Effectively managing your service contracts can
be one of the biggest challenges your service
business faces. Service contracts tend to be
complex and may include pricing exceptions,
different levels of coverage, and even different
billing cycles. Your contract information must be
accurate, but it takes a lot of work. A great way
to minimize this workload is with SouthWare's
Contract Management.
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Keep your service contracts current and
accurate with less work

[ 50701 SouthWare Excellonce Seris DWI)  Demo Company revi1 EE) e Know how profitable each contract has been

File Edit Approx Search Mext Previous Enter Options Breakout Link Help
Abhdiweddad®ded Maintain Contract Header File , .
0 <2 domena|a ‘ e Make sure that you don't let any service
contracts lapse without first proposing a renewal
*1. Custamer# [ 7 ] ] Senvices SveFig
*2. Contractt ! . .
3 onraName ‘ L ‘ e e Check on all service work done against a
4.+Senvice Address 1 123 Magnolia Avenue C partl'cu Iar COI’]tra Ct
City,ST.Zip {Auburn AL 36830 ‘ ontraCt
e e — Header e Know the correct amount of earned and
= Terms = unearned contract revenue without doing a lot
7. Coverage Code [REM :| .
5 Sewi ocaton N T — of calculations every month
9 Renewal Frequency. Other
10. Contract Dates [12/10/0 - |00j00/00 17. User Con Hdr . . .
e = e e Instantly know whether a piece of equipment is
14 Service Tenitary [Nebama ] 20+Billing History .
15. Senvice Sequence 16.+5/0 History 21 +Equipment List o Make sure yOU propose a service contract on
every piece of equipment you sell
oo | com
_F4 | Maintain Cortiact Senvies, _F5 | Maintain Exipment Phoks @ @ .. . . .
om0 T T e Eliminate billing errors by ensuring that different
SW Web View Conlract Headst Infornation | [EION R RO e e e A k] [BE=ES contract 'rates’ Ilm’t:s’ and Coverages are
Flo Edt Appros Search Nect Provous Enor Options Broskouk Lk Hob automatica ”y co ns‘dered on service Orders
Ahdiweldad®doed Maintain Contract Services File
b & B8 kENN @
| e Make sure you don't forget any regularly
*1. Customer # *3, Senice Code Maiyail schedu/ed WOrl(
*2. Contract# 1
— e e e Make sure your contract billings are sent out on
‘ time
5. Type [E]
[— Billing Generation Sve Ord
6.Billing Frequency N | 17. Senvice Frequency. NjA
7. Price Level 1 18.+Price Level [ra]
8. Units Ta Bill 1.000) 19, RatefAmount @]
9 +Riate/Amount Std Price 20, Last Service Date
10. Last Billing Date _m/m/[l‘i 21. Next Service Date: __N/A
ContraCt il NEx\Ehqug Date (— Limits
i 12. Costw/Contr Billing? 22 Senvics Start Date [lznom )
Sel’\//CeS : = 23, Senvice End Date
13, User Con Det | | 24, Aciive Senvice? FlEsveE
25. Dallars Limit [ o
15+Biling Histor 1650 Hstay 25.Unis Lt T
o o< | coce
[ 5w web View _Contacted Servioss File ‘

Contract Management handles the service
contract functions for SouthWare's Service
Management Series, a complete system for
service businesses. With Contract Management
you get the help you need to record, track,
propose, renew, service, and bill your service
contracts accurately and efficiently.
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Features & Functionality
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Maintain Billing Coverage Types

e Extensive Standard Information
e Multiple contracts per customer

e Contract assigned to service location,
territory, and route sequence

e Contract detail may include recurring
billing, recurring services, or negotiated

pricing
e Pricing may be based on equipment,
services, or a negotiated amount

e Pricing may be based on unit rate table
e Handles contracts based on meter usage

e Standard renewal frequencies and
automatic renewal option

e Option to generate renewal proposals

e Option to print contract/proposal
addendum

e Option to copy a contract into new contract

e Assign equipment to contracts - interface
to Inventory/Sales to help ensure
you propose a service contract on all
equipment you sell

e Flexible billing frequencies to generate
invoices for cycle billing

e Option to accrue unearned revenue and
amortize over life of contract

e Option to prorate initial and final bills

e Define billable status of parts, labor, travel,
and other services

e Define price levels and accounting

e Contract inquiry
e Contract profitability analysis
e Contract renewal status

e Unearned revenue analysis
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Flexible Coverage Codes

Create proposals / turn into contracts
Generate scheduled service orders

Prepaid contract amounts may be applied
to future service orders

Which contracts are due to expire next
month and how much are those contracts
worth?

What service work has been done so far
against this contract?

What's our total amount of unearned
contract revenue as of the end of this
month?

How can we add 2% to our standard rates
for contracts that are billed quarterly
instead of annually?

Did we make a profit on this contract last
year?

e What will be the price of this contract this
year with the new equipment that has been

added?

e How can we quickly present a customer
with proposals on the three different levels
of coverage we offer?

e How do we make sure that our service
contract customers get higher priority than
other customers?

e What's the right amount to bill on a
contract that covers only part of a normal
billing cycle?

e How do we charge for excess meter usage
on a contract?
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