
C redit cards are becoming the pay-
ment method of choice for many 
individuals and businesses alike. In 

fact, studies show that companies that accept 
credit cards can increase their sales by as 
much as 15 to 50 percent. When you choose 
to accept credit cards, you must ensure that 
your credit card processing methodology is 
compliant with regulations intended to com-
bat fraud and streamline processing.

At the same time, your organization needs 

MAS 200 Credit Card Processing powered 
by Sage Payment Solutions module meets all 

tive solution as well. In this article we cover 

Processing module, and include a brief review 
of PCI DSS compliance standards.

Module Benefits
Credit Card Processing powered by 

Sage Payment Solutions provides a com-
plete credit card processing solution for mail 
order, telephone order, and Internet trans-
actions, including corporate and govern-
ment purchasing cards. Credit card data can 
be captured from entries in the Sales Order 
and Accounts Receivable modules as well 
as the .store and .order e-Business Manager 
applets. Transactional information, such as 

authorization codes, is captured and stored 
for historical and reconciliation purposes.

From the Sage ERP MAS 90 entry screen 
where you enter the credit card information, 
the module connects automatically to mer-
chant accounts for credit card authorizations 
and settlements. No separate data entry or re-
keying of card information is needed. Stored 
credit card numbers within Sage MAS 90 and 
200 are encrypted in compliance with pay-

fully supported to help verify card authentic-

an additional layer of credit card authentica-
tion. User-level password protection helps 
ensure your system is secure.
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a solution that works e�ciently and ties in
well with your accounting software solution.
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of these requirements, and it is a cost-e�ec-
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Product Update 5 for Sage ERP 

MAS 90 and 200 Version 4.4 is 

scheduled for release near the 

end of March 2011. To provide 

value to customers, the update 

will include a number of use-

ful features designed to help 

you run your business more 

smoothly and effectively. Most 

of the new features focus on 

the Inventory Management and 

Accounts Payable modules, and 

are based on some of the most 

popular Extended Solutions. 
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Merchant Account Included
Sage Payment Solutions makes it easy for 

businesses to accept electronic payments. 
Funds collected from credit card transactions 
are automatically deposited into your existing 
business bank account. Integrated payment 
processing from Sage Payment Solutions can 
result in a lower total cost of ownership. The 
fees are dependent on several factors, and you 
may be able to save money compared with 
your current provider. We can obtain an anal-
ysis for you from Sage Payment Solutions, at 
no charge, to show you how much you are 
spending on processing fees, and how much 
you could save by switching to Sage Payment 
Solutions.

Robust Online Reporting
Secure online access to all your key trans-

action information is included for your Sage 
Payment Solutions merchant account at: 
www.myvirtualreports.com.

Real-time reports help you easily manage 
and reconcile your credit card transactions. 
Reports include the following information: 
settled batches, deposit amounts, chargebacks, 

returns and credits, ACH information, and 
complete transaction history.

Payment Card Industry 
Standards In Review

Did you know that every organization, 
regardless of size, processing credit card 
data must comply with the Payment Card 
Industry Data Security Standard (PCI DSS)? 
Organizations that suffer a data breach can 
be fined by their credit card processor if they 
fail to comply with the standard. The latest 
series of 12 requirements became effective 
last year. The requirements layout specifi-
cally what data can be stored and how it is to 
be protected. There are even rules regarding 
the safe storage of paper copies of credit card 
transactions.

You can store the primary account number, 
the cardholder name, and expiration date, but 
this information must be protected per PCI 
DSS requirements. You may not store the 
three-digit code on the back of the card, vari-
ously called CAV2, CVC2, CVV2, or CID. 
You may not store the full magnetic stripe 
data or PIN information for debit cards. To 
review the complete PCI DSS compliance 
document click here.

For Sage ERP MAS 90 and 200 software 
customers, PCI DSS compliance is greatly 
simplified. Your software has been storing 
credit card data in an encrypted format for 
some time. With the release of Sage ERP 
MAS 90 Version 4.4, the encryption algo-
rithms were updated to comply with the lat-
est PCI DSS standards. The new algorithms 
also were applied in a recent Product Update 
for Version 4.3. If you store credit card infor-
mation in Sage ERP MAS 90 or 200, it is 
essential to upgrade to one of these versions 
to ensure your compliance with the PCI DSS 
requirements. The PCI DSS recommends 
that if you store credit card information, you 

periodically purge the data. The Sage ERP 
MAS 90 and 200 Product Update includes a 
utility that allows you to safely remove card-
holder data periodically, based on a specific 
transaction or expiration date.

