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Did You Know?

SDS is an extremely compre-
hensive and powerful busi-
ness solution. (See Page 6)

SDS Platinum PLUS has just
been announced. It includes
varied Catalog Programs.
(See Pages 6 and 8)

Field #33 in the N/A record of
the AR master (O-E Cr Chk
Days) is designed to allow
the system to use this num-
ber instead of the first ageing
period (if less) for more strin-
gent credit/ageing checks
during order entry.

Using a Support Slsrep (field
#14, N/A record, A/R master)
does not impose a “split’
commission but rather adds
another separate commis-
sion based on the Support
Slsrep’s commission per-
centage defined in SCT #41.

When running SOQs (P0O04),
you have 4 different calcula-
tions to use for sales history
criteria: (@) next 3 months of
last year, (b) last 3 months,
(c) last 12 months, and (d)
this month last year + next 2
months of last year.

If you answer ‘Y’ to option 9
of SOQ (Print'0' SOQ Line),
you will eliminate printing all
the items that do not require
ordering (based on the cal-
culation). Big paper saver!

In System Inquiry (SI), the
option ‘S’ stands for
‘summary” which allows you
to view a table’s entire con-
tents in summary fashion.
Example - S31 (after you hit
‘Enter’ to code) will display
every AR Terms Code and
all its components on one
line.

While in Order Processing, if
you ever see a message
containing the words
“Record Not Written”, end
the order and then delete it.
Then, re-enter the order from
scratch in its entirety. This
message indicates corrupted
data. (See Page 2)

The Credit Limit field (f#22,
N/A record, AR Master) can
control an account’s credit
limit by the master or ship-to.
Be careful when changing
this from an ‘N’ to a ‘Y’.

The Notebook software has
been re-written. The new
version is Windows version
independent as well as termi-
nal emulator independent.
(See Page 6)

SCTs #12 (Product Groups)
and #32 (Customer Types)
must each have a code 00
for General Distribution. In
SCT #71, the combination of
PG 00 and every CT is used
to post all ARO2 transactions
to GL. Every PG and CT 00
is used to post all PO03
transactions to GL. Non-
zero PG/CT combos are
used to post sales to GL.

The APC battery backup sold
with every system does NOT
allow unlimited usage on
battery power. It is designed
to identify power spikes (plus
or minus voltage) and, of
course, total power failures.
When a failure occurs, the
system will be allowed to
continue operation for ap-
proximately 20 minutes.
During this time, you must
perform a shutdown to bring
the system down ‘gracefully’.

Maytech Mindbender

Name 2 animals; the first one most people
pronounce as if it has an extra letter at the
end of its name and the second one most
people pronounce by ignoring the first letter
of its name (not a silent or double letter).

Were you able to figure out the last issue’s
water problem? Did you get 4 gallons in the
5 gallon jug? If you're a fan of the Die Hard

movies, this was easy. In Die Hard 3, John
McLain and Zeus Carver figured this out with
only a few seconds remaining before the
bomb in the park would have exploded.

Fill the 5 gallon and pour it into the 3 until the
3 is full. Dump the 3 and pour the leftover 2
into the 3. Fill the 5 again and pour it into the
3 until the 3 is full. You're left with 4 gallons!
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yourself On Page 5, you can learn how SA50 allows you to ‘build your own’ sales analysis report by
behind the picking and choosing various options. That's not the only place you can customize data to fit

your own special reporting needs.

In SDS, there are 3 main master files that house a sizeable portion of your business’ data.
@ ) Customer, vendor, and inventory masters all have an option to print the entire master file. In

all three cases, running option 40 in their respective menus will accomplish this. Printing the
output to CSV using the ’long’ option will allow you to capture the entire master file contents.
Why is this beneficial? What value does this data offer?

Let’s take the customer master as an example. Let's assume it’s the last business day of the
month and you’ve just completed that day’s End-of-Day routine. If you run AR40 using any
. of the 8 report formats in the ‘long’ mode, you can capture the bulk of the customer master
When it file. If you print it to CSV, you can store this data in an Excel spreadsheet. (Using CSV, you
comes to will not be prompted to choose lookup keys, note pad, equipment, and sales/payment re-

) cords.) Once in Excel, it can be manipulated and massaged in a variety of ways enabling
reportmg you to customize and build any report format you wish. For instance, once End-of-Month is
run, the MTD totals are reset back to zero. This master file snapshot will contain all the data
just before the reset. So, if you wanted to list all the customers’ MTD sales totals, along with
anything else from their master file, you've got it. Some customers such as Misty Beaudette
from PB Gast are already doing things just like this. Keeping this spreadsheet on your PC,
allows you to use it over and over again at your heart’s content. The combinations and per-
mutations of reporting possibilities using the master file print ‘long’ option and CSV are virtu-
ally endless.

