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Overview

The Autologue eSales Business Intelligence (BI) Customer Relationship Management (CRM) website is designed to
display a variety of information based upon whether you are logged in as an owner/administration, sales manager,
salesman, store manager or counterperson. Sales dashboards for customers by salesperson as well as by counterperson get
shown from their login home pages. Alerts and notification parameters are setup by management to alert personnel when
customers have stopped purchasing completely, increased/decreased in sales, or are returning merchandise more
frequently. CRM about the customer information is readily available for viewing which builds and strengthens your
customer relationship/loyalty by capturing their business and personal information.
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Counter User Login Screen

When a counter user has logged in, the following screen will be displayed:

Home
Month to Date
Sales Dollars Gross Margin % Profit Dollars Mumber of Invoices Awg Line ltems Mew Return %
Gioal: $1800.00 Goal: 70.00% Goal: 3300.00 Goal: 60 Goal: 4.00 Goal: 4.00%
- - -
Goal To Actual To Gozl To Actual To Goal To Actual To Gosl To Actual To Goal To Actuzl To Goal To Actual To
Date: Diate: Date: Dt Date: Date: Diate: Diate: Date: Diate: Diate: Diate:
51625.81 $30.00 T0.00% Gd.40% 372258 32515 54.00 z 4.00 1.50 4.00% 0.00%
~ -97.60% - -7.87% v -96.52% - -96.31% - -62.50% “ -100.00%
Year to Date
Sales Dollars Gross Margin % Profit Dollars Mumber of Invoices Avg Line ltems Mew Return %
Goal: $17400.00 Gioal: 45.53% Goal: $3700.00 Gioal: 335 Goal: 2.25 Goal: 2.33%
Award table
information for
counterperson
only displays . i
Goal To When SEtup - Actual To Goal To Actual To Gosl To Actual To Goal To Actuzl To Goal To Actual To
Date: Diate: Date: Date: Diate: Diate: Date: Diate: Diate: Diate:
006320 5105300 45, 50.33% 5403184 3118838 182.00 43 225 1.45 2.33% 0.00%
~ -80.40% 8.44% v -76.55% v -78.17% - -35.56% “ -100.00%
Anthony Counterman $39.00 $1,625.81 ($1,586.81) 8.00 $0.00

This is the counter user’s home screen in “Limited” mode (enabled in ePartSetup -> Manage Users/Roles). Here the

counter user only can see the following:

e View a sales dashboard of his performance against monthly & yearly sales goals, and their “Award” table. “Awards”
(Award $9) are calculated on the difference between “Actual Sales” and “Goal” dollar amounts, then multiplied by
the award percentage (when dollar amount is positive).
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When not in “Limited” mode, the counter user has access to a grid view of their goals, as well as several tiles like a Sales

user:

Sales Dollars

Gross Margin %

Humber of Invoices

0.00%

Avg Line ltemns

0.00%

Hew Return %

0.00% 0.00% 0.00%

L) Alerts & Notifications

fH Schedule

8]

= Customer List

[@ searchNotes

(77 Links

I R S e R I B
S0.00 000 DO 0L EH313.m

0.00% OO0 0.00% 0.00% 0.00% 0.00% 0.00% B0.01% 55.17% BATH 0.00% 0.00% 5A04%
Profit Dollars
$0.00 $0.00 $0.00 OO0 F0.00 OO0 0.00% 5112095 237738 JG2EEH, $0.00 OO0 5804%

| roy| wem] vl xcmes| o] wwmom | %as] vl ] sowos| voo] wvmoe| s
o o [} 21 51 oo
| pwom| wm] oum| wowe| wmoom| swosm| wemm| vm| o] o] vmos| wrmoa] sl
0.00 0.00 0.00 (e np 172

| ool wmol il sowoe| woce| xumow| wosmsl vl ol sow| voos| xvoos| sl
QL0 [l QL0 LD QLo

50.00 i F18E8.00 -GE.E3%: 50,00 000 50.59%

[N e ] 0.00% 000 -19.61% o 0.00% B6.13%

o.on 0.00% 141 -18.50%, =] 0.00% 102.92%

0L00F%, 0. TL4% -100.00% 0.0

0.00%
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Sales Dashboard

Outlined below are the different sections of the counter user’s sales dashboard screen and an explanation of each. This
screen contains a graphical “sales dashboard” of the counter user’s sales from the past year on up through the current date.
It displays a variety of graphed sales figures as well as dollar values for returns. It also shows the percentage changes
(positive/negative) based up the current sales figures versus the projected sales goals. If setup, it will also show an award
table that contains the actual sales amount, goal amount, the difference (goal — actual), award percentage and the award
dollar amount earned when the sales goal has been met.

& Note: The award table only displays when setup.

Welcome Anthony Counterman | () Logout

Gage Block Specialties Inc. - Production

GoalTo  AcwalTo
Diate: Dzt

GoalTe  Aciual To
Diatz: Clate:

GoalTo  Actual To
Clata: Clate:

GoalTo  Actual To

200 140

= 1
: ‘l 17577 Industry Way
> ) Buena Park, CA 90621

'y m'- 714.522.3551

G LOCK 714.522.3565

SPECIALTIES
Home
Month to Date

Sales Dollars Gross Margin % Profit Dollars Number of Inwoices Awg Line tems New Return %
Goal: $900.00 Goal: 50.00% Goal: §400.00 Goak 30 Goal: 2.00 Goal 2.00%

Goal To  Actual To
Cizte: Diatz:

50.007% G4.91% 324000 322720 18.00 5 2.00% 0.00%
- -35.19% a 29.82% - 5.33% v -T2.22% + -30.00% ~ -100.00%
Year to Date
Sales Dollars Gross Margin % Profit Dollars Number of Inwoices Awg Line tems New Return %
Goal: $10200.00 Goal: 50.00% Goal: 54800.00 Goal: 330 Goal: 2.00 Goal 2.00%
Goal Te  Actusl To GoalTo  AcwualTo Goal Te  Acwsl To GoalTo  Actual To GoalTo  Actal To GoalTo Actual To
Dats: Date: Diate: Diate: Diatz: e Ciata: LY Diste: ELEN Diatz: Diats:
53198561 52418.11 50.007% 55.92% 5142026 $1351.13 107.00 47 200 1.68 2.00% %
- -24.359% a 11.34% - -4ET% * -535.58%  -16.00% a 250.50%
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Month To Date Goals

This section displays line graphs that reflect the current month to date values (Actual To Date:) (right hand bar) versus the
projected goal values (Goal To Date:) (left hand bar) for the following:

e Sales Dollars
e Profit Dollars

e Avg Line Items

e (Gross Margin %
e Number of Invoices

e New Return %

Clicking within the screen section allows you to scroll up/down to view all the sales graph information.

Year To Date Goals

This section displays line graphs that reflect the current year to date values (denoted by the light grey diamond 4) versus
the projected goal values (denoted by the light blue pointer ») for the following:

e Sales Dollars
e Profit Dollars

e Avg Line Items

Sales Dollars

e Gross Margin %
e Number of Invoices

e New Return %

The Sales Dollars section contains the following information when NOT in Limited Mode:

Heading Description

Prev Day Shows Sales Dollars from the previous day

MTD Shows the Month To Date (MTD) sales dollar amount. Denoted by the right-hand bar within the
Goals MTD screen section.

LY MTD Shows Last Years (LY) Month To Date (MTD) sales dollar amount.

% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) sales dollar amounts.

MTD Goal Shows the Month To Date (MTD) sales dollars goal. Denoted by the left-hand bar within the Goals

MTD screen section.

% MTD Goal

Shows the percentage when comparing Month To Date (MTD) versus MTD Goal sales dollar
amounts.

% of Store

Shows the percentage when comparing Month To Date (MTD) versus MTD store sales dollar
amounts.

YTD Shows the Year To Date (YTD) sales dollar amount. Denoted by the right-hand bar within the Goals
YTD screen section.

LYTD Shows Last Years (LY) Year To Date (YTD) sales dollar amount.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) sales dollar amounts.

YTD Goal Shows the Year To Date (YTD) sales dollars goal. Denoted by the left-hand bar within the Goals
YTD screen section.

% YTD Goal Shows the percentage when comparing Year To Date (YTD) versus YTD Goal sales dollar amounts.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store sales dollar amounts.

Gross Margin %

Heading Description
Prev Day Shows Profit Dollars from the previous day
MTD Shows the Month To Date (MTD) Profit dollar amount. Denoted by the right-hand bar within the

Goals MTD screen section.
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LY MTD Shows Last Years (LY) Month To Date (MTD) profit dollar amount.

% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) profit dollar amounts.

MTD Goal Shows the Month To Date (MTD) Profit dollars goal. Denoted by the left-hand bar within the Goals
MTD screen section.

% MTD Goal Shows the percentage when comparing Month To Date (MTD) versus MTD Goal profit dollar

amounts.

% of Store

Shows the percentage when comparing Month To Date (MTD) versus MTD store profit dollar
amounts.

YTD Shows the Year To Date (YTD) profit dollar amount. Denoted by the right-hand bar within the Goals
YTD screen section.

