Summary of
Pricing Exercise

An overview to be covered after
exercise is complete



Tasks in the Pricing exercise

In this exercise you did the following tasks

[Step 1: Look at Document pricing procedures (standard orders) ]
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step 1: Document Pricing Procedure

Tools >Customizing >IMG D>Edit Project

Settings

g Tools Systern Help

& D@JQ@Q\@&'S\JE}JJ@
Custom:‘zing: Execute Project .
6’& S'AP'Reference M " IMG informafion | Project analﬂfsi's We ar e n OW d O I n g
Wiy Customizing Worklist - - - -
pricing configuration.

Project Name

[0 ] S

I Manage YWorklist

The SAP systems allows for a unique pricing procedure to be defined
for each combination of sales document type and customer.

To see how the document type helps determine the pricing
procedure, we need to look at configuration data.



Step 1. Document Pricing Procedure

Sales and Distribution [>Sales [>Sales Documents [>Sales Document Header [>Define Sales
Document Types (click clock icon @ )

Implementation Guide Edit Goto Additional Information  Utilitie st H
V] alla = O@Q\Qﬂa D080 HE®@E
Dispiay IMG

2 | | Existing BC Sets || & BC Sets for Activity || @y | | Change Log || Where Else Used

< [2  [SAP Customizing Implementation Guide} Implementation Guide Edit Goto Additional Information  Uilities  System  Help
- - - LA L —
By @& Activation Switch for SAP RI3 Enterprise Extension Set - S— '
0B Conamceis @ 200 @ee LHB Hhon DR @
D Enterprise Structure
P Cross-Application Components %
3 Financial Accounting D!Splay ’MG
> SAP Financial Supply Chain Management
b EomOlHE luao Harag i % | | Existing BC Sets BC Sets for Activity | Changelog Where Else Used
3 SAP Banking
D3 Treasury
3 Controlling Structure
D Investment Management o -
D Enterprise Controlling 2 Sales and Distribution
D3 Real Estate Y
3 Logistics - General b Mas.ter Data.
D3 Environment, Health & Safety B @' Basic Functions
D Sales and Distribution -
D3 Matetials Management c Sales
3 Logistics Execution @ Sales Documents
D3 Quality Management <= [=B
D3 Plant Maintenance and Customer Service : . Sales Document Header
b Custormer Senvice =¢; (£» Define Sales Document Types
3 Production
D Production Planning for Process Industries W e
b Project System . (X» Define Number Ranges For Sales Documents
: iﬁ;i";;ﬁ'a;“::naegnime”‘ =% & Define Purchase Order Types
b Payrol (» Define Order Reasons
DRE:! Training and Event Management kL :
D E  SAPwWeb Application Server @ Define Usage Indicators
o b - . S

(&» Assign Sales Area To Sales Document Types
[ D [ums 1) 201) Pl | sap5 [ OVR /7

This screen provides the menu system for configuration, similar to the menu
system for transactions except that rather than running transactions that store
and process data, the IMG menu paths run transactions that configure the SAP
system and determine how it will function.



Step 1. Document Pricing Procedure

Table View Edit Goto Selection Ulilities

) 3

System Help

Change View "Maintain Sales Order Types': Overvie
%2 & NewEnties [ & © & B

i SaTy |Description

Block | |@

Standard Order bt l

Delivery Order
Standard Order (VM)
TSA [Telesales

TSC |CRM SalesiComplaint
WA Rel. to Value Contr.

WK1 faliia M antract. Ran

There are many order types
and we can also add new
order types (not done by
users, but by system
configuration).

Pricing procedure codes are
assigned to each document
type. These are references to
rules that are followed when
pricing a certain order type.

I8 Ca@ SHE 0o HE @

Table View Edit

Goto

Selection  Utilities

System

Help

2ld B €A SHEHE DO AR

@ @

Change View "Maintain Sales Order Types': Details
% NewEntries [@ & © &

Sales document type
SD document categ.
Indicator

OR Standard Order
C

Sales document hlock

Alt.sales doc. type2
Variant

[lIncomplet messages

' Number systems
MNo.range int.assot. 01 ltem no.increment 10
No. range ext. assg. B2 Sub-item increment 10
General control
| Reference mandatary Material entry type
Check division 2 Itemn division
Prabability 100 Read info record
Check credit limit D Check purch.order no
Credit group 01 [_|Enter PO number
Qutput application Y1 Commitment date
 Transaction flow
Screen sequence grp. AU Sales Order Display Range uaLL
Incompl .proced. 11 Standard Order FCode for over.scr. LER1
Transaction group 2] Sales order Quotation messages
Doc. pric. procedure (=) | Qutline agrmt mess.
Status profile o Message: Mast.contr.
Alt.sales doc. type1 ProdAttr messages A




Step 1. Document Pricing Procedure

Document procedure {for determining pricing proced

Restrictions 1

ure) (111

{DoPr*

Description

=
|v||D|EI@lEI| =

k]

<X sg<mpmuvr - oo o>

Standard

Plants Abroad
Free of Charge
Selt-Billing wilny.
Intercompany Billing
Subcontracting
Projects

Repairs

Contract

Contract- Expense
Product Catalog
Yalue Contract

.12 Entries Found

\

SAP provides 12 standard
document pricing procedures,
but any organization can add
their own as well.



