Master Tables

User:
Central place to define who can use the system (Admin, Purchase Manager, Analysts, etc.), what they are allowed to do, and whether they are currently active. This ensures clear responsibility, approval ownership, and auditability across all purchase, sales and analytics workflows.
Product:
Single source of truth for every SKU: name, category (gold, diamond, silver, etc.), key attributes and status. This drives consistent assortment, pricing and reporting across channels, and ensures every order, forecast and recommendation refers to the same standardized product catalogue.
Customer:
Authoritative list of all customers with core profile fields (IDs, names, contact details, type such as B2B/B2C, city, tier). This underpins account management, segmentation and any customer‑level analytics (LTV, churn risk, upsell potential).
· Customer Details (inside Customer)
Richer attributes for each customer such as first/last purchase dates, preferred channels, total spend, products purchased and tier history. These details are used by sales, marketing and finance to understand relationship depth, prioritize key accounts, and tailor offers or credit terms.
Channels:
Catalogue of all active sales and engagement channels (online portals, offline stores, marketplaces, distributors, etc.) with their definitions and status. It enables clean comparison of performance across channels and ensures every order and campaign is attributed to the right route‑to‑market.
Marketing:
Library of marketing entities such as campaigns, offers, touchpoints and possibly segment definitions. This connects campaigns to customers and channels so you can measure campaign effectiveness, optimize spend, and maintain a history of what was communicated to whom.


Warehouse:
Register of all stocking locations and warehouses with their codes, regions and operational status. This supports accurate inventory visibility, allocation, replenishment planning and routing decisions across the network.
Discount:
Central control table for all discounts, schemes and price adjustments (by product, customer, tier, channel, or period). It provides governance over who gets what benefit, prevents ad‑hoc discounting, and ensures pricing and margin rules are consistently enforced across the business.