Give us a call with your questions, or 
to discuss implementing the Credit Card 
Processing module in your business.�

Secure Credit Card Processing
(continued from cover)

page 2

ZOOM IN

Online reporting makes it easy to review and 
reconcile your credit card transactions. Graphical 
views of transaction history also are available. 
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Previously these solutions only 

were available at an additional 

cost. Also planned for inclu-

sion is the ability to set your 

background color by company 

code. This feature will be very 

helpful if you have multiple 

companies that you switch 

between several times a day. 

The different colors provide a 

quick visual reminder that will 

help prevent users from acci-

dentally making an entry into 

the wrong company. Look for 

more details of this product 

update in an upcoming issue 

of our newsletter.�
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Purchase Order Tips and Tricks

Processing returns and reversals may be a 
relatively infrequent task, so when the 

need arises, you may be unsure of the proper 
steps. Here we cover step-by-step how to pro-
cess a Purchase Order return of goods, as well 
as how to reverse a Purchase Order receipt of 
invoice if the information was entered incor-
rectly. We finish up with applying the result-
ing credits in Accounts Payable.

Processing A Purchase Order 
Return Of Goods
1.	Open Purchase Order/Mat Req/Return/

Return of Goods Entry.
2.	Click the # button for the next available 

return number. Note how your selections 
will affect the final entry:

»» The purchase order number field is 
optional. Entering the original purchase 
order number will reduce the quantity 
received on that purchase order so it can 
be received again. It also will provide an 
audit trail in Receipt History referencing 
that purchase order number.

»» Leave the invoice number field blank if 
a credit is not required on the vendor 
account in Accounts Payable. To create 
a credit on the vendor’s account, enter 
an invoice number. The original invoice 
number cannot be used. Instead, you can 
reference the original invoice number by 
entering the number and adding an A or 
C to the end of the number.

3.	If the purchase order number is left blank, 
select the Vendor Number.

4.	On the Lines tab, either enter (if no PO 
number was used) or select (if using a PO 
number) the item number being returned, 
filling in amounts for the Ordered, 
Received, and Returned quantity, and 
click the OK button.

5.	On the Totals tab, click the Accept button.

6.	Print and post the Return Order Register 
and the Daily Transaction Register. The 
date you use to post the Return Order 
Register will be the date associated with the 
transaction in the Inventory Management 
and General Ledger modules.
Note: If both the PO Number and Invoice 

Number fields are left blank on the return, 
the transaction will impact only Inventory 
Management.

Important: Inventory cost will be relieved 
based on the valuation method of the item 
and using the Item Cost Hierarchy. For exam-
ple: an Average cost item will be relieved at 
the current average cost; a FIFO item will 
relieve the first cost tier, this may not be the 
same tier that was created for the receipt.

Reversing A Receipt Of Invoice
Reversing a Purchase Order Receipt Of 

Invoice is accomplished by entering a nega-
tive receipt of invoice, as follows:
1.	Select Purchase Order/Main/Receipt of 

Invoice Entry.
2.	Click on the # button to select the next 

Receipt of Invoice number.
3.	Select the Purchase Order.
4.	Enter an Invoice Number.
5.	Select the Lines tab.
6.	Click Yes to Invoice Complete Purchase 

Order to display all lines. Or click No if 
you want to manually enter the lines.

7.	Select a line, or enter line information as 
needed, and enter a negative quantity in 
the Invoiced field.

8.	Click OK.
9.	Repeat steps 6 through 8 for all lines.
10.	Select the Totals tab. Confirm that the 

invoice amount is a negative figure, and 
click Accept.

11.	Click the Printer icon to print or preview 
the register.

12.	Update.

Applying Credits To Accounts 
Payable Invoices

Both of the previous tips will result in a 
credit invoice in Accounts Payable. Use the 
following steps to apply the credit invoice to 
the original invoice.

Note: These steps apply to Version 4.20 
and greater.
1.	Open Accounts Payable/Main/Manual 

Check Entry.
2.	Enter the bank code. 

Note: A bank code must be entered but 
does not affect the entry because it does 
not post to any General Ledger account.