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)

Step 2: Look at Customer specific pricing

Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step 2: Customer Pricing Procedure

Logistics >Sales and Distribution [>Master Data >Business Partner [>Customer
[>Change >Complete

KEY CONCEPT: We can

Customer 101
also assign specific pricing

. Company code DOFS _
rules for a customer (in I i;li?esr.f - ;
.- or Company code
addition to the order type) Sales area ## FS for Sales Organization
Sales Organization DEIF? DI for Distribution Channel
Distribution Channel DI SB for Division

Division 531@—’/’/ Then click on the enter icon
All sales areas.. ‘ Customer's sales areas.. |
m

After finding the customer, we can use a customer pricing
procedures for a single sales area (i.e. the new pricing rule
Is only valid when a certain customer buys via the
Internet), or we can make it valid for all sales areas.



Step 2: Customer Pricing Procedure

Customer Edit Goto Exiras Environment System Help

V] 2dHICEeQ SEHB OO BRI @
|@ia] change Customer: General Data

ri3 General Data |~ Company Code Data [ | CIN Details Customer Edit Goto Exiras Environment System Help

ha d | ™ [ | =Fn 1 T 4 | |
Customer 101 00 Houghton Health Club Houghton & Y ¢ €A DHE UL BRI @
Address | Controldata | Paymenttransactions | Marketing | Unloading points | Export dat ‘@I Change Customer: Sales Area Data
Sales Area Datz &

(] |2 preview] [£4 [ inematonaiversions [ General Data  Company Code Data | Sales Area Data [21  CIN Details

Name

Titie T 8 Customer 101 00 Houghton Health Club Houghton

Name 00 Houghton Health Club - Sales Org. BOFS 00 Fitter Sales

(b Distr. Channel DI Direct
Division SB Snhack Bars

Sales | Shipping | Billing document | Partner functions |

After this change a i

. . Sales district jpoooei @Nonhern region Order probab. 100 %
C u Sto m p r I C I n g p ro C ed u re Sales office pON MNorthern Sales AuthorizGroup
Sales group (10 Northwest lterm proposal
| I b d t 1 Customer group Acct at cust.
W I e u S e eV e ry I m e ABC class Units group

t h I S C u S t O m er b u yS fro m E}ug\iﬂzi OferLmdinzSD United States Dollar sic:;ZéLer:'zpe
th I S S al eS ar ea. ’ Product attributes

| PricingfStatistics -

NOTE: we did not create the new pricing el F
. ) ust.pric.proc. 1 Standard
procedure, but merely reassigned this Price List
customer from the standard pricing Custstats.grn 1 A Material \
procedure (A) to an existing procedure that ~
has been customized (2) Change the Customer Pricing Procedure

from 1 (standard) to Z (FS Standard)




Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing

Step 3: Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step 3: Determining what procedure to use (customer and/or document)

Sales and Distribution [>Basic Functions >Pricing >Pricing Control [>Define And
Assign Pricing Procedures (click clock icon @ )

Implementation Guide  Edit Goto  Additional Information  Utilities  Systern Help
& BdHICE& I ERE ODO8EE @ B
Dispiay IMG : I I h
We will now go to the IMG
7 @ | Existing BC Sets BC Sets for Activity Activated BC Sets for Activity Release Motes | Change Log || Where Else Used

Structure and Setup the rUIe for
= @1 SAP Customizing Implementation Guide p ri C I n g d ete r m I n a‘“ O n .

By (&b Activation Switch for SAP Rf3 Enterprise Extension Set
General Settings

Enterprise Structure

Cross-Application Components

Financial Accounting

SAP Financial Supply Chain Management

In our example, for this
sy sales area, we will use the
document pricing
procedure (A) and the
customer pricing
procedure (2)

PRww

Real Estate Choose Activity

Flexible Real Estate Management (Enterprise Extension)

Logistics - General | Maintain pricing proceduras
Environment, Health & Safety Define custamer pricing procedure

Sales and Distribution ici o
l Assigh document pricing procedures to order types I

Br  MasterData
Basic Functions
Assign document pricing procedures to billin es
< B Pricing [ pricing p o typ

= % Fricing Control o  Define Pricing Procedure Determination

[ & Define Condition Tables

Er & Define Condition Types

By & Define Access Sequences

B¢ (& Define And Assign Pricing Procedures
Er & Define Pricing By lter Categary

o e R i i i v i v v v v e e B v

PR PR

4
w

Check Settings for Pricing Procedures

[ & maintain Price-Relevant Master Data Fields
By & Define Responsihility For Conditions

By & Define Processing Status

B¢ @ Maintain Pricing Report

By (& maintain Condition Index

2 (B rane Cantenl Enr Canditinne

Perform the activities in the
specified arder

& choose ¥




Step 3: Determining what procedure to use

election Utilities N Help

2100 @@ LHE DLD BE @B
Change View "Pricing Procedures: Determination in Sales Docs.": Overvi

