
Step 1 - Adding Images to Your Products
When uploading images for your products, they will need to be:
- RGB color format (not CMYK)
- Either a JPEG or GIF file (not a TIFF, EPS, etc.)
- Standard resolution for your images should be 72 DPI
- For the large product image, we recommend the size to be around 750 x 750 pixels either height or width.
- For us to upload the images for products that you have in your account, the image files will need to be named exactly the same as the 
	 product number. For example, if a product number is 1002-D2L, then the image would need to have the file name of 1002-D2L.jpg.
- You can upload your images at, http://www.distributorcentral.com/websites/DistributorCentral/upload.cfm. If you have multiple files, 
	 please “zip” the files before you upload them to us.

Step 2 - Reviewing the Product Display Status
Next, you’ll want to review the display status of your products to determine what needs to be done to get the products displaying in 
DistributorCentral.
-	Go to the Products menu in your account, and then select Add/Edit Products
-	Click on the                                    link at the lower right portion of the page

Step 3 - Adding Your Products Into Categories, Catalogs and Line Names 
Once in the Product Display Status area, you can review which products are or are not displaying. If they are not displaying, this area will 
list why they are not active in the DistributorCentral system. From here you can use the Category, Catalog and Line Name Managers to 
quickly get your products into a displaying status.
-	Go to the Products menu in your account, and then select Advanced Features:
-	Category Manager: Use the category manager to quicky assign your products into the appropriate product categories. You can choose 
	 up to seven categories per product. 
-	Catalog Manager: Use the catelog manager to assign your products to the appropriate catalogs. The All Products catalog is the primary 
	 /default catalog that isused on DistributorCentral and that populates 1000’s of Distributor websites.
-	Line Name Manager: Use the Line Name Manager to quickly put your products into your Line Name(s)

Step 4 - Setting Up Options and Choices for Your Products
DistributorCentral allows you to configure your products so that they can effectively be ordered through an online shopping cart. An 
Option is where you present a question to your customers regarding how a product can be customized, such as Product Color. Choices 
are anwers to the Option. See Next Page to View a Diagram >>
- Click here to download the product setup guide which explains how to setup Options and Choices.
- Contact DistributorCentral at 888.516.7401 or info@distributorcentral.com if you would like to setup an online Product Setup meeting.

Product Setup Completion Guide
If we have uploaded your base product information into your DistributorCentral account, you can follow this guide to complete the setup of the products. 

http://www.distributorcentral.com/resources/education/Product_Setup_Manual_041805.pdf
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