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	From the Editor

A very Happy New Year to all of you.

Welcome to another new year and the year’s first issue of this newsletter.

We, Oracle Applications users, face many decisions this year ranging from upgrades to implementing new applications to integrating with other new products. Our objective is to make this newsletter a very active medium for sharing our experiences. 

I thank all the contributors for sharing their experiences. I also request all members to contribute whatever they can. As I stated before, we have many experienced and knowledgeable members. More often they have problems getting started with a topic that interests all members. You can all start helping by posting to the Atl-OAUG mailing, what topics you want to see in this newsletter.

Satyakanth.

satyakanth@bosscorporation.com



Functional

Oracle Internet Expenses: How It Works.

Oracle Internet Expenses (OIE) is a browser-based Expense Reporting tool that integrates with Oracle Payables. OIE uses Oracle Workflow to control the business process and for user interaction (such as notifications and responses). OIE allows you to: Create New Expense Reports, Modify Expense Reports, Download a Spreadsheet, Upload, View History, View Projects/Tasks (if applicable) and Review T&E Policy.

There are two different flavors of OIE. The old one is dubbed “blue-gray” version because the color scheme resembles that of APPS forms. The newer one called Second Generation, follows the color scheme as in other Self Service Applications like iProcurement (light green, light yellow and other shades). Functionally, both are intended to be the same. However, some of the additional functionality being included in the Second Generation with every new family pack is not (yet) available in the blue-gray version.

Following is an overview of the Expense Reporting process using OIE Second Generation.

[You can access the screenshots by clicking on the hyperlinks provided. They’re not included in this document due to size limitation. All screenshots here are from Second Generation OIE.]

General Features

· Every page has a “Contact us” button, which can be used to send email to your AP department or Expense Report Administrator. You will specify this email address in a system profile option.

· Every page has a “Preferences” button, which is same as the User Preferences from Workflow User responsibility.

· You must use the “Next”, “Previous” or “Cancel” buttons to navigate between pages. If you use your browser’s back-button, you are most likely to run into errors and will have to start over!

· You can enter Expense Reports for other employees, if you’re an authorized delegate for them. You can do this by assigning employee names to your security attributes in Define User form of System Administration.

· Expense Reports can be saved and modified later; these aren’t submitted for approval until you complete and choose to submit.

The opening page
· This page, titled Active Expense Reports, lists all your expense reports for past 30 days, with their current status.

· This page provides two buttons, Enter New Expense Reports and Import Spreadsheet Expenses.

Importing Spreadsheet Expenses
· Download an Expense Report Template spreadsheet from OIE menu.

· Prepare expense reports in a disconnected environment.

· Upload the spreadsheet from OIE menu, when you’re online.

· Entered values in spreadsheet, which don’t coincide exactly with template LOV’s will cause errors. Correct the data as required.

· Click “Validate” button when spreadsheet upload is successful.

· The spreadsheet shipped with OIE is a generic template and somewhat incomplete. What I mean is that you have to some minimum configuration before you can use it. At the same time, you can configure it according to the expense types in your expense template and the Descriptive Flexfields, if any.

· You can set up context-sensitive Descriptive Flexfields for specific expense type. One example is to allow users to enter miles and rate to calculate Mileage Amount.

· You can specify certain properties for each expense type in the template. These are specific to OIE. Some commonly used properties are Calculated (checkbox), Justification Required (checkbox) and Require Receipt (Amount). When you enter an amount for Require Receipt, any expenses over that amount need to be supported by receipts.

· Importing from spreadsheets itself is a unique method! You have to select the entire spreadsheet contents using Edit/Select All (Ctrl+A) and then Edit/Copy (Ctrl+C), and then paste it (Ctrl+V) in the designated box on the OIE page. This is a very simple process but is tricky the first time.

· Once you copy/paste your spreadsheet content and click on the Continue button, OIE does validations on the pasted data. Assuming there were no errors, you will be taken to the regular Expense Report Entry page where you review and submit for approval.

Entering Expense Reports

· This process is done over several different pages like

· General Information

· Credit Card Transaction Listing

· Credit Card Transactions Imported to Expense Report

· Cash and Other Expenses

General Information Page
· Here you enter some basic details like Employee Name, Cost Center, Currency, Purpose and Template Name.

· There is a useful “Proceed to Cash and Other Expenses” checkbox, which allows you to skip two-step credit card transactions.

· There is also a useful by-line below the box, which tells you how many credit card transactions are available for this employee, if any.