ETe=oaress

S SOrg. |DChI|Dy|DoPr{Cu... |PriPr. |Pricing procedure CTyp|Condition type @'

0oe1 @1 @18 1 RYAAO1 [ indard PROG Price (4]

0001 B1 P18 2 RVABO1 |Standard - Gross price PRO1 Price incl.Sales Tax @

ooo1 @1 jp1B 1 RYWIAT Plants Abroad =

0oe1 @1 @e1c 1 RYCAD1 |Standard - Free with F

0081 @1 B1C 2 |RYCAD2|Standard - Free wiout

ooe1r @1 e1p 1 RYSBO1 Self-billing with Invo PROO Price

ooo1 @1 p11 1 ICAADBT Intercompany Billing # Edit Goto Selection Ulilities System Help

0oe1 @1 el 1 RYLBOO |Subcontractin VPRS|Cost g

@001 |61 @1P {1 |YPKPS1/Standard spchs PROD Price & B §K) S BEE HDH8) Bl @

0oo1 @1 1P 2 YPKPS1 Standard SPC PS PROO Price

Boa1 @1 BIR |1 |PREPOT Repairs PRRP Repair Price New Entries: Overview of Added Entries

ooo1 @1 1 1 PSERD1 |Service PPSY |Service Price Item

0oe1 @1 @1y 2 PSERO1 |Service PPSY Service Price ltem ‘(f @ @

0001 @1 @1W |1 |PSERD2Service - Expense Sett U .

O RIRO1Y S P vt s el <l |sorg. [DehiDyDorrcu.. [PriPr. |Pricing procedure CTyp|Condition type m
_E!EIEI1 a1 |91 1 E%I ProductCat?log IEEE] A0FS DI N 7 ZFSPREC %

L
|E  Position... Entry 1 of 218

This entry tells the SAP R/3 system that when creating standard sales
order (type OR) in Sales Area:

##FS (sales organization)
DI (distribution channel)
SB (division)

for a customer with Pricing Procedure (code) Z, pricing procedure
ZFSPRC is to be used.



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing

Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step-4: Testing the new pricing procedure (creating sales order)
Logistics >Sales and Distribution [>Sales >Order [>Create

Sales document Edit Goto Environment System Help

& BaH Cae

lﬁ{}%‘ L]ﬁﬁ/&.

Create Sales Order: initiai Screen

[C] Create with Reference | 2 Sales 2 Item oveniew @ Ordering party

ales document Edit Goto Exras Environment System Help

I8 e CHE 0o HEE @m

Order Type @Standard Order
Organizational data

Sales Organization 0OFS 0O Fitter Sales
Distribution Channel DI Direct

Division SB Snack Bars
Sales office

Sales group

We now just entered another
sales order.

We used this sales order to
test our pricing procedure

Create Standard Order: Overview
& | E & | @ £ | E orders

Standard Order MNet value 2,950.00 USD
Sold-to party 181 00 Houghton Health Club § 550 Montezuma Ave. f Houghton M1 .. | [
Ship-to party 181 H ealth Club i ntezuma Ave. / Houghton M| ..
PO Number HHC100 PO date @

Sales | ltemoverview | Itemdetail | Orderingpary | Procurement | Shipping | Reason forrejection |

Req. deliv.date D 05/16/2005 Deliver.Plant
[1Complete div. Total Weight 720 LB
Delivery block & Yolume 0.000
Billing hlock & Pricing date 05¢16/2005
Payment card Exp.date
Paymentterms 0001 Payimmediatelywf... Incoterms FOB Receiving Dock
Order reason B
Sales area OOFS ¢ DI / SB 00 Fitter Sales, Direct, Shack Bars

All items
\ Iltem  |Material Order guantity SU |S |Description Customer Material Numb
\ 10/00F110 10[c8 | [ 1|00 NRG-B
\ ) 3]
\ O

[T

@ (MR 2R 9l |8

This is where we can
see how the order was
priced

(%]



Step-4: Testing the new pricing procedure (creating sales order)

Sales document Edit Goto Extras Environment System Help

< a8 I/eaQ CHE DO HE @m

Create Standard Order: Item Data
K4 » |8 & aE| B s

Sales Document Item 10 ltem category  TAN  Standard Iltem
Material BOF110 00 NRG-B
SalesA | SalesB | Shipping | Biling ' Conditions | Accountassignment | Schedulelines | Parners | Tests | Purchase orderdata i
Qty 10 CS MNet 2,950.00 USD
Tax 0.00
1_ CnTy Name Amount Crey |per |U.. |Condition value Curr. |Num... |OUn |CCon...\Un |Condition value CdC...| |
| PROO Price 295.00 |USD 1/CS 2,950.00 USD 1/C5 1CS 0.00 IE]
1 Gross 295.00 USD 1/CS 2,950.00 |USD 1{CS 1[CS 0.00 @
‘ Discount Amount 0.00 USD 1/CS 0.00 USD 1CS 1/CS 0.600
[ Net Value 1 295.00 USD 1CS 2,950.00 USD 1CS 1/CS 0.00 =
‘ Net Value 2 295.00 USD 1/CS 2,950.00 USD 1|CS 1/CS 0.00
1 Total 295.00 USD 1|CS 2,950.00 USD 1{CS 1[CS 0.00
[ YPRS (Cost 244 .80 USD 1CS 2,448.00 USD 1CS 11CS 0.00
[ Profit 50.20 [USD 1/CS 502.00 USD 1CS 1/CS 0.00
|
[ |

The current pricing for 10 cases of NRG-B is $295 per case, for a total
order price of $2,950. The cost of these snack bars is $2,.448, so the
company should make a profit of $50.20 per case, or $502 for the order.

