production Method =|=(% ]
Method For: ()| C1255P —({ FRONT PANEL MODULE Jj ltem |
[termn Hame JotdTo Make] lze | Of T~ 1o0ls |
C1256F - FROMT 1 Each . Show |
=F ME THOD [make) .
=FSTEP(ogged] O1-PUNC  [1 cycle] Edit
FPARTI[buy] 1 Sheets of 125 mm = 475 mm BE004E [SHEET ALLO' Dirag ltem
RESQLRCE 80°0.5 Secs cvcle & 30 Mins se AMADA Azzemnbly
=FSTEP[logged] 02-RECU 1 cycle] M ethiod
L RESOURCE 4415 Secs cvcle & 2 Ming setur PWHRPRESS Step
=FSTEP[logged] O3-LIMISE  [1 cucle] Fart
L RESOURCE 80#0.2 Secs cycle & 5 Mins seh SPEDFAM Tool
=FSTEP[logoed]  04-CSIME. [T cpcle] Rezource
L RESOURCE 4"9 Secs oycle & 5 Ming setup WORKER [SHARABLE SubCon
=FSTEP[zubcon lo 05-5AT & 1 Each BuyPart
- COMTRACTL Jdavs Statfald Plating Cutput
=FSTEP[zubcon lo OB-SILE.S 1 Each Return
- COMTRACTL I davs PREMIER SCREEMPR CutputPart
MADE C1255F DoProcess
Yia Librany
+[o
EIEEEN NI ¥
: Hide dizabled lines [0] [ 1Hide qualifiers
@]@[—] [ Eapand ” Callapse ] Auto collapze azzemblies Ilze DED =02

This is an example of a simple piece of sheet metal work.

It uses a panel of 0.125 metres by 0.475 metres of the sheet material 55004E.

This is processed through 4 steps in-house, and 2 by sub-contractors.

It is punched on an AMADA, then re-cut, linished and countersunk, before being passed to sub-contractors to

satin-anodise and silk-screen print it.

Sub-contractors are handled in a similar way to suppliers for bought-in parts. Pressing the Suppl i er s
button on a SUBCON line will bring up a list like the one we've already seen for the 66232X part. Typically, a
sub-contractor will lew a per batch charge as well as a per item charge; you will see this in the

Bat ch Char ge column in the contractor list.

The cost of using a resource for a job is the time required multiplied by its cost rate. Select the AMADA line
and press the Det ai | button in the Show Use group and you'll be presented with the cost information for
the AMADA. (Make sure you press the detail button in the Show Use group on the Show tab and not the one

abowe it; that'll just show you the detail of the method record.)
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3.5 Resource Costs

Resource Type == |
Full Mame:  AMADA|
Besource D b A0, [ Converzations ][ Exents ]

1Running Costs |2 Calibration | 3 Identification | 4 Qualifiers | 5 Actions |

Cycle Time Cust:g EZ4.00 per Hour
Setup cozt is game az cycle cost
Setup Time Cust:[:] £24.00 per Haur

Cost Time Unit (.. ]| 1 Hrs
This is the time period the costs set abowe apply to

Mext Cost Feview On; B 1504410 [ ]5et costs as reviewed today
Last Reviewed: E] 15/04/09
Maminal Cude:g B000

Setup Time Units: [...] Hour

Cycle Time Units: [ ]| Minute resource in a method.

The units wou set here are used
as the defaultwhen wou use this

D [<Eack ][ Meut> ][ M e ] [ Dl ][ Save ][ Cloze ]

In this example the resource called AMADA is costed at £24 per hour.

Changing the cost rate here will automatically reflect through into the estimated costs of all the products that

use it.

That completes our brief exploration of production methods. Press Cl 0S € on each form you have open until

you are returned to the initial menu.

You have now seen most of the sources of information Match-IT will use to plan your work. What you haven’t
seen are the stock records. Match-IT will only plan to buy or make something if there is no free stock
available. Match-IT's stock handling is beyond the scope of this quick tour, so we won't go into that here.
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4 Part 4 Progress Tracking

So far in this tour, you've seen how to take an order and plan the work for it. You've also seen where Match-IT
gets the information it needs to plan the work.

In this part of the tour we’ll introduce you to one of the ways you can use to view the status of your jobs.

Match-IT is a real time system. This means if you keep it informed, it can give you instant feedback on
progress, no matter how complex the job, and it can tell you if, at your current rate of progress, you're likely to
miss a delivery date.

Match-IT provides facilities to allow you to log progress to any level of detail you wish, including not at all, if
that's appropriate. It is beyond the scope of this tour to go into the logging procedures, but we will show you
how to trace a job. A trace gives you a quick oveniew of the status.

