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1 Promotions Introduction

The Adempiere system includes extensive functionality to manage marketing promotions.

The functional requiremements of the promotions capability were largely derived from an IBM publication which
is accessible at this link.

http://publib.boulder.ibm.com/infocenter/wchelp/v5r6m1/index.jsp?
topic=/com.ibm.commerce.customizetools.doc/refs/rprcondmdl.htm

The purpose of this HowTo guide is provide 'worked examples' of many of the types of promotions that can be
defined in the system.

The Promotions functionality is very powerful and configurable and is, inevitably, quite complex. Adaxa
recommends that new promotions are well tested before being made accessible in a live system.
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2 Promotion Groups

2.1 The Promotion Group Window

A Promotion Group is a group of products that will be included in some form of evaluation to decide if a
promotion will appy to a purchase. The evaluation might be something like “if the order includes products from
this list of products with an order value > $100 then give a 10% discount”.

2.1.1 Promotion Group Data

] The promotional group X will have a list of products with the values A, B and C.
< The promotional group Y will have a list of products with the values D, E and F.

2.1.2 Promotion Group

Select ‘Promotion Group’ window from the main menu.

|| Home (1) I Promotion Group ><| Promotion ><|
el NEx-gais ® 4] EET™
Promotion Group Client Organization MName Description
Group Line Gardenwarld * Promational Group v Fromational Group v
Garden'Waorld * Promotional Group x Promotional Group X

Illustration 1: Promotion Group Window > Promotion Group Tab

2.1.3 Promotion Group Tab

1. Enter the Promotional Group Name and Description. Tick the Active check box to indicate the
promotional group is active. In this case the promotional group will contain 2 records; one is for
Promotional Group X and the other one is for Promotional Group Y.

|| Home (1) I Promotion Group ><| Promotion ><|
B (= 5 L] 7
@LEx-gaimE e TELECA" A
Pramotion Graup Client Qrganization Active Promotion Group Product
Group Line Gardenworld HQ Promotional Group ® A
Gardenworld HQ Promotional Group X B
Gardenworld HOQ Promotional Group X C

Illustration 2: Promotion Group Window > Group Line Tab
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ADempiere

&

» |[ Haorme (1) | Promotion Group "I Promotion x‘
B (= | [ | 5
@ DE=x-BAiEm @ TEaESA" B
Promotion Group Client Organization Achive FPromotion Group Product
Group Line GardenWorld * Promotional Group ¥ o]
Garden'World e Promotional Group ¥ E
Gardenworld * Prormotional Group F

Illustration 3: Promotion Group Window > Group Line Tab

2.1.4 Group Line Tab

1. Select a promotional item from the Product dropdown. In this case the promotional items to be
selected for Promotional Group X are “A, B, C” and Promotional Group Y are “D, E and F”.

2.2 Promotion Scenarios

There can be many different types of promotion scenarios. The following sections explore some of the
available promotion options and show how they are set up. The scenarios shown are just examples of different
types of promotions and the values can be changed as required.Promotion A

© 2012 Adaxa Pty Ltd Page 7



3 Promotion A

3.1 Buy <4 items of group X, get 10% off, buy 4-6, get 20% off,
buy >6 and get 50% off all.

Select ‘Promotion’ window from the main menu.

ADempiere
# [ Home (1) I Promotion Group XI Promotion x|
@UDEx-SB/aizmo TELES AN
Promotion Client*
Pre Condition “ active

Name* |Promotion 1
Description |E-u3,f 1-2 10%; 4-6 20%; 7 ar more 50%
Relative Priority |1 @]

Promotion Line

Cluantity Distribution

Reward
Illustration 4: Promotion A Promotion Window > Promotion Tab

2. Promotion Tab
1. “Promotion 1” as the Promotion Name.
2. EnterEnter “Buy 1-3 10%; 4-6 20%; 7 or more 50%” as the Promotion Description.

3. Enter “1” as the Sequence or Relative Priority.
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ADempiere

& || Home (1] | Promotion Group xl Promotion ><|
| — [ B ]
@ NEx- ez e S@EC A "ixn
Fromotion Client™* =
Pre Condition Organization™ -
. . W i
Pramaotion Line ¥l active
Quantity Distributi Promotion® -
uanti istribution
g Sequence
Reward Business Partner | |
Business Partner =
Grou |Standard Customers |
Price List [Standard -]
warehouse [HQ Warehouse -]
Promotion Code |
Usage Caunter
Usags Limit

Start Date [05/01/2009 [ ooon |
End Date [12/31/2009 oo |

Illustration 5: Promotion A: Promotion Window > Pre Condition Tab

3.1.1 Pre Condition Tab

1. Tick the Active check box to indicate the pre condition is active.

2. Enter “0” as the Sequence.

3. Select the Business Partner to whom the promotion is applicable. (Optional field)

4. Select the appropriate Business Partner Group to whom the promotion is applicable. In this case

the Business Partner Group to be selected is “Standard Customers”.

5. Select Price List as “Standard”.

6. Select Warehouse as “HQ Warehouse”

7. Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion, then
at the sales time, user will need to enter the same promotion code that he may have before completing

the sales order.

8. The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.

9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “05/01/2009 00:00” as the Start Date.
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11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

€ C M % /192,188, 1.580webLi/

ADempiere
# || Home (1) | Promotion Group XL Promotion x|
! (— || 7
@ I DEx SQi=m e» SESA"ipN
Prorotion Client* "
Fre Caondition Organization™ -
Promaotion Line . ¥ ctive
Promotion i
Cluantity Distribution
! Promotion Group [Promotional Group X o
reward Minirnurn Amt

Mandataory Promotion Line

Illustration 6: Promotion A Promotion Window > Promotion Line Tab

3.1.2 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.

ADempiere
» || Home (1) I Promotion Group Xl Promotion X|
N (— | T
@ 8% 80T €»  ITLHESALA
Prormotion otion Sequence Promaotion Line Operation Quantity Distribution Type
Pre Condition otion 1 10 0.00_Promotional Group % == 7 Max
Promotion Line otion 1 20 0.00_Promotional Group = 4 Max
Quantity Distribution otion 1 30 0.00_Promotional Group H= 1 Max
Reward

Illustration 7: Promotion A: Promotion Window > Quantity Distribution Tab

3.1.3 Quantity Distribution Tab

We have 3 distributions according to the Promotion 1, i.e. 1<=X<=3, 4<=X<=6 and X>=7. When entering the
distributions, you have to start with the largest quantity distribution. In this example, enter “7” as X>=7, enter
“4” as 4<=X<=6 and then enter “1” as 1<=X<=3. The i) Operation and ii) Distribution Type for these
distributions are i) “>=" and ii) “Max”.
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ADempiere

R il
et ClFor all distribution

» [ Home (1) [ Promotion Group x[ Promotion x|
@ HE<. gai= € TETLESA"IiA
Pramaotion Client* =
Pre Condition Organization™ °
Prormotion Line M active
Quantity Distribution Eromofion® =
e sequence(t0 [@]

