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Typographic Conventions

	Type Style
	Description

	Example text
	Words or characters that appear on the screen. These include field names, screen titles, pushbuttons as well as menu names, paths and options.

Cross-references to other documentation.

	Example text
	Emphasized words or phrases in body text, titles of graphics and tables.

	EXAMPLE TEXT
	Names of elements in the system. These include report names, program names, transaction codes, table names, and individual key words of a programming language, when surrounded by body text, for example, SELECT and INCLUDE.

	Example text
	Screen output. This includes file and directory names and their paths, messages, source code, names of variables and parameters as well as names of installation, upgrade and database tools.

	EXAMPLE TEXT
	Keys on the keyboard, for example, function keys (such as F2) or the ENTER key.

	Example text
	Exact user entry. These are words or characters that you enter in the system exactly as they appear in the documentation.

	<Example text>
	Variable user entry. Pointed brackets indicate that you replace these words and characters with appropriate entries.
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Retail Pricing
1 Introduction

The pricing process is roughly structured into pricing calculation at retail and wholesale level. 
In the retail calculation, the fundamentals of two-step pricing and of data retention for condition records is described in more detail, using the example of the sales price calculation for a single article. The sales prices are calculated bearing in mind competitors prices, and make a market-basket calculation for a number of articles for an imaginary market basket. 
The wholesale calculation looks at the calculation for price listing conditions, and at individual customer discounts and the effect that they have on price determination in the sales order. The pricing worklist processing, looks at the possibility of taking pricing-relevant changes to master data and condition records into account. A background worklist is created, a pricing worklist generated, and a pricing worklist released.

2 Prerequisites
Note the settings for this scope item in the configuration guide. Master data needed in the processes has already been created using the eCATT tool. Master data needed for the business cases is displayed in the master data overview for the individual lines of common business processes (fashion, food, hard goods) and can be referenced in the corresponding processes. The eCATT configurations specified in the master data table have already been imported to the system using transports.
2.1 Checking User Parameters

Use

In this step, check the user parameters and the default settings.

Procedure

1. On the SAP Easy Access screen, choose Customize Local Layout (Alt+F12), and select Options…. 
2. In the Options dialog box, select Interaction Design. Choose Visaulization 1.
3. Make sure the field of Show keys within dropdown Lists is selected.
4. Choose OK.
5. Access the activity using one of the following navigation options:

	Toolbar menu 
	System ( User Profile ( Own Data 

	Transaction code
	SU3


6. On the Defaults tab, make the following entries:
	Field name
	Description
	User actions and values
	Comment

	Start menu
	
	W10T
	Fixed Values

	Decimal Notation
	
	1,234,567,89
	Fixed Values

	Date Format
	
	1 DD.MM.YYYY
	Fixed Values


7. Save the entries.
2.2 Scope item menu and basic path

Add the following basic path to all the paths in this process documentation (with the exception of *).
	SAP ECC menu
	SAP menu ( Logistics ( Retailing 


2.3 Overview of Required Master Data

To execute the scope item, use the master data listed for your installation of the preconfigured system. For the relevant identifiers, see the following tables:
	
	Fashion
	Hard Goods
	Food

	ARTICLE 1
	PCS-02-CAL141
	PCS-02-CAL441
	PCS-02-CAL321

	ARTICLE 2
	PCS-02-CAL148
	PCS-02-CAL442
	PCS-02-CAL208

	ARTICLE 3
	PCS-02-CAL142
	PCS-02-CAL443
	PCS-02-CAL322

	ARTICLE 4
	PCS-02-CAL143
	PCS-02-CAL444
	PCS-02-CAL333

	ARTICLE 5
	PCS-02-CAL144
	PCS-02-CAL445
	PCS-02-CAL324

	ARTICLE 6
	PCS-02-CAL145
	PCS-02-CAL446
	PCS-02-CAL327

	ARTICLE 7
	PCS-02-CAL146
	PCS-02-CAL447
	PCS-02-CAL335

	ARTICLE 8
	PCS-02-CAL147
	PCS-02-CAL448
	PCS-02-CAL336

	ARTICLE 9
	PCS-02-CAL149
	PCS-02-CAL449
	PCS-02-CAL337

	MC 1
	MC_ECKP
	MC_ECKP
	MC_ECKP

	MC 2
	MC11451
	MC14401
	MC13201

	PRICE POINT GROUP 1
	PCS001
	PCS001
	PCS001

	PRICE POINT GROUP 2
	PCS002
	PCS002
	PCS002

	VENDOR 1
	PCS-V142
	PCS-V442
	PCS-V321

	VENDOR 2
	PCS-V141
	PCS-V441
	PCS-V201

	CUSTOMER 1
	PCS-C304
	PCS-C304
	PCS-C304

	CUSTOMER 2
	PCS-C305
	PCS-C305
	PCS-C305

	CUSTOMER 3
	PCS-C306
	PCS-C306
	PCS-C306

	COMPETITOR 1
	PCS-CC01
	PCS-CC01
	PCS-CC01

	COMPETITOR 2
	PCS-CC02
	PCS-CC02
	PCS-CC02

	COMPETITOR 3
	PCS-CC03
	PCS-CC03
	PCS-CC03


2.4 Roles

Use

The following roles must have been installed to test this scope item in the SAP NetWeaver Business Client (NWBC). The roles in this Business Process Documentation must be assigned to the user or users testing this scope item. You do not need these roles if you are not using the NWBC interface, but the standard SAP GUI.

Prerequisites
The business roles have been assigned to the user who is testing this scope item.

	Business Role
	Technical Name
	Process Step 

	Employee (Professional User)
	SAP_NBPR_EMPLOYEE_S
	Assignment of this role is necessary for basic functionality.

	Retail Non-Seasonal Purchaser
	SAP_NBPR_NONSEASBUYER_RT_S
	Create a purchase order to check Vendor discount
Change Sales Price PB00 for Articles

	Retail Pricing Manager
	SAP_NBPR_PRICING_RT_S
	Display or Change Planned Markups;
Sales Price Calculation – Single Article;

Sales Price Calculation – Generic Article;

Sales Price Calculation – Sales Set; 

Enter Competitors Prices in a Price Entry List;
Perform Sales Price Calculation with Manual Transfer of the Suggested Price;

Perform Sales Price Calculation with Automatic Transfer of the Suggested Price;

Market-Basket Calculation;

Calculation with Price Points;

Price Calculation for Price Family;

Planned Markup (Aufs) for a Merchandise Category for the Distribution Chain 1000/20;
Price List-specific Markup (AUFS) for a Merchandise Category in the Distribution Chain 1000/20 (price list p1);

Retail Markup for a Merchandise Category in the Distribution Chain 1000/20;

Maintain a Vendor Condition at Purchasing Level;

Sales Price Calculation – Calculation with Price Lists;

Create Pricing Document;

Generate Pricing Worklist;

Price Worklist Release

	Retail Store Manager
	SAP_NBPR_STOREMANAGER_RT_M
	Create a Customer-Specific Discount;
Individual or List Display for Customer-specific Discount (K007);

Create Sales Order

	POS Interface Administrator
	SAP_NBPR_POSADMIN_RT_S
	Site Price Lists;

	IT Administrator (Professional User)
	SAP_NBPR_IT_ADMIN_S
	Display Idoc


3 Process Overview Table
	Process step
	Business Role
	Transaction code

	Basis for the Sales Price Calculation
	
	

	Display or Change Planned Markups
	Retail Pricing Manager
	WVA3

	Sales Price Calculation – Single Article
	Retail Pricing Manager
	VKP5

	Sales Price Calculation – Generic Articles
	Retail Pricing Manager
	VKP5

	Sales Price Calculation – Sales Set
	Retail Pricing Manager
	VKP5

	Site Price Lists
	Retail Pricing Manager
	VKP2

	Calculate Sales Prices Using Competitors Prices
	Retail Pricing Manager
	WMB1

	Enter Competitors Prices in a Price Entry List
	
	

	Perform Sales Price Calculation with Manual Transfer of the Suggested Price
	Retail Pricing Manager
	VKP5

	Perform Sales Price Calculation with Automatic Transfer of the Suggested Price
	Retail Pricing Manager
	VKP5

	Market-Basket Calculation
	Retail Pricing Manager
	WKK1

	Calculate with Price Points
	Retail Pricing Manager
	VKP5

	Price Calculation for Price Family
	Retail Pricing Manager
	PRFAM

	Basis of the Sales Price Calculation
	
	

	Display or Change Planned Markups
	
	

	Planned Markup (Aufs) for a Merchandise Category for the Distribution Chain 1000/20:
	Retail Pricing Manager
	WVA3

	Price list-specific markup (AUFS) for a merchandise category in the distribution chain 1000/20 (price list p1)
	Retail Pricing Manager
	WVA7

	Retail markup for a merchandise category in the distribution chain 1000/20:
	Retail Pricing Manager
	WEV3

	Maintain a Vendor Condition at Purchasing Level
	Retail Pricing Manager
	MEKE

	Sales Price Calculation – Calculation with Price Lists
	Retail Pricing Manager
	VKP5

	Customer-Specific Markups And Markdowns
	
	

	Create a Customer-Specific Discount (K007)
	Retail Store Manager
	V-61

	Individual or list display for customer-specific discount (K007)
	Retail Store Manager
	V-64

	Create Sales Order
	Retail Store Manager
	VA01

	Process Pricing Worklist
	
	

	Create pricing document
	Retail Pricing Manager
	VKP5

	Change Sales Price PB00 for Articles
	Retail Non-Seasonal Purchaser
	MM42

	Generate Pricing Worklist
	Retail Pricing Manager
	WVN0

	Price Worklist Release
	Retail Pricing Manager
	WVN1


4 Executing Retail Pricing

The sales price calculation allows you to efficiently maintain end user and transfer prices (general sales prices) for sites (stores and distribution centers) and other operational units. These components contain different functions for maintaining sales prices in the company’s value chain. One of the main functions is to maintain sales prices in sales price calculation. You can do calculations for retail and wholesale distribution chains, distribution centers, sites, site price lists and price lists for debitors. 
(Remark: The site price list and the price list for debitors are distinguished in the system via the assignment possibility of the price list. The site price lists are assigned at merchandise category level in the site master data and the site list for debitors in the customer master data.)