Credit Card Transaction List
And

Imported Transactions
· Here you simply select the transactions to import and click on the Import button.

· The credit card functionality behaves differently depending on what setup options you’ve selected.

· If you choose your credit card payment type to be “Company Pay”, you must import and invoice credit card transactions first. They will then be available to employees for including on Expense Reports. Any transaction that’s a personal expense will be deducted from Cash and Other Expenses payable to the employee. In any case, company always pays the credit card issuer.

· If you choose your credit card payment type to be “Employee Pay”, the transactions will be available as soon as they are imported. The company cannot invoice and pay directly to the credit card issuer. The company reimburses employees for transactions included in the Expense Report.

· If you choose credit card payment type to be “Both Pay”, the company will invoice and pay credit card issuer for only those transactions included on the Expense Report as business expenses. Other expenses have to be paid by the employee.

· The credit card functionality behaves differently depending on what setup options you’ve selected.

Enter Cash and Other Expenses
Following functions/features are available for entering expense reports:

· OIE defaults your name for “Employee”. You can pick another employee name where you’re an authorized delegate.

· The reimbursement currency will default, which you can override.

· The overriding approver is not required for your own cost center.

· The business purpose of the trip can be made a required field.

· The expense cost center will default from your HR employee record.

· Different expense templates can be defined.

· The template drives which expense types will be selected from the LOV and their Charge Account.

· You can manually enter your cash and other expenses, or select from a list of Credit Card transactions.

Line Details
· Line Detail screen allows you to enter Date of Transaction, Receipt Amount and Currency.

Itemize Receipts
· Itemize Receipts screen allows you to break up consolidated bills (Hotel) into different expense items or to specify personal expenses not to be included.

· Justification can be required for expense type where needed by your business rules.

Review and Submit 

This is the page where you review your expense report before you submit. This page shows General Information, Weekly Summary by Expense Types, Credit Card Expenses and Cash/Other Expenses.

Confirmation (#2 and #3)

This is the page where you will see the confirmation and your Expense Report number followed by all the details that were displayed on the Review and Submit page.

If you’re required to submit receipts to your AP department, you can print this page and enclose with your receipts.

OIE now has a new functionality that allows you to pull up old expense reports for printing a copy of confirmation.

View Projects/Tasks

This functionality allows you to create a list of projects and tasks for use with the expense spreadsheet. You do this by entering search criteria and querying results.

Review T&E Policy

This is a simple HTML page wherein you incorporate your company’s T&E Policy. When a user needs information related to T&E policy, clicking on this link will display the page.

In the next issue of this newsletter, I will discuss the standard extensions provided with OIE for customizations and an example of other methods we’ve used in the past beyond the standard extensions.

Satyakanth Abbaraju,

Satyakanth@Bosscorporation.com

Project Budgetary Control in Procure-to-Pay

You can probably list dozens of ways in which your customers regularly interact with people within your company.  These interactions serve as important opportunities to help manage the account relationship, perhaps strengthening an already strong relationship or repairing a strained one.  The difficulty is in knowing how well the customer is doing in various areas of the business, allowing you to be more proactive in dealing with the customer, maximizing each interaction that occurs.  Has the customer been delinquent on their payments? Do they seem to have a growing number of unresolved service calls? Are their service contracts about to expire?  There are many factors that come into play when considering how we should be interacting with our customers, if only we could have a broader view, with access to user configured information, accessible in a centralized manner.

Oracle’s eBusiness Center (eBC) provides businesses with the tool to do this.  It is designed to integrate directly with Oracle’s sales, service and financial modules, providing summarized information that is tied to a central source.  It is designed so that user configured information can be tailored specifically to your organization’s needs through setups and various configuration options, eliminating the need for complicated customizations.  It is designed to provide you the ability to obtain that broader view of the customer, all within a few clicks of your mouse.  

The eBusiness Center belongs to the Telesales module within the Apps, but to consider it as purely a sales tool would be undermining much of its capability.  Through a combination of radio buttons and folder tabs, you have quick and easy access to the information that is closely tied to your business needs.  This provides an easy way of toggling customer and contact information as you interact with customers and attempt to gain a better profile of them.  