Promotion

Distributian™ |1E|_D.IZ|IZ| - Promotional Group x

Same distribution for source and target
Target distribution

Reward Type™ |F‘ercentage

Amount (50,00 | & |
Quantity

Distribution Sorting

Charge* Promotional Discounts

Illustration 8: Promotion A: Promotion Window > Reward Tab — Reward 1

© 2012 Adaxa Pty Ltd

Page 11



ADempiere

# [ Horme (17 I Promotion Group "[ Promotion x|
@ I DEx- Bz € F+¢TLEESA"ipE
Pramation Client™* =
Pre Condition Oraanization™ ~
Promaotion Line 4] active

Quantity Distribution Bromation™ -

Sequence

Reward LI For all distribution

Ijrljl-'-'i':'tic'n|ED_D.IZID - Promotional Group & -

Distribution™®

Sare distribution for source and target

Target distribution ~
Reward Type™ |F‘ercentage =
amount|z0.oo0 @)
Quantity
Distribution Sorting =
Charge® Promational Discounts ~

Illustration 9: Promotion A: Promotion Window > Reward Tab - Reward 2
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ADempiere

bl ‘| Home (1) | Pramotion Group X| Promotion ><|
[. 1 . r
@ Ex  2adm e Be SEcA"ixm
Promuotion Clignt™ -
Pre Condition Organization™ -
Pramation Line ¥l active
Quantite Distributi Promotion™ =
uantity Distribution
. Sequence

R d
swar I For all distribution

Promotion

Distribution” |3E|_E|.DD - Promotional Group x -

Same distribution for source and target

Target distribution A
Reward Type® |F‘ercentage ==
smount(1000 @]
Quantity
Distribution Sorting hi
Charge® [Promotional Discounts o

Illustration 10: Promotion A: Promotion Window > Reward Tab - Reward 3

3.1.4 Reward Tab

This Reward setup specifies which distribution will receive a reward. In this example, we have to apply a certain
percentage discount on the items in the distribution that was entered previously. Thus Reward 1 (See Figure
7a) gives 50% on items in Distribution1 (which contains 7 or more X), Reward 2 (See Figure 7b) gives 20%
discount on Distribution 2 (which contains 4 - 6 X) and Reward 3 (See Figure 7c) gives a 10% discount on
Distribution 3 (which contains 1 - 3 X). Below are the steps to setup the rewards as mentioned above.

Tick the Active check box to indicate the reward is active.

1. Enter the Sequence No to identify the reward.

2. Untick the For All Distribution check box to indicate this reward not applies on all the distributions.

3. Select the appropriate Promoting Distribution to which is linked this reward.

4. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting Distribution for
this reward.

5. Select Reward Type as “Percentage”.

6. Enter the Amount to associate to a reward type.
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7. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with charge
to denote the account to post to.
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4 Promotion B

4.1 Buy 3 and Get 1 Free

ADempiere
» [ Home (1) I Promotion Group "I Promotion "|
@ 0E~=. BAIE ) 2T49ZEBCALA
Promotion Clignt™ -
Pre Caondition [¥] active

® .
Promation Line Mame |F'r|:|rnc:tlon 2

Description |E-uv ¥ get 1 free

Relative Priority

Cluantity Distribution

Hemvard

Illustration 11: Promotion B: Promotion Window > Promotion Tab

4.1.1 Promotion Tab

1. Enter “Promotion 2” as the Promotion Name.
2, Enter “Buy 3X get 1 free” as the Promotion Description.
3. Enter “2” as the Sequence or Relative Priority.
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ADempiere

*I|| Home (1) | Promotion Group x| Promotion ><|

4.1.2

1.

2,

1.

2,

3.

4,

5.

6.

@ DEx- Az e GBecA il

Fromaotion Cligrnt*
Pre Condition Organization™®
Prarnation Line ¥l active
Cuantity Distribution Promotion®
Sequence

Reward Business Partrer |

Business Partner 'Standard Customers

Group

Price List Standard

Warehouse |HQ Warehouse

Promotion Code |

Usage CDunter
Usagelimtp  [®]

Start Date (01012009 [&)0000 |
End Date [12/31/2010  [s(00:00 |

Illustration 12: Promotion B: Promotion Window > Pre Condition Tab

Pre Condition Tab
Tick the Active check box to indicate the pre condition is active.
Enter “0” as the Sequence.

Select the Business Partner to whom the promotion is applicable. (Optional field)

Select the appropriate Business Partner Group to whom the promotion is applicable. In this case
the Business Partner Group to be selected is “Standard Customers”.

Select Price List as “Standard”.

Select Warehouse as “HQ Warehouse”

Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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7. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

8. Enter “01/01/2009 00:00” as the Start Date.

9. Enter “12/31/2010 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

ADempiere
»I{| Home (1) | Promotion Group ><| Promotion x|
[ (— o {
L DEx-Saime» GEScA"ipE
Pramotion Client® s
Fre Condition Organization™ -
G :
Promotion Line ] active
IS Promation™® -
Cluantity Distribution ] .
Promotion Group |Pr|:|rn|:|t||:|r'|al Group X A
ewad Mimimum Amt

Mandatory Promotion Line

Illustration 13: Promotion B: Promotion Window > Promotion Line Tab

4.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.
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Superllsarf
ADempiere Bardanworld

» |[ Home (1) I Fromaotion Group x[ Promotion x|

(= i u 7
O DEx-S8AiE € GEsA "R
Promation okion Seqguence Promotion Line Operation Quantty Distribution Type Distribution !
Pre Condition otion 2 10 0.00_Promotional Group X >= 3 Min Ascending

Promotion Line
Quantity Distribution

Reward

Illustration 14: Promotion B: Promotion Window > Quantity Distribution Tab

4.1.4 Quantity Distribution Tab

We have only 1 distribution, i.e. X=3, according to the Promotion 2.

1. Select Promotion Line as “Promotional Group X".
2. Select Operation as “>=

3. Enter “3” as the Quantity.

4. Select Distribution Type as “Min”.

5. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order
of their price and then regroup them in sets according to the Quantity specification.
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ADempiere

|| Home (1) | Promotion Group xl Promotion ><|
I (— 2 B -
@ I DEx-Saimoe aEcA il
Promation Client™* -
Pre Candition Organization™ -
— n
Promaotion Line 4] active
Quartity Distributi Promotion™® =
uantity Distribution
' sequence 10 [®)

R d
st L Far all distribution

Promotion

Distribution™ |10_0.00 - Promational Group X <

Same distribution for source and target

Target distribution o
Reward Type®* Percentage =
Amount 100,00 @ )
Quantity
Distribution Sorting® |Ascending |
Charge™ |Promotional Discounts ]

Illustration 15: Promotion B: Promotion Window > Reward Tab

4.1.5 Reward Tab

In this example, we have to give the cheapest item in one or many sets of items for free. Below are the steps to
setup this reward.

1. Tick the Active check box to indicate the reward is active.
2, Enter “10” as the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group X”.

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

6. Select Reward Type as “Percentage”.

7. Enter the Amount to associate to a reward type. In this case we have to apply a 100% discount on
the cheapest item in it, in other words, it gives it for free.
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8. Enter “1” as the Quantity. System will give away a free and cheapest item for every set defined in
Quantity Distribution specification.