Retail prices for stores and other points of sale have to be determined for articles to be sold. If there is a logistics process with several steps, transfer prices for deliveries to external organizational units have to be defined for specific organizational units (for example, distribution centers).
For the source of supply the following differences are made:

· Calculation with external reference (one-step calculation)
the calculation is based on the purchasing price for the external vendor.
· Calculation with internal reference (two-step calculation)
the calculation is based on the transfer price for an organizational unit, for example, a distribution center (possible to have multiple steps).
You can use the two-step calculation to calculate the transfer price for a distribution center and the sales price for one of the stores supplied by this distribution center (see also 4.3). When you use this form of calculation the sales price for the supplied stores is calculated from the transfer price for the distribution center. The sales price calculation for an article is principally based on a purchasing-side price. This stands for the average procurement cost for the article for the corresponding organizational level for which a calculation is to be carried out. This purchasing side price is described as net purchasing price/net or simply as purchasing price. Source supply determination is part of purchasing price determination for the sales price calculation. It is used to determine the planned vendors (supply sources) for selected articles and organizational levels using system settings. External vendors and internal vendors (distribution centers) are considered as supply sources. Different settings are used for supply source determination in the article and site master (store and distribution center).
Defining default values for sales prices in sales price calculation is referred to as sales price determination. From this, the margin (gross, net) and the actual markup are calculated from the sales and purchasing prices. Different processes can be used to define sales prices. This way it is possible to determine sales prices using a specified planned markup or based on competitors prices. Therefore, the sales price calculation for pricing offers the same flexible methods for sales price determination that are used in purchasing price determination.
Upon saving, the calculated sales prices are saved as condition records in the system. When you define list variants the structure of the calculation table can be adjusted to suit individual requirements. You save information relating to sales price calculations in a calculation document. To be able to create sales prices a user must have the necessary authorization. The system makes a difference here between having authorization to perform a calculation and authorization to activate prices. Pricing also simplifies subsequent processing of changes to pricing-effective parameters. By generating a pricing worklist, sales price condition records are flagged for processing at a later date. 
Using price entry lists you can create competitors prices as condition records in the system so that these can help you to decide how to set prices in the sales price calculation. Competitors prices can also be used for decision purposes in the sales price calculation for articles, so that they can be used, if necessary, to create a suggested price. Competitors prices can also be transferred using the import in the conditions idoc (COND_A01). In this function price entry lists can be created for different competitors, articles and organizational levels (distribution chains, price lists and sites). You can print these out and send them to company stores that are responsible for entering competitors’ prices. If you enter and activate competitors prices in the price entry lists created in the system these are updated as condition records and can then be used in the sales price calculation to determine sales prices. Competitors’ prices can be maintained manually in the system as well. 
The market-basket calculation is an enhanced sales price calculation that allows you to calculate sales and gross margin figures by defining sales figures. These calculations can be made for a group of articles – this is referred to as a market-basket – and for a group of sites. The sales and gross margin figures at article/site level are accumulated for each article and for the whole market-basket. By integrating the sales price calculation, sales prices can be calculated as before and the market-basket calculation can be used as an additional planning and analysis tool. It is advisable to use the market-basket calculation, for example, when calculating sales prices and taking competitors prices into account. If a certain profit is to be made for a specific market-basket that has to compete fiercely in the market, you can balance this out by reducing the gross margins for the articles facing fierce competition and increasing the gross margin for other articles. Data in a market-basket calculation is saved in two documents -  standard calculation document and market-basket calculation document.  Standard calculation documents are created for data in the sales price calculation. It is not possible to change this in calculation document processing.  Market-basket calculation document is based on additional data in the market basket calculation, such as sales quantities or reference sit relationships. 
The sales prices calculated in the sales price calculation are based on the purchasing price that is defined using the purchasing calculation scheme from the calculation-effective condition types (such as basic purchasing price and vendor discounts). The regular vendor flag for the vendor and supply source flag in the article master data are evaluated as additional pricing-relevant parameters when supply source determination is performed.

If the sales price changes or if the named parameters for supply source determination are changed it makes sense to check the calculated sales prices in relation to the changed margins. You can use the pricing worklist function to determine all the calculations that are affected by changes to pricing-relevant parameters.

When you create a pricing worklist a new calculation is automatically carried out for those articles and organizational levels whose calculations are affected by changes. You can make use of the following sources of data to determine which calculations are affected by pricing-relevant changes.
· Direct entry for creating the worklist
As soon as a condition is changed, an entry is made in the table to generate the pricing worklist.
· Document indexes from pricing documents
a document index is a secondary index used to select documents according to a certain criterion. You can avoid having to spend time evaluating every document by creating pricing documents with document indexes. When purchasing conditions are changed the document index allows you to find the affected documents quickly and accordingly to create a pricing worklist for new sales prices to be calculated. You can also make the difference here between:

pricing document adjusted when conditions are changed
this document index only determines the calculations affected by a changed purchasing price.

And

pricing document adjusted when conditions and master data are changed
in this document index, not only calculations that are affected by a changed purchasing price are entered but also calculations that are affected by changes to supply source parameters.
In this documentation the main difference made is between retail pricing and wholesale pricing.
The process “Retail pricing” starts by displaying or changing the planned markup. Then comes the execution of sales price calculation (one- and two-step) for single and generic articles and sales sets. After this a POS download for sale prices on site price list level is executed and this is then compared to the condition at distribution chain level. 

You then calculate sales prices using competitors prices (by including a new pricing scheme) and carry out a market-basket calculation. Finally, in the price point calculation you look at the effect that price point groups and rounding profiles have on the sales price calculation for the consumer distribution chain (1000/10). 

The process pricing in the area of wholesale starts by displaying the planned markdowns for a merchandise category at distribution chain and price list level. 
After this you create a vendor condition at purchasing level and the purchasing condition calculation is explained using the ordering transaction. In the price list calculation a sales price calculation for price lists is performed. After defining a customer-specific discount, the individual condition record taken into account for the special customer is shown in a sales order. We will finish by looking at the topic of pricing worklist processing using an example (changing the purchasing price for articles) looking at local worklist processes generating a pricing worklist and finally looking at releasing a pricing worklist. 

4.1 Basis for the Sales Price Calculation
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Note that sales price calculation for retail can only be performed after the organizational structure of a retail company has been installed successfully. 
4.2 Displaying or Changing Planned Markups

A planned markup is a percentage markup that reflects both the profit a company hopes to make by selling an article and general cost components. Planned markups are mapped accordingly as a condition type with the condition class A (markups or markdowns).

The planned markup is used for the sales price determination in the sales price calculation together with the sales price determination type A (markup calculation procedure) to specify a default value for the sales price. You can display the planned markup in the pricing table in the list field PAUFS. The condition type AUFS in the shipped pricing schemas WWS002 and WWS004 are used as examples of how the planned markup can be used in a sales price calculation scheme. In addition to planned markups for the one-step calculation, you can use a planned markup for the second step in the two-step calculation.

For planned markups you can save condition records – as it is the case with other types of conditions – at different data retention levels To do this you use the usual condition technique. In the standard system you can use the condition types AUFS (planned markup) and EVAU (retail markup) for planned markups. The levels distribution chain/merchandise category and distribution chain/price list with price list currency/merchandise category are intended to be used for condition records. In wholesale, planned retail markups can also be defined for different price lists. As planned markups are also condition types, these markups can also be defined for other organizational levels, for example articles.
Use

The following table is an example of a planned markup for the merchandise categories in the retail distribution chain (1000/10).
Procedure

1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Conditions ( Planned markup ( Distribution Chain ( Display

	Transaction code
	WVA3


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role 
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Display planned mark-up


2. On the Display VKP Calculation Sur (AUFS): Selections screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel
	
	10
	

	Merchandise Category
	
	(No Entry)
	


3. Choose Execute. The maintained mark-up´s for the different merchandise categories are shown.
4. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
4.3 Sales Price Calculation – Single Article
Use

To map the multi-faceted requirements for price determination in the SAP system you have access to a flexible configuration method. Condition records for pricing types are created before being updated to condition tables where they are accessed through access sequences. 

In pricing there are three basic types of calculation schemes:
· Purchase price calculation schema
· Sales price calculation schema
· Calculation schema for price determination
An example will provide more details on these schemes. The article <article 1> should be calculated here simultaneously for two distribution chains. First a one-step calculation is carried out for the distribution chain 1000/30 (distribution PCS) that includes, for example, distribution center VZ01.

