
 HISTORY - SOLD RETAIL/WHOLESALE 
 
The SOLD RETAIL/WHOLESALE HISTORY module holds unlimited sales history 
files.  From this module forms may be re-printed, after sale recon posted and 
commissions charged back. 
 

 
 
From HISTORY go to SOLD RETAIL/WHOLSALE and press enter. 
 

 
 



Highlight and press enter on FIND AND OPEN CUSTOMER FILE. 
 

 
 
History files may be pulled up by STOCK #, LASTNAME, LICENSE, (6) VIN, 
YR/MAKE, DATE SOLD or LIST ALL.   
 

 
 
 
To FIND by STKNO highlight and press enter on FIND BY STKNO. 
 



 
 
From the list highlight and press enter on the target HISTORY DEAL. 
 

 
 
Note the deal information to the left.  
 
 



 
  
 
The HISTORY DEAL may be viewed by going to SOLD DEAL STRUCTURE. 
 

 
 
The original data is stored and may not be edited. 
 
 
 
 
 
 



REPRINT ANY FORMS ON CLOSED DEAL 
 

 
 
Forms may be reprinted from the sales history module.  Contracts are date sensitive and 
must be printed the same date as the sale date.  To reprint a contract from SALES 
HISTORY the system date must match the sale date.  The system date may be changed 
in Windows, be sure to correct the system date after reprinting the contract. 
 
ADD AFTER SALE RECONDITIONING 
 

 
 



The ADD AFTER SALE RECONDITIONING feature allows recon to be posted and 
the sales to be charged back.  Highlight and press enter to add recon. 
 

 
 
This feature may be password protected. 
 

 
 
The first screen of adding after sale recon is the PAYABLES screen.  Enter the invoice 
for the recon. 
 



 
 
Enter the vendor name by typing the first few characters and choosing vendor from the 
attached vendor file.  Highlight and press enter on the target vendor. 
 

 
 
Complete the fields as designated. 
 



 
 
Confirm the posting by entering “Y” for yes. 
 

 
 
Confirm the ACCOUNTS PAYABLE invoice by entering “Y” for yes. 
 



 
 
The COMMISSION CHARGE BACK screen will prompt.  Note that the original 
commission with original commission rate is pulled over and the charge back amount is 
figured for each employee paid on the original deal. 
 

 
 
The prompts may be over-ridden to selectively charge back on commissions.  For 
instance, if the charge back being posted is for work promised on the vehicle the F&I 
commissions would not be charged back and would need to be zeroed as above.  
 



 
 
Confirm the commission charge back by entering “Y” for yes. 
 
UNWIND DEAL OR DELETE PROFILE 
 

 
 
UNWIND DEAL feature allows the deal to be reversed and put back into PENDNG 
DEALS and CURRENT INVENTORY.   When using the GL ACCOUNTING portion 
of the software this feature will also reverse the accounting entries.  For more information 
on unwinding deals from an accounting standpoint go to the GL ACCOUNTING section 
of manual. 
 



 
 
This screen may be password protected. 
 

 
 
Please confirm the accounting period to unwind to.  Generally, in the GL this would 
match the original sale date or accounting period unless the original period is closed. 
 



 
 
If AFTER SALE RECON was posted to the deal; a prompt will follow where to post the 
entries. 
 

 
 
Verify to copy the deal back to pending by entering “Y” for yes.  Once the confirmation 
has been completed the deal is now back in INVENTORY and PENDING DEALS.  All 
the entries for ACCOUNTS PAYABLE, ACCOUNTS RECIEVABLE and 
COMMISSIONS have been reversed as well. 
 
 
 



TITLE MANAGEMENT INFORMATION 
 

 
 
The TITLE MANAGEMENT screen helps log and organize your titling department 
including keeps the temp log as required in some states. 
 

 
 
To print the TEMP LOG go to SALES HISTORY reports. 
 



 
 
 
 
 
DISPLAY FORMS PRINTED ON DEAL 
 

 
 
This feature allows you to view a log with a date and time stamp of the forms printed on 
this deal. 
 
To exit PRESS ESC to the MAIN MENU. 
 
V3 software notes: 
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