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Document Purpose

The purpose of this document is to present PIP Usage Notes for PIP 4E1, Notify of Sales Report <V11.00.00>.  This document was created by the collaborative efforts of a specific Validation Team. 

This document provides a recommended guideline for implementing a RosettaNet PIP® between Trading Partners.  This document provides information that articulates specific use by the Validation Team. This document should enable:

i. Shortened implementation lead-time by documenting the best way to map internal systems to RosettaNet Standards;

ii. Consistency in standards deployment; and

iii. Increased interoperability

1.1 Related Documents

· Specific PIP Specification Package (Specific PIP Specification Package (including Specification, ebBPSS XML and XSD files, etc.)

2 Introduction

Sales Reporting Milestone Program developed a standard process for transmitting Sales Report information from single or multiple points of the sales supply chain. The objectives of this effort are to improve the information flow; reduce the costs of managing the associated business processes that generate and utilize the information; and increase visibility throughout the supply chain.

2.1 Business Process Context Model
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2.2 Business Process Textual Description

Manufacturer - Distributor - Sub Distributor - Reseller - Consumer/End Customer/End user

Manufacturer sells to supply chain partner.

Seller, where agreement has been previously determined, will report back the information relating to the sell out of the manufacturer's product at a frequency agreed to between the parties and to report at the organizational sales responsibility level (geographic area, branch level, sales region, corporate level) as agreed upon between parties

Seller, ideally, receives sales out information from each of the supply chain partners throughout the supply chain, i.e. data from each supply chain participant would be sent.  Seller uses information to drive internal processes in support of benefits throughout the supply chain.  

Seller sends Sales Report Acknowledgement to include confirmation of line items and report any discrepancies in the data.

2.3 Business Process Scope
· These are the primary Sales Reporting e-business process capabilities:

· The Buyer is to identify the Manufacturer’s product (who sold what to whom when) and agree to the frequency and timing of the transmission

· The Buyer shall extract the information relating to the Manufacturer’s products

· The information being sent will be the entire information available.  No partial send of data will be permissible, although in line with the RosettaNet standards, optional fields within the PIP are negotiated between Buyer and Manufacturer

· Seller shall send an acknowledgement report, if previously agreed upon with the Buyer, to notify Buyer that data has been incorporated into seller’s internal processes and to notify Buyer of any discrepancies in the data. 

2.4 Assumptions

Disclaimer: It is NOT the intent of this document to provide every possible permutation of usage for this PIP.

2.5 Sales Reporting Use Cases Implemented
PIP 4E1 was designed to support seven use cases: Supply Chain Optimisation; Revenue Recognition; Claims, rebates, special pricing reconciliation; Reseller; Qualification of distributors / areas / resellers served; Sales Staff Compensation.  The validation team focused upon:
Supply Chain Optimisation: Buyers and sellers collaborate to agree on near term product supply needs.  Typically Sales Reporting data, inventory data and goods received & shipped data is combined to give a view of current demand, by individual products.  Using customized tools (either developed in house by the buyer or seller, or tools such as I2 Demand Planner) or simple spreadsheets and macros, the buyer and seller will model future product demand trends based on current data, judging up or down depending on seasonality, new product ramps, product end of life, etc.

For further information regarding the business process for this PIP, refer to the Business Operational View (Section 3) of the Description of the Partner Interface Process for 4E1 (.doc). 

3 PIP Usage Notes

This section contains usage notes for data structures within PIP 4E1: Notify of Sales Report. 
3.1 Sales Reporting Usage Notes

Data element structure information as follows:

	Line #
	Cardinality
	PIP 4E1 Data Structure
	Usage

	1-80
	1
	DocumentHeader
	The object allows for the identification of the sender and receiver of the business message.

	81
	1
	SalesReport
	The Sales Report document.

	84-92
	0..1
	| --ContractDetails
	This object represents a business arrangement for the supply of goods or services.