The pricing procedure used a standard price of $295 per case for the
NRG-B bars.



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.
1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)

3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step-4: Looking at standard prices and valid dates
Logistics >Sales and Distribution [>Master Data [>Conditions [>Select Using
Condition Type [> Display

Condition Edit Goto Systermn Help

(V] 2dH eaQ DHB HTLD BEI@ M

Display Price (PR00): Selection
D & & Condition Info

Sales Organization jIoFs @

Distribution Channel DI

Material BOF110 to [

Release status to | =] @

Valid On 05/15/2005

Condition Edit Goto Exdras  Environment  Pricing  Systern Help

&

Display Price (PR0O) . f

33 8| w BleZ BDLEE L
Sales Organization BEFS 00 Fitter Sales
Distribution Channel DI Direct
Walid On a5/15/2005

Material with release status

 |material S|Description F.. Arnaunt Unit |per U |C.|5. |Valid on Walid to D.|5. & e
-D-I-J-FTTGE &0 NRG-B 295 0O |USD 08/11/2004[12431/95999 Condition Edit Goto Extras Environment System Help

|

| V] 2 0H e@eQ SHE DL BE @M
I Display Price Condition (PR00) : Validity Periods

SGEE| & 2 Td R BY.LLH L

Th e Stan d ard p r I Ce IS $295, it WaS Va.l i d ;sﬂ:]F:s org. g:str. thi E:’;::;m Refease Status z;s:;;?;iong
fro m 8/11/2004 & d OeS n Ot eXp i re- Current condition

—
[=x]
52}
=]

Valid on 01/01/2007
Valid to 1243149999
Amount 305.00 USD per 1Cs

Here you can qlso see if there are any ———
planned price increases/decreases B e e i RS

01/01/2007(12/31/9998(C 305.00 USD 1[CS

) |

hd
—__ DS




Step-4. Looking at standard prices

] COQ LHRE DTOD|
Create Standard Order: item Data
N |al@l ez E e

1 1
Gross 1 2,950.00 |USD 1
Discount Amount 0.80 USD 1CS 0.00 llJSD 1
NetValue 1 295.00 USD 1CS 2,950.00 ‘USD 1€S
Net Value 2 295,00 USD 1CS 2,950.00 [lJSD_ 1C8
Total 295.00 USD 1Cs 2,950.080 (USD 1C8
VPRS Cost 24480 USD 1C8 2,448.00 [l.ISD_ 1C8
Profit 50.208 USD 1iCs 502.00 USD 1C8 t :
4 JH @@ CHE DDL0 AR @FB
Display Price Condition (PR00) : Condition Supplements
= NS i e e - N ATl
D
' & Condition rec. Analysis
o " Validity
= Condition rec. valid on 0871172004
valid to 1273179999

From any sales order, e -

Amaount Unit |per

you can also see the PROD i 255 50 U0
standard price this way

.. |Deletion...|Scales  [Texts
= =

ray
o
o

(D]



Step-4: Looking at standard prices

Sales document Edit Goto Exiras Environment System Help
< a8 e CHE ODOD IRRE @M

Create Sreiey Castess Heem D There is a lot of information
CUCHEACN- A TR = provided on this screen. On the
cios oot 10 s | | curiesia left-hand side are all of the

s et s | iy corsns [ sesmsesmen b sswaseiee e ek mssnma ) [ C i ) conditions available for

a5 wes e — procedure ZFSPRC:

= 1

- . Condition analysis Edit Goto System Help
PRAE] = e 295 00
BldH COQ SHE DL R @m
Gross 2 o k 0 ==
| Discount Amount .80 USD p e
| NetValue 1 295,08 |USD Analysis Pricing
| Net Value 2 295.00 |USD
| Total 295.00 [USD
| [vPRS Cost 244 80 USD - — \
| Profit 50.20 USD Procedure Description Eﬂl Wiew \
| < & ZFSPRC FS Pricing Procedure 3 +
| b (3 PROO Price Overview
| (3 PBOD Price {Gross) ICondition type |Message |Description (4]
| 7] Gross PROD 208 Condition record has been found [+]
{ b 0 Kaoo Saleseal FB00 001 Manual condition i
|| D (7 K007 Customer Discount T 750 TR
[l [ 4 Matenial
Discount Amount — ————
|| &% conditionrec. | % Nlet\/alue1 KADD 009 Condition record is missing
b CJPMIN Minimum Price 'KDOS 008 Condition record is missing
E Netvalue 2 KOO7 008 Condition record is missing
b (3 KPOO Pallet Discount KOD4 108 Condition record is missing
cam : E Total
l Analysis I (] VPRS Cost | Discount Amount|200 Subtotal
Profi Net Value 1 200 Subtotal —
ofit
PMIN 108 Condition record is missing
NetValue 2 200 Subtotal =
. . (4]
You can see that in this case we do  [=u 03| Conglian rcardis missng__ =
n Ot h av e an y g e n e r al C u S t O m er There are four levels of condition determination in the overview tree shown on the left hand side:
Procedure (pricing procedure, output determination procedure, strategy), condition type (output type,
d I S C O u n t (al I C u S t O m e r S) t h at i S strategy type), condition access and condition record.
b - d .I: h - I d The upper right-hand side of the screen shows detailed information on the level of the overview tree
elng use Or t IS Sa eS Or er that you have marked: |



