


These are all cases where you may need to remove a
plan ASAP to avoid inadvertently charging that planÕs prices.
Using a special tool in the O/PUS Tool Box, you can easily
and quickly remove any pricing plan. For a detailed description
of what to do, please click on the following link:

http://www.ddms.com/Resources/Support/

faq/opus/removeprice.pdf

3. Remove a vendor from the I-CAT file

Have you faced any of these situations?
� You accidentally loaded the wrong vendor during your

quarterly O/PUS load.
� A vendor you loaded goes out of business.
� A vendor you loaded merges with another vendor and

no longer provides item and pricing updates under its
own name.

� A vendor you loaded moves its warehouse operations
or makes other changes so that it no longer delivers
your orders within an acceptable time-frame.

If you have, youÕve probably wanted a quick and easy way
to remove the vendor from your file. Not removing the vendor
can affect your short-buy process and possibly your pricing.

For example, if the automated short-buy transmits a
purchase order to a vendor who canÕt provide acknowledge-
ment or timely delivery, you may have to cancel the order
and re-submit your P.O. to other vendors. And if you have
a customer on a cost plus plan with pricing coming from
that vendor, ordering from a higher-priced vendor forces you
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to either increase the customerÕs price or take the price
difference at a loss É neither of which benefits your business.

Removing such a vendor from your database eliminates
this kind of potential risk. With the O/PUS Toolbox, you have
a simple way to protect yourself. To find out more, please
click on the following link:

http://www.ddms.com/Resources/support/faq/

inventory/RemovingVendor.pdf

4. Increase/decrease a quarterly flyer or catalog
program cost by a percentage

This valuable O/PUS ÒToolÓ lets you decrease or increase
your quarterly flyer or catalog program cost in the I-CAT file
(Scanalog) by a specific percentage. This affords you the
flexibility to increase your cost when you need to cover
overhead expenses, or decrease it to pass on to your cus-
tomers the additional savings your wholesaler may be offering
you on selected items. Having this kind of control over your
flyer/catalog pricing protects your margins and can also
improve customer relationships and retention.

As a safeguard, if you increased or decreased your cost
by using this program, you have a ÒReset CostÓ option to
set the quarterly flyer/catalog program cost back to the
original position.

To implement this O/PUS tool, please click on the following
link for detailed, step-by-step instructions:

http://www.ddms.com/resources/support/

faq/opus/AdjFlyCostPct.pdf

Many of your fellow dealers have already discovered some
of the magic inside the O/PUS Tool Box. Read on to find out
how two companies are finding big benefits in the Tool Box.

Robert Southerland
Baker Office Products, Lubbock, Texas
ÒBesides the other more regular used features of the O/PUS
toolbox like the +I-I Super Index and the +I-L Lowest Cost
for Vendor, we used the +I-Y MakeBuys program as part of
our main O/PUS load to convert over all of those Units of
Measure changes that the wholesalers made. The MakeBuys
program makes the UOM changes, adjusts your inventory
quantities to match the new UOM, and also gives you a
report of what broken quantities are left over for each itemÕs
old UOM. Try changing a few SKUÕs manually and you will
see that the +I-Y MakeBuys program can be a real time saver.

In my experience over the past several years with O/PUS,
I think that the O/PUS Toolbox is an overlooked resource by
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Office Products Dealers. Dealers owe it to themselves to
check out the O/PUS Toolbox periodically just to refresh their
understanding of what the O/PUS Toolbox has to offer. As
fast as the Office Product Industry changes, an O/PUS tool
not being used today might be a major competitive advantage
tomorrow. For example, the +I-& Build a Contract for a
Specific VendorÉas Super Store Data becomes more readily
available, Dealers can create contracts based off of Staples,
Office Depot, and Office Max.Ó
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Rod Manson
Office Advantage, Poway, California
ÒOne more O/PUS tool, +IZ, helps us find the lowest cost
between two wholesalers. We use the +IZ to compare the
end column costs between our two wholesalers taking into
consideration our rebate percentages and allow the system
to set our purchasing icon. For example let's assume a
dealer receives a 3% rebate from one wholesaler. We can
use the +IZ utility to look at all items both wholesalers
support, compare both prices and if our secondary wholesaler

When you have questions or problems, you can have confi-
dence that you are only a phone call away from a team of
highly trained professionals at ECI2 who know your system
inside and out. And by taking advantage of the FREE webinars
that ECI2 Tech Support provides each quarter, you can review
the new services or Tool Box tools that O/PUS has to offer.

