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Please find here all the features of the Liquor industry solution based on the Microsoft Dynamics NAV 
platform provided by Hands-on Systems. 
 
The functionality has been grouped into logical functional business/ process areas. 
 

Pricing/ Claims/ Rebate module 

Feature 
 

Description 

Pricing / Promotion  Price Matrix per Customer/Product and/or Customer Discount 
Group/Product Discount Group 

 Every discount type has its own item grouping or customer grouping for 

discount setup.  
 Multiple Discounts Choice: On-going Discount, Promotion Discount, VIP 

Member Discount etc. 
 Quantity Breakdown Discount supports Mixed Products, e.g. Customers 

can choose Coke/Coke Zero/Coke Max or any combination of them in 

order to meet the minimum quantity for eligible discount. 
 After promotion period finished, automatically reverses back to normal 

discount 
 Historical discount information is retained in order to track the price 

movement. 

 Massive update discount structure from Excel or EDI. 
 Supplier price trading terms. 

 Promotion plan provides all the relevant pricing information, e.g. Carton 
Cost, LUC, retail gross profit % etc, on one screen, market people can 

set retail price and promotion discount from the same screen. 

Claim / Rebate  Auto-capture different discount types applied on sales order. 
 Supplier Claim report lists discounts given during a fiscal period. 

 Discount then can be claimed back from supplier. 
 Additional reports to support non-order based rebate or claim e.g. 

Volumetric Rebate, Core Product Sales Incentive Rebate etc. 

 Supplier representative can offer special discounts on a case by case 
basis. Special discount can also be claimed back from the supplier. 

Bonus Stock  Bonus Stock Eligibility supports Mixed Products, e.g. Customers can 
choose Coke/Coke Zero/Coke Max or any quantity combination of these 

three in order to meet the minimum quantity for eligible bonus stock. 

 Bonus Stock(s) can be one product or multiple products. 
 Bonus Stocks can be special products offered by supplier for free or 

normal selling items. If agreed by supplier, the cost of normal selling 
item can be claimed back from supplier. 

 With authorization, operator can choose not to give bonus stock or offer 

extra bonus stock on a case by case basis. 

Retail Store  Retail Price Book 

 Price setup for different Retail Package Size, i.e. Carton, PACK, 
Bottle/Can 

 Price Ticket 

 Promotion Tick 
 Different barcode for different pack sizes of same product 

Additional Fee 

Handling 

 Admin fee 

 Freight charge based on pallet, carton, weight 
 Special freight rate for bulk items, i.e. Keg 

 Broken case fee 

Order Taking  Display pack information on order entry screen. 

 Two Package Size on one order line, e.g. 10 Cartons plus 2 Bottles can 

be entered through one order line. 
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 Availability check on order entry screen. 
 Expected purchase receipts enquiry on order entry screen. 

 Available sales deal (discount) enquiry on order entry screen. 
 Bonus stock and promotion deal are marked with separate colour on 

order screen. 

 Automatic order confirmation sent on releasing order. 
 

Bonded Warehousing and Order handling module 

Feature 
 

Description 

Bonded Warehouse & 

Duty Calculation 

 Product can be purchased as bonded or duty-paid. 

 Bondmark entry on receiving stock purchased as under bond. 

 Bondmark movement will be recorded for audit purpose. 
 Continues Permission Report for goods sold as under bond. 

 Automatic duty calculation when posting sales invoice. 
 Custom NAT 30 report and ATO NAT 40 report. 

 Auto WET-GST calculation. 

 WET calculation base can be different from selling price. E.g. A bonus 
wine package may have a cheeseboard inside which is not WET 

applicable. 
 Damage location for duty-paid and bonded stock separately 

Order Handling  Customer delivery date calculation based on acceptable delivery day 

during a week. 
 Stock commitment on order confirmation. 

 Pick worksheet uses duty-paid stock before using under-bond stock 
(unless there is an under bond sales which always picks under bond 

stock) 

 Product Category and Customer purchase restriction. 
 Obsolete product will be automatically altered to the new replacement 

product on order entry 

Manifest  Delivery Instruction per Customer  

 Truck loading assignment 

 Truck run report. 
 Pallet delivery/return tracking 

 Auto freight calculation on both customer and carrier side. 
 Exception report to list orders which has special delivery instruction 

information 

 Print consignment notes 
 Print pallet docket 

 

eCommerce and Call Centre portal module 

Feature 
 

Description 

e-Commerce and 

Calling Centre 

 Web based order entry 

 Stock availability enquire on web-site 
 Favourite Product List 

 Fast Order Entry 
 Upload bulk orders 

 Order confirmation after the web-order is successfully processed by 
back office without credit fail. 