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.
1) Testing the new pricing procedure (creating sales order)
2) Look at price changes based on valid dates (planned changes)

3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



Step-4: Manually override a price (from $295 to $305)

Note that after pricing condition

PROO is manual pricing condition

PBOO.

In that case, procedure ZFSPRC

allows the sales order clerk to

manually override this price using

condition PBOO.

Systermn  Help

SHEHE ODO0 EHE @6

Overview
Condition type  |Message |Description
FPROO 208 Condition record has been found

P—
FBOD o001 Manual condition I <
Gross 200 Subtotal
KADD 009 Condition record is missing
K005 009 Condition record is missing
Koo7? 009 Candition record is missing
K004 109 Condition record is missing
Discount Amount|200 Subtotal
NetValue 1 200 Subtotal
PMIN 109 Condition re

Sales document Edit Goto Exitas Environment

Net Value 2 200 Subtotal < afla EQ |
KPOD 009 Conditonre Create Standard Order: [tem Data

On this

order, the

clerk

manually

overrides the
price to $305
Instead of

$295

\

M4 » | 8| & 2aE B

jales Document ltem 10 ltem category  TAN  Standard ltem
faterial 0OF110 00 NRG-B
SalesA | SalesB | Shipping | Billing ~ Condiions | Accountassignment | Schedulelines | Parners | Texts | Purchase order data iy
Qty 10 CS Net 2,950.00 USD
Tax 0.00
| [cnTy{Name Amount Crey |per |U...|Condition value Curt. [Num... |0Un CCon..[Un |Condition value CdC... i
| |PROO Price 295.00 USD 1(c8 2,950.00 USD 15 165 0.0e (4]
| Gross 295.00 USD 11CS 2,950.00 USD 1/CS 1/CS o.600 @
| Discount Amount 0.60 USD 11CS 0.00 USD 1/CS 1/CS 0.600
| MNetValue 1 295.00 [USD 1CS 2,950.00 USD 1CS 1/CS 0.08 =
| Net Value 2 295.00 |USD 1/CS 2,950.00 USD 1/CS 1/CS 0.00
| Total 295.00 USD 11CS 2,950.00 USD 1/CS 1/CS o.600
| YPRSICost 244 .80 |USD 1CS 2,448.00 USD 1CS 1CS 0.00
1CS 502.00 USD 1CS 1/CS 0.08
PBOO 305
] | \ [




Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.

2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing




Step-5: Create a discount of $10 per unit if a customer buys over 10 units.

Logistics >Sales and Distribution [>Master Data [>Conditions [>Select Using
Condition Type > Create

Menu Edit Ea

SAP Easy Access
= | S| & |

[ Favorites
= ?%Por;i:u Condition E Goto xtras  Environment Pricing System Help
zgE;c;?sst:;)plicationComponents Q E] Q 1 e @ Q ‘ g G_{) B’ﬁ 1 @ @ ﬁ gj ‘ IE | @

b [ Materials Management

B2 b T Create Material Condition (K004) : Fast Entry

< 3 Master Data
b [ Busi Part =
I e saaE|eEaZ B®.0% 2 @

< 3 Conditions

N e ‘01| sales organization BOFS 00 Fitter Sales

2 Create with Template

& e Distribution Channel DI Direct
isplay

< 3 Select Using Condition Type

€ Greats with Template Material with release status

Change
g Displag\r ' Material S]Description ES Amaount Unit |per |U..|C.|S.|Valid on i'a

b [ Select Using Index I 0OF110 &
b [ List
P [ Free Goods ™~
P [ Archiving

P [ output 4

b [ Rebate Agreements '

b [ Others

b [ Information Systern

Environment Pricing System Help

18 Ca@ SHE DL HE @m®

Condition Edit Goto Extras

[ sales Support

[ sales

[ Shipping and Transportation
] Billing

b [ credit Management

Create Material Condition (K004) : Scales
3 & 63| Bz B0 KL

T T T

=

P [ Foreign Trade/Customs
b [ sales Information System
[ Logistics Execution
[ Production
[ Production - Process
[ Plant Maintenance
b [ Customer Service s
A VB AR S e e
Validity Period B5/16/2005 ScaleBasis £ Quantity scale

We now create pricing decisions i TTETTE G B

based on the material. The scale is -
o 10CS 10|USD 1S

over 10 units and the discount is
$10 per unit

7 Sales org. Distr. Chl Material Release status Description
0OFS DI 0OF110 00 NRG-B

T T

Validity Control data ~

<D B




Step-5: Create a discount of $10 per unit if a customer buys over 10 units.

