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As shown above, the R3 documentation describes the functions performed by an operating
enterprise information system. And, as shown below, the R3 documentation provides
documentation for “getting started.”
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. | Getting started
| with R/3

R/ASYSTEM
Click on a topic for more information.

Logging on and off
shows how to start and log onto the R/3 System It
~ also shows how to create and change your password

The basics
descrbes some basic tasks you'll perform It also
P descnbes the basic parts of an R/3 screen

Moving around
shows how to select functions and navigate between
X applications

Typical tasks
shows some typical data-entry tasks, such as
working with fields and saving your work

Sessions
shows how to work on several tasks at the same time
by opening additional windows, or sessions

Getting help
descnbes the type of information prowded in online
help and how to access this information

Working with reports
shows how to generate reports from your
application

. Phnting
{ %& shows how to output documents from your
[ ~ 7 application, and how to monitor print requests

I
a Far Help on Help, Press F1

Figure: Getting Started
SAP00018749-50; SAP00004404-5.
The sales and distribution part of the documentation describes the pricing functionality.
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SAPO0014853; SAP0O0000585.

The SD Guide to pricing and conditions provides detailed information on how the pricing
Sfunctionality works.
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f SD Guide to Pricing and Conditions

The following Help Topics are available

Condition Technique: Overview

!

{ Part 1 The Condition Technique

l

b

i Using The Condition Technique: Piicing

Part 2 Pricing in Sales

(%) Pricing Elements in Sales
Working With Conditions Records
Pricing in Sales Documents
Pricing Reports

New Functions in Release 2.2
For Help on Help, Press F1

“Warsian

Copynght

Figure: SD Guide to Pricing and Conditions
SAP00029633; SAP00013934.




Anticipation: 35 U.S.C. §102 (R3 Documentation)

L o N . - -
' &g

;(gonlenls! §earch| Back l Print ' £« i 2 | Close i

" Pricing in Sales Documents

This section shows you how to work with pricing duning day-to-day sales order processing Duning pricing, the system calculates amounts based on a combination of automatic
procedures and manually entered data The system automatically transfers pncing data - for example, information about prices, surcharges, and discounts - from the so-called
condition records into sales and biling documents Depending on the pricing policies of your company, you may be ahle to influence prices manually during sales order
processing You may, for example, be able enter or change certain discounts within a specrfied range.

Overview

. This section 1s organized as follows

Pierequisites for Automatic Pricing

Pricing Screens in Sales Documents
Header and Item Conditions
Manual Pucing

How Header Conditions Are Distributed Ameong Items

Piicing Analysis

+

SAP00029697; SAP00014001.
The R3 documentation describes all of the preliminary steps that must be performed for the
pricing functionality.
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Prerequisites for Automatic Pricing

Far the system to carry out automatic pricing, the following prerequisites must be met
o Condihan records must already exist i the system for each of the condition types that you want the system to apply automatically. For mors information about creating and
maintaining condition records, see Working With Condition Records

s ‘Where necessary, data must be rr d inthe ding cust and matertal master records If, for example, you want to apply discounts through special
groupings of ether customers or matenals, then the system can only cafry out automatic pneing when the groups are specified within the relevant customer or matenal
master records

Matenal Master Data

The fields in the matenal master record that are relevant for pricing are on the Ssfes 2 screen

o Tax classification Indicates to what extent the matenal is liable for sales taxes If more than one tax classification exists (for example, in the US there may be tax
classifications for sales taxes at state, city, and county levels), then you find this information appears on it own screen In this case, from the Sales 2 screen, select Detalls
~> Sales detals — Taxes

o Pricing reference material In this field, you can specify another matenal as a reference for pricing information. If you spectfy a reference, the system, during automatic
nein- uses all the condition records that a- | to the reference matenal

Material group A material group defines a group of matenals for which you want to apply the same condition record For example, using a matenal group you can specify a
discount that apphes to a particular range of products.

o Cash discount: In this field, you can specify whether or not the matertal qualffies for a cash discount.
Customer Master Data

Most fields in the customer master record that are relevant for pricing appear on the Ssfes screen

o Customer pricing procedure Here you specify the pricing procedure for a customer Prcing procedures are created and maintained i SD Customizing Duning sales
order processing, the pncing procedure determines the kinds of prcing element you can use and in which seq @ they are p d

o Price listtype Prce list types allow you to apply a matenal price in a particular currency to a group of customers. For example, you can specify a pnce hist type that
applies to all wholesale customers in one of your export markets

e Price group Pnce groups lst you apply a discount to a particular group of customers

o Tax classification In this fisld you specify the tax habiity of the customer. If there 1s more than one tax classification for a customer the information appears en a separate
screen In this case, you press ENTER to select the fallowing screen.

Note

if your business operates in the US, you must maintain some additional data so that the system can automatically determine sales taxes In the Controf dats screen, you
should mamtain the County code and City code fields

SAP00029698,; SAP00014002.
In the above diagram, I have used red boxes to emphasize the most relevant parts of the
excerpt. I will continue to do so throughout this claim chart.