As most of you know, the master files contain a 10 position field called the SDS User field.
This is used primarily as a ‘trigger’ to set conditional circumstances for custom programming.
If you do not use that field for that purpose (check with support to make sure), you can use it
to set conditions for CSV reporting as well. In other words, if you wanted to identify all those
customers who paid their monthly bill by credit card as an example, you could put an identi-

Go ahead fier in the SDS User field (perhaps CC). Combining this field and the account balance and
. ’ their credit card number will yield everything needed to accomplish the task at hand. Once
B Cre8ive! again, the possibilities are astounding.

Don’t be afraid to experiment. Printing reports to CSV can be done over and over and over
again until the desired results are achieved. No paper is wasted and printers aren’t tied up
printing needless reports. Go ahead, B CreS8ive!

Corrupted Data

By corrupted data, we don’t mean data that hung out with the wrong crowd when they were
teens and turned into low-life, hoodlum types. We mean data that was erroneously trans-
formed into a format that is not expected by the program trying to process it. This can hap-
pen for many reasons including abnormally ending a program (either accidentally or on pur-
pose) and hardware malfunctions or power spikes or power failures that interrupt writing data

- ~-‘ to disk. Whatever the reason, there are some symptoms that can be identified such as:
. 1. If you are not allowed to enter the company number if order confirmation, your work file
Invoice Total: has been compromised.
$2,020,938.26 2. If you encounter a COBOL error with “Stat: 98, xx”, the data file in question has been

compromised.
3. If, in Order Processing, you encounter a message containing the words “record not writ-
Stat: 98,31 ten”, that order has been compromised. (See Page 1)
4. If numeric values suddenly appear grossly inflated and the highest order positions of
that field contain 202020 .., the file in question has definitely been compromised.

Record
Not Written In every case, sdssupport should be contacted immediately to address the problem(s).
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Here is a sign that something has definitely
gone wrong -

Your lookups are not finding what you expect

If your alpha lookups don’t correspond to
your expectations, you'll no doubt be con-
fused. For all your lookups, keep in mind
consistency, uniqueness, and associations.

Be consistent by not mixing upper an lower
case. For numbers, always use the same
leading non-numeric character. Never use

result in finding the same data multiple
times. If Joey’s Deli has 3 locations, a
lookup of JOEY may find all 3. Use ELM to
isolate the one on EIm Avenue.

Figure in those things that are somehow
related to what you're looking for. Related
items (potential substitutes), undeclared kits
(items that are usually sold together), and
'specials’ (promo, on sale, need to sell -
discontinued) can be tied together with a
lookup.

spaces. Speaking of consistency - check these

street signs out. From one direction, the
street is MacArthur Blvd. and from the other
direction, it's MaCarthur Blvd. | hope Joey’s
Deli isn’t on either one!

Try to narrow the search down as much as
possible by making the lookup as unique as
you can. Never start a lookup with the
same characters as another. This may

“
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Printers

When it comes to printing solutions, almost everyone these days opts for laser printers.
However, some of you have a combination of printer types (laser and dot matrix) while others
use dot matrix exclusively. Here are some noteworthy points on printers.

Traditionally, dot matrix printers were manufactured to receive data in a parallel mode.
Later, with the addition of a different interface, they evolved into supporting the serial mode.
The difference is parallel transfers one byte of data (one character) at a time while serial
transfers a bit (1/8 of a byte) at a time. Now, with the evolution of computers into networks,
serial and parallel connectivity is all but extinct. Given that fact, if you need to maintain the
operation of dot matrix printers in a network environment, you can install a print server, or
print 'brick’. These devices connect your parallel printer to your network and are addressed
with a regular network IP address while they 'convert’ the data transfer mode. Most dot ma-
trix printers used throughout the installed base are OKI Data printers. They are tried, tested,
and true. Some print bricks support one parallel printer (example - HP170) while others can
support up to three (example - HP500).