Logistics >Sales and Distribution [>Master Data [>Conditions [>Select Using
Condition Type > Create

& gla @ CAQ SHE HNLH @A
Create Standard Order: Item Data
K4 Gl@ s 8

s Found

Sales Documentitem 10 tem category ~ TAN  Standard item
— it JONRGE Copy price components and redetermine scales (4]
SalesA | SalesB | Shipping | Biling ' Condiions | Accountassignment | Schedulelines | Parners | Teds | PurchaseIB Cam" out new pricmg @
C Copy manual pricing elements and redetermine the others
Qty 10 CS Net 3,050.00 USD R ¢
Tax 0.00 G Copy pricing elements unchanged and redetermine taxes
— — H Redetermine freight conditions
CnTy|Name Amount [Crcy Iper |U... Condition value |Curr. [Num... |0Un |CCon..|Un |Condition value ’ "
295 88 [USD 15 2,950 00 USD its | 168 ol! Redetermine rehate conditions
F 305.00 Uso | 165 3,050.00 USD 1es | g8 8l Redetermine confirmed purch. net price J value (KNTYP=d)
305.00 USD 165 3,050.00 USD 1CS 1C5 i} : ;
| DrscguntAmount 8.00 UsD 16s | 8.00 UsD s | 168 af K Adopt price components and cose. Redetermine taxes.
INat Valdw 305,00 USD 168 3,050.08 USD 1Cs 1€8 ] ] CUpY pricing elements. turn value
INetValue 2 N\ 395.60 {USD 165 3,650.00 USD 1S 165 0 N :
Total \ 305.00 JUSD 165 3,060.00 USD 1cs 168 o N Transfer pricing components unchanged, new cost
" [vPRS Cost : B= . 165 0 : . . =
1 | First, select manual price PB00, g 1fc’s = Q Redetermfne vanavntcondltlons (KII\I.TYP-O)
i then click on the Delete Row icon l U Redetermine precious metal conditions (KNTYP=U)
) : X Customer reserve X
ki |
i . w H|
| . H
il A Next, click on the Update|icon

<
K re
|GHlE4E s condition rec. @R analysis | £  Update |

We now reprice the order by:

1) Delete the manual override

2) Update with new pricing rules (notice that the material now have a $10
discount per unit for sales over 10 units)

3) Select the ‘copy price components by redetermining scales (will test to see
if we sold 10 units)

P Rajas




Step-5: Create a discount of $10 per unit if a customer buys over 10 units.

SalesA | SalesB | Shipping | Biling ~ Conditions | Accountassignment | Schedulelines | Parners | Texts | Purchase orderdata L OooE
Qty 10 C§ Net 2,850.08 USD
Tax 0.00
JCnT;AName Amount Crey |per |U... |Condition value Curr. |Num... |OUn |CCon...|Un |Condition value CcdC...
|PRAB Price 295.00 |USD 1/CS 2,950.00 USD 1CS 11CS 0.00
Gross 295,00 (USD 11CS 2,950.00 USD 1/C8 1/CS 0.00
KOO4 iz 10.00-USD 1CS 100.00-USD 1/CS 1CS 0.08
Discount Amount 10.00-USD 1[CS 100.00-|USD 1(CS 1[CS 0.00
Net Value 1 . , 850, ) 1CS 1[CS 0.00
MNetValue 2 285.00 USD 1(CS 2,850.00 USD 1(CS 1[CS 0.00
Total 285.00 [USD 1[CS 2,850.00 USD 1C8 1,CS 0.00
{YPRS|Cost 244 .80 USD 1CS 2,448 00 USD 1[CS 1C5 0.08
Profit 40.20 |USD 1/CS 402 .00 USD 1iCS 1/C5 0.00

We were successful and the new discounts went into effect..



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:
1) Create a discount of $10 per unit if any customer buys over 10 units.

2) Add a customer discount of 10% if any customer buys for over $1,000.

3) Create Minimum pricing




Step-5: add a customer 10% discount if a customer buys for over $1,000
Logistics [>Sales and Distribution [>Master Data [>Conditions [>Select Using
Condition Type [> Create

Condition xtras  Environment System Help

Goto BExras Environment Pricing System Help

] B il | 4 ' ' '
¢ 1B/ ¢68 cRlR @& 208 Ce@ CHE DDho AR QE
Create Condition Records Create Customer Discount Condition (K007) : Fast Entry
Condition Information = Key Combination = a
. CEE mEZ BBI% L @
‘0| sales Organization 00FS 00 Fitter Sales
Condition type KBB?I@ Distribution Channel DI Direct
Customer with Release Status
|_ Customer S]Description B Amount Unit |per |U.. |C..S.. Yalid on Yalid to |
| fo =)0 Houghton Health Club ' 05/16/2005012/31/9999|
E ‘
B

Condition Edit Goto Exras Environment Pricing

0 e DHAE DA BR @m

Create Customer Discount Condition (K007) : Scales

s&E| T a2 =i 2. We searched for a customer to
assign it to

System Help

1. We added a new condition type

Sales org. Distr. Chl Customer Release status Description

BOFS DI 101 00 Houghton Health Club
— 3. We created a customer
Validity - Contral data | . ..
Validity period 0571672005 ScaleBasis B Value scale dISCOunt COﬂd ItIOI’] .
Valid to 1273179999 Check None
Soales N NOTE: The only way to get this
cale =] cale value cCuUrAmMmoun ni er ﬁ 1
Ere Tive Srae e o discount to apply to the sales
= order is to cancel it and create a
H new sales order.