LYTD Shows Last Years (LY) Year To Date (YTD) profit dollar amount.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) profit dollar amounts.

YTD Goal Shows the Year To Date (YTD) profit dollars goal. Denoted by the left-hand bar within the Goals

YTD screen section.

% YTD Goal

Shows the percentage when comparing Year To Date (YTD) versus YTD Goal profit dollar amounts.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store profit dollar amounts.

Profit Dollars
The Profit Dollars section contains the following information:
Heading Description
Prev Day Shows Profit Dollars from the previous day
MTD Shows the Month To Date (MTD) Profit dollar amount. Denoted by the right-hand bar within the
Goals MTD screen section.
LY MTD Shows Last Years (LY) Month To Date (MTD) profit dollar amount.
% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) profit dollar amounts.
MTD Goal Shows the Month To Date (MTD) Profit dollars goal. Denoted by the left-hand bar within the Goals

MTD screen section.

% MTD Goal

Shows the percentage when comparing Month To Date (MTD) versus MTD Goal profit dollar
amounts.

% of Store

Shows the percentage when comparing Month To Date (MTD) versus MTD store profit dollar
amounts.

YTD Shows the Year To Date (YTD) profit dollar amount. Denoted by the right-hand bar within the Goals
YTD screen section.

LYTD Shows Last Years (LY) Year To Date (YTD) profit dollar amount.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) profit dollar amounts.

YTD Goal Shows the Year To Date (YTD) profit dollars goal. Denoted by the left-hand bar within the Goals
YTD screen section.

% YTD Goal Shows the percentage when comparing Year To Date (YTD) versus YTD Goal profit dollar amounts.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store profit dollar amounts.
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Number Of Invoices

Heading Description

Prev Day Shows Invoices from the previous day

MTD Shows the Month To Date (MTD) number of invoices. Denoted by the right-hand bar within the
Goals MTD screen section.

LY MTD Shows Last Years (LY) Month To Date (MTD) number of invoices.

% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) number of invoices.

MTD Goal Shows the Month To Date (MTD) number of invoices goal. Denoted by the left-hand bar within the

Goals MTD screen section.

% MTD Goal

Shows the percentage when comparing Month To Date (MTD) versus MTD Goal number of invoices.

% of Store

Shows the percentage when comparing Month To Date (MTD) versus MTD store number of invoices.

YTD Shows the Year To Date (YTD) number of invoices. Denoted by the right-hand bar within the Goals
YTD screen section.

LYTD Shows Last Years (LY) Year To Date (YTD) number of invoices.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) number of invoices.

YTD Goal Shows the Year To Date (YTD) number of invoices. Denoted by the left-hand bar within the Goals

YTD screen section.

% YTD Goal

Shows the percentage when comparing Year To Date (YTD) versus YTD Goal number of invoices.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store number of invoices.

Avg Line Items

Heading Description

Prev Day Shows Avg Line Items from the previous day

MTD Shows the Month To Date (MTD) average line items. Denoted by the right-hand bar within the Goals
MTD screen section.

LY MTD Shows Last Years (LY) Month To Date (MTD) average line items.

% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) average line items.

MTD Goal Shows the Month To Date (MTD) average line items goal. Denoted by the left-hand bar within the
Goals MTD screen section.

% of Goal Shows the percentage when comparing Month To Date (MTD) versus MTD Goal average line items.

% of Store Shows the percentage when comparing Month To Date (MTD) versus MTD store average line items.

YTD Shows the Year To Date (YTD) average line items. Denoted by the right-hand bar within the Goals
YTD screen section.

LY YTD Shows Last Years (LY) Year To Date (YTD) average line items.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) average line items.

YTD Goal Shows the Year To Date (YTD) average line items. Denoted by the left-hand bar within the Goals

YTD screen section.

% YTD Goal

Shows the percentage when comparing Year To Date (YTD) versus YTD Goal average line items.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store average line items.
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New Return %

Heading Description

Prev Day Shows the Previous Day’s percentage of returns against Sales

MTD Shows the Month To Date (MTD) percent returns. Denoted by the right-hand bar within the Goals
MTD screen section.

LY MTD Shows Last Years (LY) Month To Date (MTD) percent returns.

% Change Shows the percentage difference when comparing Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) percent returns.

MTD Goal Shows the Month To Date (MTD) percent returns. Denoted by the left-hand bar within the Goals

MTD screen section.

% MTD Goal

Shows the percentage when comparing Month To Date (MTD) versus MTD Goal percent returns.

% of Store

Shows the percentage when comparing Month To Date (MTD) versus MTD store percent returns.

YTD Shows the Year To Date (YTD) percent returns. Denoted by the right-hand bar within the Goals YTD
screen section.

LY YTD Shows Last Years (LY) Year To Date (YTD) percent returns.

% Change Shows the percentage difference when comparing Year To Date (YTD) versus Last Year (LY) Year
To Date (YTD) percent returns.

YTD Goal Shows the Year To Date (YTD) percent returns. Denoted by the left-hand bar within the Goals YTD

screen section.

% YTD Goal

Shows the percentage when comparing Year To Date (YTD) versus YTD Goal percent returns.

% of Store

Shows the percentage when comparing Year To Date (YTD) versus YTD store percent returns.

Award Table
Heading Description
Counter Person Displays the name of the counter user.
Actual Sales Shows the actual month to date sales amount.
Goal Shows the month to date sales goal amount.
Difference Shows the dollar amount difference between the actual month to date sales and goal amounts (Actual
Sales — Goal). A positive dollar difference means the counterperson has met their goal.
% Award Shows the award percentage setup for the counterperson.
Award $$ Shows the calculated award dollar amount. Award dollars are calculated based upon a positive dollar

difference amount multiplied by the award percentage. Note: nothing is calculated unless a positive
dollar difference amount exists.

10/30/25

10



SalesBI

Mobile Business Intelligence

What's REALLY Happening In Your Business

eSalesBI/CRM Counter User’s Guide

Alerts & Notifications
# (All items below display when the Counter role is NOT set as Limited)

From the user’s home screen, if any alerts or notification has been setup and/or met by the administrator, they will be
displayed below the Alerts & Notifications heading section when the tile is clicked on as shown:

Alerts & Notifications

o Notification 1 New Alert High Priority

- Notification 2 New Alert Med Priority

O - Notification 3 New Alert Low Priority
O 271 - ROY DAVID BETANCUR  (A) No Purchases for 12 days (Not Purchasing In 5 Days (Cust = $100 Last 30))
0 250 - AMERICAN ACRYLIC Above 34.03% of Average Daily Purchases
O 256 - DIETERS V W REPAIR Above 1085.71% of Average Daily Purchases
Q 258 - FORD ELECTRONICS Above 1106.90% of Average Daily Purchases
O 271 - ROY DAVID BETANCUR  (A) Above 549.15% of Average Daily Purchases
Q 276 -TINAFOSTER (RB) Above 1110.29% of Average Daily Purchases
O 250 - AMERICAN ACRYLIC

Low Brake Purchases, Low Chassis Purchases, Low Exhaust Purchases, Low Battery Purchases, Low Tool Purchases (Talking Points)

251 - CERTIFIED APPLIANCE March Specials, Brake Recon Clinic, Mechanic Of The Year Nominee (Talking Points)

L]
@ Schedule

Customer List

Search Notes

(¥ Links

The screen above shows an example of alerts for customers who have not made a purchase in the past number of days.
Notifications are always listed first and alerts second.

10/30/25 11



QsalesBl

What's REALLY Happening In Your Business

eSalesBI/CRM Counter User’s Guide

Schedule
o From the user’s home screen, to view the scheduler, click on the Schedule menu tile.
Pe N Gage Block Specialties Inc. - Production Welcome Anthony Counterman | @ Logout
:‘ l 17577 Industry Way
' !“- Buena Park, CA 90621
0.4 714.522.3551
Gs PLGC I A I.LT 1 E sK 714.522.3565

Home Schedule

Users:

No user selected v

2024, All Rights Reserved Privacy Policy * Terms and Conditions * Powered by Autologue

e By default, no user is selected. A sales user must be selected to view their schedule.