9. Select Distribution Sorting as “Ascending”. The selected sorting type for the reward is applied to
the system process. When the condition specified in a particular distribution is met, the distribution line is
validated and it will contain a number of certain items. At the same time, the selected distribution sorting
will be happened on each set of the items. Ascending indicates that the system will arrange the items
starting from least expensive to most expensive, whereas descending indicates that the system will
arrange the items starting from most expensive to least expensive.

10. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.
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5 Promotion C

5.1 Buy 1X and 2Y for $129

ADempiere
# [ Home (1) I Pramotion Group XI Promotion x|
@ B~ ZAlE  »F49ZaBeALwA
Fromotion Client™®
Pre Condition ] active

Mame* Promotion 3
Description |E.uy 1% and 2% for £129
Relative Priority |3 |®]

FPromaotion Line

Cluantity Distribution

Reward

Illustration 16: Promotion C: Promotion Window > Promotion Tab

5.1.1 Promotion Tab
1. Enter “Promotion 3” as the Promotion Name.
2, Enter “Buy 1X and 2Y for $129” as the Promotion Description.

3. Enter “3” as the Sequence or Relative Priority.
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ADempiere

»1|| Home (1) | Promotion Group xi Promotion ><|
1 (— s = {
@UINEx-Saime AESAREE
Fromotion Client™ -
Pre Condition Organization® -
: , 5]~
Prarmation Line ] active
Cluantite Distributi Promotion™ -
uantity Distribution
3’ Sequence
Reward Business Partner | |
Business Partner -
Grou |Standard Customers |
Price List |Standard - |
Warehouse |HQ Warehouse - |
Promotion Code |
usage CourterD | &)
Ussgelimito  [8)

Start Date 01012008 Rejooon |
End Date [12/31/2009  fs(0000 |

Illustration 17: Promotion C: Promotion Window > Pre Condition Tab

5.1.2 Pre Condition Tab

1. Tick the Active check box to indicate the pre condition is active.

2. Enter “0” as the Sequence.

3. Select the Business Partner to whom the promotion is applicable. (Optional field)

4. Select the appropriate Business Partner Group to whom the promotion is applicable. In this case

the Business Partner Group to be selected is “Standard Customers”.

5. Select Price List as “Standard”.
6. Select Warehouse as “HQ Warehouse”
7. Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,

then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

8. The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

ADempiere
|| Hame (1) | Promotion Group ><| Promotion ><|
[ ¥ | * o | {
@ DBx Bl e TELESA" N
Prormotion Client* -
Fre Condition Oraanization™ -
B i
Promotion Line ¥ active
L Promotion® -
Cluantity Distribution ] -
Promotion Group Promotional Group ¥ =
reward Minimum amt(0.00 [

Mandatory Promotion Line

Illustration 18: Promotion C: Promotion Window > Promotion Line Tab

5.1.3 Promotion Line Tab

We have 2 promotion lines, each matching a different product from a different promotional group.

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.

4. Click on the Save button to save this promotion line details.

5. Click on the New Record button to add another new promotion line.

6. Select Promotion Group as “Promotional Group Y” that was entered during Promotion Group
setup.

7. Enter “0” as the Minimum Order Amt.
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8.
one order line that matches the promotion line definition, i.e. Promotional Group Y.

9.

Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least

Click on the Save button to save this promotion line details.

| Home (1) | Promotion Group ’<| Promotion ><|

@UIPpEx-2ai= 4 TELECA" iR
Promation otion Sequence Promotion Line Operation Quantity Distribution Type Distribution ¢
Pre Condition otion 3 10 0.00_Promotional Group x = 1 Min Ascending
Promotian Line otion 3 20 0.00_Promotional Group Y = 2 Min Descending

Quantity Distribution

Reward

5.14

We have 2 di

1.

2,

3.

4,

5.

6.

Figure 16: Promotion 3: Promotion Window > Quantity Distribution Tab

Quantity Distribution Tab

istributions, i.e. X>=1 and Y>=2, according to the Promotion 3.

Enter “10” as the Sequence.

Select Promotion Line as “Promotional Group X".
Select Operation as “>=

Enter “1” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

7.

8.

9.

10.

1.

12,

13.

14.

Click on the Save button to save this distribution details.

Click on the New Record button to add another new distribution.
Enter “20” as the Sequence.

Select Promotion Line as “Promotional Group Y”.

Select Operation as “>=".

Enter “2” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Descending”. System will re-arrange the items in descending

order of their price and then regroup them in sets according to the Quantity specification.

15.

Click on the Save button to save this distribution details.

© 2012 Adaxa Pty Ltd Page 24



bl

ADempiere

| Home (1) | Promotion Group xl Promotion ><|

@ DEx-2aim & Y[R |

Pramatian Client® -
Pre Condition Organization® M
Promation Line _ M active

Cuantity Distribution Eromotion™ -

Sequence

Reward For all distribution
Promaotion -
Distribution
Same distribution for source and target

Target distribution A
Reward Type® |.-'1'«bSEI|L,ItE Arnount -

amount|129.00 [ @]

Quantity
Distribution Sorting =
Charge® |Promotional Discounts -

Illustration 19: Promotion C: Promotion Window > Reward Tab

5.1.5 Reward Tab

In this example, we have to give an absolute price on the set of items in all distributions. Below are the steps to
setup this reward.

1. Tick the Active check box to indicate the reward is active.

2, Enter “10” as the Sequence No to identify the reward.

3. Tick the For All Distribution check box to indicate this reward applies on all the distributions taken
together.

4, Note: System will set the Promotion Distribution drop down, Same Distribution for Source and

Target check box and Target Distribution drop down to disabled if the For All Distribution check box
was ticked.

5. Select Reward Type as “Absolute Amount”.

6. Enter the Amount to associate to a reward type. In this case we have to apply an absolute price of
$129.00 on the set of items in all distributions.

7. Enter “0” as the Quantity.
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8. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.
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6 Promotion D

6.1 Spend >$1000 Get 5% Discount & 1X for Free

ADempiere
» | Home (1) | Promotion Group * | Promotion ><|
@ DB <x-8aimie SGESA "N
Promation Client® -
FPre Condition Organization™ ’
Fromotion Line M active
L Promotion® -
Cluantity Distribution Sequence
Reward For all distribution
Promotion -
Distribution
Same distribution for source and target
Target distribution o
Reward Type™ |ﬂhsulute Armount >
Amount [120.00 [ @]
Quantity
Distribution Sorting =
Charge® |Promotional Discounts -

Illustration 20: Promotion D: Promotion Window > Promotion Tab

6.1.1 Promotion Tab

1. Enter “Promotion 4” as the Promotion Name.
2, Enter “Buy for $1000 or more and get 5% discount and 1X free” as the Promotion Description.
3. Enter “4” as the Sequence or Relative Priority.
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>/ || Home (1) | Promotion Group xi Promotion X|

6.1.2

1.

2,

3.

4.

5.

6.

7.

8.

@ DEx BAim e SEcA"ien

Frormotion Cliert*
Pre Condition Organization™®
Prormotion Line Vl active
Cluantity Distribution Promotion®
Seguence

Iz Business Partner |

Business Partner |Standard Customers

Sroup

Price List |Standard

Warehouse HQ Warehouse

Promotion Code |

Usage Cuunter
Ussge Limitp [@]

Start Date 0101/2009  [Eoooo |
End Date [12/31/2009  [0000 |

Illustration 21: Promotion D: Promotion Window > Pre Condition Tab

Pre Condition Tab
Tick the Active check box to indicate the pre condition is active.
Enter “0” as the Sequence.