Step-5: add a customer 10% discount if a customer buys for over $1,000

Edit Goto Help

2/ eae DHE Do DR @m
Create Standard Order: Item Data
M4 » | 8@ aE| B s

Extras Environment System

Sales document

Sales Document Item 10 ltem category  TAN  Standard Item
Material BOF110 00 NRG-B
SalesA | SalesB | Shipping | Biling = Conditions | Accountassignment | Schedulelines | Parners | Texts | Purchase orderdata 1 ODE
Qty 10 CS Net 2,5565.00 USD
Tax 0.00
|_ CnTy|Name Amount Crey |per |U.. |Condition value Curr. |Num... |OUn|CCon...\Un |Condition value CdC...| ‘
]—PRBB Price 295.00 |USD 1[CS 2,950.00 |USD 1[C8 1(CS 0.00 (4]
Gross 295.00 |USD 1(CS 2,950.00 |USD 1(CS 1(CS 0.00 E]
KBO7 Customer Discount 10.000-% 295.00-Usp |} 0 ] 0.00 L
KB04 Material 10.00-USD 1CS 100.00-USD 11CS 11CS 0.00
' Discount Amount 39.50-USD 1CS 395.00-USD 1/CS 1/CS 0.00
] NetValue 1 255.50 (USD 1/CS 2,555.00 USD 1/CS 1/CS 0.00
' Net Value 2 255.50 USD 1/CS 2,5585.00 USD 1iCS 1/CS 0.00
] Total 255.50 USD 1|CS 2,5585.00 WUSD 1/CS 1/CS 0.00
| |¥PRS|Cost 244 .80 USD 1(C8 2,448 .00 USD 108 168 0.00
| Profit 10.70 USD 1(CS 107.00 |USD 1(CS 1(CS 0.00
j &
|

After reentering the order, we got a new price
and the customer discount worked...



Tasks in the Pricing exercise

In this exercise you did the following tasks

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:
1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.

3) Create Minimum pricing




Step-5: Another discount — customer & material specific combination

Logistics P>Sales and Distribution [>Master Data [>Conditions [>Select Using
Condition Type > Create

Condition  Edit  Gato

Extras

create cond"t"on Records Condition  Edit Goto  Exras nwironment  Ericing
B I B Caq 2 HE ADLa I BRRSE

Conditian Infermation || Key Cembination | | ¢reate Sales deal Condition (KA0Q) : Fast Entry
saefsar Bes% 2@

Sales Organization 3J0FS 30 Fitter Sales
i Distribution Channel DI Direct
Condition type fane @Sales deal Customer 101 00 Houghton Health Glub
| Customermaterial with release status
| |material 5|Description Proc. stat Amount unit |per  |u... [c.[s. Jvalid o]
| |a0F110 =30 NRG-B 10.0AA-[% A [ |93/23/)4]
= >
N =
| 5 Condition  Edit Goto  Extras  Environment  Pricing  Sysi%
| I & 2 dH @@ CEE ahas EE W
=
I 5 Create Sales deal Condition (KA0Q) : Scales
5 s - eme |y Ll |E2
I E: Sales org. Distr. Chl Customer Material Release status Descript..
10 [ 30F5 b1 101 30F110 30 NRG-B
B | mEEOm sectrie gy Control data
Yalidity period B3/23/2007 ScaleBasis B Yalue scale
| Walid to 12743149959 Check 4 Descending
Scales
We can Create the Customer and Scale Type  |Scale value ScCur [Amount Unit |per U (i
. . . . From i, 008 . 00USD 10.000-[% [=]
material combination discount (the g
discount is only given for a certain
customer, for a certain material by
H (13 LR H .
using the KAOO “sales deal” condition:
[+]
[~]
L[] [ L[]
BEE
| d 7