& **NOTE** The Counter user can only view Sales users’ schedules, they may not add or change
appointments.
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Selecting A User To View

e You can select a specific user to view schedule information for by clicking on the down arrow button at the end of the
Users field and then clicking on the specific user you want to report on from the drop-down selection list.
e Now click on the Search button and the screen will then redraw the screen with the schedule information for the
selected user.
Day Schedule View
By default, the screen will display a daily schedule view as shown:
SCHEDULE
Home  Schedule " -
Click on the left or right arrows to
view the previous/next day's
_ schedule information.
Users:
The screen defaults to a
Sam Salesman "Day" schedule view. m
4 7F | today Wrua{y 19, 2025 Week | Month | Timeline
all day
Click on the calendar icon to select
5:00°M a specific day to view. a
5:3p8m
§:008M
6:3p8M
7:003M
7:303M
8:003m
g:308m
9:008M 250 JOHS ACRYLIC (P) - 999-999-9999
Subject: Sales Visit
Tune- \/icit
§:303Mm
10:003M
10:303M
v

The day schedule view shows all appointments only for the specific day.

o Click on the left or right arrow buttons of the grey heading bar to view the previous or next day’s schedule

information. Click on the specific calendar day to view.
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Appointment Background Colors

SCHEDULE

Home

10:00am

10:30am

Schedule

Search Schedule >

ﬁ Week | Month | Timeline

512 O'REILLY AUTO PARTS (6TH) (RB) - 951-333-3333
Subject: Sales Visit
Type: Visit

Users:
Sam Salesman M
4 » | today [l Tuesday, August 26, 2025
all day
- Red customer number When a note has been Initial appointments
i and name text means created via the note icon, the created are color
the customer’s account appointments are color coded with a gray
5:30am . .
code flag has been set. coded with a light blue background.
e background.
6:302M [299 GOODYEAR ANAHEIN (C) - 951-683-2121 V
Subject: Sales Visit
Taenne Vet P
7:003™ [268 LA FITNESS PAINT (C) -
When an appointment was When an appointment was
: NOT accepted by the :
L= customerviF':a emasifl the accepted by the customer via
: ; email, the appointments are
8:00m appointments are color ’ ppoin -
: . color coded with a light
coded with a light red reen backqround
8:30m background. 9 9 |
9:002m 258 CLIFFHILL ELECTRONICS - 909-781-9411 y -
Subject: Sales Visit
Turnane Vieif PR
9:303M

10/30/25
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Background Color

Description

Light Gray

When appointments are initially created, it will have a
light gray background.

Light Blue

When a note has been created via the note icon displayed
within the appointment pop-up window, the appointments
will have a light blue background.

Light Red

When an appointment was NOT accepted by the customer
via email, the appointments are color coded with a light
red background. This requires the Appointment Email
Functionality option to be enabled within the Admin users
Settings tile.

Light Green

When an appointment was accepted by the customer via
email, the appointments are color coded with a light green
background. This requires the Appointment Email
Functionality option to be enabled within the Admin users
Settings tile.

If the customer number and name are displayed in red text, this means the customer’s account code flag has been set. This
information is setup within the Customer Options/Favorites section of the Setup ePartConnection webpage.

Week Schedule View

e To have the screen display a weekly schedule view, position the cursor over the Week column tab and click on it.

10/30/25
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The screen will be redrawn as shown:

SCHEDULE

Home Schedule

Users: Click on the "Week" tab to

Sam Salesman v view a weekly schedule view. Search

4 | » | today ﬁ 2/16/2025 - 2/22/2025 Day Month | Timeline

Sun, 16 Mon, 17 Tue, 18 Wed, 19 Thu, 20 Fr, 21 Sat, 22
all day

5:003M
5:303M
8:003M

g:308M 299 GOODYEAR
NAHEI (C)

7:003M 268 LA FITNESS PAINT
(©)

7-30058
8:003M 511 O'REILLY AUTO

PARTS (MAGNOLIA)
(RB) - 951-222-2222

g:30am 262 WALGREENS Subject: Sales Visit
SERVIGE CENTER (F) Type: Visit
9:008M 250 JOHS ACRYLIC (P) -
999-999-9999
Sirhiart- Salag Vit
9:308M
10:003M 252 FARMER BOYS 512 OREILLY AUTO
AUTOMOTIVE - 714-738| PARTS (6TH) (RB) - 951-
1229 333-3333 ——
10:303M 251 ORANGE TERRACE| Subject: Sales Visit -

The weekly schedule view shows all appointments only for the current week.

o  Click on the left or right arrow buttons of the grey heading bar to view the previous or next week’s schedule
information.

Month Schedule View

e To have the screen display a monthly schedule view, position the cursor over the Month column tab and click on it.
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The screen will be redrawn as shown:

SCHEDULE
Home Schedule
Users: Click on the “Month” tab to
Sam Salesman v view a monthly schedule view. Search
4 | » | today ﬁ Apr, 2025 Day | Week Timeline
Sun Mon Tue Wed Thu Fri Sat
30 31 1Apr 2 3 4 5 "
252 FARMER BOYS 99 GOODYEAR 250 JOHS AGRYLIG (P) - 511 O'REILLY AUTO
AUTOMOTIVE - 714-738- MAHEIM (C) 999-999-9999 ‘ ‘ PARTS (MAGNOLIA) (RB) ‘
1822 Subject: Sales Visit -951-222-2222
251 ORANGE TERRACE 68 LA FITMESS PAINT
COMMUNITY PARK - c) ‘ ‘
(714)587-7485 -
Customer Navigation
more...
6 7 8 9 10 1 12
252 FARMER BOYS 99 GOODYEAR 250 JOHS AGRYLIG (P) - 511 O'REILLY AUTO
AUTOMOTIVE - 714-738- MAHEIM (C) 999-999-9999 ‘ PARTS (MAGNOLIA) (RB) ‘
1822 Subject: Sales Visit -951-222-2222
251 ORANGE TERRACE 68 LA FITMESS PAINT
COMMUNITY PARK - c) ‘ ‘ ‘ ‘ ‘
(714)587-7485 I
more...
13 14 15 16 17 18 19
252 FARMER BOYS 99 COODYEAR 250 JOHS ACRYLIC (P) - 511 O'REILLY AUTO
AUTOMOTIVE - 714-738- MAHEIM (C) 999-999-9999 ‘ ‘ PARTS (MAGNOLIA) (RB) ‘
1822 Subject: Sales Visit -951-222-2222
251 ORANGE TERRACE 68 LA FITMESS PAINT
COMMUNITY PARK - c) ‘ ‘ ‘ ‘ ‘
(714)587-7485 I
more...
ents.aspx# 21 22 23 24 25 26

The monthly schedule view shows all appointments only for the current month.

o Click on the left or right arrow buttons of the grey heading bar to view the previous or next month’s schedule
information.

Timeline Schedule View

e To have the screen display a three-day timeline schedule view, position the cursor over the Timeline column tab
and click on it.

10/30/25 17
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The screen will be redrawn as shown:

SCHEDULE

Home Schedule

Users: Click on the “Timeline” tab to view

Sam Salesman v a 3 day timeline schedule view. Search

4 [ » | today ﬁ 41712025 - 4/9/2025 Day Week Month
A1712025 4/8/2025 4/9/2025
252 FARMER BOYS AUTOMOTIVE - 714-738-1822 299 GOODYEAR ANAHEIN (C) 250 JOHS ACRYLIC (P) - 999-999-9999 A
Subject: Sales Visit ‘ ‘ Subject: Sales Visit
Type: Visit Tvpe: Visit

Subject: Sales Visit

251 ORANGE TERRACGE COMMUNITY PARK - (714)587-7485 ‘268 LA FITMNESS PAINT (G} ‘
Tvpe: Visit

512 O'REILLY AUTO PARTS (6TH) (RB) - 951-333-3333
Subject: Sales Visit
Tvpe: Visit

The timeline schedule view shows all appointments only for a 3-day period.

e Click on the left or right arrow buttons of the grey heading bar to view the previous or next 3-day timeline schedule
information.

Viewing Appointment Details

e  With the schedule screen displaying appointments in any of the four different views (day, week, month, timeline), you
can view the appointment details by placing the mouse pointer over the appointment cell and left clicking on it.
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The appointment details will pop-up on the screen as shown:

SCHEDULE
Home Schedule
Users:
< | » | today | [ Thursday, July 31, 2025 =\ Week | Month | Timeline
all day Left clicking within the appointment cell
will display a pop-up window of the
T appointment details. a
7-30050
8:003M
8:303m
9:003
o e
9:3050
Customer: 254 - GENERAL OLD GOLF
10:003M COURSE
y Appointment Type: Visit
10508 Starts on: 07/31/2025 08:00
Ends on: 07/31/2025 09:00
11:003M
Subject: Sales Visit
e Description:
11:30 Created By: Joe Owner
Modified By: -
12:00P™
12:30PM
A _mam DM b

e To remove the appointment details pop-up window, click anywhere else on the screen.