As shown throughout this claim chart, the R3 documentation is comprehensive, well written,
instructive and contains numerous examples and figures of the various operations,
applications and data structures used as part of an operating software system.
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Overview of Pricing

The term pricing is used broadly to descnbe the calculation of prces (for external use by customers or vendors) and costs (for internal purposes, such as cost accounting).
Pricing in the SAP R/3 System

Pricing 1s used in a vanety of SAP R/3 applications. During sales order processing, for example, the system automatically determines pncing for a sales order by taking into
account all the relevant information what kind of basic pnice the customer gets, whether special discounts or surcharges apply, and if the customer is hahle for freight charges
and sales taxes. Likewse, If you are using the SAP system for purchasing, the system can take information from various sources, such as the vendor and purchasing
organization, and calculate pricing for a purchase arder If you are using the SAP system for cost accounting, the system uses pncing to calculate, for example, the costs of an
internal order

The Condition Techmque in Pricing

Even though the requirements are different for every application, the SAP system 1s able to calculate prices by using a common approach to pncing the condition technique

The Goal of the Condition Technique in Pricing

e goal of the condmun techmque in pncmg is always the calculanun af a final prlce or cost. The sales depanment far example wants to be able to determme the net value of]

eﬁectuve price of a purchase order The cost accountlng depanment wants to know the final nnnufaclunng cost of an internal order (that 1s, the cost aﬁer all the bastc costs
and overhead costs are taken into account).

Overview

This section provides an overview of the condition technique as it is used in pricing dunng sales order and purchase order processing
Example of Pricing_in_a Sales Order
Example of Pricing in a Purchase Order

SAP00029641; SAP00013942.
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Using The Condition Technique: Pricing

Introduction

Using the pricing that takes place in sales and purchasing as an example, this section explains how the condition technique warks in practice The vanaus elements used in the
condition technigue (condition types, records, tables, and so on) that were explained bnefly in the first section are covered here in more detail

Overview

This section is organized as follows

Overview of Pricing
Condition Technique Elements: Pricing

SAP00029640; SAP00013941.
Below is an example of pricing a sales order for a product and for a customer. Several pieces

of pricing information are used to determine the final price of $1772.26.

11
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: Example of Pricing in a Sales Order

| The following figure shows the pricing information for an item in a sales order The pricing screen for the item shows the gross price that the customer is charged, several
l discounts for which the customer qualifies, and other pricing elements, such as freight and sales taxes. The condition types that apply to each of these pricing elements
¢ appearon the left side of the pncing screen. The sequence in which the various condition types appear I1s determined by the pricing procedure

= Standzrg Grder Creat

Jédll Goto  System  Help
| N |C p =

‘ I Detailsl | Deleigl ] New pricing | lCondition record |

ttem o Netvalue in RSB .| 1,708.20 .
Quantity 120.000 . [FI:— Tat amount [ 64.06 .
Material E-4008 Pennsylvaniz ‘s Finest
.~ Cnly kD Rate Curr. per  Uok Cond. value W
r[PRG0 Price % 60 “Josp 1L 1.680.60 .
s rl ross 114.00 :Jisp T 1,680.00 .
[ K007 Customer discount  .0QG- b 16.80-
G 0.14- 8 1) TFL 1¢.80-
" TRFO0 Frei ht 0.50 Uso TG 45,60
I o 14,24 isD TFL 1,708.20
i [CIUTXT  tate sales tax '13.750 i £4.08
‘} FI Net value For ord. fT4.77 T I T 1,772.26
- rJuRS [eost '[6.06 Uso | AL 540.00 -
" Profit Margin o 74 ST BN 1,168.20 -

B, - - ‘ © OVRINUMAS:36

|

SAP00029642; SAP00013943.
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arranging a
hierarchy of
organizational
groups
comprising a
plurality of
branches such
that an
organizational
group below a
higher

| organizational
group in each of
the branches is a
subset of the
higher
organizational

group;

' The R3 documentation discloses at least two methods for arranging a hierarchy of

organizational groups comprising a plurality of branches such that an organizational group
below a higher organizational group in each of the branches is a subset of the higher
organizational group: customer hierarchies and customer price groups,

Customer hierarchies: The first method for arranging a hierarchy of organizational groups

is to build a customer hierarchy. In a customer hierarchy, each node in the hierarchy is a
subset of the organizations in its parent node, and transitively is a subset of the organizations
in each of its ancestor nodes. Each node has a customer master record that defines the data
for that node, and each node has an indication of its parent node. A user may use any criteria
to organize the hierarchy; in the example below, the criteria is geographical location. A
customer hierarchy may have any number of levels of nodes, and can be rearranged as
necessary to adapt to changing requirements. Usually, customers are assigned to nodes at
the lowest level of the hierarchy. However, it is also possible to assign customers to nodes at
higher levels in the hierarchy.

Customer price groups: The second method for arranging a hierarchy of organization
groups is to define customer price groups. A customer price group is used to apply pricing
information (e.g., a discount) to a particular group of customers. Customers can be grouped
by indicating the pricing group of each customer in the customer master record. The R3
documentation has extensive examples of separating customers into wholesale and retail
groups and of determining the price of a product based on the group of the customer. The
customer price group forms a hierarchy of two levels: the group and its members.

The following quote describes the customer master record, which is used in both customer
hierarchies and customer price groups:

13
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Different Business Partners

A company deals with different business partners such as the sold-to parly or the forwarding agent when carrying out business transactions. The SAP R/3 System
distinguishes between personnel, business partners who are customers, and those who are vendors and stores therr details in different master records

Customer Master Record

Data on business partners who are customers, for example, the sold-to party, is managed in a customer master record.

Structure of the Customer Master Record

Both the accounting department and the sales and distribution department have access to the customer master record. In order to avoid data redundancy, the data for both
departments is stored in a common master record. General data, company code data, and sales and distribution data is stored separately in the customer master record
Company code data depends on the company code organization. It is defined indwidually for each company code. Sales and distiibution data depends on the
organization in the sales area. It is defined individually for each sales area. General data is independent from company code and sales area. It apphies to ane customer in
all company codes and sales areas. The following figure displays the structure of a customer master record.