Select the Business Partner to whom the promotion is applicable. (Optional field)

Select the appropriate Business Partner Group to whom the promotion is applicable. In this case
the Business Partner Group to be selected is “Standard Customers”.

Select Price List as “Standard”.

Select Warehouse as “HQ Warehouse”.

Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

ADempiere
#||| Home (1) | Promotion Group xl Promotion ><|
@UHEx- S/aizZ e T LESA iR
Prarrotion Clignt* =
Pre Condition Oraanization™ .
Promaotion Line ¥ active
o Promotion™® -
Cluantity Distribution ] -
Promotion Group |F‘rDthana| Group x a
e Minimum Amt[0.00 @]

I Mandatory Promotion Line

Illustration 22: Promotion D: Promotion Window > Promotion Line Tab

6.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.
2, Enter “0” as the Minimum Order Amt.

3. Untick the Mandatory Promotion Line check box.

4. Click on the Save button to save this promotion line details.

5. Click on the New Record button to add another new promotion line.
6. Enter “1000.00” as the Minimum Order Amt.

7. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. $1000.00.

8. Click on the Save button to save this promotion line details.
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‘| Horme [1) | Promotion Group "I Promotion "|

@ DEx-faim e TTLBSA"IER

Promation otion Sequence Promotion Ling Qperation Quantity Distribution Type Distribution Sort
Pre Condition otion 4 10 0.00_Promotional Group % = 1 Min Ascending
Prarmation Line otion 4 20 1,000.00_-1 = 0 Max Ascending

Quantity Distribution

6.1.4

Resward

Illustration 23: Promotion D: Promotion Window > Quantity Distribution Tab

Quantity Distribution Tab

We have 2 distributions according to the Promotion 4.

1.

5.

6.

Enter “10” as the Sequence.

Select Promotion Line as “Promotional Group X".
Select Operation as “>=

Enter “1” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

7.

8.

9.

10.

1.

12,

13.

14.

Click on the Save button to save this distribution details.

Click on the New Record button to add another new distribution.
Enter “20” as the Sequence.

Select Promotion Line as “$1000.00”.

Select Operation as “>=".

Enter “0” as the Quantity.

Select Distribution Type as “Max”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price.

15.

Click on the Save button to save this distribution details.
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#/|| Home (1) | Promotion Group * | Promotion ><|
eULEx-Sai= e 3L B A A
Promotion Client™ -
Fre Condition Organization™ -
Promotion Line V] active
Quantity Distributi Promotion™ -
uantity Distribution
" sequenceio (8

R il
st O For all distribution

Prormotion

Distribution™® 20_1,000.00 - -

Same distribution for source and target
Target distribution

Reward Type® |F'ern:entage
amount|5.00  [@]
Quantity

Distribution Sorting -2

Charge™ |Promotional Discournts
Illustration 24: Promotion D: Promotion Window > Reward Tab — Reward 1

6.1.5 Reward Tab

In this example, we have to give 5% discount plus 1X free for people buying $1000 or more of items. Thus
Reward 1 (See Figure 22a) gives 5% and Reward 2 (See Figure 22b) gives 1X free. Below are the steps to
setup these rewards.

1. Tick the Active check box to indicate the reward is active.

2. Enter “10” as the Sequence No to identify the reward.

3. Untick the For All Distribution check box to indicate this reward not applies on all the
distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “$1000.00”.

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

6. Select Reward Type as “Percentage”.

7. Enter the Amount to associate to a reward type. In this case we have to apply a 5% discount on
the set of items in the distribution.

© 2012 Adaxa Pty Ltd Page 31



8. Enter “0” as the Quantity.

9. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

10. Click on the Save button to save this reward details.

11.  Click on the New Record button to add another new reward.

ADempiere

B

| Home (1) | Promotion Group xl Promotion ><|

@LILEx-Saim e e SBc"ipl

Prormotion Clisnt™ S
Fre Condition Organization® =
. ; G .
Prormaotion Line V] active
Cluantity Distribut] Promotion™ =
uanti istribution
Y Sequencezo @]

Reward
Ll For all distribution

Promotion

Distribution™ [20_1,000.00 - i

[Isame distribution for source and target

Target distribution™® |10 |
Reward Type* |F‘eru:entage 2 |
amount 10000 [@]
Cuantity
Distribution Sorting™ |A5cending v|
Charge* |Promotional Discounts ~ |

Illustration 25: Promotion D: Promotion Window > Reward Tab — Reward 2

12. Tick the Active check box to indicate the reward is active.
13. Enter “20” as the Sequence No to identify the reward.

14. Untick the For All Distribution check box to indicate this reward not applies on all the
distributions.

15.  Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “$1000.00”.

16. Untick the Same Distribution for Source and Target checkbox to use some other
distributions/the selected Target Distribution for this reward.

17.  Select Target Distribution as “Promotional Group X”.
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18. Select Reward Type as “Percentage”.

19. Enter the Amount to associate to a reward type. In this case we have to apply a 100% discount on
the cheapest item in it, in other words, it gives it for free.

20. Enter “1” as the Quantity. System will give away a free and cheapest item for every order of $1000
or more of items.

21. Select Distribution Sorting as “Ascending”. The selected sorting type for the reward is applied to
the system process. When the condition specified in a particular distribution is met, the distribution line is
validated and it will contain a number of certain items. At the same time, the selected distribution sorting
will be happened on each set of the items. Ascending indicates that the system will arrange the items
starting from least expensive to most expensive, whereas descending indicates that the system will
arrange the items starting from most expensive to least expensive.

22. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

23. Click on the Save button to save this reward details.
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7 Promotion E

7.1 Buy 2X & 1Y, Get 10% of X & Y for Free

ADempiere

e

[ Horme (1) I Prormotion Group "[ Promotion "|

@ NE<x-S8Ai2  2F4¢EZoeEBSA" IR

Promotion Clignt™ =

Pre Condition [ active
Name* Promotion 5

Description |E-u~,r 2w and 1Y and get 10% off of each X and get ¥ for £5

Relative Priority

Promotion Line

Cluantity Distribution

Feward

Illustration 26: Promotion E: Promotion Window > Promotion Tab

7.1.1 Promotion Tab
1. Enter “Promotion 5” as the Promotion Name.

2. Enter “Buy 2X and 1Y and get 10% off of each X and get Y for $5” as the Promotion Description.

3. Enter “5” as the Sequence or Relative Priority.
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Start Date 01/01/2008  [e)00:00 |
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Illustration 27: Promotion E: Promotion Window > Pre Condition Tab

Pre Condition Tab
Tick the Active check box to indicate the pre condition is active.
Enter “0” as the Sequence.

Select the Business Partner to whom the promotion is applicable. (Optional field)

Select the appropriate Business Partner Group to whom the promotion is applicable. In this case
the Business Partner Group to be selected is “Standard Customers”.

Select Price List as “Standard”.