Entering A Customer Note From An Appointment

e  With the schedule screen displaying appointments in the day view, left click within an appointment cell to view the
appointment details (anywhere except the customer’s name). You can enter a customer note by left clicking on the
customer notes icon ().
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A customer note pop-up window will now be displayed on the screen and will display any note entry information for the
customer as shown:

Gage Block Specialties Inc. - Production Welcome Anthony Counterman | & Logout
17577 Industry Way
Buena Park, CA 90621

F & R PAINT (C)

8 Note(s)

Clear Modified Flag(s)l

Created For: F & R PAINT (C) (268) Created By: Sam Salesman Created On: 2/27/2024 12:58:45 AM Importance: High Departmental Action Needed: Addition 1 Response 1 Addition
2: Addition 2 Response 2 Amount Collected: test extract Money Collected: Y TEST 6 ADDITION: RESPONSE FOR ADDITION 6

Z =

testsm
Created For: F & R PAINT (C) (268) Created By: Sam Salesman Created On: 12/5/2023 7:34:32 AM OQutcome: Changeover Completed Importance: Medium
Z =

TESTEST

Created For: F & R PAINT (C) (268) Created By: Anthony Counterman Created On: 12/5/2023 12:28:06 AM Modified By: Anthony Counterman Modified On: 12/5/2023 12:28:26 AM
Outcome: Follow Up testAddition@$#FD: Yes
[ I

testCounter

Created For: F & R PAINT (C) (268) Created By: Joe Owner Created On: 9/13/2023 2:06:14 PM Modified By: Anthony Counterman Modified On: 12/5/2023 12:28:14 AM

Outcome: Follow Up

ZF =
Test note entry via Workday.
Created For: F & R PAINT (C) (268) Created By: Sam Salesman Created On: 2/7/2023 7:43:44 AM Modified By: Mike Sales Manager Modified On: 2/10/2023 9:39:26 AM
b A A e ST A AR A L ] -] v
1VDe: VIsST saupun,
10:30=m Liss Created By: Sam Salesman
Modified By: Sam Salesman
Iw

(5) Show 24 hours...

e To add a note, click on the (Add =) button.
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The following note entry pop-up screen will be displayed:

oY Gage Block Specialties Inc. - Production Welcome Anthony Counterman | () Logout
C: i\ 17577 Industry Way
»e 'ﬁ“ Buena Park, CA 90621
&
F & R PAINT (C)

8 Note(s)
The Save button is disabled until all required fields are selected.

Qutcome:

Follow Up

Importance:

[JMoney Collected
Amount Collected:

Enter Text Here

Departmental Action Needed: .

*
TEQT AdAitiAn-

1ype: Visit UooLnipuy.
10:303M Created By: Sam Salesman

Modified By: Sam Salesman

(© Show 24 hours...

e (Click within the blank field and enter in the new note information.

e If“Outcome” or “Importance” options have been activated, select an Outcome or Importance from the drop-down
below the note text box before saving/emailing.

& Note: Fields that have a red asterisk displayed (*) indicates it is a required field and must have an entry
selected before the note can be saved.

e Once the note has been entered and the optional fields have been selected, click on the Save () icon to save the
entered note. You also have the option to both save the entered note and have it emailed by clicking on the Save and
Email (=) icon.

Existing note entries display the previous notes completed, who it was created by, the created date and time, and the
date and time last modified, if it was modified after the initial note was written.
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e An existing note entry can be modified by clicking on the edit note (#) icon. A note can be emailed by clicking on
the envelope (<)) icon. Clicking on the trash can () icon will delete the note entry.

e Click on the cancel (X) icon to close the customer notes pop-up window and you will be returned to the schedule
screen.

Customer List

e From the user’s home screen, to access all customers or just customers for selected salespersons, click on the
Customer List menu tile and the following screen will be displayed:

- Gage Block Specialties Inc. - Production Welcome Anthony Counterman | (U Logout
: ‘ 17577 Industry Way
\’y“‘\ Buena Park, CA 90621
J 714.522.3551 Click within the Salesperson Code
Gs b SK 714.522.3565 and select specific code (s) to

search for.
Click within the Store ID and

select specific Store ID(s) to
Home  Customers search for. Save Search Criteria
Ranking: Number/Name: Sto&\ Salesperson Code:

No ranking code selected ¥ Search here... Choose Store ID(s) ¥ No salesperson codes... ¥

Select a letter or a number to y bw customers begin with that character or select All

00000
00 000

E:Iick within the Ranking and selecﬂ [ Click within the Number/Name

Search button.

—©

Click on the ]

specific code(s) to search for. and enter a value to search for.

N/

©2025, All Rights Reserved Privacy Policy - Terms and Conditions - Powered by Autologue

By default, no customers are displayed on the screen.

Viewing Customers

e Click on ared letter or a number to view customers whose name begins with that letter, or click on the ALL button to
see all customers assigned to the user’s store.

The button to the left of the ALL button, in this case (PRO-), is used to view all prospective customers assigned to your
store. These prospects would have been added by an administrator, store manager, or a sales manager/representative.
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Gage Block Specialties Inc. - Production Welcome Anthony Counterman | &) Logout

q 17577 Industry Way
' Buena Park, CA 90621
E
ECI

714.522.3551
BLOCK 714.522.3565

CUSTOMERS

Home  Customers Save Search Criteria

Ranking: Number/Name: Store ID: Salesperson Code:

Search here... Choose Store ID(s) ¥ No salesperson codes... ¥ m

Select a letter or a number to view customers beginning with that character or select All

00000000000000000000
00000000000000000

v

No ranking code selected

11 Customer(s)
Store ID esperson Date Lg
LYMTD Change Change Note
AAS NEW
330 CUSTOMER ROYSTEST3 Salesman $0.00 $0.00 $0.00 0.00% $0.00 $25.00  -100.00% Q7/07/20:
®s) @ m
ABC AUTO Mike |
249 PARTS @ ROYSTEST3  Salesman $0.00 $0.00 $0.00 0.00% $0.00 $0.00 0.00% 05/06/20:
(M)
ABC
150 WAREHOUSE  ROYSTEST3 $0.00 $0.00 $0.00 0.00% $0.00 $0.00 0.00% 04/29/20:
INC.
ACE Rob
292 HARDWARE ROYSTEST3  Salesman $0.00 $0.00 $0.00 0.00% $0.00 $100.00 -100.00% 06/18/20:
rs) @ ®)
AMERICAN Sam
250 ACRYLIC roystest3 Salesman $100.00  $100.00 $20000  -50.00%  $2,659.38  $2,295.32 15.81% 07/07/20:
(&3]
ANDY Rob
301 BANUELOS ROYSTEST3  Salesman $0.00 $0.00 $0.00 0.00% $0.00 $0.00 0.00% 05/07/20:

If the customer number and name are displayed in red text, this means the customer’s account code flag has been set.
If an orange bell icon is displayed beside the customer’s name, this denotes an existing note has been modified for them.

Beside each customer name that is listed will be their assigned ranking code (shown in blue parenthesis), assigned store
ID, assigned salesperson (salesperson’s code shown in blue parenthesis), as well as each customer’s sales totals for the
previous day, month to date, last year month to date, year to date, last year to date with the % of change for each period
over the same period last year, and the date of the last note taken.

e Clicking on a column header will sort the list by that column in either ascending or descending order.

Search By Ranking

Within the Customers screen, you can search for customers by a specific ranking code.
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e Click within the Ranking search field, select from a drop-down list of ranking codes to be search by and then click
on the blue Search button. The screen will then display only the customers with a matching ranking code(s).

Search By Name/Number

e Click within the Name /Number search field and enter a customer number or any portion of the customer’s name to
search by and then click on the blue Search button. The screen will then display only the customers with matching
data.

Search by Store ID

Within the Customers screen, you can search for customers by your specific store ID.

e Click within the Store ID search field, select your specific store ID’s to be search by and then click on the blue
Search button. The screen will then display only the customers that are assigned to your specific store ID.

Search by Salesperson Code
Within the Customers screen, you can search for customers by a specific salesperson code.

e Click within the Salesperson Code search field, select from a drop-down list of salesperson codes to be search
by and then click on the blue Search button. The screen will then display only the customers with a matching
salesperson code(s).

Saving Search Criteria

e To save the current search criteria, click on the blue Save Search Criteria button. The button text will change
(or toggle) to display Clear Search Criteria and this indicates that there is a saved search.

The current search criteria will automatically be displayed when clicking on the Customers tile from the home page.
Logging out will not clear the saved search.

Clearing Search Criteria

e To clear the current search criteria, click on the blue Clear Search Criteria button. The button text will
change (or toggle) to display Save Search Criteria and this indicates that there is not a saved search.
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Exporting Customer List Results

e Click on the green Export button to export all the column information for the customer list currently being
displayed on the screen to an Excel spreadsheet file (CustomerList Export.xlsx).

CUSTOMERS

Home Customers

Import/Export ‘About Customer’ Info + Add Prospective Customer Save Search Criteria fl|

Ranking: Number/Name: Store ID: Salesperson Code:

No ranking code selected ¥ Search here... Choose Store ID(s) ¥ No salesperson codes... ¥

Select a letter or a number to view customers beginning with that character or select All

00000000000000000000
©0000000000000000

3 Customer(s)

Number Store ID Salesperson Prev Sales Sales % Sales Sales % Date Last
Day MTD LYMTD Change YTD LYTD Change Note
ARMANDO Sam
504 HERMNANDEZ ROYSTEST3 Salesman $0.00 $0.00 $0.00 0.00% $70.00 $0.00 100.00% 08/18/2025
(RB) (S)
PRO- S
Art Valencia ROYSTEST3 am $0.00 $0.00 $0.00 0.00% $0.00 $0.00 0.00% i
AV Salesman
AUTOZONE
AUTO Sam
510 PARTS ROYSTEST3 Salesman $0.00 $0.00 $0.00 0.00% $0.00 $245.00 -100.00% 03/26/2025
(CORONA) (S)
(RB)
4 »

H <4 > M 3 items in 1 pages

Shown below is example of the export file:

Aa B | ¢ | o | E | F | & | H | 0 0 k| L | M
1 |Number Name Ranking StoreID  Salesperson  Prev Day Sales MTD Sales LYMTD % Change Sales YTD Sales LYTD % Change (2) Date Last Mote
2 [504 ARMANDO HERNANDEZ RE ROYSTEST3 Sam Salesman 0.00 "o.00 000 .00 000 oo "100.00 08/18/2025

3 |PRO-AV Artvalencia ROYSTEST2 Sam Salesman .00 .00 0.00 o0 oo oo 0.00

4 [510 AUTOZONE AUTO PARTS (CORONA) RB ROYSTEST3 Sam Salesman 0.00 "o.00 000 .00 "0.00 Basoo Tao0.00 03/26/2025

5
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Customer Navigation

e From the CUSTOMERS home screen and the list of customers being displayed, click on the customer’s name and the
following screen will be displayed:

CUSTOMER NAVIGATION

Home Customer Navigation

Customer Number, Name, Ranking
Code & Phone Number.