Generaldata

Sales anddistribution Company code

data data

SAP00029494,; SAP00013791.
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Customer Hierarchies

The following excerpts from the R3 documentation describe customer hierarchies and how
they are built.

Contents] Search [ Back | Pt | << | » [ Cosa |

Building a Customer Hierarchy

A customer hierarchy is a flexible structure consisting of nodes, Each node - with the exception of the uppermast noda - refers to another node at a higher level in the hierarchy (known as a higher-{evel node). Nodes that are assigned *
1o higher-level nodes are known as dependent nodes. Creating a customer hierarchy consists of three steps: r
1. You create master records for each node that you plan te include in the hierarchy (some of your master data  customers, for example  already exists).
2. You assign the nodes to each other, gradually building up your hisrarchy
3. You asstn your customers to the appropnate nodes
Typically, you ereate a hierarchy of nodes starting with the topmost, then creating each fevel as you go. Usually, customers are assigned to nodes at the lowest level of the hierarchy. However, it is also possible to assign customers to
nodes at higher levels in the hierarchy. For example, a particularly large store in a chain of retail oullets may be assigned to a regional effice rather than to a local sales office.
Examole
The followng figure shows the example from the introductory section, this time with more detall Smith Central is the higher-level node for Smith South and Smith Natth. Smith North is the higher-level node for Smith Northwesl and Smith
Northeast and so on As a rule, sach node in the hierarchy has the same organizational data  However, this data can also vary
Organtzationat
data
Prising ¥
Sout
4712 4743
Prieing Pricing
Customsr
2742
Pricing w Pricing o,
Customer
2743 v

SAP00029617; SAP00013918-9.
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Building a Customer Hierarchy
Hierarchy Types

The hierarchy type 1s used behind the scenes for the following purpeses

o To identify the purpose of a particular hierarchy

o To determine which customer account groups are allowed in a hierarchy

o To determine which organizational data 1s allowad in a hierarchy

The standard version of the SAP R/3 System contains one standard hierarchy type A If you wish, you can define your own types in Customizing for Sales

Creating Master Data

=

Because a node may represent an element in the org: of your - a regional buying office, for example - you must be able to store limited, customer-related data for the node. Therefore, before you can create a
hierarchy, you must define each node in the planned hierarchy as a master recard. In terms of creating and maintaining master data for nodes in a hierarchy, you procead just as you would with customer master data.

Specal Account Group

The kind of information you can store in the master record of a node 15 controlled through the customer account group  For the purposes of creating nodes in a hierarchy, a special account group (0012) has been created  The system
automatically proposes this special account group when you creste the master record for a node.

Data You Can Enter For a Node

The master record for a hierarchy node enables you to specify the following mandatory data
» Organizational data

o Address

The following data can be entered optionally

» Whether the node 1s relevant for pncing and rebate processing

o Contact person data

Procedure

To create the master record for a node, proceed as follows
. Selact Logrstics —> Sales/distnbution — Master data in the main menu screen.
You reach the Sales & Distnbution Master Data screen

[N

Select Business paitners —> Hierarchy nodes — Create

You reach the intttal scraen for creating a hierarchy node (you are creating a kind of customer master record, so the system uses the same screens you see when you create a customer) The system proposes the account group
0012

Enter your data, but leave the Customer field blank (in the standard version, the number 18

9 lly by the system) and press ENTER

w

You reach the screen where you enter name and address data [n addition, you can enter data in the following screens

SAP00029617-8; SAP00013919-20.
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Building a Customer Hierarchy

3. Enter your data, but leave the Customer field blank (in the dard version, the number Is gned al lly by the system} and press ENTER
You reach the screen where you enter name and address data In addition, you can enter data in the following screens
- Controf
Contact psrson
- Billing (indicators for rebates and pricing)
4 Save your data

Assigning Nodes Withan a Hrerarchy

After you create the necessary master records for the nodes in your hierarchy, you can then incorporate the nodes into the hierarchy by making the actuat assignments. For each node, you can enter the following assignment data:
o Number that identifies the master record of the hierarchy node

« Orgamzational data

o Validty penod data

+ Copywng routine data

In addmu?, lhsI syst)em automatically copies the indicators from the node s master record that specify whether the node 1s relevant for pricing or statistics  (n later releases you will be able to use customer hierarchies for creating
statistical analyses

Procedure

To create an na hi hy, proceed as follows

Select Logistics = Sales/chstnbution — Master date n the main menu screen
You reach the Sales & Distubution Master Data screen

[N

Select Business partners — Customer hierarchy —> Change

You reach the sell screen for I t

“

Enter a customer hierarchy type (the standard version ncludes only one type A), a vahidity date, and select Execute.
The system displays a st of exssting customer hierarchies that are vahd for the date you entered

s

Position your cursar at the top of the screen (where it says Hierarchy header) and select Edit — Assi — Create
The system displays the Create Hierarchy Assignment dialog box The data in the upper half of the dialog box defines the node you want to assign. The data in the lower half specifies the higher level node

o

Enter your dats

If you are assigning your node to a higher-level, enter data in the fower half of the dialog box If you are assigning an existing customer master recerd as a node, you can only assign customers with valid account groups  Valid account

groups are defined In Custormizing for Sales
If you are creating the node at the top of a customer hierarchy, you da not need to enter data in the lower half of the dialog box.