Select Warehouse as “HQ Warehouse”

Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

|| Home (1) I Promotion Group X| Promotion ><|

@ DBEx .  Zaim e TELABSAIpE

Promation Organization Active Promotion Promotion Group Minimum Amt Mandatory Promoti
Pre Condition HO Promotion 5 Promotional Group X 0.00
Promeotion Line HQ Promotion 5 Promotiohal Group ¥ 0.00

Cluantity Distribution

Reward

Illustration 28: Promotion E: Promotion Window > Promotion Line Tab

7.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.

4. Click on the Save button to save this promotion line details.

5. Click on the New Record button to add another new promotion line.

6. Select Promotion Group as “Promotional Group Y” that was entered during Promotion Group
setup.

7. Enter “0” as the Minimum Order Amt

8. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group Y.

9. Click on the Save button to save this promotion line details.
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Promaotion otion Sequence Promotion Line Cperation Quantity Distribution Type Distribution
Fre Condition otion 5 10 0.00_Promotional Group X »= 2 Min Ascending
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Quantity Distribution

7.1.4

Reward

Illustration 29: Promotion E: Promotion Window > Quantity Distribution Tab

Quantity Distribution Tab

We have 2 distributions, i.e. X>=2 and Y>=1, according to the Promotion 5.

1.

5.

6.

Enter “10” as the Sequence.

Select Promotion Line as “Promotional Group X”.
Select Operation as “>=

Enter “2” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

7.

8.

9.

10.

1.

12,

13.

14.

Click on the Save button to save this distribution details.

Click on the New Record button to add another new distribution.
Enter “20” as the Sequence.

Select Promotion Line as “Promotional Group Y”.

Select Operation as “>=".

Enter “1” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Descending”. System will re-arrange the items in descending

order of their price and then regroup them in sets according to the Quantity specification.

15.

Click on the Save button to save this distribution details.
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Distribution Sorting -
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Illustration 30: Promotion E: Promotion Window > Reward Tab — Reward 1

7.1.5 Reward Tab

1. In this example, we have to give 10% off of each X and get Y for $5 for people buying 2X and 1Y.
Thus Reward 1 (See Figure 27a) gives 10% off of each X and Reward 2 (See Figure 27b) give $5 for Y
(which contains 2X and 1Y). Below are the steps to setup these rewards.

2, Tick the Active check box to indicate the reward is active.

3. Enter “10” as the Sequence No to identify the reward.

4. Untick the For All Distribution check box to indicate this reward not applies on all the
distributions.

5. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group X”.

6. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

7. Select Reward Type as “Percentage”.

8. Enter the Amount to associate to a reward type. In this case we have to apply a 10% discount on
the set of items in the distribution.
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9. Enter “0” as the Quantity.

10. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

11. Click on the Save button to save this reward details.

12. Click on the New Record button to add another new reward.

ADempiere
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Illustration 31: Promotion E: Promotion Window > Reward Tab — Reward 2

1. Tick the Active check box to indicate the reward is active.
2, Enter “20” as the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4, Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group Y”.

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

6. Select Reward Type as “Absolute Amount”.
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7. Enter the Amount to associate to a reward type. In this case we have to apply an absolute price of
$5.00 on the set of items in the distribution.

8. Enter “0” as the Quantity.

9. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

10. Click on the Save button to save this reward details.
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8 Promotion F

8.1 Buy 3X for $20

ADempiere
# [ Home (17 I Promotion Group xI Promotion x|
@UDEx SAiF 29T SESR"1A
Promotion Client*
Pre Conditian ] active

Name* |Promotion &
Description |E-u3-' 3« for £20
Relative Priority |6 |&@]

Fromotion Line

Cluantity Distribution

Feward

Illustration 32: Promotion F: Promotion Window > Promotion Tab

8.1.1 Promotion Tab
1. Enter “Promotion 6” as the Promotion Name.
2. Enter “Buy 3X for $20” as the Promotion Description.

3. Enter “6” as the Sequence or Relative Priority.
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Illustration 33: Promotion F: Promotion Window > Pre Condition Tab

Pre Condition Tab
Tick the Active check box to indicate the pre condition is active.
Enter “0” as the Sequence.

Select the Business Partner to whom the promotion is applicable. (Optional field)

Select the appropriate Business Partner Group to whom the promotion is applicable. In this case
the Business Partner Group to be selected is “Standard Customers”.

Select Price List as “Standard”.

Select Warehouse as “HQ Warehouse”

Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

ADempiere
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Illustration 34: Promotion F: Promotion Window > Promotion Line Tab

8.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.
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Prormation otion Sequence Promaotion Line Operation Quantity
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Pre Condition otion 6 10 0.00_Promotional Group X =
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Promation Line
Quantity Distribution

Reward

Figure 31: Promotion 6: Promotion Window > Quantity Distribution Tab

8.14 Quantity Distribution Tab

We have only 1 distribution, i.e. X>=3, according to the Promotion 6.

1. Enter “10” as the Sequence.

2. Select Promotion Line as “Promotional Group X".
3. Select Operation as “>=

4. Enter “3” as the Quantity.

5. Select Distribution Type as “Min”.

6. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.
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Illustration 35: Promotion F: Promotion Window > Reward Tab — Reward

8.1.5 Reward Tab

In this example, we have to give $20 for people buying 3X. Below are the steps to setup this reward.

1. Tick the Active check box to indicate the reward is active.

2. Enter “10” as the Sequence No to identify the reward.

3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the

Promoting Distribution to be selected is “Promotional Group X”.

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting

Distribution for this reward.

6. Select Reward Type as “Absolute Amount”.

7. Enter the Amount to associate to a reward type. In this case we have to apply an absolute price of

$20.00 on the set of items in the distribution.

8. Enter “0” as the Quantity.
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9. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

© 2012 Adaxa Pty Ltd Page 46



9 Promotion G

9.1 Buy 1X & up to 4Y at 50% Each

ADempiere
# [ Home (1) I Promotion Group x[ Promotion x|
@8~ 2000 27092 e0sauR
Promaotion Client* -
Pre Condition V] active

Mame®* |Promotion 7
Description |Buy 1, take up to 4y at 50% each

Relative Priority

Prornotion Line

Cuantity Distribution

Reward

Illustration 36: Promotion G: Promotion Window > Promotion Tab

9.1.1 Promotion Tab
1. Enter “Promotion 7” as the Promotion Name.
2. Enter “Buy 1X, take up to 4Y at 50% each” as the Promotion Description.

3. Enter “7” as the Sequence or Relative Priority.
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ADempiere

»/I{| Home (1) | Promotion Group "i Promotion x|

9.1.2

1.
2,
3.

4.

5.

6.

7.

8.

@ D= Al e SEcA i

Fromotion Clignt*
Pre Condition Organization™®
Pramation Line ¥l active
Cluantity Distribution Promotion®
Sequence

I Business Partrer |

wbtendard Customers

Group

Price List Standard

Warehouse HQ Warehouse

Promotion Code |

Usage Counter[1 | &
Usagelimitl  [®]

Start Date 0101/2009  f&ooo0 |
End Date 12312009 [&/00o0 |

Illustration 37: Promotion G: Promotion Window > Pre Condition Tab

Pre Condition Tab
Tick the Active check box to indicate the pre condition is active.
Enter “0” as the Sequence.

Select the Business Partner to whom the promotion is applicable. (Optional field)

Select the appropriate Business Partner Group to whom the promotion is applicable. In this case
the Business Partner Group to be selected is “Standard Customers”.

