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The CPA Software News
awards ACCPAC Advantage
Series in the high-end and
mid-range category account-
ing system

ACCPAC Advantage Series is
again warded a five-star rating
and a four-star rating for its En-
terprise Edition in the high-end
category and Small Business
Edition in the mid-range cate-
gory, respectively, in CPA Soft-
ware’s most recent software
review.

It was not the first time that AC-
CPAC products receive this
kind of prestigious acknowl-
edgement from the accounting
software industry. ACCPAC
Advantage Series has been
known for its fully integrated
suites of end-to-end business
solutions that includes Account-
ing and Operations, Customer
Relationship Management,
eCommerce, Warehouse Man-
agement, and Human Re-

source Management.

Its scalability and its flexibility
on the reporting end contribute
to its success penetrating the
mid-size enterprises market.
Advantage Series supports a
number of databases, including
Pervasive.SQL, Microsoft SQL
Server, Oracle, IBM DB2, and
CA Ingres I, making it a soft-
ware of choice for companies
of any size.

To obtain more information on
how ACCPAC can help your
business, please contact us at
(323)265-3000.

Find & Reduce Overpayments in AP

According to experts in
accounts payable, most
companies handle their AP
transactions properly. Yet,
mistakes do happen, inten-
tionaly or not, and on ar-
erage the error is about
$1,000. Obvioudy at this
pace, the totad amount of
erroneous payments can be
exorbitant. Although it &
not cost-effective to estab-
lish controls to reduce e-
rors to zero, more than half
of al incorrect payments
can be discovered before
issuing a check. The fd-
lowing are types of wrong
payments and their causes.

Duplicate Payments - an
original invoice and a copy
may be paid; or afax and
an origina, an invoice and
a statement, or an origina
and a second notice may
also be pad. If invoices
are received electronicdly,
an eectronic invoice and a
paper invoice may both be
processed.

Paying the wrong ven-
dor - avendor with smilar
name or vendor number
may be paid. Alternatively,
a vendor in a smilar line
of busness may be pad
for good or services pro-
vided by another vendor.

Paying a credit invoice -
credit invoices look similar
to regular invoices and
may be mistakenly proc-

essed.
Paying the wrong
amount - an incorrect

amount may be selected
from along list of charges,
which may &so include
prior charges that have
been paid but are not e
flected on the invoice. Or
information about credits
may be unclear or not
posted on the invoice. Or
the bill may show the
wrong quantity or the
wrong unit price.

Failing to use credits or
rebates - often, companies
are not aware of credits or
rebates to which they are
entitted. Credits may be
due to cancdlations, re-
turned shipments or over-
payments. This informa-
tion is know to purchasing
or an account manager but
not forwarded to accounts
payable.

Paying for good or ser-
vices that were not pro-
vided - invoices may be
sent before goods or ser-
vices are received, but o-
ders may be changed or
canceled. Vendors some-
times send documents that
look like invoices but inin
smdl print they state “this
is not a bill,” yet they are
processed.

Paying excessive or inap-
plicable taxes - some ven

dors may charge sales tax
for goods or services that
are exempt.

Paying extra charges -
handling charges or insur-
ance that were supposed
to be included in the pur-
chase price may be added
to the hill.

Asyou may see, it issim+
ply impossible to catch al
the mistakes at any given
time, and even if they
could al be spotted, the
cost of the effort may ex-
ceed the savings. How-
ever, severd steps can be
taken to eiminate many
of the mistakes.

Clean up vendor files
? Develop rules for i+
voices without in
voice numbers
? Verify dl large dollar
transactions

? Track rgects and re-
funds since most re-
funds are due to over-
payments

?  Monitor problem ven-
dors and problem g
provers

? Andyze and report
erronecus  payments
as pat of your AP
process.

Taking corrective meas-
ures can save you a Sig-
nificant amount of money.

For info call (323) 265-3000




At OpenAxis, we focus on the imple-
mentation of IT solutions for small-
and medium-sized businesses.

We provide management and com-
puter consulting services by identify-
ing issues, implementing solutions,
and managing all your IT needs.

Comprehensive Solution:
Accounting Solution

EDI Solution

Manufacturing Solution

Other Integrated Solution
Customized Solution
E-Commerce Solution
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Business tips: Establishing an
Ethical Business

Attention to ethics is on the rise in businesses across the
country and many businesses are realizing that in order to
succeed, they must earn the respect and confidence of their
customers. The most significant factor in earning this respect
and confidence is to act and conduct business in an ethica
manner. Unethical business practices create ill-will among
customers and the community, not only toward a particular
business firm, but toward business as a whole.

OpenAxis offers the following suggestions to help you main-
tain a culture that sets high standards of behavior in buyer
and sdler relationships:

-Treat your employees with respect and fairness.

-Make certain that your ethics policy starts at the top level so
that company management sets an important example for al
employees. Effectively communicate ethics policies to all
employees.

-Make sure that your company conveys a clear, professional
message, to externa and internal publics, concerning the eth-
ics of your organization and expectations you hold for your
employees.

-Establish a customer service program and train your em-
ployees accordingly. Make sure the program covers basic
expectations on everything from telephone courtesy to han
dling dissatisfied customers.

-Recognize that customer complaints are an opportunity! They can provide your company with the chance to
clear up a misunderstanding with a valued customer or identify a very real problem within your organization.

-Seek to treat each customer fairly, demonstrate sound business practices, and resolve disputes in a fair and ex-

peditious manner.

-Make sure your advertising says what it means and mean what it says. Deceptive and misleading advertising

will only hurt your business and your industry.

-Don't undervalue or overvalue your products or services, doing either could

lead to unredlistic customer expectations.

In order to help a potential customer make a more informed buying decision,
be forthcoming with detailed information about your business, its product or
service, and anything else deemed pertinent to the Situation. A legitimate
business should have nothing to hide, and if a customer thinks you are with-
holding information they need, they may go elsewhere.
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