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APPENDIX A

THE INVENTORY MANAGEMENT OF OTHER PRODUCT ITEM IN

CLASS ‘A’



Product Name...Television 21” ..Model KV-HA21P52 Brand Supplier 1 Unit.....Set....

Receiving Selling Out Remaining
Date Quantity Cost/Unit Total Date Quantity  Cost/Unit Total Quantity Total

2

12/02/03 3 7,560 - 22,680 - 20/2/03 2 8990 - 17,980 - 3
21/02/03 5 7,560 - 37,800 - 27/02/03 2 8,990 - 17,980 - 6
04/03/03 5 7,560 - 37,800 - 04/03/03 1 8,990 - 8,990 - 10
10/03/03 2 8,990 - 17,980 - 8

19/03/03 1 8,990 - 8,990 - 7

21/03/03 1 8,990 - 8,990 - 6

24/03/03 5 7,560 - 37,800 - 24/03/03 1 8,990 - 8,990 - 10
31/03/03 1 8,990 - 8,990 - 9

0704/03 1 8,990 - 8,990 - 8

17/04/03 3 7,560 - 22,680 - 20/04/03 3 8990 - 26,970 - 8



Page...2...

Product Name...Television 21” ..Model............. KV-HA21P52.....cccoiieene Brand................ Supplier 1 ..o Unit......Set...
Receiving Selling Out Remaining
Date Quantity  Cost/Unit Total Date Quantity Cost/Unit Total Quantity Total
30/04/03 5 7,560 - 37,800 - 13
12/05/03 2 8,990 - 17,980 - u
21/05/03 3 7560 - 22,680 - 29/05/03 1 8,990 - 8,990 - 13
05/06/03 5 7560 - 37,800 - 05/06/03 7 8,990 - 62,930 - u
19/06/03 4 8990 - 35960 - 7
25/06/03 2 7560 - 15120 - 9
09/07/03 5 8,990 - 44950 - 4
14/07/03 5 7,560 - 37,800 - 14/07/03 il 8,990 - 8,990 - 8
17/07/03 3 7,560 - 22,680 - 26/07/03 8 8990 - 71,930 - 3
28/07/03 4 7,560 - 30,240 - 7 52,920 -

co
ch



Product Name...Television 25 ..Model KV-XG25P50/57 Brand Supplier 1 Unit...... Set....

Receiving Selling Out Remaining
Date Quantity Cost/Unit Total Date Quantity  Cost/Unit Total Quantity Total
12/02/03 1 12600 - 12,600 - 1
03/03/03 1 14990 - 14990 - 0
12/03/03 2 12600 - 25,200 - 2
14/03/03 3 12,600 - 37,800 - 25/03/03 1 14990 - 14,990 - 4
07/04/03 2 14990 - 29,980 - 2
11/04/03 6 12,600 - 75,600 - 20/04/03 1 14990 - 14990 - 7
21/04/03 2 14990 - 29,980 - 5
26/04/03 1 14990 - 14,990 - 4
18/05/03 2 14990 - 29,980 - 2
26/05/03 2 11,760 - 23,520 - 4
29/05/03 3 11,760 - 35,280 - 7



Product Name...Television 25” ..Model KV-XG25P50/57 Brand Supplier 1 Unit.....Set

Receiving Selling Out Remaining

Date Quantity Cost/Unit Total Date Quantity  Cost/Unit Total Quantity Total
05/06/03 1 13990 - 13990 - 6
09/06/03 1 13990 - 13,990 - 5
10/06/03 2 13990 - 27,980 - 3
16/06/03 3 11,760 - 35,280 - 19/06/03 1 13,990 - 13,990 - 5
25/06/03 2 11,760 - 23520 - 7
03/07/03 2 13990 - 27,980 - 5
14/07/03 4 11,760 - 47,040 - 18/07/03 1 13990 - 13,990 - 8
21/07/03 2 13990 - 27,980 - 6
28/07/03 1 13990 - 13,990 - 5
29/07/03 3 13,990 - 41,970 - 2

30/07/03 3 11,760 - 35,280 - 5 58,800



Product Name...Digital still Camera...Model......... DSC-P8IS........... Brand.............. Supplier 1 ................ Unit......... Set