Select Price List as “Standard”.

Select Warehouse as “HQ Warehouse”

Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before
completing the sales order.

The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a

customer, or overall.
10. Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion

only within a certain period of time.

|\ Harme (1) | Promotion Group ><| Promotion ><|

@ DEx-EAaim e» T LESA A

Promotion Qrganization Artive Promation Promotion Group Mirnirnurm At

Mandatory Promotic

Pre Condition HQ Promotion 7 Promaotional Graup X

Promotion Line HQ Promotion 7 Promotional Graup Y

Cluantity Distribution

Reward

Illustration 38: Promotion G: Promotion Window > Promotion Line Tab

Steps:

9.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group

setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least

one order line that matches the promotion line definition, i.e. Promotional Group X.

4. Click on the Save button to save this promotion line details.

5. Click on the New Record button to add another new promotion line.

6. Select Promotion Group as “Promotional Group Y” that was entered during Promotion Group
setup.

7. Enter “0” as the Minimum Order Amt.

8. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least

one order line that matches the promotion line definition, i.e. Promotional Group Y.

9. Click on the Save button to save this promotion line details.
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SuperUserg
mempie‘e GardenWorld
» ‘| Home (1) | Promotion Group XL Promotion ’<|
[ o | [ |
@ DEx-SAim e L 4] ETENrF Y™ |

Prarmotion otion Sequence Pramotion Line Operation Quantity Distribution Type Distribution ¢

Pre Condition otion 7 10 0.00_Promotional Group X = 1 Min Ascending

Promation Line otion 7 20 0.00_Promotional Group Y <= 4 Min Ascending

Cuantity Distribution otion 7 30 0.00_Promotional Group ¥ »= 4 Min Ascending

Reward

Illustration 39: Promotion G: Promotion Window > Quantity Distribution Tab

9.1.4 Quantity Distribution Tab

We have 3 distributions, i.e. X>=1 and, Y <=4 and Y>=4, according to the Promotion 7.

1. Enter “10” as the Sequence.
2, Select Promotion Line as “Promotional Group X".
3. Select Operation as “>=".

4. Enter “1” as the Quantity.
5. Select Distribution Type as “Min”.

6. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order
of their price and then regroup them in sets according to the Quantity specification.

7. Click on the Save button to save this distribution details.
8. Click on the New Record button to add another new distribution.
9. Enter “20” as the Sequence.

10.  Select Promotion Line as “Promotional Group Y”.
11.  Select Operation as “<=

12. Enter “4” as the Quantity.

13.  Select Distribution Type as “Min”.

14. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order
of their price and then regroup them in sets according to the Quantity specification.

15. Click on the Save button to save this distribution details.
16. Click on the New Record button to add another new distribution.

17.  Enter “30” as the Sequence.
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18. Select Promotion Line as “Promotional Group Y”.

19. Select Operation as “>=".
20. Enter “4” as the Quantity.
21. Select Distribution Type as “Min”.

22. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order
of their price and then regroup them in sets according to the Quantity specification.

23. Click on the Save button to save this distribution details.
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ADempiere

» | Home (13 | Promotion Group XI Promotion X|
@ PEx-Saim e PELEESAER
Promation Client™® =
Pre Candition Organization® =
Pramation Line ] active
Promotion® -

Cuantity Distribution
! Sequence[10 @)

R (|
swar Ol For all distribution

Promotion

Dictribution® 110_0.00 - Promational Group ¥ - |

[l same distribution for source and target
Target distribution™ |20 |

Reward Type* |F‘eru:entage i |

Amaount (50.00 | & |
Quantity

Distribution Sorting -
Charge* Promotional Discounts “2

Illustration 40: Promotion G: Promotion Window > Reward Tab — Reward 1

ADempiere
” || Home (1) | Promotion Group >‘|' Promotion * |
. d =
@Ex - E8A0= ¢ ¢  SESA"A
Promotion Client™* -
Pre Condition Organization™® =
Promation Line Vlactive
Cuantity Distributi Promotion™ -
uantity Distribution sequance B0 =

R d
ewar OFar all distribution

Promotion

Distribution® [10_0.00 - Promotional Group ¥ -]

[ same distribution for source and target

N .
Tatget distributian |BD [zet product from target distribution ko apply the promotion
Reward Type® [Percentage |Fevmard

Armount |50.00 &)
Quantity

Distribution Sorting =
Charge® [Promotional Discounts -]

Illustration 41: Promotion G: Promotion Window > Reward Tab — Reward 2
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9.1.5 Reward Tab

In this example, we have to give 50% off all Y items for people buying 1X and taking up to 4Y. Thus Reward 1
(See Figure 37a) gives 50% on all Y items if people buying 1X and taking up to 4Y, i.e. X>=1and Y <=4, and
Reward 2 (See Figure 37b) gives 50% on all Y items if people buying more than one set of the distribution
items, i.e. X>=1 and Y >= 4.Below are the steps to setup these rewards.

1. Tick the Active check box to indicate the reward is active.
2, Enter “10” as the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group X”.

5. Untick the Same Distribution for Source and Target checkbox to use some other
distributions/the selected Target Distribution for this reward.

6. Select Target Distribution as “Promotional Group Y”.
7. Select Reward Type as “Percentage”.
8. Enter the Amount to associate to a reward type. In this case we have to apply 50% off on all Y

items if people buying 1X and taking up to 4Y.
9. Enter “0” as the Quantity.

10. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

11.  Click on the Save button to save this reward details.

12.  Click on the New Record button to add another new reward.
13.  Tick the Active check box to indicate the reward is active.
14.  Enter “20” as the Sequence No to identify the reward.

15. Untick the For All Distribution check box to indicate this reward not applies on all the
distributions.

16. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group X”.

17. Untick the Same Distribution for Source and Target checkbox to use some other
distributions/the selected Target Distribution for this reward.

18. Select Target Distribution as “Promotional Group Y”.
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19. Select Reward Type as “Percentage”.

20. Enter the Amount to associate to a reward type. In this case we have to apply 50% off on all Y
items if people buying more than one set of the distribution items, i.e. X>=1and Y >=4,

21.  Enter “0” as the Quantity.

22. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

23. Click on the Save button to save this reward details.
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10 Promotion H

10.1 Buy 1X & Get 1Y Free

ADempiere
» [ Home (1) I Promotion Group xI Promotion ><|
@UHIEx  8Qi= 2F+%ZoeESA "N
Promotion Client™ =
Pre Condition V] active

N :
Promation Line Name* |Promotion 8

Description |E'.u1,r 1¥ get 1Y free

Cuantity Distribution

Relative Priority

Reward

Illustration 42: Promotion H: Promotion Window > Promotion Tab

10.1.1 Promotion Tab
1. Enter “Promotion 7” as the Promotion Name.
2, Enter “Buy 1X get 1Y free” as the Promotion Description.