For initial set up, you define a ‘party’ either as an organization or person and optionally define relationships between these parties. From here, you build an integrated summary of key related data.  For example, one available ‘TAB’ in the eBC is the ‘Dashboard’ tab.  Here, key business indicators, with drill down capabilities, can be defined.  Examples of key business indicators can be open order statistics, level of booked orders and AR aging.  These indicators can be set up using Oracle seeded data elements or by developing custom SQL and loading it using a standard Oracle setup form.  (Protégé’s experience shows that most businesses have such specific requirements that you may use only a couple of the Oracle seeded indicators and define the majority of them yourself.)

The eBC has proven to be an effective tool in accessing and organizing important customer information.  Protégé has found that it is a very valuable tool enabling the understanding of the relationships between you, your customers, and third party distributors.  Past Protege clients have used the eBC with their third party distributors to show the distributor’s contribution to their company’s business.  Our call center clients are now getting access to customer information easily, quickly and in a real time manner.

Gathering, organizing and presenting all of this data as useful information in a fast paced environment can be a daunting task.  The eBusiness Center is an excellent tool that will help your business to successfully complete it.

Scott Fitzgerald

Protégé Software Services, Inc.

Leverage Your ERP System to Increase Cash Flow

The Idea

Today’s economy is forcing companies to seak out new revenues sources and streamline existing processes.  One way many organizations are chosing to streamline their operations is by implementing a web-based procurement system.  Traditionally, implementing such a system has been proven to reduce the cost of routine purchases due to more efficient processes, and helps produce cost savings from leveraging one’s volume to negotiate deeper supplier discounts.  A more non-traditional question organizations should begin to ask as part of any major systems implementation is: ‘does our newly implemented system offer any opportunities for revenue generation?’  The best-case scenario for any implementation is a solution that not only saves money, but actually creates an additional source of revenue for your company.  This article outlines one option for implementing a revenue-producing model using Oracle iProcurement.

One necessary component of any successful iProcurement implementation is a thorough spend analysis on all purchases and of the current supply base used for these purchases.  Often this analysis will ucover the same item being purchased from multiple vendors - and often at multiple costs, which produces an immediate opportunity to consolidate purchases with fewer vendors and use the increased volume to leverage better discounts.  The idea proposed in this artilce is to take this one step further and offer your supply chain partners access to these discounts.  Such a move can create an added benefit above and beyond those detailed in a traditional business case.   Doing so can increase purchasing volume (which in turn increases your leverage and leads to deeper discounts), and can become an additional revenue stream for your organization.  

Using Oracle iProcurement, it is possible to create a web-based portal that can be made accessable to anyone in your supply chain or partner network and in turn give them access to your leveraged catalogs.  In exchange, your organization can negotiate a transaction-based payment plan with the vendor to produce revenue (alternatively, a subscription model can also be used).  This setup is best suited for commonly purchased indirect items (such as from Office Depot or Boise Cascade) that have broad appeal, but can be specialized to any degree desired.  The benefits of offering this service include:

Additional source of revenue for your organization, which can be used to fund your own internal Oracle implementation and be sustained as an ongoing source of revenue

Added benefit to partners that can be used to bolster the ‘what’s in it for me’ question; can also be used to increase enrollment and aid in marketing campaigns if operating as a member organization

Combined spend of both partners/members and your own organization can be used to leverage further supplier discounts in the future

How To Do It:

To implement this solution, a separate Set of Books would need to be created for all ‘member’ transactions.  This would need to be done for security reasons and to ensure that there is no chance of member transactions affecting the host organization’s financials.   To maintain the privacy of all member transactions, catalog realms or security rules could be used to segregate the purchases and hide them from the others participating as members in your iProcurement portal solution.

Catalog items should be loaded into iProcurement as an external catalog associated with a contract PO in Oracle Purchasing (a new feature in 11.5.8).  This would be done using the Bulk Loader function that is standard in iProcurement.  Managing the catalog in this manner would not require entering and maintaining items in the Oracle Item Master and would allow one master catalog file to be reused for all members.  Finally, associating the catalog items with a contract PO would facilitate automatic release of all PO’s, which eliminates the need for any buyer intervention required from the host organization.

Certain additional setup steps are required to make this solution work as desired.  These are described in brief below:

Each member should be setup with a procurement card so that all charges will be made against the designated card number and payments made by the partners directly to the credit card company.  The host organization would in no way be involved in the payment of member purchases.

Set the ‘create_distributions_flag’ to ‘N.’  Doing this prevents automatic entry of distributions into the host organization’s payables module, so no member accounting distributions are entered.

All members would need to be created as employees in Oracle to be able to use iProcurement.  Depending upon the volume of users, a bulk load procedure could be utilized for this.