The one-step calculation can be described as follows:

Using the purchase price calculation schema RMISR0 (purchasing document is-retail) you can find the gross price as a condition record of condition type PB00 for the combination of vendor/article. Determination for the calculation schema is determined using the vendors schema group and the schema group for the purchasing organization. The purchase price calculation schema only considers condition records that are known to be relevant for pricing. The grade that applies to the purchase price in the purchase price calculation schema has to be flagged with the subtotal S. The condition value in this grade is converted into the sales price and unit of measure and is placed in the list field EKPNN. The pricing currency for the pricing item and the currency for price determination must correspond with one another. In the next step of the one-step calculation sales price determination is carried out using the sales price calculation schema WWS002 (standard sales price calculation dc). Using the main conditions contained in the schema, price determination information, such as the planned markup (planned margin) and competitors prices are read from the database. The starting point for the sales price calculation is the purchase price (net/net) calculated in sales price determination that is transported using the subtotal S that was updated to condition type EKNN. In the next step you calculate a markup for the net price using the markup condition AUFS and the gross price is determined via a markup of the tax condition from condition type MWST. In the list display for the sales price calculation prices are transferred from the schema to list fields VKPNE and VKPBR. For further technical details see the customizing guide on this topic.
Secondly, a two-step calculation for the store distribution chain 1000/10 (Sales org. 1000/Stores sales) takes place. This calculation differs in that it uses information from the vendor field. The vendor for distribution chain 1000/30 is external, whereas an internal vendor, the reference distribution center, supplies sites from distribution chain 1000/10. This is an example of reference handling in the area of pricing.

The two-step calculation can be described as follows:

The calculation for the distribution chain (1000/30) is initially carried out as described for the one-step calculation. After this, the net transfer price for the distribution center is updated to condition type VKP2 (sales price dc) for calculation scheme VKP002. Calculation scheme VKP002 is a calculation scheme for price determination that is used to read saved sales conditions and prices from the database. A discount amount can also be deducted in this scheme. The final price is then changed to a subtotal s and then referenced to condition type EKNN for the subsequent sales price calculation scheme WWS004 (sales price calculation including the competitor price). This scheme is structured in a similar way to scheme WWS002, which also includes condition type VKPM (competitor price). The net and gross retail prices are transferred to list fields VKPNE and VKPBR using subtotals 5 and 6.
If price point rounding (see chapter 4.9) has been customized for the organizational level that is being calculated, the determined sales price is rounded according to the rounding interval and then list field ENDPR is forwarded to the database as a condition. 
To obtain the best possible pricing overview you go to the selection in list group A (organizational levels - collective calculation for articles).
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Material
	
	PCS-02-CAL141 (Fashion)
PCS-02-CAL442 (Hard goods)

PCS-02-CAL321 (Food)
	Article1

	Sales organization
	
	1000
	

	Distribution Channel
	
	10 and 30 (20 must not be selected)
	

	Site group
	
	(No Entry)
	

	Pricelist
	
	(No Entry)
	

	Validity
	
	Today to End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	A
	

	List variant
	
	S1
	


3. Choose Execute.
In the pricing table the calculations from the previous selection are displayed depending on the list groups and list variants chosen. You can change this display yourself in the menu under Settings ( Display Options. A list of the possible fields in the pricing table in customizing is found. Items for which no calculation could be made or for which warning notes exist are listed in the log with an appropriate message.

To provide a better overview, the PCS list variant S1 has been selected in the initial screen which is a simplified version of the sap standard list variant 01.

The following are the meanings of list fields:

Distr. 

Distribution Chain
Uni


Sales Unit
Vendor
 
Vendor
Basic PP
Basic Purchase Price
PP (nt/nt)
Purchase Price (net/net)
Markup (%)
Markup (value in per cent)
Pl. MU (%)
Planned Markup (value in per cent)
Gross SP
Sales Price (gross)
Final Pr. 
Final Price 
Margin (Gr)
Margin (gross)
You can access a detailed view of the displayed value by double clicking in a field. To a certain degree it is also possible for you to access the master data view directly. You can access additional details relating to the calculation by positioning the cursor in a row and pressing the purchasing/sales and analysis buttons.

More details are available in the menu under Extras ( Functions of the pricing table.
4. Choose the Back twice without saving your entries.
4.4 Sales Price Calculation – Generic Articles

Use

In the article master you can determine whether the variants of a generic article should adopt the sales price from the generic article, or from another variant or whether for a variant an individual price maintenance is possible. Dependent on the article master data settings the creation of specific sales prices for variants is possible or not. 
The generic article (Article2) is used as a price reference for all eight variants (Article2-001 to Article2-008). The pricing profile in the article master data (basic view) has the value 2 (all variants have the sales price of the generic article).
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing  ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL148* (Fashion)

PCS-02-CAL442* (Hard Goods)

PCS-02-CAL208* (Food) 
	Article2
Be sure to enter asterisk 

	Sales organization
	
	1000
	

	Distribution Channel
	
	10
	

	Site Group
	
	(No Entry)
	

	Pricelist
	
	(No Entry)
	

	Validity
	
	Today To End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	B
	

	List variant
	
	S1
	


3. Choose Execute
4. You will see now the generic article with all the variants of the generic article. A sales price change is only possible for the generic article and not for the variants itself. The price from the generic article will be automatically handed over to the variants.
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If you have to calculate the price for one or several variants differently, the pricing profile for the generic article <article 2> must be changed to value 1 (variants priced differently, propose Generic article as reference) in the article master data (Transaction code MM42). Here, the pricing reference article can be specified in the basic data view (if a new article is created) or the sales view (if a maintained article is being changed). If the pricing reference article is changed in the basic data view, this change is transferred automatically to the sales view for the distribution chains maintained for new articles. 

In the sales view, pricing reference articles can be maintained via the button Variant Prices and the Tab PrcRefArt.

Choose Maintain PrArt ( here the pricing reference article can be maintained manually per variant or with the help of the button Characteristics for the different characteristic values. Theoretically, it would then be possible to maintain prices for variants differently. 
You can make changes in all fields stored in the foreground of the pricing screen. If you have to make changes to the final price, you must confirm these using [enter]. You must pay attention to the effect this has on other values in the calculation, for example, the margin.

5. Choose Select All.
6. Choose Save. A message appears: Data Saved, Pricing Document <No. Of Pricing Document> created.

7. Choose the Back button. 
4.5 Sales Price Calculation – Sales Set

Use

Article 5 is the header article in the sales set and is made up of two components. Begin by looking at the sales prices for the individual components.
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, use Multiple Selection to enter the following articles:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL142  (Fashion)

PCS-02-CAL143  (Fashion)
	[Multiple Selection]
Article 3
Article 4
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For the business process involving Hardgoods or Food, exchange the values of Article for Fashion with the master data for Hardgoods or Food as shown in the following tables. 

	
	Hardgoods
	Food

	Article3
	PCS-02-CAL443
	PCS-02-CAL322

	Article4
	PCS-02-CAL444
	PCS-02-CAL323


3. Then make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales organization
	
	1000
	

	Distribution channel
	
	10 to 30
	

	Site Group
	
	(No Entry)
	

	Pricelist
	
	(No Entry)
	

	Validity
	
	Today to End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	B
	

	List variant
	
	S1
	


4. Choose Execute.
5. Note the basic purchase prices of the components for the distribution chain 1000/20 and 1000/30 via scrolling with button: next page..
6. Choose Back twice.
7. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


8. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL144   (Fashion)

PCS-02-CAL445   (Hard Goods)

PCS-02-CAL324   (Food)  
	Article5

	Sales Organization
	
	1000
	

	Distribution Channel
	
	10 and 30
	

	Site Group
	
	(No Entry)
	

	Price List
	
	(No Entry)
	

	Validity
	
	Today to End Of The Year
	

	Purchase Price Determin. Seq.
	
	02
	

	Sales Price Determination Seq.
	
	01
	

	List Group
	
	B
	

	List Variant
	
	S1
	


9. Choose Execute. 
10. Double-click field: PP (nt/nt) for distribution chain 1000 30. The components with the corresponding quantities and prices are displayed.
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The net/net purchase price for the set is composed of the purchase prices from the components, multiplied by the number of components in the set. Selecting the purchase price determination sequence 02 (standard/sales set) ensures that this is taken into account.
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You can use the following transaction to display the sales prices for the components in the current pricing screen.

The sales set >article 5 consists of three articles of type >article 3 and of two articles of type >article 4. The gross price (Gross SP) is determined on the basis of the purchasing price and the markup and taking account of price point rounding.

11. Choose Article5 for the distribution chain 1000/10 or 1000/30.
12. Choose Select All.
13. Choose menu (NWBC: More… () Edit ( Additional Lines.
14. Select all articles (components) and press the: Choose Copy/Enter button.
15. Choose Save.
16. Message: the validity period of the condition created overlaps with shorter validity periods. These conditions will be deleted when you save. (this message only appears, when a calculation for the article has already been executed and saved before.)
17. Choose Enter.
18. Message: Data Saved; Pricing Document…Created appears.
19. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
4.6 Site Price Lists
Use

In organizational sales pricing, site price lists can be used to group sites from a distribution chain so that you can store a consistent sales price.

The condition method allows you to create sales prices for different organizational levels. The organizational levels derived from the organizational structure of a retail company are the distribution chain and individual sites. The distribution chain is the super ordinate organizational unit that covers a large number of sites. In this organizational structure it is, however, possible to map groups of sites in a distribution chain so that you can store a consistent sales price. Site price lists perform this function. Grouping is done by assigning a site price list to the required sites in merchandise category maintenance for the site. Sites are then grouped in a merchandise category-specific manner; this means that a site can be contained in different (sales price) groups for different merchandise categories. For price determination you should be aware that for the condition type of a sales price an appropriate access sequence with access to the site price list price is used. The search sequence is controlled using the access sequence according to which the existing condition records are called. In the access sequence VKP1  a search is first carried out for a condition record at site level. If no record is available at site level, a search is made for a record at price list level and then at distribution chain level, in line with the priorities.

Sites are grouped via site price lists in the same way as debitors are grouped in wholesale, where price lists are maintained in the corresponding sales area data. These price lists that are assigned to the debitors in the sales area data cause debitors to be grouped in line with the sales price. On the basis of this specification sales prices at price list level have a higher priority than sales prices at distribution chain level. The priority for sales prices at site price list level lies between the priority for sales prices at distribution chain level and site level.

