
Sometimes, an abnormally 
ended tape backup can 
leave behind a óphantomô 
process that will prevent you 
from re-running the backup. 
Support cannot kill that 
ôphantomô process.  Your 
only recourse is to shutdown 
and reboot. 

An inventory item is consid-
ered inactive when on-hand 
(both primary and sub), allo-
cated, on order, and back 
ordered quantities are zero.  
These will print as such on 
the Warehouse Item Analysis 
report (IN53). 

Prices can be assigned by 
Product Group per customer 
using the Price Code Table 
(record type 05) in the AR 
master.  This table has 100 
entries numbered 00-99; the 
first would signify the pricing 
type (1 for price level pric-
ing), the last for default price 
level, and the middle 98 cor-
respond to the 98 possible 
Product Groups.  Each Prod-
uct Group can be assigned 
one of the 10 possible price 
levels. 

Passwords that offer execu-
tion control on such things as  
costs and credit/ageing holds 
can be nested three levels 
deep.  They are maintained 
in System Control Table #09. 

Do not use 4 spaces for any 
password in SCT #09.  When 
the system issues a pass-
word entry prompt and is 
expecting 4 spaces to be 
entered, hitting the Enter key 
will be interpreted as the very 
same thing.  Each is consid-
ered a ónullô password. 

AR territory code usage is 
not limited to geographical 
locations.  Since AR32 and 
AR40 (Ageing Report and 
Master List) can use territory 
codes as a sorting order, you 
can assign two-digit codes to 
represent anything you wish.  
For instance, payment types 
or trends can be identified in 
AR32 while any classification  
can be used for AR40. 

When changing an AR ac-
count number, the new num-
ber (if a ship-to) must already 
have a main (0000) account.  

During PO Reconciliation 
(PO03), you can create the 
payables invoice for a ven-
dor other than the one on 
that PO.  Field 01, screen 1 
(A/P Vendor), can assign 
any vendor to the newly cre-
ated invoice.   

Bids are potential contracts 
and quotes are potential 
warehouse orders.  A bid 
must be ôawardedô (BK14) to 
become a contract and a 
quote must be ôconvertedô 
into a warehouse order 
(OP08, option 1). 

Minimum order charges must 
be coded in SCT #27 as MC.  
Fuel Adj Table charges (fuel 
surcharges) can be any al-
phanumeric code.   

Category 999 is for non-
stock, temporary items.  
Never put them on contracts 
or rebates.  There is no sales 
history by non-stock num-
bers, only by the category. 

GL03 (Post Monthly Trans-
actions) must be run before 
every GL report is run.  Re-
peated runs are harmless. 

Did You Know?  

Maytech Mindbender 

Name the late, great Rock ónô Roll legend 
whose first recordingôs title (released in 1955) 
and his name were the same.  This songôs 
óbeatô has also been named after him.  Hint: 
The beat is akin to ñshave and a haircut ...ò. 
 
Were you able to figure out the five, 4-letter 
words that share the same 3 consonants 

using each of the 5 vowels?  Here they are:  
last, lest, list, lost and lust.  The two clues 
provided were ñin caseò, which is another 
way of saying ólestô and ñmisplacedò, which 
means ólostô.  The hint given (the first word in 
order of the vowels should be at the end) 
obviously refers to the word ólastô.  Congratu-
lations to those who figured it out! 
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Take charge of your installation.  Donôt expect others to have information about your site that 
you should be controlling.  This control comes from an individual known as a System Admin-
istrator.  Every site must have one - this is crucial!  If your location does not have one, draft 
someone immediately.  Here are things we feel are the responsibilities: 
 
1. Primary Support Liaison  
a. For the most part, the System Administrator should be the only person emailing and/or 

calling sdssupport.  Also, the call or email must be placed with only one Maytech em-
ployee (1-866-653-9255, option 1 or sdssupport@ecisolutions.com).  The old adage, 
ôtoo many cooks spoil the brothô applies here - more than one person emailing and 
phoning in problems to more than one person can at best confuse the issue(s) at hand 
and at worst cause serious damage to data. 

b. When calls or emails are placed to support, it is the System Administratorôs duty to en-
sure all pertinent data has been captured that support requires to troubleshoot the cur-
rent problem.  If an error message was displayed, write it down.  Support needs to know 
the complete message - all letters, numbers, and punctuation.  Many error messages 
have more than one line.  It is not acceptable to place a support call saying there was a 
message but you donôt know what it was.  (To reacquaint yourself with support proce-
dures and error messages, please reference the Q2 2009 Gazette, page 3.) 