Receiving Selling Out Remaining

Date Quantity  Cost/Unit Total Date Quantity  Cost/Unit Total Quantity Total
04/04/03 1 16,440 16,440 - 1
25/04/03 1 16,440 16,440 - 2
08/05/03 2 19990 - 39,980 - 0
12/05/03 2 16,440 - 32,880 - 14/05/03 1 19990 - 19,990 - 1
26/05/03 1 16,440 16,440 - 2
04/06/03 1 19990 - 19,990 - 1
07/06/03 1 16,440 16,440 - 2
29/06/03 1 19,990 - 19,990 - 1
01/07/03 2 16,440 - 32,880 - 14/07/03 1 19990 - 19,990 - 2
27/07/03 1 16,440 16,440 - 3

31/07/03 1 19990 - 19,990 - 2 32,880



Product Name...Digital still Camera...Model.......... DSC-P8/L

Receiving
Date Quantity Cost/Unit Total Date

25/04/03 1 16,440 16,440 -

02/05/03
26/05/03 1 16,440 16,440 -

05/06/03
07/06/03 1 16,440 16,440 -

16/06/03
19/06/03 1 16,440 16,440 -

.......... Brand.............. Supplier 1
Selling Out

Quantity  Cost/Unit Total

1 19990 - 19,990

1 19,990 - 19,990

1 19,990 - 19,990

it........ Set

Remaining

Quantity
1
0

Total

16,440



Product Name...Digital still Camera...Model.......... DSC-P8/R.......... Brand.............. Supplier 1

................. Unit........Set,
Receiving Selling Out Remaining
Date Quantity Cost/Unit Total Date Quantity  Cost/Unit Total Quantity Total
05/06/03 1 16,440 16,440 - 1
16/06/03 1 19990 19,990 - 0
19/06/03 1 16,440 16,440 - 1
22/06/03 1 19,990 - 19990 - 0
25/06/03 1 16,440 16,440 -

1 16,440
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THE e-DEALER USER GUIDE
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The e-dealer user guide

About this  er guide
This document, the e-dealer User Guide, provides all the information and

instructions you need to use the software effectively. This user guide covers the
following major topics:

» Getting started with the software (xxx_network)

* Viewing the product catalogue

e Creating and submitting orders

* Managing the account

e Searching for products

Getting started with the software

A valid account code and password is essential to access xxx_network. The
account code is based on the account number of each dealer and deliver address, and
it cannot be changed. The default password is valid for one login only: when the user
logs in to xxx_network for the first time.

Logging in to XXX network

To log in to xxx_network

1. Start your browser and open the xxx_network login page.

2. Type your account in the User ID field.

3. Type your password in the Password field.

4. Click OK
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| Network
System

User ID:
Password: |

If the user types the password incorrectly, he or she cannot access the system

and there is the page shown The password is not correct’ illustrated as follow.

Handheld
Handheld or Palm is the equipment, which can keep and transfer the data of

transaction.



9%

ule Jools Views Options ‘V_./m“dowsiﬁelpr ) 7
R - IR R SR SR  Report |

Load Data from Handheld

Ready to syncrhonize with Handheld.

Press the HotSync button on the cradle to begin.

[lanceidj

Directory: cAprogram files\satellite forms se\projects\sony
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OFF LINE

_| PURCHASE

«e ® 8l « ” B
y

PERIOD « N

i NEW PRODUCTS

SEARCH TEM RECOMMENDED ORDER
M \Sandufafi Semialu 3 uiew QUANTITY

8.6t SELECT ITEMS

TRANSACTED IN
3 MONTHS

© Anaalnn

ny #an  dheshdn iy dwamuuzin

Im? N'HC-V,C7A\" JiH1

MHc-RV 2U/Q TH1
MHC-RV50/70 THI

MHt;-RV60:VO 1HI

HCROPIOOOD/QTHI
HCR-S9D//Q TH1
MHC-DP1000D/MC
MHC-C'0-30
MHC-FL5DSW/MC
MHC-FL5D  /QTH1

{ ew}MHc GN70VyMc

1=ITEM, 2=BOUGHT, 3=SOLD, 4=CURRENT STOCK LEVEL, 5-MINIMUM STOCK LEVEL, 6=ORDERED,
7-RECOMMENDED QUANTITY, 8=QUANTITY
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STOCK IN

A m : 23/08/2003
¢ : 100CDQ80SP3/TE

Vimm amn * / T

1=TYPE, 2=INCOMING PRODUCTS, 3=INVOICE NUMBER, 4=DATE, 5= ITEM NAME, 6=SERIAL NUMBER,
7=QUANTITY, 8=TICK HERE WHEN THE ITEM HAS NO SERIAL NUMBER, 9=CONFIRM, 10=CLOSE

STOCK OUT

o 1- SOLD OUT PRODUCT

23/08/2003

CFD-S250/LCSP5

1001228 s -



97

TAX INVOICE

71 mo .. mr o1

13 1aiu 7 %

ESWffi 11ItiL fsi;l ha !