Once again, technology has all but left parallel and serial printer types behind. Migrating

toward laser/network printers is definitely the thing to do. From support’s perspective, con-

figuring and supporting network printers are your best bet for many reasons. When looking

for a network printer to insert into your office environment, there are a few things you must

take into consideration:

a) The printer must be ‘network ready’ (a built in network interface card). Make sure this is
not an optional feature for that model.

b) The printer must be able to retain a static IP address.

c) The printer must be Unix/Linux compatible.

d) The printer cannot be a “Windows ONLY” printer, also known as GDI (Graphical Device
Interface).

e) The printer must be PCL 5 or PCL 6 compatible.

When you are ready to add this printer to your network, please contact support before you
do. Alerting them will allow you to schedule a time/date when this can take place. Having
the proper people available on-site as well as in support will make things go much more
smoothly. The configuration changes support must perform need some time for implementa-
tion and testing - spur of the moment notification makes this much more difficult.




Sales Analysis Reports

Matrix Commission Report
Print Daily Commission .......
Print Last Month Commission ..

Reports
Category Re-Cap Report
Salesrep Worksheet
Customer Sales Analysis
Customer Sales Comparison ....
Customer Sales Comparison #2 .
Salesrep Call List
Customer/Item Comparative ....
Customer/Item Sales Report ...
Customer Product Usage
X . Customer Ranking Report
Support is constantly asked which report does Multi-Option Sa’i’es Enalgsis .
what in the SA menu. This article explores what IR T N RR=l =) ERRTCR I 1) o) ot Wil
each report actually does. In the SA menu, Customer Rebate Report
there are a total of 17 reports that generate vari-
ous sales related data. The first four are in the left column. They are SA20 (The Daily Matrix
Commission Report), SA21 (Last Month’s Matrix Commission Report), SA31 (The Paid In-
voice Commission Report), and SA32 (Purge Paid Invoices Report).

Paid Invoice Commissions

File Maintenance .............
Paid Invoice Comm Report .....
Purge Paid Invoices ..........

SA20 - The Daily Matrix Commission Report  This report will only show those commis-
sions generated from matrix codes defined in System Control Table #42. If all salesreps use
a matrix code, the Daily Commission Report in the End-of-Day routine (ED11) will be all ze-
roes. In that case, you must include this report in your daily routine.

SA21-Last Mont hoés Mat ri x Thisrepoitwilkprindthe acttenulativet
daily totals for matrix commissions from the last month closed. If all salesreps use a matrix
code, the Monthly Commission Report from the End-of-Month routine (EM07) will be all ze-
roes. In that case, you must include this report in your monthly routine.

SA31 - Paid Invoice Commission Report  This report will print those commissions gener-
ated as a result of invoices being paid in full. Normally, a commission is generated as a re-
sult of generating an invoice. If field #27, screen #2, of System Control Table #01 (Comm on
Paid Inv) is set to a “Y”, commissions on paid invoices will be generated and reported.

SA32 - Purge Paid Invoices Report  All invoices (and credit memos) that have been ap-
plied and paid in full (AR03/AR04) are purged and listed up to the ‘thru date’ entered. The
‘thru date’ can be either the applied date or the invoice date.

The remaining 13 reports are in the right column. These reports range from SA40 through
SA52. The data used as input to these reports (except for SA40) are referred to as a ‘13-
month rolling history’. This means all the data from the current month plus the last 12
months of history are used.

SA40 - Category Re -cap Report  This report prints the amount of the invoice, the cost, the
margin and the margin percentage for each category for the current month only.

SA41 - Salesrep Worksheet This report is effectively the customers’ buying history. It
prints their number, N/A, and call days/weeks. Every item purchased with quantities, units of
measure, and pricing is listed. The last price type (manual, category, contract, etc.) is shown
and how it will be coded (4, 6, 5, etc.) next. Fields 01 and 02 in the customer’s Tax/Route
screen must be set to “Y” for this data to be accumulated and printed here.

SA42 - Customer Sales Analysis  The current and YTD sales dollars are listed followed by
the current margin dollars and percent. Also, YTD margin dollars and percent are listed.

SA43 - Customer Sales Comparison  Sales (whole dollars), profit (whole dollars) and profit
percentage are compared from the current month to the same month last year as well as
YTD this year versus last year. Differences are noted.