 
2. Site Administrator 
a. Everything involving Maytechôs SDS system - hardware, software, etc - must be docu-

mented and kept up to date.  When the system was sold, a complete list of all the sys-
temôs components were listed on the proposal.  Keep that proposal on file.  Details of 
many of the components are listed and can prove very helpful for future considerations. 

b. When the system was shipped, all the software (on media) and its documentation was 
supplied.  Keep all of that on file.  System rebuilds may depend upon it.. 

c. Once the system is up and running, you should create a site map of where all the com-
ponents are located including all network IP addresses.  This would also include wiring 
diagrams that encompass the entire localized network including hubs, routers, printers, 
other servers, etc. 

d. Once the system is operational, printers had to be configured.  Document which printer 
is which and what capabilities each has.  (Almost all laser printers have been configured 
3 different ways - 10 pitch portrait vs 17 pitch portrait vs 13 pitch landscape.) 

e. Label all cables.  If, for any reason, hardware must be de-installed and re-installed (such 
as to move office locale), the re-installation will go smoothly with no wondering where 
any given cable should be connected. 

 
3. User Administrator 
a. In order for anyone to use SDS, logins must be created.  When the system was initially 

built, it was configured with a certain number of logins.  Those logins are governed by a 
user name and password.  As each employee becomes an SDS user, document whoôs 
who (ex. Tom is crt01, Dick is crt02, and Harry is crt03).   

b. Instruct your users how to identify who they are by ócrt numberô by looking at the border  
of their terminal emulator screen.  Some emulators display it at the top and some at the 
bottom.  The two position ócrt numberô may be numbers, letters, or one of each. 

c. As the number of users change, document the changes.  As users increase their operat-
ing capability (by adding mapped drives, etc.), document who they are as well.  Keep in 
mind, mapped drives are dependent upon óstaticô Windows logins.  Documenting all this 
information will prevent confusion in the future.   

 
Obviously, the System Administrator is not expected to carry out these duties 24/7/365.  Sick 
leave, vacation time, and other ôout of officeô situations will require this person has a backup -  
someone to act in his stead when heôs not there.  If all the information listed above is well 
documented, the System Administratorôs backup should have very little trouble handling 
these duties.  Hopefully, you can see how important it is to have all this information at your 
fingertips.  Everyone benefits!   

System Administration  
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   crt01 -  Tom  

   crt02 -  Dick  

   crt03 -  Harry  

   crt04 -  Manny  

   crt05 -  Moe  

   crt06 -  Jack  

   crt07 -  Carla  

   crt08 -  Darla  

   crt09 -  Marla  

 

 

hp3050  

192.168.1.110  

LP10/11/12  

Front Hall  

 

hp3005  

192.168.1.120  

LP20/21/22  

Tomôs Office 

 

br5840  

192.168.1.130  

LP30/31/32  

Darlaôs Desk 

 

hp1022  

192.168.1.140  

LP40/41/42  

Purchasing  

 

hp3390  

192.168.1.150  

LP50/51/52  

Bullpen  

 

hp4050  

192.168.1.160  

LP60/61/62  

Accounting  

 

hp1022  

192.168.1.170  

LP70/71/72  

Moeôs Desk 

 

 

 

 



Here is a sign that something has definitely 
gone wrong -   

An itemõs sale is not showing in item movement.    

Items that are sold should appear on every 
item movement display (IN03) or print 
(IN54) for that sold date.  If they do not, 
odds are that item is flagged as a ókitô in its 
item master. 