When performing calculations for price lists and distribution chains, you should make sure that the field supply source determination is maintained for a reference site in the article master data.
However, when you use this similar technical definition no difference is made in the sales price calculation between these two different business price lists. To avoid unnecessary calculations for site price lists in retail for price lists from debitors in wholesale you should ensure that price lists are appropriately named.
Reason for introducing a site price list:

If only two prices are to apply to the stores in a distribution chain, you must have maintained a sales price for the larger group at distribution chain level and a site-specific sales price for the other price group, despite all the negative repercussions for system performance. 

In the following you should show how the calculation is carried out for site price lists.

Prerequisite
he distribution chain contains the appropriate entry in the customizing under distribution chain control so that you can perform a price list calculation at distribution chain level

· To the condition type used for the Sales price (within standard: VKP0) an access sequence is assigned to which allows the sales price calculation on site price list level (within standard: VKP1)
· Data backup in table A155 is customized for sales price condition type VKP0.
For the corresponding merchandise category a markup has already been created at price list level and calculated for the article.

For preparation purposes you can first display both of the condition records for the distribution chain 1000/10 and for the price list level 1000/10/P1 using transaction VK13 for condition type VKP0. 
To see which price is relevant for a site, a POS outbound simulation is processed.
The following steps serve to perform a check on the transferred condition record.

5. WPMA (direct request for pos outbound)
6. Display idoc number using transaction WE02
Procedure
Option 1
1. Access the transaction using the following navigation:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Logistics ( Retailing ( Distributed retailing ( POS interface ( Outbound ( POS data ( Manual selection

	Transaction code
	WPMA


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	POS Interface Administrator 
(SAP_NBPR_POSADMIN_RT_S)

	Business role menu
	POS Interface ( Outbound ( POS data ( POS Download: Manual Request


2. On the Direct request for POS outbound screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel
	
	10
	

	Store
	
	M001
	

	Article
	
	PCS-02-CAL142   (Fashion)

PCS-02-CAL443   (Hard Goods)

PCS-02-CAL322   (Food)  
	Article 3

	Transfer article data
	
	Set flag
	


3. Choose Execute.
4. Note Idoc Number/interface For Structure WP_PLU03 (Idoc No.: Xxxxx) .There is no mistake if display a row ’colu not be created ( POS outbound log)’.
5. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3)  to close the window(SAP NetWeaver Business Client).
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After the program for the manual reuest for POS Outbound for the store M001 has been started and you have noted the Idoc number for Structure WP_PLU03, using the Idoc display you can now display the condition record in the data structure of the Idoc. 

You should check that only the condition record for the price list has been sent to POS Outbound. 

6. Access the transaction using one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Logistics ( Retailing ( Distributed retailing (POS interface ( Monitor ( Display IDoc ( By Status

	Transaction code
	WE05


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role 
	IT Administrator (Professional User) 
(SAP_NBPR_IT_ADMIN_S)

	Business role menu
	IT Administration ( Administration ( IDocs ( IDoc Lists


7. On the IDoc List screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Idoc Number
	
	Insert Idoc Number From Structure WP_PlU03
	


8. Choose Execute.
9. Double-click your IDOC number if more than 2 IDOC exist.
10. Expand the data under Data records.
11. Expand the segment E1WPA01 and  the segment  E1WPA04 (the technical short info and information for the selected segment is displayed on the right hand-side of the screen).
12. Click to display segment E1WPA05 (Fields Condition Value, Quantity and Currency). You can find the price which is sent down to the store.
13. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
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if the status of the generate Idoc is 02, that is the Idoc with error message no.E0099 “Error at OPENxxxxx(check path name)”,you can check the Configuide document 733, step 3.4.1 Define Port for POS interface and 3.4.2 Test Access to Fileports.
Option 2:

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Logistics ( Retailing ( Master data ( Pricing ( Conditions ( Price Overview

	Transaction code
	VKP2


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S )

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Display POS Conditions


2. On the Price overview: Initial screen screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL142 (Fashion)

PCS-02-CAL443 (Hard Goods)

PCS-02-CAL322 (Food)
	Article 3

	Sales Organization
	
	1000
	

	Distribution Channel
	
	10
	

	Site 
	
	M001
	

	Validity
	
	Today To End Of The Year
	

	List Group
	
	B
	


3. Choose Execute. 
4. You see the sales price relevant for the store.
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In order for the site price lists to be available for calculation for the distribution chain, the corresponding customizing settings must be done. This controls which calculation levels are permitted below the distribution chain level (sites and/or price lists) for the distribution chain in question.

This flag has another important controlling function in price determination. If a condition type is used for the sales price for several distribution chains and if site price lists are not intended as calculation levels for some of the distribution chains, on the basis of the flag for these distribution chains, you cannot access sales prices at site price list level. No database access results in improved performance (especially for the pos outbound function) for the distribution chains without site price lists. 

The sales price for articles in sites can change if the assignment of site price lists in the master data is changed. Be aware that if a change like this is made for large merchandise categories, a large number of new sales prices have to be downloaded to the POS terminals.

4.7 Calculating Sales Prices Using Competitors Prices

The following section looks at the functions available in SAP Best Practices for Retail to calculate sales prices using competitors’ prices.

As store M001 faces fierce competition in its area it is decided to look at the sales prices for the strongest competitor firms Competitor 1, Competitor 2 and Competitor 3 when deciding on sales prices for this store. 

After entering competitors prices in the system using a price entry list you do individual sales price calculations for Article 1 and Article 2.
4.7.1 Entering Competitors Prices in a Price Entry List 

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Conditions ( Price entry ( Create

	Transaction code
	WMB1


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Entry (Competitor Price) ( Create Competitor Price Entry


2. On the Create Price Entry: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Price entry type
	
	0001
	

	Competitor
	
	PCS-CC01 (Fashion)

PCS-CC01 (Hard Goods)

PCS-CC01 (Food)  

to

PCS-CC03 (Fashion)

PCS-CC03 (Hard Goods)

PCS-CC03 (Food)  
	Competitor 1 

 to 

Competitor 3


3. In Article Selection sub-screen, choose Multiple Selection.
4. Choose Tab Single Vals (Article 1, Article 2).
	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141  (Fashion)

PCS-02-CAL441  (Hard Goods)

PCS-02-CAL321  (Food)  

PCS-02-CAL148   (Fashion)

PCS-02-CAL442   (Hard Goods)

PCS-02-CAL208   (Food)
	Article 1 

Article 2


5. Choose Copy.
6. On the Create Price Entry: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Entry site
	
	M001
	

	Currency
	
	EUR
	

	Pricing unit
	
	1
	

	Unit Of measure
	
	PC
	

	Valid from
	
	Today
	

	Valid to
	
	End Of The Year
	

	Sales organization
	
	1000
	

	Distribution Channel
	
	10
	

	Site
	
	M001
	


7. Choose Execute.
8. Choose Expand.
9. Double-click Competitor 1 (You now move to price maintenance for PCS Competitor 1)
10. On the Create Price Entry: Entry List screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Amount1
	
	49
	For Article 1

	Amount
	
	49
	For Article 2


11. Choose Select All.
12. Choose Activate Prices.
13. Choose Back.
14. Double-click Competitor 2 (You now move to price maintenance for PCS Competitor 2).
15. On the Create Price Entry: Entry List screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Amount
	
	49
	For Article 1

	Amount
	
	55
	For Article 2


16. Choose Select All.
17. Choose Activate Prices.
18. Choose Back.
19. Double-click Competitor 3 (You now move to price maintenance for PCS competitor 3).
20. On the Create Price Entry: Entry List screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Amount
	
	39
	For Article 1

	Amount
	
	55
	For Article 2


21. Choose Select All.
22. Choose Activate Prices.
23. Choose Back.
24. Choose Save.
25. When the message: Data has been saved, price entry is being created <number of price entry> appears, note the number of price entry.
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SAP Retail ships idoc type COND_A01, which is used to transfer competitors prices to a production system. In this case the manual entry of prices is replaced by the automatic one.
Alternatively, competitors prices can be saved on the following levels:
- Sales Organization / Distribution channel/ Site/ Article/ Sales unit of measurement / competitor

- Sales Organization / Distribution channel/ Article/ Sales unit of measurement / competitor

- Sales Organization / Distribution channel/ Price list/ Article/ Sales unit of measurement / competitor
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You can print a price entry list by moving to the detailed view for a competitor. Select all positions (F7) and choose the Print button Ctrl+P

There is an option in the general print options to either printout a list immediately (Ctrl+P) or to export it as a file (Ctrl+Shift+F9).
4.7.2 Performing Sales Price Calculation with Manual Transfer of the Suggested Price

Use

In sales price determination sequence 01 (calculate sales price from markup) you proceed as for normal calculations. However, you choose the list variant cc that displays the suggested price (suggested price field) in the calculation table that the system calculates from the competitors prices entered on the basis of stored price strategies.

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article [Multiple Selection]


	
	PCS-02-CAL141   (Fashion)

PCS-02-CAL441                (Hard goods)

PCS-02-CAL321        (Food)  

PCS-02-CAL148   (Fashion)

PCS-02-CAL442                (Hard goods)

PCS-02-CAL208        (Food)  
	>Article 1

>Article 2


3. Choose Copy.
4. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Site
	
	M001
	

	Validity
	
	Today To End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	 B
	

	List variant
	
	CC
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Do not enter the field of Sales Org. and Distribution Chanel.
5. Choose Execute.
The Final Price field displays the price determined by the system on the basis of markups. The Suggested Price field displays the alternative price taking account of competitors.