And remember, you always have at your disposal complete
and detailed documentation, training aids, and other resources
on the ECI2 website.

A lot more where this came from!

What weÕve covered here only scratches the surface of
what the O/PUS Tool Box offers you. To name a few, discover
ways you can:

� Set and modify your purchasing vendor information
� Correct contract dates after performing an O/PUS load
� Handle vendor unit of measure (UOM) changes
� Set class / department by purchasing vendor
� Set gross profit from costs
� Move I-WHL PER field to I-PRICE MIN field

ThereÕs a lot more magic to pull out of the hat! We invite
you to click the links below for a more complete set of
O/PUS documentation:

http://www.ddms.com/Resources/Support/

faq/opus/opus_SIMPLE.pdf

http://www.ddms.com/Resources/Support/

faq/opus/OPUSOPdbAndToolbox.pdf

For information on Super Store Pricing Data
 please see page 4
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has a cost that is more than 3% lower then our Primary
wholesaler's cost the +IZ utility will set the purchasing icon
to the secondary wholesaler. Just remember to run the +IL
first and then the +IZ.Ó

 When Trade Service acquired O/PUS from ECI2 earlier this
year, a key focus was to get closer to the O/PUS customers
so we could better understand your problems and needs.
We also know the best way to improve our offering is to
actively listen to what our customers tell us. Today, with our
unique blend of data and software expertise, Trade Service
and ECI2 respectively, are able to provide you with a combined
level of service that is unavailable anywhere else in the
industry.

Through our Dealer Advisory Group (DAG), Trade Service
regularly taps into a representative group of O/PUS customers
to keep apprised of the most important issues facing the
user community. This year, weÕve translated a lot of the
feedback weÕve received into key enhancements to the
O/PUS service, such as the incorporation of Direct Buy cost
data for Tri-Mega members, competitive super store cross-
reference data, our latest offering, super store pricing, and
numerous other software changes.

Your O/PUS support team is here to help you
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Is Proving Indispensable to

O/PUS Dealers Just Like You

"We have found the O/PUS Super Store Data  very useful to our Customer Service Representatives
when they are on the phone with a customer that is shopping us. Our reps can instantly check the
competitor pricing on their order entry screen and not have to worry about not being competitively
priced with the super stores. I believe that with each quarter that goes by, the data has improved
significantly and has helped us to nail down orders from customers that have been shopping our
competitors for prices."  – Ken Henderson, President, Chicago Office Products Co.

"Earlier this month, I challenged one of our sales reps to revisit one of his accounts that had switched
to Staples due to Staples' boasting of lower prices. Using the O/PUS Super Store Pricing Data , I
created a 'Staples minus 3%' price plan. I made it 'flexible' so the customer would receive our lowest
price, whether it was our standard price or 'Staples minus 3%'. This particular customer used the
Internet so our catalog was more of a selection guide than a price guide. In the end, we regained their
business because our sales rep was able to "prove" we were lower and Staples couldn't live up to
their promise. This particular law firm is worth about $24k per year at a 25 gm%. That translates to
$6,000 gp dollars regained! That's a real win.Ó – Rod Manson, President, Office Advantage

Knowing what your biggest competitors are doing is key in creating the right balance between cost
and selling price - profitability depends on it. Develop a competitive pricing strategy using the benchmark
prices obtained from these websites:

� Office Depot -- Single National Pricing
� Office Max -- Single National Pricing
� Staples -- Regional Pricing (West, Midwest and East)

To order or for more information, call 800-710-8987

Super Store Pricing Data