-]

Select Copy
The system creates the assignment and displays #t in the customer hierarchy

SAP00029618-9; SAP00013920-1.
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Building a Customer Hierarchy

If you are assigning your node to a higher-level, enter data i the lower half of the dialog box. If you are assigning an existing customer master record as a node, you can only assign customers with valid account groups Valid account
groups are defined in Custermizing for Sales

f you are creating the node at the top of a customer hierarchy you da not need to enter data in the lower half of the dialog box.

Select Copy

The system creates the assignment and displays it in the customer hierarchy

o

~

Repeat the procedure for as many nodes as you need to create

w©

Save your data
Assigning Customers to Nodes

After you have created the master data for the nodes and assigned the nodes within the hierarchy, you can assign your customers to the appropriate nodes. You do this in exactly the same way as when you assign the nodes to each
other in the hierarchy  For each assignment, you the enter the same data as above

Partners Defined as Nodes

The customer hierarchies descnbed so far in this d tation consist exclusvely of nodes that are created with the special account group 0012 However, it is also possible to define a partner as a node  For example, a node In 2
h hy rept a ‘s regional buying office |t also happens that you send mvoices to this ofice for payment In this case, you have an existing customer master record, already maintained as a payer partner function  You
assign this customer master record as a node in the t hy, using the appropnate account group

Controlied Through Account Groups

If you want to dafine partners as nodes, you can specrfy in Customizing for Sales which account groups are valid for a particular hierarchy type and which of these account groups may be defined as highetJevel account groups. For
example, you can exclude the possibility of defining ship-to parties as higher-level nodes, since ship-to parties play no rale in pricing

Organizational Data
When you create or maintain a hierarchy node, you must specify orgamzational data Just as with customer master records, you specrfy the sales area sales organization, distribution channel, and dwision  As a rule, the organizational

data of nodes within a customer hiararchy should be identical. However, the sales area data may vary For example, customers maintained for different dmsions may be assigned to the same node A node 1s maintained, for example, in
the following sales area

Sales orgamzation usot
Distnbution channe! o1
Drasion 01
You then assign twe customers 1o the above hierarchy node. The first customer is maintained i the following sales area
Sales organization usD1
Distributien channel 01
Dmsion 02
The second customer is maintained m a different sales area
Sales organtzation usot
Distribution channel 0

Dmsion

SAP00029619-20; SAP00013921-2.
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Customer price groups

The following excerpts from the R3 documentation describe how customer price groups can
be defined in the customer master data, and demonstrate that price groups can be used to
determine pricing.

f
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: Prerequisites for Automatic Pricing

|
|
|

For the system to carry out automatic pricing, the following prerequisites must be met:

e Condition records must already exist in the system for each of the condition types that you want the system to apply automatically For more information about creating and
maintaining condition records, see Working ‘With Condition Records

» ‘Where necessary, data must be maintained in the corresponding customer and matenal master records. If, for example, you want to apply discounts through special
groupings of either customers or materials, then the system can only carry out automatic pnicing when the groups are specified within the relevant customer or matenal
master records

Matenal Master Data

The fields in the matenal master record that are relevant for pricing are an the Sales 2 screen

o Tax classification Indicates to what extent the matenal is liable for sales taxes. If more than one tax classification exists (for example, in the US there may be tax
classifications for sales taxes at state, city, and county levels), then you find this information appears on it own screen. In this case, from the Sales 2 screen, select Detadls

— Sales detals —> Taxes

s Pricing 1eference material In this field, you can specify another material as a reference for pncing information If you specify a reference, the system, dunng automatic
pricing, uses all the condition records that apply to the reference matenal

o Material group A matenal group defines a group of materials for which you want to apply the same condition record For example, using a material group, you can specify a
discount that apphes to a particular range of products

s Cash discount In this field, you can specify whether or not the material qualifies for a cash discount.
Customer Master Data

Most fields in the customer master record that are relevant for pricing appear on the Sales screen.

e Custemer pricing procedure: Here you specify the pricing procedure for a customer Pncing procedures are created and maintained in SD Custormizing During sales
order processing, the pricing procedure determines the kinds of pricing element you can use and in which sequence they are processed

« Piice listtype Pnce list types allow you to apply a matenal price in a particular currency to a group of customers For example, you can specify a price list type that

e Price group Price groups let you apply a discount to a particular group of customers.

e axcassiication nt s le  youspecty e ax larityo ecusomer. t ereismoret an one tax classification for a customer the information appears on a separate
screen In this case, you press ENTER to select the following screen.

Note

If your business operates in the US, you must maintain some additional data so that the system can automatically determmne sales taxes In the Controf data screen, you
should maintain the County code and Ciy code fields

SAP00029698,; SAP00014002.
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Discounts and Surcharges

| The standard version of the SAP system includes a variety of ly-used di If your busi requires f, special discounts and surcharges can be defined in SD C izing during system guration or ]
customizing

Discounts in the Standard Version

' The standard version includes tha followan. discounts

Discount (Key) Kind of disconnt
Customer (KDO7) Percentage
Material 4 Absolute
Percentage
‘atera group Absolute discount by weight
Custornet/matenal (KD05) Absolute
Customer/matenal : rou Percentage
" Prce group/matenal (K032) solute

Price group/matenial group (KO31) P scentage

records. In the

You can use any of these standard discounts to create condition records i the system During automatic pncing, the system takes into account the discounts that apply i the and hes for vahid
case of discounts that refer ta a rou:in: of some kind for exam:le matenal and .nce -rou«s  oumust assi-n the «rou« In the corres 1ondin: customer or matenal master record before automatic «ncin- takes «lace

Further Information

For more detailed information about each of these discounts, you can ask your system administrator about how each discount Is set up in your system You can alsa, during sales order processing, branch from each pricing element in the
document to screens that give you more mformation You can see for example, some of the data  the relevant condition record and pricing scale information, and so on  that the system uses to calculate a pncing element.