1= TAX INVOICE, 2=CUSTOMER NAME, 3=CUSTOMER ADDRESS, 4=TAX INVOICE NUMBER, 5=DATE, 6=ITEM
NAME, 7=QUANTITY, 8=PRICE, 9=TOTAL AMOUNT OF, 10=CONFIRM, 11=CLOSE, 12=EXCLUDE TAX PRICE,
13=TAX 7% (VALUE ADDED TAX:VAT), 14=INCLUDE TAX PRICE

INQUIRY

1=TRANSACTION, 2=ADJUSTMENT, 3=PRODUCT PRICE



TRANSACTION

MHC-RV20//QTH1 _-]|

MHC-WZ8D//Q TH1

[3 « «

ADJUSTMENT

« «

on«m«:
Hi Fi

HiFi
Sum
MHC-RV20//Q TH1
MHC-RV5//Q TH1
MHC-RV50//Q TH1
MHC-RV6//Q TH1
MHC-RV60//Q TH1
MHC-RV600D
MHC-RV900D
MHC-SV7AV
MHC-VM330AV
MHC-VP700/SP
MHC-VP700/TH

MHC-VP800AV

MHC-VX222/S QTH

%

25/06/03 26/06/03 27/06/03 28/06/03 29/06/03 30/06/03 01/07/03
maam
4 .
4 ffiAifeftiz ' 2

2 1 -1

MHC-RV5//Q TH1

MHC-RV50//Q TH1

«J
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REPORT

AUAAunaD
SU-maduan

1= REMAINING STOCK, 2=RECEIVED-SOLD OUT PRODUCT

UPDATED STOCK

sa: EPSON Stylus COLOR 480
T
LPT1:
10
C
(* 5 HF _J
6 HF (8]

7 b 1 &btlll

3 C

4 <* 5
5 HD 3
' u
c 7
5
¢ © HCD-RV7/VQ TH1 -
6 VUCD-777A 3

13 14

1=PRINTER, 2=PRODUCT GROUP SELECTING, 3=ALL, 4=PERIOD, 5=FROM, 6=TO, 7=PRODUCT TYPE
SELECTING, 8=PRODUCT SELECTING, 9=LANGUAGE, 10=PAGE SETUP, 11=NO SERIAL NUMBER, 12= PRINT
PREVIEW, 13=PRINT, 14=CANCEL



REMAINING STOCK REPORT

HUNG SENG ELEC.PART./U-THON 614 MOO 6 U-THO

23/08/2003 12:10:21

HCD-RV7//Q TH1 1.00 500361 3
MHC-FL5DSW/QTH1 2.00 5005591
5005645
MHC-RV20//Q TH1  4.00 5000685
5002807
5005739
5005740
MHC-RV5//Q TH1 4.00 5022509
5025869
5025871
5025874
MHC-RV50//Q TH1 ~ 4.00 5001218
5001225
5003006
5003294
MHC-RV6//Q TH1 2.00 5012089
5012092
MHC-RV60/Q TH1 ~ 2.00 5000620
5000621
MHC-RV600D 1.00 5006675
MHC-RV900D 1.00 5005093
MHC-Wz8D//Q TH1  3.00 5003668
5003669
5003671

1= CATEGORY, 2=SUB CATEGORY, 3=PRODUCT CODE, 4=QUANTITY, 5=SERIAL NUMBER



RECEIVED-SOLD PRODUCTS

H 1 ||
niffmm "I 'M
a
sa: EPSON Stylus COLOR 480
LPTL:
c HF
* : HF
a
tet
a
C <*

MM
a
J
01/07/2003
31/07/2003

tock-l / ck-Out

(*
C

c

4 3
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1=PRODUCT RECEIVED, 2=ORDER CANCELLATION, 3=INCREASED STOCK ADJUSTMENT, 4=SOLD

OUT, 5=PRODUCT RETURN, 6=DECREASED STOCK ADJUSTMENT, 7=SAVE FILE

HUNG SENG ELEC.PART./U-THON

HF 01/07/2003

03/07/2003

14/07/2003

17/07/2003

22/07/2003

26/07/2003

28/07/2003

PRODUCT RECEIVED REPORT

614 MOO 6 U-THO

23/08/2003 12:17:04

MHC-RV50//Q TH1
MHC-RV600D

LBT-XGV6//Q TH1
MHC-RV900D
MHC-WZ8D//Q TH1
SS-XGV10R/IQTH
SU-XGV10R//QTH
MHC-wWZ8D//Q TH1

MHC-RV20//Q TH1
MHC-RV50//Q TH1
MHC-RV900D

MHC-WZ8D//Q TH1
MHC-WZ8D//Q TH1

5001218
5001225
5006675
5006677
5001961
5005093
5000991

5001600
5001602
5002689
5002807
5003006
5003294
5005552
5001997
5002299
5002301
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The Future Plan (Phase 1)
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Extranet Project (e-dealer project)