From the initial ribbon menu, press Pr ogr ess then Sal es Di spat ches Due. This opens a list

of all the sales lines that are due, or overdue, for dispatch. The list does not show orders that are complete, so
this is a view of your live orders.
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4.1 Dispatches Due

After some column width adjustment you should see something like this:

)
ﬂ p

. “# Sales Order Lines Expected Dispatch Summary

1 By Deliver Date |2 Bty Customer | 3 By OurParthum |

Oidert | Customer [Cus Order[lur Pat Hu]l — Wame | Ordered | Shipped Ot To Shin [Shipped| Planned| Dispatch] Deliver
0o0o0000am. HeoneyComb verbal . C1254K  MODULE KIT 10 Each 10Each 4/05/09 4/05/09 70503

[ *

S Qrder

Trace

Events
Batches

S0 Lines
Raize DN
Dizpatches

T4 44 4] 2] pirH el |4

@G [ Show Overdues Only [ 5elected Custamer Dby Cloge

Notice our example sales order line is showing. This list provides a top-level view of progress.

_V_
%]

The Pl anned column shows the date the sales order line is planned to be complete. Note: This may not be
the same as the delivery date requested by your customer. The planned date reflects the date you expect to
actually achieve. This will be shown in red if the planned date is late. The planned date is automatically
adjusted as you log progress against the job.

The Del i ver column shows the required delivery date as set in the sales order line. If you've missed this,
because the due date is yesterday or before, it will be shown in red.

In a real system there may be many hundreds of live orders in this list. Typically, you'll be more interested in
the jobs that are late than those that are on track. Checking the Show Over dues Onl y option reduces the
list to just those order lines that are overdue or planned late. Your objective is to keep this list empty!

Pressing the Tr ace button will bring up a more detailed picture of the status of the order.
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4.2 Tracing Backwards

Whenever you see a Tr ace button, pressing it will bring up a view like the one below:

%= Tracing [s0l:0000000001,HoneyComb PLC,1:C1254K] =@E=]

1 Tracing Backwards |gTracing Faorwards |§ lcon Key |

= MODULE KIT B 21HP xHOS 05 155 4 1) bo HonewComb PLC, approve on 15404409, dig

Meva WO (0000000015) for 10 Each of C1254K ([ MODULE KIT 6U 21HP %H0S 05155 4 )), onder on 4/05/09, arrive on 4/05/09
~ 3 PO unassigned for 100 Each of 56232X ([ SCREW M2 12 POZI PAN ) from TR Fastenings, order an 28/04/03, arive on 1/05/09
—&% PO unazsigned for 100 Each of BEZ33G ([ SCREW M3 12 C5K. POZI J] from TR Fastenings, order on 28/04/09, arrive on 1/05/09
—&% PO unazsigned for 100 Each of BE253< [ SCREW M2.5x 10 POZI PAN ]) from TR Fasteningz, order on 28/04/09, arive on 1/05/09
&% PO unazsigned for 100 Each of BE267 [ MUT M2.5 FULL HEX ]) from TR Fastenings, order on 28/04/03, armive on 1/06/039
&% PO unazsigned for 100 Each of BE475E [ WASHER M2.5 PLAIM ]] from TR Fasteningz, order on 28/04,/03, amive on 1/05/09
&% PO unazsigned for 200 Each of BES40F ([ SCREW MZ2.5% 6 POZI PAM ) from TR Fastenings, order on 28/04/03, arrive on 1/05/09
&% PO unazsigned for 100 Each of EF200H -~ BUSH RETEMTION PLASTIC J) from k. GIEMEY & CO. order on 28/04/09, arrive on 1/05/09
&% PO unazsigned for 100 Each of 674730 -[[ BLOCK, SPACER PCE 1) from k. GIEMEY & CO. order on 28/04/09, arrive on 1/05/09
&% PO unazzigned for 5,000 Each of 683424 [ SCREYW PANEL RET M2.5 )] from SCHROFF [UE] LTD, order on 28/04/03, arive on 1/06/09

E}d Mew W0 (0000000016) for 20 Each of 672439R ([ MOD TOP/BOT COVER )). order on 28/04/09, arrive on 1/05/09
gl Mew w0 [0000000017) for 20 Each of 67257R ([ MOD SIDE COWVER ]I, arder on 25/04/09., arive on 1/05/03
sl Mew w0 [0000000015] for 40 Each of 67476R ([ MODULE RAIL 1), order an 270403, arive an 1/05/09
gl Mew w0 [0000000019) for 10 Each of C1234F ([ REAR PAMEL ]I, arder on 28/04/09, amive on 140503
Frhad Mew w0 [0000000020] for 10 Each of C1255F ([ FROMT PAMEL MODIULE 1), order on 2240409, arrive on 1,/05/09 Show
s Mew W0 [0000000021) for 10 Each of C1329P ([ HANDLE )). order on 28/04409, arrive on 1/05/09 () To Do Moves
() To Eit Batches
(%) To Do POAO:
O Al Batches
(O Al POAWDs
() Everpthing
() Let Me Chooge
EX L4 7 =et]11100011
a2l e r] 5] > E][ !
YR e e e e