The following table provides detailed information to determine this suggested price. There are two ways of getting to the competitor screen. You can either double-choose the Suggested Price field or follow the procedure below:
6. Choose Position Line.
7. Choose menu (NWBC: More…→) Go To → Competitor Prices.
You can change the competitors prices displayed in this screen manually. You can also select another price strategy if you wish. Both procedures involve recalculating the proposed price, the value of which is displayed in the lower half of the screen.
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Do not save changes. Instead, return to pricing screen using Back.

To test the manual sales price transfer you note how the value from the field suggested price is transferred to the field final price by subsequent transactions. 

8. Choose Sug. Price field.
9. Choose Copy Price field.
10. Choose Back.
11. When the message: Should The Changed Items Be Posted First? appears, choose No.
12. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
4.7.3 Performing Sales Price Calculation with Automatic Transfer of the Suggested Price

Use 

In sales price determination sequence 03 (adopt suggested price as sales price) you automate the transfer of the value from the suggested price field. This way, calculations that use competitors’ prices can be carried out in the background.
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing (Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article [Multiple Selection]
	
	PCS-02-CAL141   (Fashion)

PCS-02-CAL441                (Hard goods)

PCS-02-CAL321        (Food)  

PCS-02-CAL148   (Fashion)

PCS-02-CAL442                (Hard goods)

PCS-02-CAL208        (Food)  
	>Article 1

>Article 2


3. Choose Copy.
4. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Site
	
	M001
	

	Validity
	
	Today To End Of The Year
	

	Purchase Price Determin. Seq.
	
	01
	

	Sales Price Determination Seq.
	
	03
	

	List Group
	
	B
	

	List Variant
	
	CC
	


5. Choose Execute.
6. You can now see for every article item that the final price and suggested price fields have identical values. The sales prices are saved to the database tables as valid, time-dependent conditions using the following procedure.

7. Select Item Line With Article Data.
8. Choose Save.
9. When the message: Data Saved; Pricing Document…Created appears, choose Back.
10. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
4.8 Market-Basket Calculation

Use 

The market-basket pricing function is an enhancement to the sales price calculation function that enables you to use sales figures to calculate sales volume and gross margin figures. You perform these calculations for a group of articles - known as a market-basket - and a group of sites. The sales volume and gross margin figures that are determined at article/site level are cumulated both for each article and for the market-basket as a whole. The integration of this function with the sales price calculation function allows you to calculate sales prices as normal and thus to use market-basket pricing as an additional planning and analysis tool. 

Create a market-basket calculation for the sites M001, M002 and M005. You have decided to put articles >article6, >article 7 and >article 8 into the market basket.    

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Market-basket price calculation ( Create

	Transaction code
	WKK1


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S )

	Business role menu
	Master Data ( Pricing ( Market-Basket-Price-Calculation ( Create Market-Basket-Price-Calc.


2. On the Create Market- Basket Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Market-Basket Price Calc.
	
	Name Of Mb Price Calc.
Descr. Of Mb Price Calc.
	

	Effectivity
	
	Today To 31.12.9999
	

	Market-basket pricing type
	
	1001 
	

	Sales price calculation
	
	Set flag
	

	Sales quantity determination
	
	Set flag
	

	Articles

	
	PCS-02-CAL145   (Fashion)

PCS-02-CAL446                (Hard goods)

PCS-02-CAL327        (Food)  

PCS-02-CAL147   (Fashion)

PCS-02-CAL448                (Hard goods)

PCS-02-CAL336        (Food)  
	>Article 6

To

>Article 8

	Sales Organization
	
	1000
	

	Distribution Channel
	
	10

	

	Site
	
	M001
	


3. Choose Multiple Selection.
4. Choose the Select Single Values tab.
5. On the Multiple Selection for Site screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Site
	
	M001
M002

M005
	


6. Choose Copy.
7. On the Price Activation subscreen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Site Level
	
	X
	


8. Choose Execute.
9. Choose Item Line.
10. Choose Site Details.
The following screen provides an overview of the articles in an imaginary market-basket along with a corresponding sales analysis. When changes are made to the expected sales quantity for the article >article 6 the values from before and after the change are displayed.

	>Article 6 - 8 
	Before
	After

	Corr. Sales Qty.
	(For Example, 300)
	(For Example, 400)

	Total Sales
	
	

	Ttl. Gr. Revenue
	
	

	Business Volume
	
	

	Gross Revenue
	
	

	Change In Revenue
	
	

	Percentage Change Sales
	
	


If you want you can change the sale price calculation for an article using the button [Price calculation]. Then return to the Basic List screen and select all articles/items. Activate the calculated prices using the button [activate] and save the market-basket calculation.

If no sales have occurred in the stores in past posting periods, no values are visible in the column Expected sales [quantity].

4.9 Calculation with Price Points
Use 

Price points are specially defined sales prices that are used in the sales price calculation as rounding targets. In retail, for example, price points that are just below a round figure are used.

A price point interval is defined using two neighboring price points. The value of the rounding rule is represented in the form of a percentage record that determines the part of this interval to which rounding is carried out, taking account of the interval length of a price point interval. For 0% rounding, the whole interval is rounded down and for a 100% rounding value it is always rounded up. 
The following steps document how the price points and the attached assignment go into the calculation.

1. Perform the calculation using the sales price calculation (transaction VKP5) and display the current price point group for an article defined beforehand with a corresponding, assigned merchandise category (note the final price)
2. Assign a new price point group with different price point intervals to the merchandise category for the article to be calculated
3. Carry out the sales price calculation again and compare the new final price with the previous final price.
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Price calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL149   (Fashion)

PCS-02-CAL449                (Hard goods)

PCS-02-CAL337        (Food)  
	>Article 9

	Sales organization
	
	1000
	

	Distribution channel 
	
	10 
	

	Site group
	
	(No Entry)
	

	Site
	
	(No Entry)
	

	Price List
	
	(No Entry)
	

	Validity
	
	Today Until End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	A
	

	List variant
	
	S1
	


3. Choose Execute (the calculation for the Retail Distribution Chain 1000/10 is displayed – Note the final price.)
4. Select the entry.
5. Choose menu (NWBC: More…( ) Goto ( Price Points.
6. In the Determine Work Area Entry dialog box, in the Price Point Group field, enter PCS002.
7. Choose Enter.
8. The control data of price point group PCS002 and the corresponding price point areas are displayed.

9. Choose Back twice without saving.
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In the next step, a new price point group PCS001 is going to be assigned to the merchandise category in customizing.  
10. Access the transaction choosing one of the following navigation options

	SAP ECC menu
	Tools ( AcceleratedSAP ( IMG ( Execute Project ( SAP Reference IMG

	Transaction code
	SPRO


11. Customizing:  Logistics General( Retail Pricing( Sales Price Calculation ( Price Point Group ( Assign Price Point Group to Organizational Level/Merchandise Category .
12. An overview of the respective organizational level/merchandise category for price point groups PCS001 and PCS002 is displayed.
13. Change price point group for the organizational level (1000/10/MC_ECKP) from PCS002 to PCS001. 
14. Choose Save.
15. The message Data...Saved, appears.
16. Choose Back three times.
17. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing (Price Calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


18. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL149   (Fashion)

PCS-02-CAL449                (Hard goods)

PCS-02-CAL337        (Food)  
	>Article 9

	Sales organization
	
	1000
	

	Distribution channel 
	
	10 
	

	Site group
	
	(No Entry)
	

	Site
	
	(No Entry)
	

	Price list
	
	(No Entry)
	

	Validity
	
	Today Until End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination Seq.
	
	01
	

	List group
	
	A
	

	List variant
	
	S1
	


19. Choose execute (the calculation for the retail distribution chain 1000/10 is displayed – note the final price.).
20. Select the entry in the pricing list.
21. Choose (NWBC: More…() Goto ( Price Points.
22. A dialog box with price point group PCS001 appears.
23. Choose Enter.
24. The control data for the new price point group PCS001 and the corresponding price point areas are displayed.

25. Choose Back (F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction (SAP NetWeaver Business Client).
(Do not save/post changes)
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Different final prices for the article and the corresponding distribution chain are updated using the different price point assignment for both calculations. 

Note:

If you change the sales prices in the pricing table online in the list field sales price (Gross/Net) price points are taken into account. Price points are not taken into account for interactive changes in the list field Final Price. This means that it is possible for you to define sales prices that differ for the customized price point rounding of price points by making the changes in the pricing table that you want to make in the list field Final Price.

Different possibilities to assign price point groups:

In customizing you define on which level price point group assignment are considered. You can assign price point group on article hierarchy level or organizational level/merchandise category.
Article hierarchy nodes

You can assign price point groups to article hierarchy nodes when you are processing the article hierarchy. In addition to the price point category, you also define the assignment with the ranking type. 

Access sequence for assignment to the article hierarchy

Price point group determination always starts with the hierarchy node to which the relevant article is assigned. If the article hierarchy allows multiple assignments, the system uses the hierarchy node that is the main assignment of the article as the starting point. If this hierarchy node does not have a price point group, the system performs an ascending search for hierarchy nodes with assigned price point groups. If the system does not find a price point group, the search ends when it reaches the top hierarchy level.

If the system determines the price point group, it takes the Price Point Category and Ranking Type parameters into account.

If you reassign a hierarchy article node, the system retains the assignments of price point groups for the different price point categories and ranking types. If no price point group is assigned to the node for a combination of price point category and ranking type, the system uses the access sequence to determine whether the price point group is changed when the node is reassigned. If the system does identify changes, you can specify that the price point groups that the access sequence determined for the original hierarchy item of the node are still valid. The system assigns the price point groups determined with the access sequence explicitly to the node.
Organizational level/merchandise category

For organizational levels, a difference is made between distribution chains and optional price lists. 