250 - Johs Acrylic (P)
999-999-9999

= ]

About Customers ePartConnection eOffice Business Intelligence

q

Directions

Alerts

e ——

Down 44.91% of Average Daily Purchases

Low Brake Purchases, Low Chassis Purchases, Low Exhaust Purchases, Low Battery

Di ion Topi
L4 S Purchases, Low Tool Purchases (Discussion Topics)

M« » » Pagesize: 10 ¥ 2 Alerts & Notifications matching your search criteria

Upcoming Appointments
e

The CUSTOMER NAVIGATION screen will now be displayed for the selected customer (whose customer number, name
and phone number are displayed above the colored tiles).

Displayed below the colored tiles, are specific sections that display alerts and upcoming appointments for the selected
customer.
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Here the user can perform the following for the selected customer:

About Customers: View/Add additional business &
personal information.

ePartConnection: Automatically login to
ePartConnection as the customer. This tile is only
visible if your company subscribes to
ePartConnection.

eOffice: Automatically login to eOffice as the
customer. This tile is only visible if your company
subscribes to eOffice.

Business Intelligence: View a sales dashboard.

Notes: View/Add customer notes information.

Tasks: View pending tasks for this customer.

Directions: Displays a map with directions to the
selected customer.

Alerts: Displays specific alerts pertaining to the
selected customer.

Upcoming Appointments: Displays upcoming
appointments within the scheduler for the next 30
days and the specific workday # the customer is
currently on.

10/30/25
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About Customers

o From the CUSTOMER NAVIGATION screen, click on the About Customers tile and the following screen will be

displayed:

CUSTOMER DETAIL

Home  Mavigation Details

Business Details

Address
Street:

WNATE P
ol .—_H_.\_,— L3

GUM ROAD

State:

A

Ly

GPS Coordinates:

Latitude:  33.8951352

Override GPS Coordinates:

Address:
] EpE
E -
T’ 1 5 Orange Terrace
F scarsdale st Park Playground
Morwich Dr
ORANGECREST Orange Terrace Pkwy
[ = Slhvercrest Ln
= z g
3 o
= g
4%70; gle _E Caraway Ln

Contact Details
Phone Mo. 1

Business
Type of Business:

\zarage

L=

Authorized Signer 1:

Joe Owner

Other Details

250 - Johs Acrylic (P)

Email:

B T O

\ll VAUTOLOGUE.COM

Country:
USA
Longitude: -117.3051533
Py
a1 g,
v am""lo,.
Orange Bloomfigl
Terrace Ewnd'ﬁd ’ E Q:
Community ast
Park -
=
Sugar gum ® slmas,gmﬂb :-3
e
Phone No. 2:

714-522-3551

Business Hours:

o9

Authorized Signer 2:
Jane Owner

Hills o
Community Church 0

Click on the blue Edit
button to change any of
the field information.

City-
RIVERSIDE
Zipr

gI608

S Cp &

Bf,a d*‘? fq‘-’
of *bd- \4;- Millbrook St

40 g preyuD

10 5807 30

Sound Garden
Productions
&8

.

Keyboard shorteuts - Map data 82025 Terms

Size of Business:

5 Bays - 3 techs

Directions

Repon a map emros

Alpha Acct #: Home Loc: Ship Via:
Matrix: Group: Program:
1.22_26 Stage-Prod 2.700_5.0 Stage-Prod B
Mat Acct #: Start Date: AR Balance:
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The CUSTOMER DETAIL screen will be displayed and will be displaying the entered business information (address, GPS
coordinates, contact details, business type/hours/size, authorized signers, other details, and notes) for the selected
customer.

The GPS Coordinates: heading will display either GPS Coordinates, Imported GPS Coordinates,or
Overridden GPS Coordinates depending on how the latitude/longitude coordinates were created. Shown below
are how each is determined:

GPS Coordinates: Uses the street address information that is entered within
the ePart Setup->Customer Options screen and plots to
valid latitude/longitude values.

GPS Coordinates: Uses the street address information that is entered within
the ePart Setup->Customer Options screen but is an
invalid address and does NOT plot to valid
latitude/longitude values.

Imported GPS Coordinates: Uses the latitude and longitude values that are entered
within the ePart Setup->Customer Options screen.

Overridden GPS Coordinates: Uses the street address that is entered within the Override
GPS Coordinates->Address field.

e To edit any of the existing business information, click on the blue edit (#) icon, and then click within any of the
fields within the Override GPS Coordinates, Contact Details & Business sections and make your changes and then
click on the blue Save button.

& Note: The Phone No. 1 field cannot be edited; It can only be changed within the ePart Setup->Customer
Options.
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e At the bottom of the screen are Owner/Employee/Personal Details heading sections. These sections are used to enter
in your customer’s owners as well as their employees CRM information:

Owner Detalils
Click on the + Add new record button

within any of the detail sections to add

O —— new record information.

- conen e L

Child Gil Campa gcampa@gmail.net 19092113333 Owner1 w
Child Joe Smith joe@gmail.com 714-555-1697 Owner1 Ve ]
Child DT Owner1 & I}
Spouse Nancy Camp 10/22/1945 ncampa@gmail.net 909-239-5974 Owner1 Vg 0|
Spouse Nancy Campa 02/01/1946 ncampa@gmail.net 909-239-5974 Owner1 Vi @
Owner Tom Campa 01/01/1948 tcampa@gmail.net 555-444-3333 Owner1 & |0}
Child Vinay 08/03/2021 dheeraj.tiwari@beyondkey.com 9898989898 Owner1 V4 m
Child Gil Campa gcampa@gmail.net 909.211.3333 Owner2 & ]
L » » Pagesize: 10 ~¥ 8 items in 1 pages

Employee Details

+ Add new record

Arti 09/27/1997 Arti.dhuriya@beyondkey.com 5656787687

e Toadd CRM record information within any of the listed sections, click on the + Add new record button within
their respective detail sections and the screen will now display a new row of blank entry fields. Enter in the detail’s
information (type, name, date of birth, email, cell phone, job title, relationship, hobbies, favorite sport, favorite car)
and then click on the (v') symbol to save the entered information.

e To edit CRM record information within any of the listed sections, click on the (#”) symbol besides the row of fields
information and the fields will now be shown as entry fields. Edit any of the details information and then click on the
(V) symbol to save the updated information.
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ePartConnection

o  From the CUSTOMER NAVIGATION screen, click on the ePartConnection colored menu tile and the ePart will
be opened and you will be automatically logged into the customer’s account within ePartConnection. Note: This tile is
only visible if your company subscribes to ePartConnection.

eOffice

o From the CUSTOMER NAVIGATION screen, click on the eOf fice colored menu tile and a new webpage tab will be
opened and you will be automatically logged into the customer’s account within eOffice. Note: This tile is only
visible if your company subscribes to eOffice.
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Business Intelligence

o From the CUSTOMER NAVIGATION screen, click on the Business Intelligence tile and the following

screen will be displayed:

Home  Mavigation  Business Intelligence

MTD vs LY MTD Net Sales

MTD $331.00
LY MTD $840.00

v -60.60%

MTD Return Percentage

MTD Sales
MTD Refurns

$331.00
50.00

0.00%

YTD vs LYTD Net Sales

YTD $441.62
LYTD $1160.00

4 -61.93%

YTD Return Percentage

YTD Sales
YTD Retumns

$441.62
30.00

0.00%

250 - Johs Acrylic (P)

All Lines

Upper Heading Sales
Information Cells.

MTD Warranty vs Net Sales

MTD Wair. $0.00
Met Sales $331.00

0.00%

YTD Core Qutstanding

$0.00

YTD Warranty vs Net Sales

¥TD Warr. 50.00
Y¥TD Met Sales $441.62

0.00%

Month To Date Sales Bar
Graph with Last 30 Days.

Sales

[
A = E % il = g 8
5 = o o [ 3
g = T & i o b

o0'sLE

LMontth Sales Bar Graph Table

w

g

Year To Date Sales Bar
Graph with Last 12 Months.