Give all members ‘unlimited’ approval authority to avoid stuck transactions and the need to setup a complex approval hierarchy.  The members’ credit card limits would act as the spend control mechanism in this case.  

Setup PO line default to two-way match (PO/Invoice) and set the Invoice close tolerance to 100% to automatically close all PO’s in Oracle Purchasing upon approval.  No receipt would be required when using two-way match.  

Conclusion

The solution presented above demonstrates one way to maximize the return on your ERP investment.  In an economy where prices are already rock bottom and competition is relentless, often the ‘great differentiator’ is the efficiency of an organization’s supply chain (Dell is the classic example here).  Unfortunately this is old news, and your competitors are also implementing an ERP solution to streamline their supply chain operations.  This means that taking your implementation one step further by looking for ways to make money from your new systems could soon become the new differentiator.

Derk will speak on this topic at the April 18 Atlanta OAUG meeting.

Derk Weinheimer, Deloitte Solutions,

dweinheimer@deloitte.com.

GSA Pricing

Background

The Oracle GSA capability allows the creation of a minimum price level, and alerting the user when this minimum level is exceeded.  The alert can optionally include placing the order on hold for review and possible correction, where the limit is exceeded. This article discusses the steps for setting up GSA pricing operations in Oracle 11i.

The minimum or GSA price for an item is set

· On a special GSA minimum price list

· On a discount list with the minimum price specified 

· As a new (fixed) price type of discount

A GSA discount is created when the regular item price is reduced to the GSA price for a GSA customer, allowing the discount cost to be recognized. The GSA discount list is available only to GSA customers and automatically qualified by checking the GSA box on the Order Management Tab when entering Customer information.  

GSA Pricing is only used if the profile option QP: Verify GSA is set to YES.  This is done by the System Administrator responsibility.

If GSA pricing is enabled and the customer is not a GSA customer, then pricing automatically determines whether the selling price for an item violates the minimum allowed price for this item. If the selling price violates the minimum price then the pricing engine evaluates whether to alert the user, or place the order on hold.  This is achieved based on the profile option   OM: GSA Discount Violation Action.  

In a non-GSA environment this functionality can be used to prevent pricing below the allowable minimum price. In this case the GSA price list would list all items and their possible selling price. No customers would be defined as GSA so the calculation engine would verify that the selling price of an item had not fallen below the minimum for all customers.

Creating a GSA Price list

First, determine what items are eligible for GSA pricing, and what the prices are. One method is to create a new price list, (probably named  “GSA” and something like “GSA_2002”) based on a corporate or other price list, then adjusting the new price list for the GSA prices. Once this price list is created, use the GSA Price List form to setup GSA pricing to recognize the prices.  Note: you will still need to ensure that each GSA priced item is on one of the GSA modifier lines.

Alternatively, you could simply use the GSA Price List form to create a GSA price list by entering each item to be priced on the price list line. 

A GSA price list has three components:

· Header information

· Qualifiers

· Price list lines

Screenshot: Header Information
The GSA price list is a special form of discount.  

Number: 
An alphanumeric field and a unique identifier

Name:
An alphanumeric field which also must be unique. A good practice is to have the name and the number be the same.  This makes it easier if someone has to look at the information from SQL.

Currency:
The currency unit in which the operation is transacted

Description: A longer text description of the price list

Note that the fields Active and Automatic are greyed out.  GSA pricing, once initiated by setting the GSA Verify profile ON is automatically checked.

The list qualifiers button has two allowable options, Customer and Modifier List. 

Customer: For this qualifier context, you can select either Customer name (GSA customers only) or site as a Qualifier Attribute.

Modifier List: For this qualifier context, you select Price List as the Qualifier Attribute.
Adding lines to the pricelist

Adding lines to a GSA price list is very similar to adding lines on a modifier.  However, Incompatibility levels and bucket information on the modifier line default. Screenshot: Modifier Summary tab.

You cannot assign line level qualifiers.  Do not change the qualifier Flexfield sequence for the GSA qualifier in Flexfield setup.

Setting GSA Profiles

GSA is turned off, by default in Oracle.  To enable it, login as SYSADMIN, navigate to Setup -> Profiles.  Set the QP: Verify GSA profile to YES to enable GSA pricing. Screenshot: Profile Option.

The possible values for this profile option are:

Yes: 
Pricing Calculation engine tests for GSA violations, any violating request lines are returned to the calling application with a status of GSA violation.

No: 
Do not test for GSA violations.