For each assignment, you use the price point category to specify the price determination process for which you want to use the price point group. In addition to rounding the final price (list field ENDPR) and the retail price (list field EVPRS) in the sales price calculation, this allows you to define special price point groups for the promotion and for markdown planning. 
Access sequence for assignment to organizational levels/merchandise categories

The access sequence used for assignments to organizational levels/merchandise categories depends on whether you are performing a calculation with or without price lists.

· Calculation with price lists:

Access with complete key, distribution chain, merchandise category, and price list

Access with distribution chain, current merchandise category, and initial price list

Access with distribution chain, current price list, and initial merchandise category

Access with distribution chain, initial price list, and initial merchandise category

· Calculation without price lists:

Access with distribution chain and current merchandise category

Access with distribution chain and initial merchandise category
4.10 Price Calculation for Price Family
Use
Using price families you can create defined price relationships between different articles that you want to use in sales price calculation. Each price family contains a leading article for price calculation called the master article, and subordinate articles, which are dependent on the master article and whose sales price is determined by the price relationship. Within a price family, subordinate articles with identical price relationships are grouped together in family groups.

Price families ensure the consistency of fixed price relationships. They also help simplify sales maintenance because the sales prices of the subordinate articles are adjusted automatically.

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Environment ( Maintain price families

	Transaction code
	PRFAM


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( Sap_Nbpr_Pricing_Rt_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Maintain Price Families


2. Form the menu, choose (NWBC: More…() Price Family ( Create. On the Create Price Family: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Price Family
	
	Name of Price Family
	

	Description
	
	Description of the Price Family
	

	Master article
	
	PCS-02-CAL141
	

	Unit of measure
	
	PC
	


3. Choose Enter.
4. Choose Create.
5. On the Create group: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Group
	
	Name of group
	

	Description
	
	Description of the group
	


6. Choose Enter.
7. On the Group Data tab, maintain the following entries:

	Field name
	Description
	User action and values
	Comment

	Price offset
	
	push the radio button
	

	Difference
	
	1
	

	Currency
	
	EUR
	

	Price point rounding
	
	No entries
	

	Price changed allowed
	
	Blank
	


8. In the Material tab, choose the Create Article Assignment button and maintain the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL142

PCS-02-CAL143
	

	SU (Sales Unit)
	
	PC
	


9. Select the first position and choose Define reference article.
10. Choose Save.
11. When the message: Should Price Family Name of price family Be Saved? appears, choose Yes.
12. Choose activate and click yes to the message Do You Want to Activate and Save Family Name of the price family?
13. Choose the Price Calculation button and maintain the following entries in the selection screen:
	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141 
	The article nr. is automatically maintained

	Sales organization
	
	1000
	

	Distribution channel 
	
	10 and 30 
	Use the multiple selection. 

	Site group
	
	(No Entry)
	

	Site
	
	(No Entry)
	

	Price list
	
	(No Entry)
	

	Validity
	
	Today Until End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination Seq.
	
	01
	

	List group
	
	B
	

	List variant
	
	S1
	


14. Choose Execute (F8).
15. Choose the green +  beside the article number: the subordinate article are displayed.
16. Manually maintain a new price in the list field Final price and check the change of the final price of the subordinate articles.

17. Choose Back twice without saving. 

18. From the menu, choose (NWBC:  More...()Price family ( delete. Choose yes to the message Do You Really Want to Delete the Price Family
and all Groups?
19. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5 Perform Wholesale Calculation

5.1 Basis of the Sales Price Calculation
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Note that sales price calculation for wholesale can only be performed after the organizational structure of the wholesale company has been installed successfully. 

5.2 Displaying or Changing Planned Markups

Use
A planned markup is a percentage markup that reflects both the profit a company hopes to make by selling an article and general cost components. Planned markups are mapped accordingly as a condition type with the condition class A (markups or markdowns).

The planned markup is used in sales price determination in the sales price calculation together with the sales price determination type A (markup calculation procedure) to specify a default value for the sales price. You can display the planned markup in the pricing table in the list field PAUFS. The condition type AUFS in the shipped pricing schemes WWS001 and WWS003 is used as example of how the planned markup can be used in a sales price calculation scheme. In addition to planned markups for the one-step calculation, you can use a planned markup (planned retail markup) for the second step in the two-step calculation in wholesale.

For planned markups you can save condition records – as is the case with other types of conditions – at different data retention levels. To do this you use the usual condition technique. In the standard system you can use the condition types AUFS (planned markup) and EVAU (retail markup) for planned markups. The levels distribution chain/merchandise category and distribution chain/price list with price list currency/merchandise category are intended to be used for condition records.

The following section looks at examples of a planned merchandise category markup, a price list-specific planned merchandise category markup and the retail markup for the distribution chain 1000/20. As, in theory, it is possible to create each of the markups for the key combinations price list/merchandise category and/or sales organization/distribution channel/merchandise category, it is possible to make a difference in price control in relation to this. The access sequence takes into account condition exceptions that arise. Later you can see exactly how these markups are used when calculating prices.
5.2.1 Planned Markup (Aufs) for a Merchandise Category for the Distribution Chain 1000/20:
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Pricing ( Conditions ( Planned markup ( Distribution chain (Display

	Transaction code
	WVA3


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Display planned mark-up


2. On the Display VKP Calcultn (AUFS) screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Sales organization
	
	1000
	

	Distribution channel
	
	20
	

	Merchandise category

	
	MC11451 Fashion)
MC14401 (Hard goods)

MC13201 (Food)
	>Mc-2


3. Choose Execute.
4. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.2.2 Price List-specific Markup (AUFS) for a Merchandise Category in the Distribution Chain 1000/20 (price list p1):
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Pricing ( Conditions (Planned markup ( Price list ( Display

	Transaction code
	WVA7


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Display planned markup (price list)


2. On the Display VKP Calcultn screen (AUFS), make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales organization
	
	1000
	

	Distribution channel
	
	20
	

	Price List
	
	P1
	

	Document currency
	
	EUR
	

	Merchandise category
	
	MC11451 Fashion)

MC14401 (Hard goods)

MC13201 (Food)
	>Mc-2


3. Choose Execute.
4. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.2.3 Retail Markup for a Merchandise Category in the Distribution Chain 1000/20:
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Pricing ( Conditions ( Planned retail markup (Distribution Chain ( Display

	Transaction code
	WEV3


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Display planned retail markup 


2. On the Ret. Markup SP Ca (EVAU): Selection, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales organization
	
	1000
	

	Distribution channel
	
	20
	

	Merchandise category
	
	MC11451 Fashion)

MC14401 (Hard goods)

MC13201 (Food)
	>Mc-2


3. Choose Execute.
4. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.3 Maintaining a Vendor Condition at Purchasing Level

Use 
This chapter is also relevant for the retail price calculation.

Purchasing conditions (prices, markups/downs) are negotiated with vendors at the end of the year in the form of agreed conditions. They can, for example, relate to single articles, merchandise categories or vendor sub ranges. They are valid for at least one specific period and are linked to other conditions as well, such as vendor conditions. Moreover, they can have a dynamic time flow, in other words they change to adapt to existing competition, seasonal conditions and to political marketing decisions.

You can also define purchasing conditions at vendor sub range level. To do this you have the option to subdivide a vendor whole range of products into different criteria. The following applies to every vendor sub range:

· Master data is kept together
· Defined conditions apply
Procedure
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/arrangements( Conditions: Purchasing ( Discounts/Surcharges ( By Vendor 

	Transaction code
	MEKE


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S )

	Business role menu
	Master Data ( Pricing ( Report ( Conditions for Vendor


2. On the Conditions by Vendor screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Purchasing organization
	
	1000
	

	Vendor
	
	PCS-V142 (Fashion)

PCS-V442 (Hard goods)

PCS-V321 (Food)
	>Vendor1

	Scope of list
	
	 0001 (is proposed)
	


3. Choose Execute (if condition RL01 already exists for the vendor it is also displayed and you can change it as you wish by selecting the row vendor discount and pressing the change button).
4. Select the row below the RL01 vendor discount % row.
5. Choose Create.
6. The message: Condition type RL01 does not allow supplementary conditions appears.
7. On the Create Vendor Discount % Condition (RL01): Fast Entry screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Amount
	
	10 
	


8. Choose Save.
Now you will create a purchase order for the vendor and then check the vendor discount at item level. To do so, perform the following steps:
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Purchasing (Requirements planning ( Purchase order ( Create ( Vendor known

	Transaction code
	ME21N


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Non-Seasonal Purchaser 
( SAP_NBPR_NONSEASBUYER_RT_S )

	Business role menu
	Purchasing ( Non-Seasonal Purchase Management ( Purchase Orders ( Create Purchase Order


2. On the Create Purchase Order screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Vendor
	
	PCS-V142 (Fashion)

PCS-V442 (Hard goods)

PCS-V321 (Food)
	>Vendor1

	Order Type
	
	Standard Po
	

	Doc. Date
	
	Today
	


3. Choose Enter. A message to enter the purchasing organization appears.
4. On the Org. data tab, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Purch. Org.
	