00002
ooLys
LEZEE

00 0oLE

[olofu=
00°'06ES
o0'sezd
ar Je2h

January Dacamber MNowem October Saptember August Juby June May Agril
R E—
MTD Met Sales $331.00 YT Met Sales
st00er [EEEEE Last 12 Mo s310205

Sales Groups: [RIELY:]Rb] .

Sub Lines: . ENABLED

Display Lines: @ Only with sales & With no sales & All

Line Code Sales Information ]

&2 Clear Selection

YTD LYTD Sales | Retums

Net Net Change Last 12 Last 12

Sales Sales Months Months

@ BCA - $320.00  $650.00 -53.62%  $320.00 $0.00 542000 $1010.00 -58.42%  $2485.00 $0.00
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This screen is a graphical “sales dashboard” of the customers sales from the past year on up through the current date. It
displays a variety of graphed sales figures as well as dollar values for the various types of returns
(core/inventory/warranty). It also shows the percentage changes (positive/negative) based up comparisons from last year
versus this year sales. The screen is broken up in 4 sections:

1. Upper Heading Sales Information Cells
2. Monthly Sales Bar Graph Table

3. Month/Year To Date Sales Bar Graphs
4

Line Code Sales Information

Upper Heading Sales Information Cells Section

Heading Description

MTD vs LY MTD Sales Shows the Month To Date (MTD) sales dollar amount and the percentage difference when compared
to Last Year (LY) Month To Date (MTD) sales dollar amount. The small dollar amount displayed is
the current month to date sales. The box will either show in red if the percentage is down (denoted by
a down arrow) or in green if the percentage is up (denoted by an up arrow). To view the Last Year
(LY) Month To Date (MTD) sales dollar amount, hover over either of the bar graphs within the
Month To Date Sales Bar graph section of the screen.

MTD Returns vs Sales Shows the Month To Date (MTD) inventory returns dollar amount and its percentage when compared
to the Month To Date sales dollar amount. The small dollar amount displayed is the current month to
date inventory returns sales. The large percentage figure is the return percentage (MTD Returns +
MTD Sales*100).

MTD Warranty vs Sales | Shows the Month To Date (MTD) warranty returns dollar amount and its percentage when compared
to Month To Date sales dollar amount. The small dollar amount displayed is the current month to date
warrant returns sales. The large percentage figure is the warranty return percentage (MTD Warranty +
MTD Sales*100).

YTD vs LYTD Sales Shows the Year To Date (YTD) sales dollar amount and the percentage difference when compared to
Last Year To Date (LYTD) sales dollar amount. The small dollar amount displayed is the current year
to date sales. The box will either show in red if the percentage is down (denoted by a down arrow) or
in green if the percentage is up (denoted by an up arrow). To view the Last Year To Date (LYTD)
sales dollar amount, hover over either of the bar graphs within the Year To Date Sales Bar graph
section of the screen.

YTD Returns vs Sales Shows the Year To Date (YTD) inventory returns dollar amount and its percentage when compared to
the Year To Date sales dollar amount. The small dollar amount displayed is the current year to date
inventory returns sales. The large percentage figure is the return percentage (YTD Returns + YTD
Sales*100).

YTD Warranty vs Sales | Shows the Year To Date (YTD) warranty returns dollar amount and its percentage when compared to
Year To Date sales dollar amount. The small dollar amount displayed is the current year to date
warrant returns sales. The large percentage figure is the warranty return percentage (YTD Warranty +
YTD Sales*100).

YTD Core Outstanding Shows the Year To Date (YTD) outstanding cores dollar amount. This represents the amount of cores
charged for and not yet returned.
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Monthly Sales Bar Graph Table Section

The second section of the screen, just below the upper heading cells section, displays the monthly sales bar graph data for
current and last year’s sales dollars.

< Note: A pop-up window showing the exact dollar figures, month and year is automatically displayed
whenever you “hover” the mouse pointer over any of bar code graphs.

Month/Year To Date Sales Bar Graphs Section

The third section of the screen, just below the monthly sales bar graph section, displays the month and year to date sales
dollars versus last month and current sales dollars to date.

@ Note: These figures are based on “to date” which means if we are 15 days into the current month and
180 days into the current year, the LY (last year) MTD (month to date) and YTD (year to date) sales
figures are based upon those day amounts. The graphs also show the Last 30 Days and Last 12 Months.

Line Code Sales Information Section

& Note: Clicking on any line, sales group total line or line and sub line inside a sales group will change all
graphs at the top to reflect only that choice. The header at the top of the page will reflect the graphs
currently displaying. All columns are sortable by clicking the column header.

Heading Description

Line Code The line code of the parts sold to the customer.

Sub Line Sub Line for classifying certain parts in a Product Line, differentiating them from other parts in the
Line.

LY MTD Shows the Last Year (LY) Month To Date (MTD) sales dollar amount for the line code.

MTD Shows the Month To Date (MTD) sales dollar amount for the line code.

Change Shows the percentage difference when comparing the Month To Date (MTD) versus Last Year (LY)
Month To Date (MTD) sales dollar amounts.

Sales Last 30 Days Last 30 calendar days sales. This is helpful during the first days of a new month or year.

MTD Returns Shows the Month To Date (MTD) inventory returns dollar amount.

LYTD Net Sales

Shows the Last Year To Date (LYTD) sales dollar amount for the line code.

YTD Net Sales

Shows the Year To Date (LYTD) sales dollar amount for the line code.

Change

Shows the percentage difference when comparing the Year To Date (YTD) versus Last Year To Date
(LYTD) sales dollar amounts.

Sales Last 12 Months

Last 12 calendar month’s sales. This is helpful during the first days of a new month or year.

Returns Last 12 Months

Last 12 calendar month’s returns dollar amount.

YTD Core Outstanding

Shows the Year To Date (YTD) outstanding cores dollar amount. This represents the amount of cores
charged for and not yet returned.
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Sales Groups: |B]EY: ] H=p] . Sub Lines: . ENABLED

I:;tn rst-artgrns

Sales
@ AlC 19 $0.00  $0.00 0.00%  $0.00 $0.00
@ A1C 9 $0.00 $0.00 0.00% $0.00 $0.00
@ ACP 1 §0.00  $0.00 0.00%  $0.00 $0.00
@ AS 1 $8559 $000 -100.00% $0.00 $0.00
~  aic - ennn  ennn Annes  ennn en nn
Clicking on the “i”

hifg Code: AIS{AISIN) | Subline:
1(WATER PUMPS)

Sales MTD | Sales Last Mo | Sales 2M Ago

$0.00 $0.00 $0.00

AlS 1 $8559  $0.00

®

10/30/25

Display Lines: @ All O With no sales & Only with sales

— .
Z Clear Selection

LYTD YTD Sales Returns
Net Net Change Last 12 Last 12
Sales Sales Months Months

$0.00 $0.00 0.00% $0.00 $0.00
$4574 $0.00 -100.00% $0.00 $0.00

5000 515344 100.00%  $357.90 $0.00
$85.59 $0.00 -100.00% $85.59 $0.00

[lalaTal [alaTal [alatali Ty COAn N4 [nlaWalal

icon displays Line and Sub Line descriptions as well as 3 months of sales as shown:

P = T Y e

0.00%  $0.00 $0.00 $0.00
0.00%  $0.00 $0.00 54574
0.00%  $0.00 $0.00 $0.00
-100.00%  $0.00 $0.00 $8559
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Sales Groups

By using the switch to “Enable” Sales Groups, the user will see a listing of pre-configured groups of Product Lines.

Sales Groups: Display Lines: @ All O With no sales & Only with sales

Mig Subline I:;tD MTD Ir:j:{D YTD Net Sales Last

Code Sales Returns Sales Sales 12 Months
> Sales Group: Batteries

Total $378.80  $386.80 211% 564765 5000 5695500  $488535 -2976%  $1766795  5-1
> Sales Group: Brake Pads

Total §739.30 5$359.94 51.31%  5$483.90 $-2799 5466301 §3169.73 -32.02%  $1674030 S
> Sales Group: Calipers

Total 583753 512488 -85.09%  $271.76  $-146.88 §557877  $290053 -4801%  $13848.83  §-1.
> Sales Group: Chassis

Total $106.13 §332.16 212.97%  5436.70 5000 $118349  $1630.78 37.79% $5046.74 $-t

o The user has the option to see all lines (4//), only lines with no sales (With no sales), or only lines with sales (Only
with sales) by checking an option.

e Each group is expandable by clicking the arrow next to the name. This will display all Lines making up that group.

v Sales Group: Brake Pads
CEN 2 $0.00 $0.00 0.00% $0.00 $0.00 $187.50 $4797  7442% §551.15 $
CEN 7 $0.00 §52.05 100.00% §52.05 $0.00 $0.00 §52.05  100.00% $99.13
PSF 1 $662.92  $307.89 -53.56%  $363.87 $-2799 $382857  $286577 -25.15% $14638.79 $-
PWS 1 $76.38 $0.00  -100.00% $67.98 $0.00 §646.94 $203.94  -68.48% $1451.23 $-
UsB 1 $0.00 $0.00 0.00% $0.00 $0.00 $0.00 $0.00 0.00% $0.00
Total §739.30 535994 -51.31%  $483.90 $-2799  $4663.01 $3169.73  -3202%  $1674030  §-1

= Note: Within the Customer’s BI Graph, each user can now set the view they would like to see, as it
“remembers” the filter settings for Sales Groups (enabled/disabled), Sub Lines (enabled/disabled), and
Display Lines (All/With no sales/Only with sales) to be displayed as set in subsequent logins.
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Notes

o  From the CUSTOMER NAVIGATION screen, click on the Notes colored menu tile and the screen will display any
note entry information for the customer as shown:

Home Navigation Notes

Click on the Add +
button to add a note.
Click on the customer’'s name \\
hyperlink to access the Customer |CIearModifie Iag(s)l

Navigatian tiles.
Add +

Click on the envelope
icon to email a note.