New Discounts in Release 2 1

Release 2 1 of the standard verssen of the SAP R/3 Syster includes new discounts for use in the following new billing functions

Function Conditlon type Degciiption

Rebate processing ~ BOO1 Group rebate (%)
BOO2 Matenal rebate (fixed)
BOO3 Customer rebate {%)

inter-company proc.  Pi01 Inter-company (fixed)
PIG2 Inter-company (%)

Invoice lists RLOD Factonng discount
MW15 Factonng discount tax

For more information about these new billing functions, see the SD Biling Guide

SAP00029677; SAP00013981.
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Prices

In the standard version of the SAP system, the basis of pncing during sales order processing is the gross price of a matenal The following kinds of price are predefined
s Matenal pnce
o Pnce hst type

' e Customer-specffic price
Selecting From Competing Pricing Records

Duning automatic prcing, the system looks for a gross price Since it 1s possible to store diflerent kinds of pricing information in the system, pricing records can, in certain circumstances, compete with each other For example, you may have
a hasic matenal pnce in addition to a spectal matenal price for a particular customer

In the standard version, the system selects the most speciic recerd, the customer-speciic price I no customer-specific pnce exists, the system looks for a valid price hist type. If no valid price list type exists, the system takes the basic
matenal price This search sirategy 1s determined dunng system configuration in SD Customizing For more information, see Access Sequences

Material Prices

. When you create a matenal price, you specfy a price or a pricing scale for a specific matenal You specify a combination of sales organization and distribution channel, for which the matenal price is valid

Note

In 8D Customizing, 1t 1s possible to specrfy that pncing information assigned to a particular combination of sales org: ion and distribution channel can be shared by other combinations For more infarmation, see the onfine information in
the SD Implementation Guide

Price List Types

Depending on the pricing policies of your company, yeu can define your own price list types to suit the needs of your business For example, you can define price list types by customer groups {wholesale, retail, and so on) and by currency
{price lists for each foreign country you deal with) For each pnce list type, you create different pricing records, using the same organizational data as for matenal pnces (sales organization, distnbution channel) You can then assign pce hst
types, where necessary, o each customer in the customer's master record

Customer-Specific Prices

If you grant special prices to different customers, you can create customer-speciic pricing records In addition to the same organizational data you enter for matenal pces (sales organization, distribution channel), you assign the pricing
record 1o a specrfic combination of customer and matenal

SAP00029676, SAP00013980.
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Products and Services

Products and semces are combined n the SAP R/3 System under the term material Al information necessary for the management of a matenal and s stocks, as well as s use, 1s manmtained in the so-called matenal master record
This mcludes for exam le data on surchastn: on sales and on stora-e Diflerent com .an  areas and SAP madules access the matenal master records which therefore must meet a wide vanet of re: urements Dunn. sales rocessin:

e system repeate y accesses t e malena masterrecor's  1sone o t e asic sources 0 -ata of saes processing e matenia master recor: 15 accesse , rexampe, int enquiy, int equoationan m esaesorer -aam
the matenial master record 1s also of great mportance for shipping and billing  However, the data required for shipping for example, 1s not the same as that requrred for sales or biling

Overview

In this section, the matenal master recard is descnbed excluswely from the sales and distibution view The needs of other user departments are not discussed The section is structured as follows

Material Types and Industry Sectors
Structure of the Material Master Record

Data in the Matenal Master Record

Editing a Matesial Master Record
Product Proposals

Additional Informatton

| For more information about the matenal master record, see the M Material Master Gude

l

SAP00029537; SAP00013834.

The following excerpt from the R3 documentation discloses that the methods for grouping
products (the product hierarchy and the material pricing group) are stored as fields in the
material master record.
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Overview of the Sales and Distribution Screens

Four screens in the matenal master record are relevant for sales and distnbution
e« Sales 1

e Sales2

e Sales/Plant Data

o Sales Text
Sales and Distribution Screens

The following overview includes a shert description of the ndividual sales and distribution screens _and lists the important data fields found on these screens

Sales and distribution screens Desciiption and imporntant data fields

Sales 1 Basic data and units of measure
{for example, sales units, order quantities)

Sales 2 Material groupings and tax
classification (for example,
product hierarchy, maternal

pricing group)

SAP00029547; SAP00013544.

The following three excerpts from the R3 documentation describes how material master
records are managed and shows how they can be created and edited. Product hierarchies
and material pricing groups are created and managed by using these facilities to edit the
product hierarchy and material pricing group fields of the material master record.
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Editing a Material Master Record
Matenal master records are used by different modules for a wide variety of tasks (for example order processing and inventory management) Vanous types of processing are possible in a matenal
master record Depending on your authorization, you can carry out the following tasks:
s Creste
e Chan ¢
s Display
e Maintain
« Block
o Mark for deletion

Overview

This section has the following outline

Creating a Matenal Master Record

Changing a Matetial Master Record
is| a al Ma £OT¢

Defining Defaults
Maintaining a Matenial Master Record

:~ Blocking a Material Master Recotd (S atus
i Marking a Material Maste ord for tioy
i

SAP00029553; SAP00013850.