3.	Type APP and a number from 1 to 999 
in the Check No field (For example, 
APP0001). The Check Amount field 
should be zero and cannot be changed.

4.	Click the Header tab, and at the Vendor 
No field, select the vendor number to 
apply the credit memo.

5.	Click the Lines tab.
6.	At the Invoice No field, select the credit 

memo to be applied. The credit invoice 
information appears.

7.	At the Invoice No field, select the invoice 
to apply the credit memo. The invoice 
information appears.

8.	At the Invoice Amount field, change the 
invoice amount to reflect the positive 
amount of the credit memo, if necessary.

9.	The check distribution amount should be 
zero. Click Accept.

10.	Print and update the Manual Check 
Register.
Please give us a call with any questions.

Net@Work chosen as part of 
The Tech Elite 250
Details: www.netatwork.com/techelite
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     At one of our previous MAS 90/200 
Customer Conferences, we made the 
following challenge: “Let us visit your 
o�ce and we will �nd and eliminate 
something you are currently doing that 
involves manually retyping information 
from MAS 90/200 into Excel or some 
other system for purposes of analysis or 
reporting.  If we don’t �nd anything, we 
will buy the whole o�ce lunch.”
     Many customers took us up on it at the 
time and we did not spend one penny on 
free lunches. Every client had something 
we could automate. Well, seven or eight 
years have passed and we are guessing that 
a similar challenge will again produce no 
free lunches.   
     Everywhere we go, we see clients using 
external systems (Excel being the most 
popular) for analysis and reporting that 
require either retyping, or repetitive 
dumping and reformatting of data. �ere 
are much better alternatives and in the 
years since we �rst made our “free lunch” 
challenge, these alternative tools have been 
improved considerably.

Crystal Reports
     Crystal Reports gives you the ability to 
report on any data in your system, grouped 
and formatted any way you want. Whether 
you need exception reports, statistical 
analysis, trend and comparison reporting, 
or a simple snapshot, Crystal Reports 
eliminates the need for extracting the data 
to another system.
     In the earlier versions of MAS 90/200 
many clients shied away from Crystal 
Reports because it was too complicated 
and each report needed to be started from 
scratch. Today however, there are Wizards 
to help you get started and even better, a 
majority of the Standard Reports in MAS 
90/200 are actually Crystal Reports so you 

can simply start with one of those and 
make changes as needed.
     And if the power of Crystal Reports still 
doesn’t get you the exact format you want, 
you can always extract the MAS 90/200 
data on the report straight into Excel and 
continue your formatting and data 
massaging there.

Open Data Base Connectivity 
(ODBC) Links
     Because MAS 90/200 and Excel  (and 
other data analysis tools) are Open Data 
Base Compatible (ODBC), you can 
literally link directly from an Excel 
spreadsheet straight into the MAS 90/200 
tables. Now most people that use this 
feature do so simply to get a one-time data 
dump from MAS 90/200, so they can start 
working with the data. However if you 
have a repetitive need for the same data, 
you can actually create the ODBC link as a 
live link within a formatted Excel 
spreadsheet, so that each time you open 
the spreadsheet, you can get current data.  
     For example, if you are currently 
extracting all the Sales Invoice History 
each month for purposes of commission 
calculation or salesperson reporting, and 
each month you spend time sorting, and 
formatting the data, you can simply create 
a preformatted spreadsheet with the 
ODBC link embedded and each month 
open it with current data, save it under 
another name and you are done. In a big 
picture way, this is how the new Sage MAS 
Intelligence tool works.

Business Insights Explorer
     With the move of MAS 90/200 to the 
new Business Framework (v4.x) Sage 
introduced Business Insights Explorer as 
an imbedded tool that gives you the ability 
to perform business analytics on key sets of 

data within your MAS 90/200 system, 
without needing to go to Excel. Using an 
Excel like grid format, you get to �lter, 
group and total the data that makes sense 
for your needs. Who is buying what, what 
items are moving and which aren’t, who 
are my largest customers and vendors.  
Even use it as tool to focus in on those 
customers who are behind in payments to 
help in the collection process. Available 
either from the Business Insights menu, or 
from the Explorer menu within each 
module, you can start with one of the 25 
pre-existing Views and then tailor it to 
meet you speci�c business needs.

