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SERVICE MANAGEMENT
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e Keep your service contracts current and
accurate with less work

e Know how profitable each contract has been

e Make sure that you don't let any service
contracts lapse without first proposing a renewal

e Check on all service work done against a
particular contract

e Know the correct amount of earned and
unearned contract revenue without doing a lot
of calculations every month

e Instantly know whether a piece of equipment is
covered by a service contract

e Make sure you propose a service contract on
every piece of equipment you sell

e Eliminate billing errors by ensuring that different
contract rates, limits, and coverages are
automatically considered on service orders

e Make sure you don't forget any regularly
scheduled work

e Make sure your contract billings are sent out on
time

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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e Option to copy a contract into new contract .
P Py Flexible Coverage Codes
e Assign equipment to contracts - interface
to Inventory/Sales to help ensure
you propose a service contract on all
equipment you sell
e What will be the price of this contract this
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e Option to prorate initial and final bills

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

e Define billable status of parts, labor, travel, e Which contracts are due to expire next e What's the right t to bill
and other services month and how much are those contracts ats theright amount to il on a
_ ) ) h? contract that covers only part of a normal
e Define price levels and accounting worth! billing cycle?
e What service work has been done so far
e How do we charge for excess meter usage

against this contract?
gal ! on a contract?

e Contract inquiry e \What's our total amount of unearned
e Contract profitability analysis contract revenue as of the end of this
month?
e Contract renewal status
_ e How can we add 2% to our standard rates s
¢ Unearned revenue analysis for contracts that are billed quarterly ’ 50[14 tions, 1116
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Phone: 662-328-2400

e Did we make a profit on this contract last E?ﬁfﬁ%ﬁi%ﬁg?o|Uﬂons'com
year? Address:
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