Step-5: Too many discounts —we are loosing money

Sales document Edit Goto Help

248 €eQ SHEB OO BRE @M
Create Standard Order: Item Data
a3 @ eaE| E e

Extras Environment System

Sales Documentitem 10 ltern category  TAN  Standard ltem
Material BOF110 00 NRG-B
SalesA | SalesB | Shipping | Biling ' Condiions | Accountassignment | Schedulelines | Parners | Texts | Purchase order data iy
Qty 10 CS Net 2,289.50 USD
Tax B.00
|_ CnTyName Amount Crey |per |U.. |Condition value Curr. |Num... (OUn |CCon...\Un |Condition value CdC... I
| PREO Price 295.00 USD 1CS 2,950.00 USD 11CS 11CS 0.60 (4]
11 295.00 USD 1/CS 2,950.00 USD 1CS 1CS 0.008 @
KABO|Sales deal 10. Bﬂﬂ-h 295.00-USD ] ] 0.08 L
|kBa7 Custamer Discount 10.000-% 265.50-USD ] 0 0.00
| ‘KGB‘I Material 10.00-USD 1CS 100.00-USD 1CS 1CS 0.08
‘ Discount Amount 66.05-|USD 1/CS 660.50-USD 11CS 1CS 0.00
1 MNetValue 1 228.95 USD 11CS 2,289.50 USD 1CS 1CS 0.00
‘ MNet'Value 2 228.95 USD 1/CS 2,289.50 USD 11CS 1CS 0.00
Total 228.95 USD 1105 2,289.50 USD 1CS 11CS 0.00
i YPRS |Cost 244 .80 USD 11CS 2,448.00 USD 1CS 1CS 0.008
l Profit 15.85-|USD 1[CS 158.50-USD 1CS 1CS 0.00
o

Due to many types of discounts we may actually price an
order at aloss.

To avoid that, we can create minimum pricing rules



Step-5: Add a Minimum price

e Logistics D>Sales and Distribution [>Master Data >Conditions >Select Using
> Condition Type [> Create

Create Condition Records

Condition Information || ey Combination |

1B GO S NE 8hLa EE @E

Create Minimum Price Condition (PMIN) : Fast Entry
GEE LESZ BB.7% 2 G
O 20F5
DI
The Mlnlmum Prlce Mater?alwith release status _ . . .
. Material S\Description F.. Armaunt Lnit  |per L. |C 5. Walid an Walid to
IS Set for the 30F110 30 MRG-B 244 .80 UsD 168 |G aaszaszammzmmggﬂ
. [~ ~
material. g
[~
4
In this example it 5
prevents the system | & 5
. . ~ [~]
from selling it for poew________________ on
under $244.8 per B B | mEEnn e D08
unit regardless if .

other discounts
would have priced
the item lower.



Step-5: Add a Minimum price

e Logistics D>Sales and Distribution [>Master Data >Conditions >Select Using
> Condition Type [> Create

Create Condition Records

Condition Information || ey Combination |

1B GO S NE 8hLa EE @E

Create Minimum Price Condition (PMIN) : Fast Entry
GEE LESZ BB.7% 2 G
O 20F5
DI
The Mlnlmum Prlce Mater?alwith release status _ . . .
. Material S\Description F.. Armaunt Lnit  |per L. |C 5. Walid an Walid to
IS Set for the 30F110 30 MRG-B 244 .80 UsD 168 |G aaszaszammzmmggﬂ
. [~ ~
material. g
[~
4
In this example it 5
prevents the system | & 5
. . ~ [~]
from selling it for poew________________ on
under $244.8 per B B | mEEnn e D08
unit regardless if .

other discounts
would have priced
the item lower.



Step-5: Minimum price

@ 10 Qe CHE nnod PR @m
Create Standard Order: Item Data
a3 @ esB|Ee

hipping | Biling ~ Conditions | Accountassignment | Schedule lines

aty 10 €8 Net 2,448.00 USD
Tax 0.00
CnTyName Amount Crey |per [U.. |Condition value Cun, |Num.., |OUn|CCon..\Un |Condition yalue CdC.,
kaeaLm‘e' 295 .00 (USD 1C8 2,950.00 USD 1S 165 0.80 [a]
Gross 295.00 |USD 168 2,950.00 USD 1(Cs 18 0.00 |
490 Sales deal 10.000- % 295.00-USD 0 0 0.00
087 Custorer Discount 16.600- 265.50- USD ] 0 .60
004 Material 10.00-|UsD 168 100.09-USD 168 165 0.00
Discount Amount 66.05- USD 168 660.50- USD 1C8 168 0.00
Net Value 1 228.95 [USD 188 2,289 50 USD 1(cs 108 0.80
t'?‘m!'mamumpme 24480 UsD 1605 158.50 SD 105 168 0.00
Net Value 2 244.60 [UsD 168 2,448.00 168 168 0.00
Total 24480 USD 168 2,448.00 USD | S 109 '
[vPRS (Cost 244.80 USD 15 2,448.80 USD 168 188 Condition PMIN adds $158.50
0.00 USD 165 0.80 — 105 ;
rm | rjs fﬂ“ il to the price so that the

discounts do not result in a loss

The minimum price prevented us from selling at a loss.



Completed Tasks in the Pricing exercise

Step 1. Look at Document pricing procedures (standard orders)
Step 2: Look at Customer specific pricing
Step 3. Determining what procedure to use (customer or document)

Step 4.

1) Testing the new pricing procedure (creating sales order)

2) Look at price changes based on valid dates (planned changes)
3) Manually override a price (from $295 to $305)

Step 5:

1) Create a discount of $10 per unit if any customer buys over 10 units.
2) Add a customer discount of 10% if any customer buys for over $1,000.
3) Create Minimum pricing