Created For: JOHS ACRYLIC (P) (250) cCreated By: Mike Sales Manager Created On: 4/29/2025 10.:06:32 AM Departmental Action Needed: Pricing

- o0 ¢ =
. : o . Click on the trash can
Discussed their decrease in purchases within the paint lines. icon to delete a note.

Created For: JOHS ACRYLIC (P) (250) cCreated By: Sam Salesman Created On: 1/27/2025 7:54:45 AM Modified By: Mike Sales Manager

Modified On: 4/29/2025 8:50:56 AM Departmental Action Needed: No Departmental Review Needed [

Click on the edit icon to 4
modify a note.

Note entry...edited.

Created For: JOHS ACRYLIC (FP) (250) cCreated By: Sam Salesman Created On: 3/25/2025 11:42:25 PM Task: Custom Task Prod 1st Qtr 2025

¥ =
test task 1469 BK
Created For: JOHS ACRYLIC (P) (250) Created By: Sam Salesman Created On: 2/25/2025 10:47:07 AM Departmental Action Needed: Product/Inventory

¥ =
Note entry
Created For: JOHS ACRYLIC (P) (250) Created By: Sam Salesman Created On: 1/9/2025 2:10:34 AM Departmental Action Needed: Operations TEST 2: Y

¥ =

test

The note entry displays the actual note, the creation/last modification dates, and the names of who created/modified the
note entry. A note can be added by clicking on the (Add =) button. The existing note entry can be modified by clicking
on the edit note (#) icon. A note can be emailed by clicking on the envelope (<) icon. Clicking on the trash can () icon
will delete the note entry. If the Administrator has note “Outcome” enabled, you will be able to include an outcome. It
may be mandatory to select before saving, if the Administrator set it that way. There are also note “Importance” and up to
10 user defined fields (UDF’s) that can be setup and work the same as an outcome.
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Click on the arrow
icon to email a note.

Departmental Action Needed:

[ Money Collected

Amount Collected:

Enter Text Here

* Indicates Required

Tasks

e From the CUSTOMER NAVIGATION screen, click on the Tasks tile and the screen will display any pending tasks
for the customer as shown:

910N Gage Block Specialties Inc. - Production Welcome Anthony Counterman | & Logout
(: 17577 Industry Way
* Buena Park, CA 90621
: 714.522.3551
GAGE BLOCK 714.522.3565

CUSTOMER TASKS

Home MNavigation  Customer Tasks

250 - AMERICAN ACRYLIC

Assigned
I

Fram < 30 Units 3rd Qtr 2024 (07/01/2024 - 09/30/2024)  Sam Salesman Pending Egﬁ?ﬁsgd 3 unit(s) from product fine(s)

Custom Task Prod 3rd Qtr 2024 (07/01/2024 -
09/30/2024)

I » » Pagesize: 10 ¥ 2 items in 1 pages

Each task will display the assigned salesperson, its status (Completed/Pending) and a message. If a note has already been
entered for a specific task, the Status column will display Completed.

Sam Salesman Pending  Task Note For 250
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Directions

o From the CUSTOMER NAVIGATION screen, click on the Directions tile and the screen will open a new tab
displaying directions from the current location to the customers address as shown:
5
— < 5 & st
= <"> =] =) 'ﬁ o X Q_ Search along the route A W Gas , Bf EVcharging  |sm Hotels Bakal py C o m
Best  2min 16min  4min < 7Compassionate 3 B
D ) . g\— Journey Non Z Dayton'St f,’ ° 5“6 celman B Bakal Dr
o ‘ Orange Terrace Pkwy, Riverside, CA 9250 ‘ S g @ o of e k]
Saved [N J o4 8 £ 2 o #, & &
: N & 5 2 CO 3 atha, & S !
. \ & 2 GroV 8 N Oy “\é& ‘(\’b‘ Qz? a
® ‘ 20476 Sugar Gum Rd, Riverside, CA 9250 ‘ Orange Terrace S o & s =
v 3 min <« & g
o) C J (1) Park Playground Field § o O rieids 2 1.1 miles P b}q}\\ Millbrook St ;
Recents - Orange o £
@ Add destination T Edm““d Rd 5’\‘6“ o) s
Community a“ge"e"é N Kingsten Ln- & °
Park oy o EastiHills 2
) ange Terrace Pkwy “ge'(e"’ﬂcepk Community Church g
Leave now v Options 9 ora! gayport Dr 2
8 Rd =
5 Sugar Gum™ Cornerstone Counsel
a > rassel RS Sound Garden o bl ey
T " -3 =} Sl Productions
—Z Send directions to your phone GD Copy link 3 E 2
vin @ 3 =2 3 Willsdale Rd s
S =z B g ?‘3: Hartsdale Rd
& viaOrange Terrace Pkwy and 2min | ¢ @ Whiterock L 54 E g 5 g
i 5 £ &
Sandhill Dr 0.6 mile ° g 2 = 2 mi 3 H Oakdale Ln
Fastest route z Sweetbay-Rd Mesquite Canyon Rd = k] 5 )
g B & S Burling,,
M oglS ¢,
Details is'Dr < & y &
& Amelia Earhart o Stony-Brook Cil Orangecrest Swim
6\@ Middle School \,P onyRrepREE o J
. = g &
(B via Orange Terrace Pkwy 3 min 2 o 73
% Cagy's Daycare, Rosedale Dr 2
1.1 miles Aptos St ’nc Daycare 5 K
Orange Terrace ParkwayQ’ ¢, @ a
Tomas Rivera %%, Freeport Dr s
Elementary School 2, S
Wieygy Sedong.p, N )
Explore nearby 20476 Sugar Gum Rd r Red Poppy Ln o P
Van Buren Boulevard Van Buren Boulevard +
o @ @ ° (7)&Rem -
| # | orab 2 Pizza
o Slices & a Drink =
Restaurants  Hotels Gas Parking More C0g'e
stations Lots Mapdata©2025 United States Terms  Privacy Send Product Feedback  500fte
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Search Notes
e From the Counterperson’s home screen, to search for a note entry, click on the Search Notes menu tile and the
following screen will be displayed:

- Gage Block Specialties Inc. - Production Welcome Anthony Counterman | & Logout
¢ i\ 17577 Industry Way
* Buena Park, CA 90621
¢4 714.522.3551
GAGE BLOCK 714.522.3565

Home  Search Notes

Created By: From Date: To Date: Detail:  Tasks Only:

No user selected Y 04/12/2024 04/17/2024 L] L]

No records to display.

M » » Pagesize: 10 ¥ 0 items in 1 pages

©2024, All Rights Reserved Privacy Policy » Terms and Conditions « Powered by Autologue

By default, no users are selected and the From/To dates will be from 5 days prior to the current date. A user must be
selected from the Created By drop-down, then the Detail and/or Tasks Only can be checked to display all note
detail. If neither box is checked, the screen will display as below. The screen only displays results when you click on the
blue Search button.
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SEARCH NOTES

Home Search Notes

Users: From Date: To Date: Detail:  Tasks Only:

All users selected Y 01/01/2022 11/11/2022 (] (] Search

Displays the number of notes created

Created/Modified By and modified entries. Click on an entry to s EE o1 Notes Modified
view a list of entries by customer.

Andy Salesman 1

Anthony Counterman & 1

Joe Owner 76 18

Joe Sales Manager 1

Mike Sales Manager 12 3

Rob Salesman 1

Sam Salesman 21 13

Store Manager 6 3

Tom Salesman 3 2

LI | » » Pagesize: 10 ¥ 9 items in 1 pages
©2025, All Rights Reserved Privacy Policy - Terms and Conditions - Powered by Autologue

The screen will display a Created/Modified By column that lists the users who have created/modified notes within
the selected date range.

e Click on the number of entries under the Notes Created or Notes Modified columns to view a list of the
customers that had notes created/modified.
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NOTES CREATED

Home Search Notes Customer Notes

Tom Salesman

e e

BETANCUR SR REPAIR 02/25/2025
279 DIANA HERNANDEZ 07/23/2025 1
330 WABA GRILL 12/11/2024 1
Moo » » Pagesize: 10 v Displays the number of note entries. VIERSm L Ry
Click on an entry to view the note(s).