If you wish to be alerted via a warning, Select “Issue a warning when GSA rules violated”.  This will result in a warning, but will not place the order on hold.  If you select “Prevent GSA violations by causing error”, when a non-GSA customer places an order for an item where the price is less than the GSA minimum, the order is placed on a GSA Hold, and must be released for completion.

Releasing  GSA Holds

When a GSA violation occurs, and the order is placed on hold (screenshot), the user can release the hold as follows:

From the Order Management Super User Responsibility:

Navigate to the ordered item that is on hold:

OM -> Order Organizer -> Order Number 

Select Open order.

Select the LINES tab, and traverse to the order line that is on hold.

Select the ACTIONS button at the lower left of the screen, and select RELEASE HOLDS from the pull down list.

Select a reason from the list pull-down, and add any relevant comments.  Select RELEASE (screenshot).  A message indicating the hold is released will appear.

QP: Verify GSA

Default Value: No

Change the default value to “Yes” if your business requires GSA pricing functionality

This option indicates whether the pricing calculation engine should test for GSA violations. The evaluation is performed if a request is for a non-GSA customer, and GSA rules are violated if the selling price of an item is calculated to be less than the price of the item on any GSA price list.

This profile option is updateable at the site level.

Carol Francum

Cfrancum@earthlink.net

Technical

Unmasking Oracle Service Contract API’s

Introduction

With the recent increase in implementation efforts for Oracle CRM products, the IT department now faces new challenges of converting legacy / home grown application data into Oracle.  However most of these companies have some prior experience of data conversion into Oracle Application from their earlier ERP implementations. Instead of interface tables and concurrent programs to import legacy data, Oracle uses API’s.  Unlike 10.7 documentation, these APIs are mostly not documented.

A typical Service Contract has a header and multiple lines. Beside the REGULAR contract information, the header record identifies the CONTRACT PARTIES, RULES to determine renewal, pricing, servicing and approvals. The lines depending on the LINE TYPE is attached to Install Base or a Usage item type (e.g. counters). Also attached to these lines are BILLING SCHEDULES and RULES that determine line servicing, interfaces to Oracle AR and creating Invoices.

Oracle 11i Contracts for services shares its table / data structure with Oracle Core Contracts. In fact the service API’s after setting the flags depending on the profile options and other set-up values call the core contract APIs to create the contract. Below ERD establishes high-level relationship between Core Contract tables.

Screenshot 1
Given the complex nature of conversion, data requirements and mapping exercise should not be carried out in isolation. It should include process owners, members of legacy IT, consultants (functional and technical) who are putting Oracle Service Contracts in place. Like any conversions, there is a need to create staging tables to store the contract header and contract line data received from legacy systems. The data stored in these tables is practically a load of flat files with no or minimum data translations or lookups. This table would help in reconciling what has been received from legacy and what was converted into Oracle.

Next in line would be, to define audit tables. These tables would store the final version of the data values, which are being used to create the contract and some additional fields to facilitate conversion and reconciliation. As stated earlier there is minimum documentation on the API’s which would lead project team inclining to create direct inserts into Oracle tables. This is not recommended. 

Core API

Below mentioned is the core API’s that team uses to convert Oracle Service Contracts. It is assumed that billing schedules are not converted and they will be generated within application.

OKS_CONTRACTS_PUB.Create_Contract_Header:

This API is used to create contract header information. The API is called using P_K_Header_Rec, P_Header_Contacts_Tbl, P_Header_Sales_Crd_Tbl and P_Header_Articles_Tbl.  Depending on your conversion needs and the available information in the legacy application you would be required to populate each of these in-parameters. However if no information is available for sales credit or contract articles you could leave the P_Header_Sales_Crd_Tbl and P_Header_Articles_Tbl NULL. However it is a must that you populate the P_K_Header_Rec with all the values. At least 1 contact information for the vendor should be created in P_Header_Contacts_Tbl. The value for the contact_object_code would be ‘OKX_SALESPERS’. If you need to create additional parties on the contract header depending on your billing requirements and other entity relationships you may have to call Okc_Contract_Party_Pub.Create_K_Party_Role. Also you would need to determine in advance how do you wish to bring these contracts into the Application. These contracts can be brought in as ‘ENTERED’, which would mean the process owners would have to submit the contract for approval using Contracts Approval Workflow.