25



Anticipation: 35 U.S.C. §102 (R3 Documentation)

[ SRR

| Seach  Back Pmt » Close

Creating a Material Master Record

There are two ways of creating a matenal master record

o A new matenal master record is created with or without reference It 1s manly the responsibility of matenals management to create new matenal master records in the system

o An existing matenal master record 1s extended by creating new segments for other company areas  Thus, 2 wiew which has not yet been maintained 16 added to the matenal master record
This documentation descnbes the matenal master record excluswely fram the sales view Therefore, the following description refers to adding new views to alread - existing material master records

Procedure

Using the example of trading goods (HAWA), the section below describes how to extend a material master record  You proceed in the same way for other material types

Select Logistics — Salas & distnbution — Master data on the main menu screen.
You reach the Sales Master Data (1) screen.

~

Select Products — Matenal — Trading goods — Create
You reach the Create Trading Goods Inttial Screen (1) screen

w

Enter the number of the matenal whose sales and distnbution screens you want to maintain

-~

Press ENTER
The system issues a message telling you that the industry sector has automatically been transferred from the master record.

w

Press ENTER
A pop-up window appears in which you can select views

-2

Select the sales wews you want to mamntain
By selecting wews you define an indmdual screen sequence If you do not select any new views you receive a system error message
Matenal already maintained for this transaction/event

. PressENTER Anothar pop-up window appears in which you specify the arganizational level at which you want to carry out the change

=

. Enter a valid combination of plant, sales organization and distnbution channel to define the organizational level.

w

. Press ENTER to reach step by step the data screen you want to edit
Edit these data screens  You must at least enter data i the required fields.
After you have edited the Jast data screen, a pop-up window appaars in which you see the systern message that the editing process wil end.
10. Select Yes to save your matenal data
You retum to the screen Create Trading Goods Inittal Screen (1), where the following system message Is displayed
Matenal <Matenal number> created
This concludes the processing. You have extended the material master record by adding new sales views

Number Assignment

The matenal number can either be entered externally by the user, or assigned itemally by the system. Both intemal and extemal number assignment is possible f you do not enter a matenal number when creating a matenal master
record, the system automatically carmes out internal number assignment

SAP00029554-5; SAP00013851-2.
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Changing a Material Master Record

Intreduction

If you want to change a matenal master record, the data for the view you want to change must already be maintained

Procedure

1.

For changing a material master record the same procedure is used for all material types  If you want to change the base unit of measure for trading goods, for example, use the following

Select Logistics — Sales & distnbution — Master data on the main menu screen
You reach the Sales Master Data (1) screen.
Select Products — Trading goods — Change.

You reach to the Change Matenal Imtial Screen (1) screen.

. Enter the number of the trading goods whose base unit of measure you want to change

. Press ENTER

A pop-up window appears in which you can select views.

. Select the Sales 1 view, since the base unit of measure is defined on this screen  Always select the screens on which the data you want to change is found

. Press ENTER.

A pop-up window appears in which you must define the orgamizational level

. Enter a valid combination of plant, sales organization and distnbution channel.

. Press ENTER.

You reach the Sales 7 screen.
Enter a new base unit of measure and save the changed data record
You return to the imitial screen, where recewve the system message

Materal <matenal number> changed.

SAP00029556: SAP0O0013853.

Product hierarchy

The following excerpt from the R3 documentation describes two product hierarchies. In the
first, all Electrical appliances are divided into Dry appliances and Wet appliances, which are
further subdivided into individual appliance types. In this three-level example hierarchy,
each lower level group in the hierarchy represents a subset of the products at the next higher
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Grouping Materials

Matenals can be grouped according to different cntena  This allows for easier and better eval of Is with similar features  The standard version of the SAP R/J System does not provide exact crtena to differentiate
between indwidual groupings  These cnitena can be defined by the company to meet their specific d ds The grouf are d d and defined by the system administrator. Contact him, if you have questions concerning the
existing groupings I the standard version of the SAP R/3 System the following groupings are possible for example

o Matenal group
o Matenal pncing group
o Product hierarchy

Matenal Group

Goods with the same features (for example, nails) can be grouped using the field Matenal group  Unlike the product hierarchy, the matenal group does not contain different levels or possible combinations of goods. You can, however, use
the matenal group to cary out different analysis functions The matenal group is defined by a nine-digit, alphanumenc key It is not primariy of impontance for sales and distrbution but 1s used mainly in matenals management.

Matenal Prcing Group
The matenal pricing group can also be used to group matenals especially for pncing and for analyses  The material pricing group is defined by a twa-digt, numeric key.
Product Hieraschy

@ pro-uct lerarc y1s use to group matenas -y comening - efent eatures IS Use: Or anayses an: pncing.  pro-uct lerarc y can consist 0 upto elg eenc aracters. s eatures can -e cOM:INe: In vanous ways e 0 owng
figure grves an example of how matenals can be grouped using product hierarchies

Electrical

Spare parte
Position 1-§ appllances
v 00002
Dry Wet
Poetion 5-10 appliances wppliances
00001 00002
Elaetrical Food Washing Dish-
Postion11-18  etovee  processora machines  washers
00000001 00000002 00000001 00000002
In this case, a dishwasher can be descnbed by product hierarchy 00010000200000002 This senes of ct states that dishwashers belong to the category electrical apphances (series of characters 00001, position 1 5), and also to wet

appliances (series of characters 00002, position 6-10) and, finally, to chshwashers (senes of characters 00000002 poshon 11-18).

SAP00029548-9; SAP00013845-6.

Material pricing groups

Material pricing groups are defined using a material pricing group field in the material
master record. The following excerpts describe the material pricing group in great detail,
and they show that materials in the same pricing group may be treated uniformly when it
comes to pricing.
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Functions and Use of the Material Master

The material master contains all the information on all materials that a company procures, produces, stares, and sells It 1s the company’s central source for retrieving material
data The material master 1s used by all components in the SAP Logistics system.