SA44 - Customer Sales Comparison (#2) Same basic data as SA43 but printed in a
slightly different format. The columnar structure of both reports is shown on the next page.

€ continued on Page 5
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Sales Analysis Reports (continued)

é continued from Page 4

Sales Gross Profit Profit %
Curr Last Diff Curr Last Diff Curr Last Diff
SA43  This: 254 0 254 83 0 83 327 0 327
YTD: 254 0 254 83 0 83 327 0 327

---Curr Month--- -Last Yr Month-- Sales  ---This Y-T-D--- ---Last Y-T-D--- Sales
SA44 Sales % Prof  Sales % Prof % Diff Sales % Prof Sales % Prof % Diff
2,595 45.1 2,774 46.7 6.5- 20,427 49.3 18,306 41.4 11.6

SA45 - Salesrep Call List Customers are listed according to the call days/weeks defined in
each customer’s master Tax/Route screen).

SA46 - Customer/ltem Comparative  Quantity, sales, and profit percentage are compared
between the current month and the same month of last year as well as this year's YTD ver-
sus last years. Also, the last 12 months’ quantity, sales, and profit percentage are shown.

SA47 - Customer/ltem Sales Report  This report can be printed by item or customer and
can show each of the 13 month totals or all 13 months together. Quantity, sales, cost, mar-
gin amount, and margin percentage are shown.

SA48 - Customer Product Usage This report shows what the customer bought by listing
the item price and type, quantity, the usage each month over the last four months, over the
last twelve months and the average, and the YTD and the average.

SA49 - Customer Ranking Report  Customers can be ranked by sales or profit. Sales,
cost, profit amount and percent, average amount of invoices per month, and average number
of days to pay is shown.

SA50 - Multi -Option Sales Analysis  This report can be customized to fit your needs. It
can be printed in one chosen sorting order within another. You get to choose from salesrep,
customer type, territory code, category, product group, vendor, or customer. This report’s
columnar structure is identical to SA46.

SA51 - Customer ltem Analysis Report A wealth of data is printed including a snapshot of
the customer’s master and each item bought with current and YTD quantities, current and
last pricing, and current and last gross profit percentage. Number of invoices, sales, and
gross profit percentage are listed by MTD and YTD. Last year's MTD and YTD sales and
gross profit percentage are also shown.

SA52 - Customer Rebate Report  For those customers whose name and address master
record shows field #26 with a non-zero amount, this report will list what these customers
have earned as rebates over the timeframe specified. Salesrep, rebate percentage and
amount due, invoice number and date, and sales are shown.

Please remember, these report programs are non-destructive in nature. Meaning, they
merely read data and print it. If you’re not sure if a certain report fits your needs, try it and
take a look. The first time you run a report, do not select ALL as an option. Just in case this
is not what you need, you won’t waste tons of paper. And also remember, you do not have
to print any report out of any menu directly to paper. Keep in mind DISC, PREV, CSV will all
‘print’ the report so you can see the contents without using any paper at all.
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The Sum of the Parts is Greater than the Whole

Each of you use a certain combination of SDS functionality every day and as a result know
those functions very well. However, most of you are not aware of the extraordinary scope of
the entire SDS package. Go buy an extra pair of socks ‘cause we’re about to knock off the
ones you have on now!

It's isafel@ s@ that most of you know what most of the programs in most of the modules do.
However, it's also a good bet that most of you don’t know the full extent of what the following
modules do: CM CA MS NB VP. Let's explore.

Traditionally, the CM (CustoM) menu has contained all custom programs you have contracted
Maytech to write for your company. These programs fit your specific company’s needs. On
the other hand, custom programs that have generic, across-the-board functionality (fitting
many company’s needs) could be purchased and then included in the CA (CAtalog) menu.
As of December, 2009, catalog programs were rolled into the new Platinum PLUS edition and
now can be obtained by a slight increase in your monthly usage fee.

1 to 5 programs - $50
6 to 10 to programs -  $100 11 to 20 programs - $150
21 to 30 programs - $200 For all 36 programs - $300
To see a complete list of the programs with sample screens and reports, go to:

http://www.ecisolutions.com/assets/maytech/catalogprogramswork.pdf

The bundling costs are:

The MS (MiScellaneous) menu is an ‘overflow’ module, of sorts. It contains two groups of
programs that are enhancements, or extensions, to other menus but could not fit on their ap-
propriate menu screen. The first is a group of programs that allow you to change GL Chart of
Account numbers. The second is a group of programs that allow you to change costs in con-
tracts and rebates. These programs are regular, released (no extra charge) SDS functions.