A kit is a óbundledô item; one representing 
many.  Kit items are not physically present 
in your warehouse - they donôt exist.  What 
does exist are their components.  Since the 
kit item doesnôt exist, it canôt be tracked.  
Thereby, it will not appear in item move-
ment.  Check field #22, record type 1, in the 
item master.  When this field is set to a ôYô,  

order processing will expect to find this item 
containing components configured with pro-
grams BK40 - BK46.  These programs will 
allow you to build and maintain kits, control 
their costs, and issue corresponding reports.  
Obviously, if this item number does not rep-
resent others, field #22 should be an ôNô. 

An inventory item that you sell but doesnôt 
exist sounds like a contradiction in terms, 
like an oxymoron.  The late George Carlin 
introduced us to the wonderful world of oxy-
morons many years ago with the likes of 
ñjumbo shrimpò and ñmilitary intelligenceò.  

Can you believe this one?  This is an actual 
setting on a commercial security systemôs 
control panel.  Audible silence?!?  Huh!?! 

Hereõs Your Sign 

When In Doubt, Throw it Out  
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Hereõs Your Sign! 

Occasionally, you might encounter the error óreached end of mediumô while doing a tape 
backup.  This is a valid error message that is designed to let you know that you hit the end of 
tape.  You ran out of tape but more data needs to be backed up.  Under normal circum-
stances, that tape would be removed from the drive, another one inserted, and the Enter key 
would be hit to continue on with the tape backup.  However, for all SDS servers (Unix or 
Linux), these would not be considered normal circumstances.  In fact, itôs all but certain the 
tape is not full! 

The storage capacity of the tapes you have for data backup purposes is much, much greater 
than the size of the data files you would be attempting to backup at any given time.  With this 
in mind, the error message then becomes suspect.  And, as it turns out, in every case weôve 
seen, the error message is wrong.  Hereôs what happens. 

Every magnetic storage medium - tapes, disks, etc. - has to have a way of knowing when 
maximum capacity has been reached so you can continue on ógracefullyô.  With tapes, there 
is a ômarkerô that when sensed, indicates to the drive itôs at the end.  Regardless of how the 
mechanism is actually designed, one problem can and will happen.  That problem is the 
drive can sense an end of medium marker erroneously.  The most common cause is a ôbadô 
tape.  Defects and imperfections in the tape often cause the drive to ôthinkô itôs at the end.  
Sometimes, dust and dirt have been known to generate the same condition.  Either way, the 
backup that encountered the error is not good (complete).  Hereôs what you should do. 

With the ôreached end of mediumô error on the screen, hit the Enter key and you should re-
turn to the control of the backup program.  If you donôt, call support.  Try to clean the drive by 
inserting the cleaning cartridge.  When done, try the backup again with the same data tape 
(not the cleaning cartridge!).  If the same message appears, try the backup again with a dif-
ferent tape, preferably a new one.  Once the backup has been executed successfully, the 
ôbadô tape must be discarded - it is of no value to anyone. 

Keep in mind that you can always call support at anytime during this process.  If you wish to 
ensure data is being backed up properly, we will be glad to verify the contents of any of your 
tapes.  We can also scan the system logs to check to see if the drive is experiencing any 
problems. 

All in all, it is safe to say that the odds of you running out of tape during a backup are virtually 
nil.  So then, óreached end of mediumô equates to óbad tapeô.  When in doubt, throw it out! 

 

 
  

If  

Detective  
Scanlon 
reached 

end of  
medium, 
heõd have 

touched  

Allisonõs é 

 

but é 
 

never mind!  
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PIA, the Pre-Invoice Analysis, is one of the most important reports SDS has to offer.  It sup-
plies you with a wealth of information about every order that is about to become an invoice.  
With this information, you can help prevent costly errors in your billing process. 
 
The Pre-Invoice Analysis (OP21) can be run in several ways: (1) by order number (by a spe-
cific order, a range of order numbers, or all orders), (2) by delivery date, (3) by customer 
number (including or excluding ship-to accounts), (4)  by salesrep (by a specific salesrep, a 
range of salesreps, or all salesreps), (5) by delivery date and salesrep (one date and one, a 
range, or all salesreps), and (6) confirmed orders (with or without those flagged as óinvoicedô  
not yet run through End-of-Day).  Even though you may have printed an invoice, it is not yet 
formally processed as a sale until the End of Day suite of programs are run.    
 