Initially, the form will show a backward trace. This means Match-IT is showing you the connections going back
in time, i.e. it is answering the question: “Where will, or did, this come from?” So, tracing backward on a sales
order line, as in this example, will show the works orders and purchases orders that are required to fulfil it.
You can also see the status of each of these works orders and purchases orders, both in the words and the
colours. Late items are shown with a red icon. Various symbols and colours are used to show other
conditions, like planned, in progress and complete. The Icon Key tab shows all the colours and symbols used.

When you have complex structures involving large numbers of inter-related works orders, you can click on the
+ symbols to expand the display to show detail at lower levels.

Highlight one of the PO lines and press the Tr ace button at the bottom of the list. This opens another trace

window on top of the original one, this time tracing the purchase order line you selected. If you move the new
window, you'll see the original underneath it. The new trace window has opened showing the tracing forward
view.
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4.3 Tracing Forwards

A typical forward view on a purchase order line will look like this:

% Tracing [pol:,9:66232X] =]

1 Tracing Backwards 2 Tracing Fonwards |§ leon Key |

&% PO unazzigned for 100 Each of BE23&< [ SCREW M3 12 POZ] PaM ]) from TR Fastenings, order on 28/04,/09, arive on 1/05/09 ™
&% Reserved issue of 40 E ach from Feserved Bought batch 1 [BE232< ([ SCREW M3 12 POZI PAN 1)) to Mew W0 [0000000015] on 4/05/09
E!-ﬁ Mew W0 [0000000015) for 10 Each of C1254K ([ MODULE KIT EU 21HP %H05 05155 4 )], order on 4/05/09, arive on 4/05/09
¥ Reserved dispatch of 10 Each from Reserved Made batch 15 [C1254K  —{[ MODULE KIT B 21HP =<HOS 05155 4 1)) to'WIP 50 0000000
L) WP 50 0000000001 A for 10 Each of C1254K ([ MODULE KIT BU 21HP %HOS5 05155 4 1) to HoneyComb PLE, approve on 15/044
Show
() lzsue Moves
) 8l Moves
() Al Batches
O Al'w0/5Cs
() Everpthing
(%) Let Me Chooge
4] ¥ [49=ef11100007
[LRE NI LT E ¥ [ E]

T = | e

When looking forward Match-IT is answering the question: “Where will, or does, this item go?” So, tracing a
purchase order line forwards, as in this example, will show all the works orders and sales order lines where
the purchased item is being used. Again, colours are used to show status. If you keep expanding the view by
clicking on the + symbols, you'll eventually expand out to the sales order line(s) involved. Doing this on a
stock batch is useful to find out where it went, if you need to re-call products for example.

Press Cl 0Se twice to get back to the dispatches due list, and then press the Event s button.

4.4 Outstanding Events

Whenever you see an Event s button, pressing it will bring up a view like the one below:

. :C':}, Events for [sol:0000000001, HoneyComb PLC,1:C1254K] B ] .
1 Document events |2 Options for document event viewing { -
5 when | Action i~ - Event
16/04/09  Raize Purchase Order H
16/04/03  Raize Purchase Order LI

2104408  Raize Purchasze Order

22/04/09  Raize Purchaze Order

22404408 Raize Purchasze Order

22004/09  Approve works arder

22/04/09  Approve works order

2204409 Raize In-Line Sub-Con Purchasze Order
22/04/09  Raize In-Line Sub-Con Purchaze Order

Edit

Bemove

270409 Approve works arder Diocument

27/04/09  Raize In-Line Sub-Con Purchaze Order

28/04/09  Raize Purchaze Order Trace

28/04/09  Raize Purchaze Order

28/04/03  Haige Purchaze Order Clear

28/04/09 FLaise Purchaze Order -y
EIEEETEINIL NS ¥

(7 )[&]BE S - Cifcleared, Fitfuture, X i late Close
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This is similar to the event diary except it only shows the to-do actions for a specific document, in this case
one line from our sales order.

This is a quick way to find out what is left to be done. Also, by checking the Cl ear ed option on tab 2, you
can quickly see what has already been done. Done actions are indicated by a Cin the ‘S’ column.

Well, that’s it for this tour. We hope you enjoyed it and found it useful.
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