	1000
	

	Purch. Group
	
	100
	

	Company
	
	1000
	


5. Choose Enter. 

6. Choose Item Overview.
7. On the Item Overview screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141   (Fashion)

PCS-02-CAL441                (Hard goods)

PCS-02-CAL321        (Food)  
	>Article1

	Po Quantity
	
	10
	

	Oun
	
	PC
	

	Site
	
	VZ01
	

	Storage Location
	
	1001
	


8. Choose Enter. A message appears asking whether delivery data can be met.
9. Choose Enter.
10. Choose Position 10. Choose Expand item details in the case the subscreen item details are not automatically shown
11. Choose tab: Conditions on item detail level.
12. Condition type rl01 with a rebate of 10% is displayed among other things.
13. Choose Save.
14. Message: standard PO created under the number xxxxx.
15. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.4 Sales Price Calculation – Calculation with Price Lists

Use 

You can, depending on your companys price policy, create your own price list types that relate to special requirements. For example, structural regional differences can be reflected using price list types and based on consumer groups (for example, wholesale and retail) and currency (price lists for each country you trade with). Different condition records are created at price list level (sales organization/distribution chain/price list) for each price list type. After this you can, if necessary, assign price list types to every customer in the customer master record.

After looking at examples of some price markups we can now calculate a single article for distribution chain 1000/20 (wholesale pcs). The calculation is performed simultaneously for price lists p1, p2 and p3.
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Pricing ( Price calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Mateial
	
	PCS-02-CAL141   (Fashion)

PCS-02-CAL441                (Hard goods)

PCS-02-CAL321        (Food)
	>Article 1

	Sales organization
	
	1000
	

	Distribution channel
	
	20
	

	Site
	
	(No Entry)
	

	Price List
	
	P1 To P3
	

	Validity
	
	Today To End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determin. seq.
	
	01
	

	List group
	
	A
	

	List variant
	
	02
	


3. Choose Execute.
In the pricing table the calculations from the previous selection are displayed depending on the list groups and list variants chosen. You can change this display yourself in the menu under settings ( display options…. You will find a list of the possible fields in the pricing table in customizing. Items for which no calculation could be made, or for which there are warning notes are listed in the log with an appropriate message.

The vendor scope for wholesale in SAP R/3 Retail is assigned the list variant 02, in which the planned retail markup, the recommended retail price and the corresponding margin can be displayed. You should note that the final price and the retail price are both displayed as net prices. It is possible to display the retail price as a gross price but to do this you need to make changes to the calculation scheme and to modify the program (see customizing guide).

Note that in the selected display, data for different price lists is displayed below each other. You can reach a detailed view of the displayed value by double clicking in a field. Sometimes this is also a way of moving straight to the master data overview. You can access details relating to a calculation by positioning the cursor in a row and choosing the Purchasing/Sales and Analysis buttons.

You should now compare the sales price calculation for the different price list levels and look to see which of the created conditions (prices, markups) should be taken into account.

More details are available under (Functions of the pricing table). 

4. Choose Select All.
5. Choose Save.
6. Message: Data Saved; Pricing Document <Number Of Pricing Document> Created.
7. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.5 Customer-Specific Markups And Markdowns

You should optimize calculation and maintenance of prices and markups and markdowns by using the grouping options in the SAP system. If, however, you still need to create customer-specific markups and markdowns the following example shows how you can do this in the system. Note that on the one hand all types of markups and markdowns must be taken into account as a condition type in the calculation scheme, and on the other hand you must define an access sequence for this condition type in customizing. The SAP system looks for condition records for every price determination, based on the relevant calculation scheme, which can in some cases negatively affect system performance.

In each case, you must optimize the calculation schemes used by deleting unnecessary condition types and reducing the access levels inside an access sequence for the condition types used.

In the next case a distribution chain-specific customer discount is created for the customer customer 1. After this you look at the created condition (K007) in the individual display or in the condition overview and create a sales order. In price determination at item level you can then see how the discount is taken into account when a price calculation for the sales price is performed.

5.5.1 Creating a Customer-Specific Discount (K007)
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/arrangements( Conditions: Sales ( Discounts/Surcharges ( By Customer ( Create

	Transaction code
	V-61


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Store Manager
(SAP_NBPR_STOREMANAGER_RT_M)

	Business role menu
	Customer Service ( Customer Discount ( Create Cust.disc./surcharge
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The condition type of the record created can be seen in the header line of the screen. In this case: create condition (K007): fast entry
2. On the Create Customer Discount Condition (K007): Fast Entry screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel
	
	20
	

	Customer
	
	PCS-C304 (Fashion)
PCS-C305 (Hard goods)
PCS-C306 (Food)
	>Customer 1

	Amount
	
	5 for customer PCS-C304
6 for customer PCS-C305

7 for customer PCS-C306
	


3. Choose Enter.
4. Choose Save.
5. When the message: If A Condition Record For The Customer Already Exists, The Following Message Appears:The Validity Period Of The Condition Overlaps With Conditions With Shorter Validity Periods. These Conditions Will Be Deleted When You Save. Otherwise, You Will See:Condition Records Saved, appears
Choose Enter.
6. The message: Condition Records Saved, appears.
7. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
Alternatively you can carry out the customer-specific discount as follows:
8. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/Arrangements ( Conditions: Sales ( Discounts/Surcharges ( Other ( Create

	Transaction code
	VK11


Option 2: SAP NetWeaver Business Client (SAP NWBC) 

	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Conditions/Markup ( Create Condition


9. On the Create Condition Records screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Condition type
	
	K007
	


10. Choose Enter.
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The condition type of the record created can be seen in the header line of the screen. In this case: create condition (K007): fast entry
11. On the Create Customer Discount Condition (K007): Fast Entry screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel
	
	20
	

	Customer
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer 1

	Amount
	
	5 for customer PCS-C304

6 for customer PCS-C305

7 for customer PCS-C306
	


12. Choose Enter.
13. Choose Save.
14. If a condition Record for the customer already exists, the following message appears: the validity period of the condition overlaps with conditions with shorter validity periods. These conditions will be deleted when you save. Otherwise, you will see:
Condition Records Saved.
15. Choose Enter.
16. The message: Condition Records Saved, appears.
17. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.5.2 Individual or List Display for Customer-specific Discount (K007)

Use 

You can display existing condition records for the customer discount in the individual display or in list form.
Procedure

Individual display (1)

1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/arrangements ( Conditions: Sales ( Discounts/Surcharges ( By Customer ( Display

	Transaction code
	V-64


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Store Manager 
( SAP_NBPR_STOREMANAGER_RT_M)

	Business role menu
	Customer Service  ( Customer Discount ( Display Cust.disc./surcharge


2. On the Display Customer Discount (K007): Selection screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization

	
	1000
	

	Distribution Channel 
	
	20
	

	Customer
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer 1

	Customer
Date
	
	Current Date
	


3. Choose Execute.
4. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
Individual display (2)

1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/arrangements ( Conditions: Sales ( Discounts/Surcharges ( Other ( Display

	Transaction code
	VK13


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S )

	Business role menu
	Master Data ( Pricing  ( Conditions/Markup  (  Display Condition


2. On the Display Condition Records screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Condition Type
	
	K007
	


3. Choose Enter.
4. On the Display Customer Discount (K007): Selection screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel 
	
	20
	

	Customer
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer 1

	Customer
Date
	
	Current Date
	


5. Choose Execute.
6. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
LIST DISPLAY (for discounts and surcharges by customer):
You can find all maintained discounts for customer here.
1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Conditions/arrangements ( Conditions: Sales ( Pricing Report

	Transaction code
	V/LD


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing  ( Report  ( Execute Pricing Report


2. On the Execute Pricing Report screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Pricing Report
	
	17
	


3. Choose Execute.
4. On the Discounts and Subcharges by Customer screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Sales Organization
	
	1000
	

	Distribution Channel
	
	20
	

	Customer Number
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer 1

	Condition Type
	
	K007
	

	Validity Range
	
	Todays Date To31.12.9999
	

	Condition Records Exceeding Interval Named Above
	
	
	

	At Start Of Validity Period
	
	Set flag
	

	At End Of Validity Period
	
	Set flag
	


5. Choose Execute.
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From the list overview, you have the possibility to directly access
the maintenance mode of a condition.
6. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.5.3 Creating Sales Order
Use

After the prices are calculated at price list level and a discount has been given to the fictitious customer <customer 1> you create a sales order. In the price determination analysis of the article item you can see how the data in question is taken into consideration.

Procedure

1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Sales ( Sales order ( Order (Create

	Transaction code
	VA01


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Store Manager 
( SAP_NBPR_STOREMANAGER_RT_M)

	Business role menu
	Customer Service ( Sales Orders ( Create Sales Order


2. On the Create Sales Order: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Order Type
	
	OR
	

	Sales Organization
	
	1000
	

	Distribution Channel
	
	20
	

	Division
	
	10
	


3. Choose Enter.
4. On the Create Standard Order: Overview screen, make the following entries (only one sold-to party and ship-to party can be maintained in the sales order. You need to create 3 different sales order, one per customer):
	Field name
	Description
	User action and values
	Comment

	Sold-to party
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer1

	Ship-to party
	
	PCS-C304 (Fashion)

PCS-C305 (Hard goods)

PCS-C306 (Food)
	>Customer1

	PO Number
	
	Any Desired Number
	


5. Choose the Sales tab.
6. On the Sales tab, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Delivering Site
	
	VZ01
	


7. Choose Enter.
8. The cursor is automatically placed into the table for entering articles at item positions.
9. On the All items subscreen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141
(Fashion)

PCS-02-CAL441          (Hard goods)

PCS-02-CAL321        (Food)
	>Article 1

	Order quantity
	
	1
	

	SU
	
	PC
	


10. Choose Enter.
11. In the following table an analysis of the details from the price determination is carried out. You should note that the calculated final price depends on different factors (for example, distribution chain, customer with price list entry and customer-specific discount).