After these options are satisfied, youôre asked which cost you want included in the analysis.  
You can choose from last, average, market, standard, loaded, or invoice.  Please be aware 
that only invoice cost is the cost that is embedded in the order being analyzed.  If any of the 
other costs are chosen, those amounts will be retrieved from the warehouse record of the 
inventory master file, not from the order itself.  So, to uncover any erroneous manual over-
rides of costs and/or prices, invoice cost must be chosen. 
 
The report itself can be broken down into three main parts; a) general, b) order detail, and c) 
order comparison.  Hereôs a closer look at what the Pre-Invoice Analysis report gives you: 
 
General  - basically, this is order header information plus a lot of extra customer info such as 
the number of MTD and YTD invoices and their totals and an entire ageing snapshot includ-
ing all periods.  All the fields listed are as follows: 
Order Number Order Type Hold Type Salesrep  Territory 
Order Date Delivery Date Time Input Clerk  Warehouse  
Ship To  Bill To  Ship Via  Credit Mgr Telephone 
Terms Code Last Sell  Last Pay  Avg Days Credit Limit 
Acct Balance 30 Days  60 Days  90 Days  120 Days 
 
Order Detail - each line item is shown by line number, item number, description, brand, pack, 
size, quantity ordered, unit price and extended price.  See below. 

 
continued on Page 5 é 
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Order Comparison - a comparison between each item in this order and this customerôs last  
order is shown using unit price, the cost you specified in the report options, and the unitôs per-
centage of profit.  Also, a status by unit dollars and percentage is indicated using a code. 

As you can see, the detail given will easily isolate those items that might have been entered in 
error.  For instance, if the cost of a ócaseô and sell price of an óeachô was presented in this 
analysis, the profit percentage would be negative.  No doubt, you would not want an order 
such as this to be processed into an invoice.  Under normal situations, where the warehouse 
record for a ócase/eachô inventory item is properly configured, order processing would have 
correctly entered the cost and price for an itemôs quantity when the quantity value was keyed 
(i.e. 3 cases are [whole number] 3 while 3 eaches are [decimal] .3).  Also, profit margins can 
be examined while you are entering the order (commands .G, .%, and .RGP).   
 
The codes for taxes that appear in the column marked with a yellow up arrow are: 
S = U.S sales tax  
F = Canadian federal sales tax (GST) 
P = Canadian provincial sales tax (PST) 
B = Both Canadian GST and PST 
Note for Canadian users: With HST in place, this report will treat HST as a provincial tax even 
though HST is a combined federal and provincial tax.   
The codes for amount ($) and profit percentage (%) marked with a yellow down arrow are: 
D = In the comparison between last order and this order, the value has gone down.  
U = In the comparison between last order and this order, the value has gone up.  
 * = In the comparison between last order and this order, the value has not changed. 
N = No comparison - there is no last order 
 
Please remember, if problems are uncovered by running the PIA and you wish to change the 
orders in question, óinvoicedô orders cannot be changed (consider OP11).  óConfirmedô orders 
must be unconfirmed (OP07) before changes can be made.  As with any report program 
(excluding those in the ED, EM, EY, and GC menus), the PIA is non-destructive which means 
you can run it over and over again resulting in no harm to any data.  If you are not running the 
PIA as a matter of daily procedure, please give it a try to see how it works.  Start out small - just 
do a few orders at a time until you work it into your routine.  Please keep in mind, you can al-
ways print this report to DISC and display it without wasting any paper. 

 

 

òSpeecy 
spicy  
ballzy  

 ball -syó 

 

 

 

 

 

 

òMamma 
mia, thatõs  

a spicy 
meatballaó  



 
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

Proof Positive 

Page 6 Maytech  Usersõ GAZETTE 

When things go wrong, we wonder why - we look for an explanation.  Sometimes, there is an 
obvious answer and other times we find no evidence that allows us to draw any specific con-
clusion.  When this happens, we can speculate and surmise using logic, experience, and his-
tory.   However, one fact will always win out: If a program does not end properly, no matter 
what the cause of the abnormal ending, there is virtually no chance everything the program 
was supposed to accomplish was done correctly. 
 