The NB (NoteBook) menu contains programs designed for salesrep notebook users. These
programs work hand-in-hand with notebook-based Order Processing software to allow orders
to be entered and submitted remotely. A new version of notebook software has been devel-
oped and is currently available for distribution. This new version no longer requires a specific
terminal emulator and the connectivity mode is generic WAN-driven telnet. In other words,
each salesrep can connect to the server just as we connect to your server for support pur-
poses. Also, a huge advantage in the new version cuts costs dramatically by allowing you to
use the new inexpensive Netbooks and the most inexpensive terminal emulator, NetTerm.
Please email sdssupport for more information.

We've saved the best for last. The VP menu can contain the following entries:

Kimberly Clark Rebate .. KC Lagasse  ............... LB  United Facility ........... UF

SC Johnson Rebate .... SC  P.D.A. Extract ............ PD Distributor Station ... DS

Georgia Pacific .......... GP PointofSale .......... PS Credit Card Clearing .. IC
Afflink ... AF

Except for DS, PD, PS, and IC, the functionality through the VP menu is ‘standard’ SDS which
means there is no extra charge for implementation. (For DSME, MobileRep, POS, and Net1
applications, there are obviously licensing and/or hardware purchases that must be made
before the host software can be activated.) The VP menu supports three different vendor
rebate modules: Kimberly Clark (KC), SC Johnson (SC), and Georgia Pacific (GP). These
programs allow tracking and reporting of rebates offered by these vendors.

The LB (LaGasse Bros) and UF (United Facility) modules offer an interface to these vendors’
inventory. Each vendor’s items/prices can be incorporated into your inventory without stock-
ing them in your warehouse. Orders can be received from your customers and forwarded
automatically to the vendor for processing.

The AF (Afflink) module allows processing of national accounts’ orders/invoices/POs, and
monthly healthcare and house reports. It also processes APSCO invoices and POs.

€ continued on Page 7
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Windows 7

With all the hoopla over XP giving way to Vista and now Vista giving way to Windows 7,
many of you are wondering how all that relates to SDS interoperability. Officially, ECi has no
position on Windows 7 compatibility. Similarly, Maytech reserves comment as well until suffi-
cient testing can determine a level of compliance with SDS as a whole and all of SDS’ ex-
tended applications, features and functions. We'll keep you posted on our progress.

We do know, thanks to Steve Fronk at Ohio and Michigan, that Windows 7 has an ‘XP
mode’ (virtual partition) that can be configured to work just as XP has on its own. Steve has
successfully configured a virtual XP partition which appears as an icon on his Windows 7
desktop. This allows him to run Relativity and Office 2003 (Access) just as he had before on
a separate XP machine. With Windows 7 running the XP virtual partition, he’s running two
different operating systems on one piece of hardware. One note of caution - XP licensing is
still required for any application running in that partition. Thanks, Steve, for the update.

Canadian GST, PST, HST Taxes

On July 1st, 2010, Canadian PST (Provincial Sales Tax) will be abolished. The Canadian
government will use in its place HST (Harmonized Sales Tax). This harmonized, or blended
tax, combines PST and GST (Goods and Services Tax). Currently, HST is already being
used in the New Brunswick, Nova Scotia, and Newfoundland provinces. Ontario and British
Columbia are the two yet to make the change.

As a result of this change to the Canadian tax structure, we will be writing a special
‘conversion’ program that will assist those users in making the necessary changes to their
customers’ master file. The program will check each customer’s master for a state code of
either 65 (Ontario) or 62 (British Columbia). If found, the program will do the following:

(a) change the GST Exempt flag to a ’Y’ (field #09, Tax/Routes record, AR Master)

(b) Insert HST into Tax Area 1 (field #13, Tax/Routes record, AR Master)

So, in preparation for the changeover, you can add a tax code to System Control Table #21
called HST for the appropriate (harmonized) percentage and you can ensure each customer
affected has its proper state code defined. If there are any questions or concerns, do not
hesitate to contact sdssupport.