 Customer Account Management 

 Online credit card payment, powered by Secured Gateway. 
 Full self-service capabilities such as resending invoices, quotes, orders 
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and aging report 30/60/90 
 

EDI/ GS1 integration module 

Feature 
 

Description 

EDI integration  Electronic order/invoice/statement exchange with Customer and/or 
Vendor 

 Integration to GS1 (note: when standard file definition has been 
defined. Technical framework is in place. 

 Stock level report automatically distributed to vendor as an overnight 
job. 

Multiple Company/ Branch management module 

Feature 
 

Description 

Multiple Companies 

Management 

 Multiple companies in one database. 

 Master File (items/ prices/ customers) Sync across companies/ 
branches. 

 Centralised product / price management across companies. i.e. Base 

product information and price policy is set up in headquarter for all 
companies, branch company can modify information with proper 

authorization for its own branch/ cooperation ONLY.  
 Headquarter/ Cooperation can modify multiple companies/ branches 

information straight from headquarter company without log-in and log-

out every branch. 
 

Warehouse mobility 

Feature 
 

Description 

Warehouse mobility 

management 

 Warehouse handling process works closely with Bar-Code or RFID 

system with proper hardware and infrastructure configuration. 
 

Business Intelligence 

Feature 
 

Description 

Business Intelligence  Centralized view across all companies powered by BI SQL data cubes. 
 KPI publishment through E-mail, Microsoft SharePoint, RSS feeds or 

other medias. 
 

Standard security and document integration 

Feature 
 

Description 

Security  Access only granted to authorised person 

Microsoft Office XML  Export and Form to Microsoft Word or Microsoft Excel 

 User defined style sheets 

Record Links to 
Documents  

 Attach any external document to Microsoft Dynamics. 
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eCommerce Portal screenshot 
 

 
 
 

  



 

Hands-on Systems   6 
 

Sales order entry screen Dynamics NAV Liquor industry solution 
 

 
 
 
BI report example (not true numbers) 
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Further information about the Pricing / GST / WET as per the Liquor Industry 

 
 
ADD MARGIN TO UNIT PRICE 
When an order is entered, the unit price on item card will be uplifted by the margin value to reach the 
prior-discount price. Note the Margin Value is always for UOM CARTON. If the order quantity cannot 
fulfil a full CARTON, the proportion of the margin value will be given to the order. 
 
If order quantity reaches one pallet (CARTON per Pallet field on item card), the pallet margin will 
replace the margin value. If order quantity goes over one pallet but below two pallets, the order line 
will be separated into two lines automatically and the CARTON/PALLET margin will be applied 
accordingly for each line. 
 
DISCOUNTS 
After uplifting the unit price by margin above, discounts will be applied to achieve the order price. The 
different types of discounts that maybe applicable include QDA (quantity discount), PC (pouring club 
discount), PA (on-going promotional discount), Promotion (Periodic promotional discount, e.g. 
Christmas discount) 
 
The sequence below gives details in regards to calculate discount for different discount type. But 
there are some generic rules. 
1. Some discounts always apply, some need to compare with others to achieve the BEST PRICE. 
This is determined by the Terms Setup 
2. If a discount is fix dollar value, the value is always for 1 CARTON. If the order quantity does not 
match whole carton, the relevant proportion of the discount will be given to the order. 
3. Assuming all other conditions are the same, if a discount is set up against an item, it will override 
the set up against an Product Group OR Item Term Group when the item also belongs to those 
groups. 
4. Assuming all other conditions are the same, if a discount is set up against a customer, it will 
override the setup against a Banner Group OR Customer Term Group when the customer belongs to 
those groups. 
5. If discounts are set up as percentage type, it is always calculated based on the prior-discount price 
(for Marketing subsidies, it can be percentage based on net strip price on item card, see Promotion 
Discount for details). There will NEVER be a percentage discount based on another discount. 
 
GST & WET 
Calculation of GST & WET uses the Dynamics NAV standard US Sales tax Granule ï which allows for 
the tax on tax principle. This means that when calculating GST, the WET is included as part of the 
basis. The order in which tax is calculated for the individual jurisdictions is determined by the setting 
in the Calculation Order field on the US tax area lines. 
 
Example: 
Wine sold to another retailer for $85 (price after build up and all discounts given), before WET and 
GST. 
Wine equalization tax payable ($85 x 29%)                                         $24.65  
GST payable ([$85 + $24.65] x 10%)                                                        $10.97 
 
WET Modification to standard 
For WET applicable items, part of the sales price might be eligible to WET exemption, in other words, 
when calculating WET, this component is to be deducted from the sales price to reach the WET 
calculation base. For example, 
Carton Price after all discounts = 100. WET exemption per Carton = 20, WET rate = 29%,  GST = 
10% 
Then WET = (100-20)*29% = 23.2 
WET Price = 100 + 23.2 =123.2 
GST = 123.2 * 10% = 12.32 
TOTAL Price = 123.2 + 12.32 = 135.52 

 