	93-99
	0..1
	| --ExportReferenceNumber
	A number for export reference

	101-173
	1..n
	| --PartnerDescriptionTax
	This object describes a partner that participates in a point of sale transaction which can either be a reseller, distributor, manufacturer or end-user.

	174-178
	0..1
	|   |--TaxJurisdiction
	The business document can identify the specific tax collection authority.

	179-189
	0..1
	| --ProductSummary
	

	190
	1..n
	| --ProductTransfer
	

	191-263
	0..n
	|   | --PartnerDescriptionTax
	This object describes a partner that participates in a point of sale transaction which can either be a reseller, distributor, manufacturer or end-user.

	264-268
	0..1
	|   |   | --TaxJurisdiction
	The business document can identify the specific tax collection authority.

	269
	1..n
	|   | --SalesReportLineItem
	This object describes an entry in a sales report.  Group of attributes pertaining to the individual item in the report.

	270-276
	0..n
	|   |   | --BusinessDocumentReference
	The business document reference object allows for the indirect referencing of a relationship to other business related documents.

	277
	0..1
	|   |   | --Comment
	Textual comment

	278-310
	0..1
	|   |   | --InstallLocation
	The ship-to location is not always the final disposition or not the ultimate location for the product.  By having the actual install at location, it provides the physical address where the products were installed at.  This structure will include a business description, contact information; global partner identification code, and physical location.

	311
	1
	|   |   | --LineNumber
	Number of the line in the document.

	312-330
	1
	|   |   | --ProductInformation
	Describes product information for the given sales report

	331
	1
	|   |   | --ProductQuantity
	Identifies the product quantity for the given product

	332-350
	0..n
	|   |   | --SalesOutAndTransaction
	

	351
	0..n
	|   |   | --SpecialPriceClaim
	This object describes a claim for a special pricing/deal whereby a special price could be offered if number of units and period conditions are met.

	354-360
	0..1
	|   |   |   | --DebitMemo
	Unique proprietary identification to reference debit.

	361-367
	0..n
	|   |   |   | --ReferenceValue
	

	368-380
	0..n
	|   |   |   | --SpecialPrice
	The collection of business properties that describes the details of the special price.  

To reference quantity allowable in the special pricing, and duration of the special pricing.

	381-387
	0..1
	|   |   |   | --SpecialPriceClaim
	A claim for special pricing has an authorization number (which is also used to reference a particular special price), debit memo number, an identifier, reference qualifier/value and a textual comment.

	388-394
	0..n
	|   |   |   | --SpecialPriceClaimQualifier
	

	395
	1
	| --ReportType
	Code identifying the specific type of report.

	396-402
	0..1
	| --SalesTerritoryNumber
	Sales territory number


Note: PIP Usage Notes are included only if they are deemed to apply to the participating parties (i.e. validation groups); no Trading Partner specific notes are included in this documentation.

For information regarding the specific values utilized by the Validation Team for the specific data elements, refer to the excel workbook located within this zip file.

4 Validation Modifications

This section provides information regarding the changes that were made to the standard during the validation process.  The information includes the name of the specific data element or data element block accompanied with the reason for the modification.

	Data Element or Data Structure Name
	Reason for Modification

	None
	N/A


Lessons Learned 

The purpose of this section is to provide information on incidents that arose during validation/implementation that can be highlighted for future implementers.  
4.1 Using PIP 4E1 Sales Out Report

In order to optimize the utilization of the 4E1 PIP you will need to consider the following:

· PIP4E1 should be used to report sales out only and should not be used to report returns to buyer as negative figures.
5 Glossary

This section provides definitions that will assist the user in understanding specific terms associated with this validation/implementation effort.  
	Term
	Definition

	Abstract types
	Allow use of complex types in such a way that a single element name can be used to represent various types in an XML document instance.

	Annotation
	Information for human and/or mechanical consumers. The interpretation of such information is not defined in the XML Schema specifications. The annotation element can contain one or more <documentation> or <appinfo> elements.
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