OKS_CONTRACTS_PUB.Create_Service_Line

This API is used to create Contract Service Line for each contract header. The API is called using P_K_Line_Rec, P_Contact_Tbl and P_Line_Sales_Crd_Tbl. Again depending on your needs and available information you would populate each of these parameters. However if no information were available for the P_Contact_Tbl and P_Line_Sales_Crd_Tbl, it would be okay to let them be NULL from conversion perspective. The key aspect of service line API is to understand the relationships between the shipping entity and the billing entity. Especially if the item is serviceable with a usage component and has been leased out using a third party company.  Also important is to attach this item with the appropriate Install Base record if Install Base application is in use. 

OKS_CONTRACTS_PUB.Create_Covered_Line

This API is used to create Covered Lines for each service line you create. Before you call this API you are required to set values for P_K_Covered_Rec and P_Price_Attribs_In. Depending on your pricing needs values for P_Price_Attribs_In will have to be set. If there is no complex pricing requirements it is okay to leave the value for this record type null. Values of certain columns of P_K_Covered_Rec should be same as P_K_Line_Rec e.g. value for PERIOD in the record should be same as the value for the P_K_Line_Rec.Usage_Type or value for Line_Renewal_Type should be either FUL/DNR/KEP. 

Conversion Logic

The process flow diagram (screenshot 2) could be used as a guide to assist in conversion of contracts.

About the Author

Muzaffer Lakdawala is a Principal Consultant in IBM’s Business Service Consulting practice, . specializing in technical aspects. Muzaffer can be reached at muzaffarl@comcast.net.

OAUG Business

Atl-OAUG Structure

	Position
	Person
	Email address

	Coordinator
	Brenda Carlton, Consultant
	bcarlton@sprynet.com

	Web Server & Internet Services
	David Rincon, The DBA Group, LLC
	drincon@dbagroup.net

	Web Mistress
	Mary Lou Weiss, Solution Beacon
	mweiss@solutionbeacon.com

	Newsletter Editors
	Satyakanth Abbaraju, BOSS Corp

Erik Shin, SageWise Group
	satyakanth@bosscorporation.com
eshin@sagewisegroup.com

	Technical Session Coordinator 
	Erik Shin, SageWise Group, Inc
	eshin@sagewisegroup.com

	Oracle Sales Consultant Support
	Craig Mikus, Oracle
	craig.mikus@oracle.com

	Liaison Members – Every Company
	Volunteers to Email Agendas
	How about You???

	Hosts/Speakers/Facilitators
	Volunteers
	How about You???


Jan. 17th Agenda

8:30 – 12:00

	Vendor Spotlight: PATROL -Management & Monitoring Software
	Lane Pierce, BMC Software

	11i-Upgrade or Fresh Install? 10 Points to Consider
	Randy Watteau, Motion International

	Manufacturing - Discrete, OPM or Mixed?
	SBI and Company

	BREAKOUT SESSIONS:
	

	TCA: Oracle's Customer Master
	Craig Mikus, Oracle

	Technical: High Availability for Oracle e-Business Suite
	John Vaughan, DataRoad

	Figuring Out Where Everything Is Stuck In 11i
	Randy Watteau, Motion International

	Manufacturing Help Session
	SBI & Company


Host:
BMC Software

Location: 5909 Peachtree Dunwoody Road, NE, Suite 100, Atlanta, GA  30328 

Reservations: Rita_Urquhart@bmc.com, 800-841-2031

Highlights: March 21st Agenda

· Presentation #1 - Leverage Your ERP System to Increase Cash Flow
· Presentation #2 - Understanding your Customer with the eBusiness Center
· Plus four Informal Breakout Sessions.  Check www.atloaug.org for updates.
Host: DBA Group, LLC - David Wolf, dwolf@dbagroup.net, 678-393-0479
Coordinator’s Corner

Volunteer Opportunities – 2003

· A host company is needed for the June 20 meeting.  

· Speakers to give 35-40 minute main presentations.

· Facilitators to lead the informal breakout sessions.

Revised 2003 Meeting Dates

Jan 17, Mar 21, Jun 20, Aug 15, Oct 17 and Nov 21.  The Apr 18 meeting has been moved to Mar 21.

Deadline for contributions to March 2003 newsletter: Feb 24, 2003.
Credit is given to all contributors.
· Submit in a Word document attached to an email.

· Length – 2 – 4 paragraphs.  Maximum – 300 words.

Tip

Use a PERMANENT email address when registering as a member on www.atloaug.org
Brenda Carlton,

Atl-OAUG Coordinator

 bcarlton@sprynet.com
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