©2025, All Rights Reserved Privacy Policy - Terms and Conditions - Powered by Autologue

The note entry displays the actual note, the creation/last modification dates, the user names of who created/modified the
note entry, and the task name (if one). A note can be emailed by clicking on the envelope (D<) icon. The existing note
entry can be modified by clicking on the edit (#) icon. Clicking on the trash can () icon will delete the note entry.

e Click on the green Export button to save the notes information to an Excel spreadsheet file (notes_export.xisx).
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Emailing Search Notes Results

e To have the search note results emailed, click on the blue Email Notes button and the following screen will be
displayed:

Gage Block Specialties Inc. - Production Welcome Anthony Counterman | @ Logout

-
¢ i\ 17577 Industry Way
\ Buena Park, CA 90621
" 62 'ﬁ!'o’ 714.522.3551
AGE BLOCK 714.522.3565
SEARCH NOTES

Home Search Notes

Created By: From Date: To Date: Detail:  Tasks Only:

All users selected ¥ 01/01/2022 11/11/2022 L L

Email To Please type here M m

Created For: DIETERS VW REPAIR (256) Created By: Andy Salesman Created On: 6/30/2022 10:10:01 AM Outcome: No

test

Created For: CONE CHEVROLET (253) Created By: Anthony Counterman Created On: 9/20/2022 2:37:25 AM Modified By: Anthony Counterman
Modified On: 9/20/2022 2:37:35 AM OQutcome: No Importance: Very Important testAddition@$#FD: Addition1 - Response2 Addition2: Addition2 - Response1 Additiond: Additiond -

Responsel

test™: lbn

Created For: AAA NEW CUSTOMER (RBE) (330) Created By: Anthony Counterman Created On: 9/2/2022 8:52:33 AM  Outcome: Follow-up Needed Addition2: Addition2 -
Responsel Additiond: Additiond - Response

Note entry by Anthony Counterman user.

Created For: CANADIAN TIRE PA.T. 303 (RE) {400} Created By: Anthony Counterman Created On: 6/14/2022 10:51:57T AM Outcome: No

test

Created For: AAA NEW CUSTOMER (RB) (330) Created By: Joe Owner Created On: 11/1/2022 5:16:13 AM Outcome: No Importance: Not Important testAddition@$#FD: Addition1
- Response2 Addition3: Addition3 - Response

Test aarti

Created For: AAA NEW CUSTOMER (RE) (330) Created By: Joe Owner Created On: 11/1/2022 12:06:11 AM Outcome: Maybe Importance: Very Important testAddition@$#FD:
Addition1 - Response1 Addition3: Addition3 - Response1

By default, the Email display option displays the notes information as the email would look.
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e Click within the Email To field to view and select from a drop-down list of all the email recipients that have been
setup:

-‘\I‘ Gage Block sPecia"ies Inc. - Production Welcome Anthony Counterman | (I Logout
i\ 17577 Industry Way
\ Buena Park, CA 90621
’v‘!if" 714.522.3551
GA OCK 714.522.3565

SFECIRLETIES

SEARCH NOTES

Home  Search Notes

Created By: From Date: To Date: Detail:  Tasks Only:

All users selected Y 01/01/2022 11/11/2022 L L

Email To | Sam Salesman - m

LIIVIIRG 2alc> Ividl iaysi P

Created Fo  []Mike Salesman
test [JOm Maurya
Created Fo Liopm
Modified 0 [ Phil Wilson 1: Additiond -
Response’ )RR Admin

tost™ b [JRob Salesman

Created Fo £ Sam Salesman ion2 -

Response’ ] Store Manager v

Note entry by Anthony Counterman user.

Created For: CANADIAN TIRE PA.T. 303 (RE) (400} Created By: Anthony Counterman Created On: 6/14/2022 10:51:57 AM Outcome: No

test

Created For: AAA NEW CUSTOMER (REB) (330) Created By: Joe Owner Created On: 11/1/2022 5:16:13 AM Qutcome: Mo Importance: Not Important testAddition@$#FD: Addition1
- Response2 Addition3: Addition3 - Responsel

Test aarti

Created For: AAA NEW CUSTOMER (EB) (330) Created By: Joe Owner Created On: 11/1/2022 12:06:11 AM Outcome: Maybe Importance: Very Important testAddition@$#FD:
Addition1 - Response1 Addition3: Addition3 - Response1
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e Once users have been check marked for selection, click on the blue Send button, the screen should now display a
green Notes emailed successfully message as shown:

- Gage Block Specialties Inc. - Production Welcome Siore Manager - Logout
’ ‘ 17577 Industry Way
"’y“" Buena Park, CA 90621
04 2 714.522.3551
GAGE BLOCK 714.522.3565

SEARCH NOTES

Home Search Notes

Displays the following message

Notes emailed successfully when emailed successfully. [ Export

Users: From Date: To Date: Detail: ~ Tasks Only:

Sam Salesman v 02/20/2025 02/25/2025 D D
- =

Email To  Andy Salesman

Created For: CLIFFHILL ELECTRONICS (258) Created By: Sam Salesman Created On: 04/30/2024 01:14 AM Modified By: Sam Salesman Modified On: 02/25/2025 11:01 AM
Task: BCA < 200 Dollars 2nd Qfr 2024 Outcome: Follow Up Departmental Action Needed: Product/Inventory TEST Addition: TEST Response

Test task ._modified.

Created For: JOHS ACRYLIC (P) (250) Created By: Sam Salesman Created On: 02/25/2025 10:47 AM Departmental Action Needed: Product/Inventory

Note entry

Created For: GENERAL OLD GOLF COURSE (254) Created By: Sam Salesman Created On: 02/25/2025 10:46 AM Departmental Action Needed: No Departmental Review Needed
Note entry.

©2025, All Rights Reserved Privacy Policy - Terms and Conditions - Powered by Autologue
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Drilling Down Into Notes

You can view or “drill down” into each of the number of note entries (listed by user) by clicking on the number of notes
column to the right of the user’s name. (If the Detail field was checked, all note detail will already be on screen):

SEARCH NOTES

Home Search Notes

Users: From Date: To Date: Detail: ~ Tasks Only:
All users selected ¥ 01/01/2022 11/11/2022 D D
Displays the number of notes created
Created/Modified By and modiﬁe_d entlies._ Click on an entry tos=Ul S o
view a list of entries by customer.
Andy Salesman 1
Anthony Counterman 3 1
Joe Owner 76 18
Joe Sales Manager 1
Mike Sales Manager 12 3
Rob Salesman 1
Sam Salesman 21 13
Store Manager 6 3
Tom Salesman 3 2
LI | » » Pagesize: 10 ~ 9 items in 1 pages
©2025, All Rights Reserved Privacy Policy - Terms and Conditions - Powered by Autologue
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The screen will now display a list of customers along with the date of the last note, and the number of notes that were

created/modified for the customer listed:

Home Search Notes Customer Notes

4 » » Page size:

©2025, All Rights Reserved

330 WABA GRILL

10

279 DIANA HERNANDEZ

v

NOTES CREATED

Tom Salesman

S " S A

BETANCUR SR REPAIR

02/25/2025
07/23/2025 1
12/11/2024 1

Displays the number of note entries. 3items in 1 pages
Click on an entry to view the note(s).

Privacy Policy « Terms and Conditions - Powered by Autologue

To view the note information for the customer, click on the number of notes column to the right of the customer’s name.
The screen will display the note entry information for each customer as shown:

10/30/25
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- Gage Block Specialties Inc. - Production Welcome Anthony Counterman | @ Logout
¢ ‘ 17577 Industry Way
» ‘{‘ Buena Park, CA 90621
04 5 714.522.3551
GAGE BLOCK 714.522.3565
SEARCH NOTES
Home Search Notes Customer Notes Notes

260 - BUD'S TIRE PROS

Clear Modified Flag(s)l

Created For: BUD'S TIRE PROS (RB) (260) Created By: Rob Salesman Created On: 7/25/2022 12:05:51 PM Addition1: test Response Adi34: FSFSD add5: CDVFGGF 123456789:
C =

3243454@5% 1@ASS%EA(: tH5

Note originally entered by Rob Salesman.
1 Items in 1 pages

I« 40» M Pagesize: | 10 ~

Privacy Policy » Terms and Conditions = Powered by Autologue

©2024, All Rights Reserved

The actual note, the creation/last modification dates, and the user names of who created/modified the note entry. A note
can be emailed by clicking on the envelope (D<) icon. The existing note entry can be modified by clicking on the edit (+#*)

icon. Clicking on the trash can (1) icon will delete the note entry.
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Links

e From the user’s home screen, to access a listing of opportunities that have been setup by management, click on the
Links menu tile and the following screen will be displayed:

LINKS

Home  Links

& Monroe ride and drive event List of Links that have been setup.

¢ Moog problem solver bulletins library

¢(?? Raybestos Brakes

¢ Fram Website

©2025, All Rights Reserved Privacy Policy « Terms and Conditions - Powered by Autologue

The links can be reminders of important information or can be links to web pages. This information is setup within the
Manage Links section of the Setup ePartConnection webpage.
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