DataSelf BI
     If you �nd yourself over-relying on 
custom Crystal Reports or excessive use of 
Excel spreadsheets, it might be time to take 
a look at DataSelf BI. DataSelf is a true 
DataWarehousing/Business Intelligence 
tool that allows you to pretty much slice 
and dice the information in your MAS 
90/200 system any way you want. �is 
easy-to-customize solution comes 
pre-con�gured with a data warehouse, 
OLAP cubes, dashboards and over 2,000 
reports and Key Performance Indicators 
(KPIs). DataSelf brings you the type of 
business analysis and reporting typically 
only found in systems costing 5-10 times 
that of MAS 90/200, but it can be 
deployed and learned in just hours, not 
days.   If you haven’t seen it, you owe 
yourself a look : 
www.dataself.com/demos.htm

If you have questions or need help with 
any of these solutions, please give us a call.

Upcoming Webinar 

DataSelf BI
April 21, 2011 - 2pm ET

www.netatwork.com/DataSelfWebinar

http://www.dataself.com/demos.htm
http://www.dataself.com/demos.htm
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      ageCRM is an easy-to-use Customer 
 Relationship Management system 
designed to help you build long-lasting 
customer loyalty and generate repeat sales. 
Built-in tools allow you to analyze, forecast,  
and report on key sales data. Marketing 
automation allows you to create, schedule, 
and track marketing campaigns. By 
integrating SageCRM with Sage ERP MAS 
90 or Sage ERP MAS 200 you gain a 
complete view of your customer 
interactions, and the opportunity to 
develop custom work�ows throughout 
SageCRM and Sage ERP MAS 90 or 200. 
Letís look at some of the bene�ts.

Sales Force Automation
     Visual tools make it easy to manage all of 
your current and historical account details, 
activities, and opportunities. Built-in tools 
allow you to automatically distribute leads 
to your sales professionals based on criteria 
you de�ne. Point-and-click reporting and 
graphs give sales teams access to real-time 
data for on-the-spot analysis and 
evaluation.

Marketing Automation
     Powerful yet easy-to-use marketing tools 
make it a simple matter to schedule and 
track marketing activities within a 
campaign. Each detail of a campaign and 
the results can be made visible, providing a 
single source of prospect information to 
eliminate guesswork.

Customer Care Automation
     Real-time access to a complete view of 
customer dataóincluding purchase, call, 
and escalation history, support cases, e-mail 
messages, and sales opportunitiesóprovides 
powerful assistance in the critical process of 
building and managing lasting customer 
relationships. SageCRM work�ows make it 
easy to create customized, automated 
escalation processes.

Microsoft Outlook Integration
  SageCRM is tightly integrated with 
Microsoft® Outlook®. Changes made in 
Outlook are synchronized to ensure they 
are appropriately re�ected in SageCRM.

A Global View
     SageCRM is a great productivity tool for 
sales and marketing sta�, but the bene�ts 
go beyond customer-facing teams. �e 
integration of data across all of your 
business processes can transform your 
business as your sta� works together more 
e�ectively and harmoniously. Time 
previously spent re-entering data is saved 
and accuracy is improved. Your team is able 
to accurately identify customer 
requirements and ful�ll them quickly and 
pro�tably.
   Integration with your �nancial system 
allows accounting sta� to access the critical 
customer information usually held within 
the sales department. Overdue funds can be 
reduced, as your credit and collections and 
sales teams have access to the same �nancial 
information that enables them to collect 
outstanding debt.

Effective Process Management
   Integrating SageCRM with Sage ERP 
MAS 90 or 200 supports your organization 
in managing the entire process of customer 
acquisitionófrom initial marketing 
campaigns and lead generation, through 
the process of quoting and winning the 
order, and �nally to ful�llment and 
customer service.
    Give us a call to discuss how SageCRM 
can bene�t your organization.

*NOTICE* 
Plan Pricing Change

When your current MAS 90/200 
maintenance or support plan 
renews, you may notice a small 
price increase. Sage pricing has 
remained flat for many years, even 
thought inflation has increased 
the cost to deliver ongoing 
production updates. Your 
investment in a Sage Business 
Care plan ensures that you 
continue to receive valuable 
product enhancements, support 
services, and technology updates 
that help you run your business 
more effectively.

Be up and running with SageCRM 
in the next five minutes!

www.netatwork.com/SageCRMTrial

Get your Free 30 Day Trial of SageCRM.

http://www.tango-marketing.com
http://www.netatwork.com/SageCRMTrial