With this fact in mind, any abnormally ended program can be the culprit weôre looking for.  
Fortunately, we can monitor all aborts with SM30 (SDS Log File Inquiry).  The downside is 
SM30 only maintains the past 5 days of activity.  ED17 in the End-of-Day routine will delete 
the oldest data in the log.  So, you have a 5-day window in which to establish what worked 
and what didnôt.   Normally, we would think exposing problems within 5 days of their occur-
rence is commonplace.  Unfortunately, what is common is receiving support calls asking what 
went wrong with a specific transaction 2 or 3 months prior.  In this case, SM30 canôt help. 
 
SM30 allows you to scan the SDS log file by (1) CRT number, (2) Aborted Programs, (3) Spe-
cific Programs, or (4) Busy Order Overrides.  When chosen, each of these options will ask if 
you wish to display (1) all associated records, (2) only menu records or (3) individual program 
records.  Each of these options yield a date prompt in MMDDYY format.  Hitting Enter will 
allow the program to scan all (5) dates in the log.  Choosing a specific date will, of course, 
only pick those records with that date.  (Please remember only the prior 5 days of data are in 
the log file at any one time.)   
 
Once all dates or a specific date is keyed in, you are asked if everything on that screen is all 
right.  The All OK? (Y/N/C) prompt is shown.  Answering óYô will generate another prompt that 
will ask you to key in which CRT number you want to see.  Key in either one valid CRT num-
ber or hit the Enter key to look at all of them.  A display will emerge:  

Note: Both lines are present since óAllô records were chosen.  Only line one would display if 
ôMenuô records were chosen - only line two would display if ôProgramô records were chosen.    
 
The first column is CRT number, the second is the ósystemô (Main Menu option).  The third 
column is the program name (which, during execution, will always be displayed in the upper 
right-hand corner of your screen.  Next, the system dateôs start and stop time/date stamps are 
shown (aborted programs always show 9s for the stop time/date), then the elapsed time of 
execution (aborted programs will never have an accurate figure since stop times are all 9s), 
and finally, the status of the program. 
 
Please take note of the second line.  Program LG090 is SM30.  This line indicates SM30 
aborted (abnormally ended) on 4/13.  When a program aborts, it is highly likely any output file 
being written to (in this case, the SDS log file) will be corrupted.  Corrupted data will cause 
problems sooner or later, most likely sooner.  More specifically, when End-of-Day is run (on 
4/13), it will bomb on step 17 with a ñLOG-FILEò error.  When that happens, our only option to 
fix End-of-Day is to delete that file.  Running ED17 again creates a brand new empty log file.  
Then, for the next 5 days, you accumulate data establishing a new, complete log file. 
 
So, being aware of  aborted programs can only help your cause.  We suggest you check 
SM30, option 2, for all records as often as you can to stay on top of potential problems.  If you 
need to find out when a specific instance occurred, or who may have been involved, SM30 
can help as well.  Things are often not what they seem but SM30 is proof positive. 
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As some of  you already know, ECi has been developing a web ordering product known as 
ECinteractive.  When complete, ECinteractive will be our enterprise-wide web ordering prod-
uct.  Given that fact, it will eventually replace Maytechôs DSME (Distributor Station, Maytech 
Edition) and all other divisionôs like products. 
 
On ECiôs webpage, www.ecisolutions.com, you can participate in a demo of ECinteractive.  A 
screen shot of that demo appears at the bottom of this page.  As you can see, the design is 
user friendly making navigation extremely easy throughout all the modules.      
 
The main features are stacked vertically in blue boxes along the left margin.  They are Quick 
Search, Quick Order, My Account, My Shopping Cart, My Favorites, and My Machines.  The 
products available to order can be displayed by category as you browse the catalog.  Further 
definition and description of the products can be found by clicking on the product in question 
and making a choice from a pop-up window.  This may involve several levels.  Finally, youôll 
be shown a refined list of products complete with eContent (pictures) that may also include 
discounted items, or óspecialsô, presented in a rotating, side-scrolling, manner. 
 