The integration of all matenal data in a single data base object eliminates redundant data storage Areas such as purchasing, inventory management, material requirements
planning, invoice verfication, and so on, can all use the same data.

The data in the material master is used to perform the following functions in the SAP Logistics system
e in purchasing for purchase order processing

e ininventory management for goods movement postings and physical inventory management

« in invoice verification for sostin- invoices

o in sales for order processing

» in production planning and control for matenal requirements planning, scheduling, and work scheduling

SAP00023312; SAP00008E72.
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Grouping Materials

Matenals can be grouped according 1o different critena  This allows for easier management and better evaluation of matenals with similar features  The standard version of
the SAP R/3 System does not provide exact crtena 1o differentiate between individual groupings  These critena can be defined by the company to meet ther specific
demands. The groupings are determined and defined by the system administrator. Contact him, if you have questions concerning the existing groupings In the standard
version of the SAP R/3 System the following groupings are possible, for example:

s Matenal graup

o Materal pricing group

o Product hierarchy

Material Group

Goods with the same features (for example, nails) can be grouped using the field Material group. Unlike the product hierarchy, the matenal graup does not contain different
levels or possible combinations of goods  You can, however, use the material group to carry out different analysis functions  The matenal group 1s defined by a nine-digtt,
alphanumeric key. It 1s not pnmarily of importance for sales and distribution, but is used mainly in materials management

Material Pricing Group

The matenal pricing group can also be used to group matenals, especially for pnicing and for analyses  The matenal pnicing group 15 defined by a two-digit, numenc key

SAP00029548; SAP00013845.
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Discounts and Surcharges

The standard version of the SAP system includes a variety of commonly-used discounts If your business requires t, special discounts and surcharges can be defined in 8D Customizing during system configuration or
subsequent custormizing

Discounts in the Standard Version

The standard version mcludes the following discounts

Discount {Key} Kind of discount
Customer (KOO7) Percenta e
Matenal (KDO4) Absolute
Pnce rou ] Percenta e
© Matenal group (K029) Absalute discount by weight
: Customer/matenal (KO05) Absolute
' Customer/matenal group (KD30) Parcentage
| Pnce group/matenat (KD32) Absolute

Price group/matenal group (KO31)  Percentage

You can use any of these standard discounts to create condition records in the system Dunng automatic pricing, the system takes into account the discounts that apply in the circumstances and searches for valid
condition records In the case of discounts that refer to a grouping of some kind (for example matenal and pnce groups), you must assign the group in the corresponding customer or matenal master record before
automatic pricing takes place

Further Information

| Formore detailed nformation about each of these discounts, you can ask your system administrator about how each discount is set up n your system. You can also, dunng sales order processing, branch from each
pricing element in the document to screens that give you more imformation. You can see, for example some of the data - the relevant condition record and pricing scale information, and so on - that the system uses to
' calculate a pricing element

New Discounts in Release 2 1

Release 2 1 of the standard version of the SAP R/3 System includes new discounts for use in the following new billing functions

. Function Condition type Description

|

f Rebate processing  BOO1 Group rebate (%)

| BOO2 Matenal rebate (fixed)
i BOO3 Customer rebats (%)
| Inter company proc ~ PID1 Inter-company (fixed)
‘ P02 Inter-company (%)

" Invoice hsts RLOO Factoning discount

! MW15 Factonng discount tax

For more information about these new billing functions, see the SO Blling Guide

SAP00029677; SAP00013981.
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i Prerequisites for Automatic Pricing

S e

For the system to carry out automatic pricing, the following prerequisites must be met
» Condttion records must already exist in the system for each of the condition types that you want the system to apply automatically. For more mformation about creating and maintaining condition records, see Warking

With Condrion Records

o Where necessary, data must be maintained in the corresponding customer and matenal master records If, for exampls, you want to apply discounts through special groupings of etther customers or materials, then the
system can only camy out autematic pncing when the groups are specified within the relevant customer or matenal master records

Material Master Data

The fields in the matenal master record that are relevant for pricing are en the Safes 2 screen

o Tax classification Indicates to what extent the matenal 1s liable for sales taxes If more than one tax classification exists (for example, in the US there may be tax classifications for sales taxes at state, city, and
county levels), then you find this information appears on it own screen In this case, from the Sales 2 screen, select Details —> Sales details — Taxes

Pricing reference material In this field, you can specify another matenal as a reference for pricing information If you specify a reference, the system, duning automatic pricing, uses alf the condition records that apply
to the reference matenal

Material group: A material group defines a group of materials for which you wart to apply the same condition record. For example, using a material group, you can specify a discount that applies to a particular range
of products.

Cash discount In this field, you can specify whether or not the matersal qualifies for a cash discount.

Customer Master Data

Most fields i the customer master record that are relevant for pncing appear on the Sales screen

o Customer pricing procedure Here you specify the pricing procedure for a customer Pricing procedures are created and maintaned in SD Custormizing During sales order processing, the pricing procedure
determines the kinds of pricing element you can use and in which sequence they are processed

Price ltst type Price list types allow you to apply a materal price in a particular currency to a group of customers. For example you can specify a price list type that applies to all wholesale customers in one of your
export markets

Price group Price groups let you apply a discount to a particular group of customers

Tax classification In this field you specify the tax habilty of the customer. If there 1s more than one tax classification for a customer, the information appears on 2 separate screen In this case, you press ENTER to
select the following screen

Note

If your business operates in the US, you must maintain some additional data so that the system can automatically determine sales taxes In the Contro/ data screen, you should maintain the County code and City code
fields

SAP00029698; SAP00014002.
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; Material Data: the Sales View

E

Smallest quantity that the customer 1s allowed te order It 1s measured in a base unit of measure
Minimum delivery quantty
Lowest quantity that may be delvered to a customer.
Delivery unit
Only exact multiples may be supphied The delivery unit 1s made up of a number and a unt of measure. In the case of a delwery untt of 30 pieces only 30,60,90 and so on pieces can be delivered but not, however, 100 pieces.