Phase I

A/C, Bookkeeping program add on.
Small Item spilt P/O: to improve speed of delivery at W/H
Other brand add on in e-dealer (Other brand?)
Printing warranty at e-dealer shop front.
Daily stock from e-dealer
Check stock by using Scanner (to value add the scanner at shop front: not only
receive or sales function)
E-service job sheet at e-dealer shop front
E-payment (Three Party: Supplier I, Dealer, and Bank)
Job transfer

1. E-dealer helpdesk?

2. E-dealer implementation?
Sales analysis from e-dealer system

Correct e-dealer sales data in Power Play (I request K.Sumon to let K.Opas to

learning in deeply technical detail for him to support sales data for marketing side)

1. Sales-in, Sales-out, Stock Report
2. Hot list model (analyze the quantity shortage for hot list model) for making

data to support Saihan meeting



104

1. Improve e-dealer quality Schedule

Issue PIC AprUJ  Mayt)3  Junt>3  JulTO  AugU3  Sep'03 0 03

Improve e-dealer quality

- Clarify dealers' stock data in e-dealer system
" Start clear stock & monitor 2 sites perweek

- Convince dealers to do correct process

- Convince salesman to understand the more benefit

- Inform Salesman & dealers for this program .16
- Selectthe candidate (dealer grade A) . 18
73-300

- Plan to roll-out
- Roll-out (2 sites perweek)

- Monitor & Evaluation

2. E-payment SchecMe

UMeBB mmm
Issue PIC ApiU3  Mayt3  « Aug)3  SepB  Oct®B3  NwT3
E-payment
- Keep requirements from concer person
(Account Dept, Sales Dept, Dealers, Bank Asia, etc)
- Design system
gn sy A
-Develop system 2 30
é i
-Testing system
A
- Prepare Manual
F A

-Training

-Roll outto e-dealer I{|5-31
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3. E-dealer Stock Schedule

« AP
Issue PIC Api03  Llay03  Jun03  Jul)3  Aug03  Sep03  Oct03
Collecting Daily stock (Stock lopoit in Powoi Play)
- Design system (corporate withMSC)
- Develop system (corporate with MSC) g/ S
- Testing system (corporate with MSC) 115
i-e
- Prepare Manual 115
M
-Training m
- Roll out to e-dealer (updated program) é 0
t

4. Enhance Scanner Programme: Check and View stock

Issue PIC A)I03  May03 Jun'03  Jul03  Aug03 Sop03 0 03  Nov03

Enhance scannei piogiant; check « view stock

- Enhance Palm program (corporate with MSC)

- Enhance e-dealer program (corporate with MSC) Q, 6
3
- Testing system (corporate with MSC) 1-15
M
-Prepare Manual 1-15
M
-Training

™

- Roll outto e-dealer (updated program)



5. E-warranty Schedule

Issue
E-uranairty: piiiit wananty caul at dealei shop
- Keep requirements from concern person
- Study environment at dealer shop
- Design system (corporate with MSC)
- Develop system (corporate with MSC)
- Preparing hardware
-Select dealer for trial (10 sites)
- Testing system (corporate with MSC)
-Training

- Roll outto e-dealer (updated program)

6. E-service Schedule

PIC

Aug 3

SepX)3  Oct03  NovD3

A

16-30
-
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DecT)3 Jan04 FebD4

3i

1-28

War'04

1-30 t

ssuie

PIC

g3

Sepl3 | 0ct03 | Nov03

Dec03 | Jan04 | Feh0d

I+far 04

E-senvice: seivice job online

- Keep requirements from concem person
- Study environment at dealer shop

- Design system (corporate with MSC)

- Develop system (corporate with MSC)

- Testing system (corporate with MSC)

- Select dealer for trial (10 sites)

- Training

- Roll out to e-dealer {updated program)

1-30




E-service (contirmed)

Issue PIC Aug 3 Sepw Octl)3  Nww DecC3  Jan04 Feb'04  Mai04
Implementation new sites T ____3tL
- Planning (select dealer & plan)
- Prepare scanner & Product database
-Training

- Follow-up new e-dealer site

(dealer can do correct process)
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