Quick Search is an alternative to browsing the catalog since you can find specific products 
by entering a keyword.  Advanced Search uses keywords as well but  allows you to focus 
your search based on products with specific attributes.  The results also include a list of best 
sellers to help in the decision making process.  Quick Order allows you to order by item num-
ber and My Favorites can be customized by department.  The My Machines feature was de-
veloped for those who offer office product consumables such as ink and toner for common 
office machinery.  All these features are very easy to use. 
 
We will keep you informed as to when the release date is formalized.  Until then, please 
check out the ECinteractive demo in the products section of ECiôs webpage.  

Web Storefront 
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Announcements 
 

time, the support salesrep 
number is added to the or-
derôs header when the order 
is called in to your Customer 
Service Department.  If only 
1 flyer is in circulation, the 
Support Salesrep can be 
added to the customerôs AR 
master once the customer 
acknowledges receipt of the 
flyer.  Either way, when that 

Hereôs an idea for an adver-
tising tracking system.  Its 
origin is unclear but it ap-
pears to have some merit.  
Hereôs the premise.  Periodi-
cally, a flyer is sent out to 
customers advertising cer-
tain goods and services that 
you provide.  The goal is to 
see how effective that flyer 
is.  In other words, which 
sales are a direct result of a 
specific flyer? 

The idea is based on each 
flyer having a 3 digit code.  
This code actually becomes 
a óSupport Salesrepô.  This 
salesrep is added to SCT 
#41 at a 0% commission 
rate.  If more than 1 flyer is 
in circulation at the same 

order becomes an invoice 
(sale), the flyerôs code is 
now attached to that data.   

At the end of the month, no 
special reporting is required.  
Thatôs because the standard 
Monthly Commission Report 
(EM07) will give them total 
sales as a result of that flyer 
since the report breaks 
down sales by salesrep (in 
order to generate commis-
sions).   

If anyone has used some-
thing such as this and has 
refinements to share, please 
let us know.  Please email
(blofgren@ecisolutions) or 
call 1-866-653-9255, option 
2.  Thank you. 

The Forum 

ECi/Maytech - Complete Business Management Solutions 

ECi/Maytech will observe the Independence Day holiday by closing operations on Monday, 
July 5th, 2010.  Holiday phone support will be available between the hours of 9:00AM and 
2:00PM at the rate of $200/hour. 

ECi/Maytech will observe the Labor Day holiday by closing operations on Monday, Septem-
ber 6th, 2010.  Holiday phone support will be available between the hours of 9:00AM and 
2:00PM at the rate of $200/hour. 

Currently, development efforts are underway to implement ECInteractive as the web ordering 
interface to both the legacy Maytech product, SDS, as well as the next generation, or New 
Maytech.  No formal release date has yet been announced, however, expectations seem to 
favor early next calendar year.  For a brief overview of the new ECinteractive software, 
please see Page 7.  

In the first quarter of this year, we started offering webinars on the New Maytech.  In the last 
quarter, eight webinars were offered and presented to the Maytech customer base on the 
next generation, New Maytech software.  Three were held in the month of April, three were 
held in May, and two were held in June.  These webinars peaked enough serious interest so 
that several other óone-on-oneô webinars were done for specific customers that focused on 
features in which they were most interested .  Also, two SDS customers are having New 
Maytech servers installed so formal parallel testing can be achieved. 

Windows 7 compatibility testing is still underway.  No formal announcement has yet been 
made regarding the outcome.  Recently, a few SDS users have upgraded to Windows 7 and 
2 major problems have been encountered.  One deals with Windows client applications 
(such as Relativity) not working because of the difference between 32-bit and 64-bit architec-
ture.  The other problem involves a different mechanism to implement mapped network 
drives.  As yet, there is no solution to either one of these problems.  If you have a choice, 
please do not upgrade to Windows 7 until a formal action plan has been developed and 
tested thoroughly.  We will keep you posted.     

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 Usersõ  Gazette.  

We hope you are, 

too! 

 

 

 

Until 

    next 

       quarter ...  