3. Enter “8” as the Sequence or Relative Priority.
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@ DEx- . Baiz e SEcA il

Pramation Client™ -
Pre Condition Organization® -
Promation Line ¥ active

: — Promotion™ =

Cuantity Distribution Sequsnce
Reward Business Partrer | |
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Price List Standard ]
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Promotion Code |
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Start Date 01/01/2009  fe 0000 |
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Illustration 43: Promotion H: Promotion Window > Pre Condition Tab

10.1.2 Pre Condition Tab

1. Tick the Active check box to indicate the pre condition is active.

2. Enter “0” as the Sequence.

3. Select the Business Partner to whom the promotion is applicable. (Optional field)

4. Select the appropriate Business Partner Group to whom the promotion is applicable. In this case

the Business Partner Group to be selected is “Standard Customers”.

5. Select Price List as “Standard”.

6. Select Warehouse as “HQ Warehouse”

7. Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before

completing the sales order.

8. The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.

Superllsar@
ADempiere Bardenworld &

#» |‘ Home (1) | Promotion Group x\ Promotion ><|

@euDEx-Faim e vELEc AN

Promation Organization Active Promotion Promaotion Group Minirum Amt Mandatory Promoti
Pre Condition HOQ Promotion 8 Promaotional Group 0.00
Promotion Line HQ Promotion & Promaotional Group ¥ 0.00

Cluantity Distribution

Reward

Illustration 44: Promotion H: Promotion Window > Promotion Line Tab

10.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.

4. Click on the Save button to save this promotion line details.

5. Click on the New Record button to add another new promotion line.

6. Select Promotion Group as “Promotional Group Y” that was entered during Promotion Group
setup.

7. Enter “0” as the Minimum Order Amt.

8. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group Y.

9. Click on the Save button to save this promotion line details.
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Pre Condition otion 8 10 0.00_Promotional Group ¥ H= 1 Min Ascendi
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Quantity Distribution

Reward

Illustration 45: Promotion H: Promotion Window > Quantity Distribution Tab

10.1.4 Quantity Distribution Tab

We have 2 distributions, i.e. X>=1 and, Y>=1, according to the Promotion 8.

1. Enter “10” as the Sequence.
2. Select Promotion Line as “Promotional Group X".
3. Select Operation as “>=".

4. Enter “1” as the Quantity.

5. Select Distribution Type as “Min”.

6. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

7. Click on the Save button to save this distribution details.
8. Click on the New Record button to add another new distribution.
9. Enter “20” as the Sequence.

10. Select Promotion Line as “Promotional Group Y”.
11.  Select Operation as “>=
12.  Enter “1” as the Quantity.

13.  Select Distribution Type as “Min”.

14. Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

15. Click on the Save button to save this distribution details.
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Illustration 46: Promotion H: Promotion Window > Reward Tab

10.1.5 Reward Tab

In this example, we have to give away 1Y free for people buying 1X. Below are the steps to setup this reward.

1. Tick the Active check box to indicate the reward is active.
2. Enter “10” as the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “Promotional Group X”.

5. Untick the Same Distribution for Source and Target checkbox to use some other
distributions/the selected Target Distribution for this reward.

6. Select Target Distribution as “Promotional Group Y”.
7. Select Reward Type as “Percentage”.
8. Enter the Amount to associate to a reward type. In this case we have to apply a 100% discount on

the cheapest item in it, in other words, it gives it for free.
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9. Enter “0” as the Quantity.

10. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.
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11 PromotionlI

11.1 Get 10% off first 3X, 20% of next 3, 30% of any extra

ADempiere
* |[ Home {1} I Promotion Group XI Promotion ><|
@ D% S8Aim  2F4¢ZTLHEoA"EA
Promotion Client* M Organization™®

[¥] Active
Marne* [Promation 9
Description |Get 10% off of the first 2x, 20% off of the next three, and 20% off any additional ¥ bought.

Cluantity Distribution
! Relative Priority

Reward

Pre Condition

Pramation Line

Illustration 47: Promotion I: Promotion Window > Promotion Tab

11.1.1 Promotion Tab
1. Enter “Promotion 9” as the Promotion Name.

2. Enter “Get 10% off of each of the first 3X, 20% off of the next three, and 30% off any additional X
bought” as the Promotion Description.

3. Enter “9” as the Sequence or Relative Priority.
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Illustration 48: Promotion I: Promotion Window > Pre Condition Tab

11.1.2 Pre Condition Tab

1. Tick the Active check box to indicate the pre condition is active.

2. Enter “0” as the Sequence.

3. Select the Business Partner to whom the promotion is applicable. (Optional field)

4. Select the appropriate Business Partner Group to whom the promotion is applicable. In this case

the Business Partner Group to be selected is “Standard Customers”.

5. Select Price List as “Standard”.

6. Select Warehouse as “HQ Warehouse”

7. Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before

completing the sales order.

8. The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.
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9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a
customer, or overall.

10.  Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion
only within a certain period of time.
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Illustration 49: Promotion I: Promotion Window > Promotion Line Tab

11.1.3 Promotion Line Tab

1. Select Promotion Group as “Promotional Group X’ that was entered during Promotion Group
setup.

2. Enter “0” as the Minimum Order Amt.

3. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least
one order line that matches the promotion line definition, i.e. Promotional Group X.
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Reward

Illustration 50: Promotion I: Promotion Window > Quantity Distribution Tab
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11.1.4 Quantity Distribution Tab

We have 3 distributions, i.e. 0<=X<=2, 3<=X<=5 and X>=6, according to the Promotion 9. When entering the
distributions, you have to start with the largest quantity distribution. In this example, enter “6” as X>=6, enter
“3” as 3<=X<=5 and then enter “0” as 0<=X<=2. The i) Operation, ii) Distribution Type and iii) Distribution
Sorting for all these distributions are i) “>=", ii) “Minus” and iii) “Descending”.
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Illustration 51: Promotion I: Promotion Window > Reward Tab — Reward 1
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Illustration 52: Promotion I: Promotion Window > Reward Tab — Reward 2
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Illustration 53: Promotion I: Promotion Window > Reward Tab — Reward 3

11.1.5 Reward Tab

In this example, we have to apply a certain percentage discount on the items in the distribution that was entered
previously. Thus Reward 1 (See Figure 48a) gives 30% on items in Distribution1 (which contains 7 or more X),
Reward 2 (See Figure 48b) gives 20% discount on Distribution 2 (which contains 4 - 6 X) and Reward 3 (See
Figure 48c) gives a 10% discount on Distribution 3 (which contains 1 - 3 X). Below are the steps to setup the
rewards as mentioned above.

1. Tick the Active check box to indicate the reward is active.
2, Enter the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.
4. Select the appropriate Promoting Distribution to which is linked this reward.

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

6. Select Reward Type as “Percentage”.

7. Enter the Amount to associate to a reward type.
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8. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.
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12 Promotion ]

12.1 Spend >$1000, Get 15% Discount on up to 15 of the lowest
cost items
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Illustration 54: Promotion J: Promotion Window > Promotion Tab

12.1.1 Promotion Tab
1. Enter “Promotion 10” as the Promotion Name.

2, Enter “Buy for $1000 or more and get 15% discount on up to 15 of the cheapest items” as the
Promotion Description.

3. Enter “10” as the Sequence or Relative Priority.
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Illustration 55: Promotion J: Promotion Window > Pre Condition Tab

12.1.2 Pre Condition Tab

1. Tick the Active check box to indicate the pre condition is active.

2. Enter “0” as the Sequence.

3. Select the Business Partner to whom the promotion is applicable. (Optional field)

4. Select the appropriate Business Partner Group to whom the promotion is applicable. In this case

the Business Partner Group to be selected is “Standard Customers”.