12. Choose Position 10.
13. Choose Item Details.
14. Choose tab: Conditions.
15. The condition table lists all relevant condition types together with their determined values. Check the value that you have created for condition type K007. Take a look at the detailed analysis of price determination:
16. Choose Analysis.
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On the right hand side on the bottom there is an explanation on the screen structure and the details. 
The four levels in condition determination that are displayed on left of the screen are as follows:
· scheme (calculation scheme) 
· condition type 
· condition access and 
· condition record 
On the right of the screen you can find details on a specific level by placing your cursor on that level in the selection tree.

On the level of the condition type you get the information using the number of accesses performed and why accesses have not been carried out. When a condition for a condition type is not fulfilled in the calculation scheme you can display the routines by selecting additional information. On the access level you can get information about the fields that an access uses. When you select the technical view you can see the Field names of an access. On the level of the condition record in the price determination analysis you can move to the corresponding condition record. The message relating to the selected element is also described in more detail in this part of the screen.
At this point you should ask yourself the following questions:

· Which calculation scheme was used?
· Which access sequence was used to determine the price PR00?
· On which level was the price found?
· Which discount was the customer given and how much did this amount to?
You should now go back to the sales order overview and save the order.

17. Choose Back Twice
18. Choose Save
19. Message: Standard order <no. of sales order> has been saved.
20. Choose Back(F3)  twice  to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.6 Process the Pricing Worklist

Use
If parameters, such as the purchase price or vendor discount that underlie the sales price calculation change during the validity period for the sales prices (retail prices or transfer prices), you must determine the calculations that are affected by the changes so that the sales prices can be updated.

This section explains how you can create and then change a work list that contains calculations for which parameters defined as pricing-relevant have changed. This involves generating a list of new calculations, in the form of pricing documents (pricing work list), which takes into account all calculations affected by the changes and the validity periods for the changed calculations.

You should be aware that in the settings in the SAP system the creation of pricing documents with a document index must be flagged when you save sales prices (see the customizing guide for the scope item merchandise-driven master data).

5.6.1 Creating Pricing Document
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Pricing ( Price calculation ( Create

	Transaction code
	VKP5


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Price Calculation ( Create Calculation


2. On the Create Price Calculation screen, enter the following:
	Field name
	Description
	User action and values
	Comment

	Article


	
	PCS-02-CAL141
(Mode)

PCS-02-CAL441
(Hardware)

PCS-02-CAL321 (Food)
	>Article 1




	Sales-

Organization
	
	1000
	

	Distribution Channel
	
	20
	

	Validity
	
	Today To End Of The Year
	

	Purchase price determin. seq.
	
	01
	

	Sales price determination seq.
	
	01
	

	List group
	
	A
	

	List variant
	
	01
	


3. Choose Execute. (The calculation for the distribution chain  1000/20 is displayed. (Make a note of the purchase price and of the sales price)

4. Choose select all and choose Save.
5. When the message: Data Has Been Saved, Pricing Document <No. Of Pricing Document> Has Been Created, appreas, make a note of the pricing document.
6. Choose Back(F3) to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.6.2 Changing Purchasing Price PB00 for Articles

Use
In the subsequent scope item, first the vendor purchasing price for an article is changed. After this, a worklist for the calculation of affected price conditions is created and this is then used to generate the pricing worklist. The new calculations are produced in the form of pricing documents. You process these by revising them, with or without saving them, or alternatively deleting them.

A vendor purchasing price can either be changed using integrated article maintenance (a) or directly using condition maintenance (b). You can change the purchasing price for the article >article 1 by using either option a) or b).
Procedure
Changing the vendor purchasing price using integrated article maintenance
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master data ( Article data ( Article ( Change

	Transaction code
	MM42


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Non-Seasonal Purchaser 
(SAP_NBPR_NONSEASBUYER_RT_S)

	Business role menu
	Purchasing ( Non-Seasonal Purchase Management ( Item Management ( Change Article


2. On the Change Article(Initial Screen), make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141
(Fashion)

PCS-02-CAL441          (Hard goods)

PCS-02-CAL321         (Food)
	>Article 2

	Purchasing Org.
	
	1000

	

	Vendor
	
	PCS-V141
(Fashion)

PCS-V441
(Hard goods)

PCS-V321
(Food)
	>Vendor 2




3. Choose View Purchasing.
4. Choose Enter.
5. Choose Subarea: Conditions.
6. Choose Conditions.
7. The message: Please Select A Validity Period Or Create A New Time Period, appears.
8. Place Cursor On Current Time Interval.
9. Choose New With Reference.
10. On the Create Cross Price Condition (PB00): Condition Supplements screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Validity
	
	
	

	Valid From
	
	Todays Date
	

	Valid to...
	
	12.31.9999
	

	Cnty
	
	PB00
	

	Amount
	
	Please increase or decrease current rate
	

	Unit
	
	EUR
	

	per
	
	1
	

	UoM
	
	PC
	


11. Choose Save.
12. The System Message Article ... Changed displays.
Changing the vendor purchasing price with direct condition maintenance
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	 Master data ( Conditions/arrangements ( Conditions: Purchasing ( Other ( Change

	Transaction code
	MEK2


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
( SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing  ( Conditions/Markup ( Change Conditions (Purchasing)


2. On the Change Conditions Records screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Condition Type
	
	PB00
	


3. Choose Enter.
4. Choose the Article Info Record and choose Enter.
5. On the Change Gross Price (PB00): Selection screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Vendor
	
	PCS-V141
(Fashion)

PCS-V441
(Hard goods)

PCS-V321
(Food)
	>Vendor 2

	Article
	
	PCS-02-CAL141
(Fashion)

PCS-02-CAL441         (Hard goods)

PCS-02-CAL321        (Food)
	>Article 2

	Purch. Organization
	
	1000
	

	Info record category
	
	0
	

	Valid On
	
	Todays Date
	


6. Choose Execute.
7. On the Change Gross Price Condition(PB00): Overview screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Amount
	
	Please increase or decrease 
current rate
	


8. Choose Save.
9. The message: Condition Records Saved appears.

10. Choose Back(F3) twice to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.6.3 Generating Pricing Worklist

Use 

In the previous step you changed the vendor purchasing price for an article. This is used as the basis for creating the pricing worklist. You use the pricing worklist to create pricing suggestions for the affected articles, on all levels of the organizational structure for which prices were initially calculated based on the changed condition.
Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Pricing Worklist ( Generate

	Transaction code
	WVN0


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Pricing Worklist ( Generate Pricing Worklist


2. On the Pricing Worklist: Generate screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Document number
	
	
	Insert your document number (see 5.6.1)

	Delete worklist after processing
	
	Set flag
	


3. Choose Execute.
4. The message: Processing successfully completed appears.
5. Choose Continue/Enter.
The document adjustment log details the numbers of the pricing documents affected by the changes and the statistics for the processing procedure. Documents and item rows with the messages NI 091 are pricing documents that are currently valid (document type 0001) or items from the original sales price calculation. All of these document items have the processing status c (see explanation).

For the calculation proposals a pricing worklist document of document type 0002 is created for each item of the original pricing document. This type of document differs in that you cannot change it directly. Changes to calculation are performed with the release function. The generated items from the pricing worklist documents (pricing suggestions) first have the processing status a (new, not released).

In the log, you can place your cursor on a price document line to move directly to the corresponding document, button [display]. Another option is to look at pricing documents using the transaction display pricing document (VKP7).

6. Choose Back (F3) to the SAP Easy Access screen (SAP GUI).

Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).
5.6.4 Price Worklist Release

Use

Processing for the pricing suggestions is done in the next step. Here, for each calculation you have to decide whether you want to accept the automatically calculated prices, change them or reject the calculation.

Each item in a calculation document has a status that you can use to log the processing status. Pricing document items that have just been created and have not been processed have status A. It is only after conditions have been checked and saved that they are released and are then valid.

For information purposes the following are the possible status for pricing document items:

A
new, not released
b
checked, not released 
c
released (saved)
d
refused (deleted)
e
reversed
It is possible to release the pricing worklist as a selection criterion for specific articles or for an organizational structure. Since this is the same procedure, we will only look here at the option of releasing a pricing worklist for specific articles.

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)

	SAP ECC menu
	Master Data ( Pricing ( Pricing worklist ( Release ( For Article

	Transaction code
	WVN1


Option 2: SAP NetWeaver Business Client (SAP NWBC) via Business Role
	Business role
	Retail Pricing Manager 
(SAP_NBPR_PRICING_RT_S)

	Business role menu
	Master Data ( Pricing ( Pricing Worklist ( Pricing worklist for article


2. On the Release Worklist for Article screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Article
	
	PCS-02-CAL141
(Fashion)

PCS-02-CAL441         (Hard goods)

PCS-02-CAL321        (Food)
	> Article2


3. Choose Execute.
4. All item positions carry processing status A. You can see data concerning old and proposed prices separated by organizational level. Change to the pricing document of an item position in change mode now.
5. Choose Item Position.
6. Choose Change Price Calculations.
7. On the Display of Price Calculation screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	List Group
	
	A
	

	List Variant
	
	01
	


8. Choose Copy.
9. You can modify prices, markups, etc. Independent of the fact, whether you carry out a change or not, the selected item position is counted as processed. This means that the processing status automatically changes to B. You can refuse to accept a price proposal by selecting and deleting it. If you choose to save your changes, another pricing document of type 0001 is created and the processing status of the pricing worklist document item position will change to c. If desired, condition records can also be reversed at a later point. You cannot delete an item position with processing status C.
10. Choose Item Position.
11. Choose Save and confirm the dialog box regarding overlapping periods.
12. Make a note of the pricing document number.
13. Choose Back Twice to the SAP Easy Access screen (SAP GUI).
Or 

Choose Exit (Shift+F3) to close the transaction. (SAP NetWeaver Business Client).[image: image27.png]
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