I'll tax the street

If you try to sit,

I'll tax your seat
If you get too clost

I'll tax the heat
If you try to walk,
I'll tax your feet

Harmonized
Tax(man)

The Sum of the Parts is Greater than the Whole

é continued from Page 6

The DS module is the interface to the DSME (Distributor Station Maytech Edition) web order-
ing product. It allows you to inquire and track web-based orders and draw them into the host
for End-of-Day processing.

The P.D.A. Extract module (PD) is the interface to the MobileRep product. Once the hand-
held PDAs have captured orders, those orders must be ‘synched’ and then processed here.

The PS module (Point of Sale) ties together SDS Order Processing and the Point of Sale
hardware manufactured by WASP so orders can be taken and tendered at the same station.

The Credit Card Clearing module (IC) is the interface to the Net1 credit card authorization
system that validates customer credit card usage.

For more information or to activate one of the standard features, please contact sdssupport.

A .
Yeah, th
one big part

IS cut up
into little
pieces
parts ... and

parts is
parts!




ECi/Maytech

4400 Alliance Gateway Fwy
Suite #154
Fort Worth, Texas
76177

Phone:
866-653-9255
Fax:
2107361718

E-mail:
sdssupport@ecisolutionsom

Questions concern-
ing the content of
this publication
should be directed to
the phone/fax/email

address listed above.

We certainly hope
you enjoyed reading,
learning, and laughing
We are looking for-
ward to bringing you
the next quarterly
edition of the May-
tech Users
We hope you are,

too!

Until
next
quarter ...

ECi/Maytech - Complete Business Management Solutions

Announcements

ECi has unveiled a new look to their website’s homepage and major renovations are taking
place. Maytech’s original website, www.maytech.com, will be eliminated in the near future
and all the content originally there will be found through links starting on the ecisolutions
homepage. We hope to publish all editions of the Maytech Users’ Gazette on this website as
well very soon. We will keep you abreast of all noteworthy changes.

The month of October set sales records for ECi. Due largely to new customer acquisitions,
which suggests the economy is on the upswing, the month of October was a record month!

The ISSA show held in Chicago in October was a huge success. Maytech’s new multi-
platform distribution software was met with rave reviews. This success has already resulted
in sales!

In November, Maytech released a new version of the notebook software. It is no longer Win-
dows version dependent or terminal emulator specific. (See Pages 1 and 6)

In December, Maytech announced SDS Platinum Plus. The ‘plus’ is the addition of a bun-
dled group of Catalog Programs that can be activated in the CA menu as a result of a slight
increase in the monthly usage fee. No longer will any program categorized as a “Catalog
Program” have to be purchased. (See Page 6)

Six months ago, the Maytech phone system was changed. Many people still seem to be
unaware of that change. The traditional 3-digit extension numbers were replaced by a 1-digit
option. The recorded message that plays once the phone call is answered states Support
can be reached by dialing ’1’, and Training/Installation can be reached by dialing '2’. If you
attempt to dial an old extension such as 209, only the first digit (2) is recognized and it con-
nects as if you chose option 2.

ECi/Maytech will not observe any holidays by closing operations in the first quarter of 2010.

Every weekday in January, February, and March will operate under normal business hour

rules.

The Forum

An issue has arisen that
should be handled in a de-
mocratic fashion. It involves
changing the way a certain
SDS feature works which
means the change will affect
everycne. T he featire in
question concerns which
email address should be
used when emailing in-
voices.

Since its inception, the email
facility has used the Sales
Contact field in record type
04 of the AR Master. Re-
cently, we have been asked
to change this to use the
Acct Inquiries field. As a
result, we would like to poll
all the users for input as to
how this should work.

.m Maytech'"
SDS

Pl trrmmr

If we garnish enough votes
to make a program change,
we will in the next release.

If not, the emailing capability
in SDS will remain un-
changed and continue to
key off the Sales Contact
email address.

To register your opinion,
please email Bob Lofgren at

blofgren@ecisolutions.com
and use a subject line as
Sales Contact (Yes/No). All
comments will be taken into
consideration, however, all
that is needed is a simple
yes or no in the subject line.
The results will be an-
nounced in the next issue.
Thank you for participating.

If you have a similar opinion
on another SDS feature,
please let us know and we
will conduct another survey
if needed. We will accom-
modate all requests and
attempt to implement what
is best for all concerned.

Once again, email Bob Lof-
gren with all inquiries.