5. Select Price List as “Standard”.

6. Select Warehouse as “HQ Warehouse”

7. Enter the Promotion Code. (Optional field) If a promotional code is entered for the promotion,
then at the sales time, user will need to enter the same promotion code that he may have before

completing the sales order.

8. The Usage Counter determines the number of times a promotion has been applied. It is read-
only/non-editable field.

© 2012 Adaxa Pty Ltd Page 69



9. Enter “0” as the Usage Limit or Number of times limit. If greater than zero was entered in the
Usage Limit field, then system will limit the number of times a promotion can be applied to an order, to a

customer, or overall.
10. Enter “01/01/2009 00:00” as the Start Date.

11.  Enter “12/31/2009 00:00” as the End Date or Expiry Date.

Note: The promotion schedule above (Start Date and End Date) is to limit the application of a promotion

only within a certain period of time.
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Mandatory Promotion Line

Illustration 56: Promotion J: Promotion Window > Pre Condition Tab

12.1.3 Promotion Line Tab

1. Enter “1000.00” as the Minimum Order Amt.

2. Tick the Mandatory Promotion Line check box to indicate the Sales Order must contain at least

one order line that matches the promotion line definition, i.e. $1000.00.

Superl

ADempiere Gardeny
» || Home (1) | Promotion Group >‘| Promotion ><|
[ - ., 1 [ ] 7
OLDE* - SAiZ e  $TSESA"ipE
Fromation otion Sequence Promotion Line Operation Quantity Distribution Type Distribu
Pre Condition otion 10 10 1,000.00_-1 <= 15 Min Ascendi
Prarmation Line otion 10 20 1,000.00_-1 >= 15 Min Ascendi
Quantity Distribution otion 10 30 1,000.00_-1 = 0 Max Ascendi
Rewrard

Illustration 57: Promotion J: Promotion Window > Quantity Distribution Tab
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12.1.4 Quantity Distribution Tab

We have 3 distributions according to the Promotion 10.

1.

5.

6.

Enter “10” as the Sequence.

Select Promotion Line as “1000.00”.
Select Operation as “<=".

Enter “15” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

7.

8.

9.

10.

1.

12,

13.

14.

Click on the Save button to save this distribution details.

Click on the New Record button to add another new distribution.
Enter “20” as the Sequence.

Select Promotion Line as “1000.00".

Select Operation as “>=".

Enter “15” as the Quantity.

Select Distribution Type as “Min”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

15.

16.

17.

18.

19.

20.

21.

22,

Click on the Save button to save this distribution details.

Click on the New Record button to add another new distribution.
Enter “30” as the Sequence.

Select Promotion Line as “1000.00".

Select Operation as “>=".

Enter “0” as the Quantity.

Select Distribution Type as “Max”.

Select Distribution Sorting as “Ascending”. System will re-arrange the items in ascending order

of their price and then regroup them in sets according to the Quantity specification.

23.

Click on the Save button to save this distribution details.
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i [ Home (1) I Promotion Group ><I Promotion x|
@ DEx-SQiE € TELSESA"IA
Fromation Client® =
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Promaotion Line M active
Quantity Distribution Eromation* .
o sequence 10 | @]

R (|
swar Ll For all distribution

Promotion

Distribution™ 110_1,000.00 - .

Same distribution for source and target

Target distribution -
Reward Type™ Percentage -
amount (1500 @]
Quantity
Distribution Sorting =
Charge® Promotional Discounts =

Illustration 58: Promotion J: Promotion Window > Reward Tab — Reward 1
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ADempiere

»|1| Home (1) | Promotion Group * | Promotion * |
l. (! I . -
@LIDBE=x - 2Ai= € Fo @ SESATA
Prarnation Client* -
Pre Condition Organization™ -
Promotion Line V] active
Cuantity Distributi Promotion™ -
uantity Distribution
” Secusncesn [8)

R d
st Ll For all distribution

Promotion

Distribution® 20_1,000.00 - .

Same distribution for source and target

Target distribution A
Reward Type™ |F‘ercentage s

Amount 15,00 | & |
Quantity

Distribution Sorting hd
Charge™® Promotional Discounts -

Illustration 59: Promotion J: Promotion Window > Reward Tab — Reward 2

12.1.5 Reward Tab

In this example, we have to give 15% off on up to 15 of the cheapest items for people buying $1000 or more of
items. Thus Reward 1 (See Figure 53a) give 15% off on up to 15 of the cheapest items (which contains
$1000.00 <= Purchase Amount < $2000.00) and Reward 2 (See Figure 53b) gives 15% off on more than 15 of
the cheapest items (which contains $1000.00 <= Purchase Amount >= $2000.00). Below are the steps to setup
the rewards as mentioned above.

1. Tick the Active check box to indicate the reward is active.
2. Enter “10” as the Sequence No to identify the reward.
3. Untick the For All Distribution check box to indicate this reward not applies on all the

distributions.

4. Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “1000.00 - <=15".

5. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

6. Select Reward Type as “Percentage”.
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7. Enter the Amount to associate to a reward type. In this case we have to apply maximum discount
of 15% per item purchased and valid up to 15 items.

8. Enter “0” as the Quantity.

9. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

10. Click on the Save button to save this reward details.

11.  Click on the New Record button to add another new reward.
12.  Tick the Active check box to indicate the reward is active.
13. Enter “20” as the Sequence No to identify the reward.

14. Untick the For All Distribution check box to indicate this reward not applies on all the
distributions.

15.  Select the appropriate Promoting Distribution to which is linked this reward. In this case the
Promoting Distribution to be selected is “1000.00 - >=15".

16. Tick the Same Distribution for Source and Target checkbox to use the selected Promoting
Distribution for this reward.

17. Select Reward Type as “Percentage”.

18. Enter the Amount to associate to a reward type. In this case we have to apply maximum discount
of 15% per item purchased and valid for more than 15 items for people buying $2000.00 or more of the
items.

19. Enter “0” as the Quantity.

20. Select Charge as “Promotional Discounts”. At the sales time, the discount line will be created with
charge to denote the account to post to.

21. Click on the Save button to save this reward details.
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13 Adaxa's Offices and Contacts

Information of a general nature about Adaxa and its services can be found at www.adaxa.com or obtained by
sending an email to info@adaxa.com with a description of the information that you would like to receive. If
you are an existing client and wish to initiate a request for software support please send an email to

helpdesk@adaxa.com with as much detail as possible about the nature of your support request.

For all other information please contact the Adaxa office nearest to you.

13.1

13.2

13.3

Australia
Address: 10 Kylie Place, Melbourne, Victoria, 3192, Australia
Contacts: Office

+ 1300 990 120 (Within Australia)
+ 4613 9510 4788 (Outside of Australia)

New Zealand
Address: 73 Boston Road, Mt Eden, Auckland, 1023, New Zealand
Contacts: Office

- 0800 232 922 (Within New Zealand)
+ 4649 9744 600 (Outside of New Zealand)

United States of America
Address: 4400 NE 77" Ave, Suite 275, Vancouver, WA 98662, USA
Contacts: Office

- 41760576 5115
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