Note

Enter the sales prices of a material with Detaifs — Sales prce

The most impontant data on the second sales screen is
Matenal description

This information 1s mandatory and identical for all departments. Talk to the other users to decide what you are going to enter here
Dmsion

The use of dwsions lets you organize your sales structure atound groups of simitar products or praduct ines This allows the peaple in a dwiston who process orders and semce to sp na area of
expertise

Cash discount
This indicator determines whether a matenal qualifies for a cash discount
The second box on the screen contains the following grouping terms
Rebate group
The rebate group d ines whether a vol based rebate can be granted for a material

Commission group

You can aflocate two matenals 1o the same commission group if each representatwe who sells these materials receives the same commission percentages for hoth materials. It is quite passible that different representatives within the
group recewve different commission percentages

Pricing reference matenal
The key allows you to group tegsther products for which the same pricing procedure 1s used
Matenal pricing group
Group of matenals to which the same pricing conditions apply.
Praduct merarchy
Grou: of matenals used b the s stem for ricin. ur-oses and sales anal ses.
Account determination group
The system refers to this group of matenals when it creates an accounting document from a bifing document to determine the revenue and sales deduction accounts
ltem category group
The system uses this value in sales documents to determine the tem category

SAP00023355-6, SAP00008915-6.
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storing pricing
information in a
data source,
wherein the
pricing
information is
associated, with
(i) a pricing
type, (ii) the
organizational
groups, and (iii)
the product
groups;

The R3 documentation discloses using the condition technique, which consists of condition
types, condition tables, condition records, pricing procedures, and access sequences for
storing pricing information in a data source. Using the condition technique, the pricing
information is associated, with (i) a pricing type, (ii) the organizational groups, and (iii) the
product groups.

The condition technique provides a very flexible mechanism for storing pricing information,
including:

1. Condition Types: The user can specify a number of condition types, one for each kind
of price, discount, or surcharge that applies to a sales company’s pricing calculations. A
condition type defines each kind of price, discount, or surcharge that is used. A number of
condition types are pre-defined, including PR00 (Price), K004 (Material discount), K005
(Customer-specific material discount), K007 (Customer discount), K020 (Price group
discount), KF00 (Freight surcharge by item), UTX]1 (State tax USA), UTX2 (County tax USA),
and UTX3 (City tax USA), as well as many others. In addition, a user may define additional
condition types specific to their pricing requirements.

2 Condition Tables: Condition tables store individual condition records (pricing rules)
and are keyed by a combination of values that may include either or both of the customer and
the material (product). The term “material” is the term used in the R3 documentation for
both a product and a service. Condition tables define the combination of fields (the key) that
identifies an individual condition record. Each different combination of fields that is used to
search for condition records requires a different condition table. The R3 documentation
specifies a number of condition tables, including table 005 which defines a four-part key
(sales organization, distribution channel, customer, material) and table 004 which defines a
three part key (sales organization, distribution channel, material) as well as many others.
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| Condition Records: In the R3 documentation, pricing rules are called condition
records. Condition records specify either a price (e.g., retail price) or a calculation to a
price (e.g., 10% discount or 5% tax). Condition records are also referred to in the R3
documentation as pricing elements. A condition record stores an individual item of pricing
information. Condition records are stored in condition tables.

4. Pricing Procedures: Pricing procedures (or just “procedures”) determine the order in

which the system processes condition types to determine a final price. The R3 documentation
describes how a pricing procedure includes prices, discounts, and surcharges used in a sales |
order or invoice. In the example provided below, the first condition type in the procedure '
determines the gross price. Condition types then follow that determine the various discounts.
Finally, there are condition types that determine freight costs and sales taxes. The
documentation also describes how different pricing procedures may be used for customers in
different countries or regions. These specialized procedures may take into account local
requirements such as sales taxes.

I Access Sequences: Every condition type has an access sequence associated with it.
The access sequence specifies the order in which condition tables are used to search for and
retrieve condition records corresponding to the associated condition type. The
documentation includes an example where a sales department creates different kinds of price
data including a basic price for a product, a special customer-specific price for the same
product, and a price list for large customers. In some situations, a customer may qualify for
all three different prices. The access sequence indicates the order in which pricing data
should be retrieved in order to find a valid price. In this example, shown below, the sales
department may want the customer to get the most advantageous price, and defines an access
sequence in which the special customer-specific price is the first place to search.
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SD Guide to Pricing and Conditions

The following Help Topics are availlable
Part 1 The Condition Technique

Condition Technique: Overview

Using The Condition Technique: Pricing

Part 2 Pricing in Sales

Pricing Elements in Sales
Working With Condition Records
Pricing in Sales Documents
Pricing Reports

New Functions in Release 2.2
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SAP00029633; SAP00013934.
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Overview of Pricing
The term pricing is used broadly to descnibe the calculation of prices (for extemal use by customers or vendors) and costs (for intemnal purposes, such as cost accounting)
fcing in tie 1 ystem
Pricing 15 used in a vaniety of SAP R/3 applications During sales order pracessing, for example, the system amo_mahcally determines pricing for a sales order by taking into account all the relevant mformation what kind of

take information from vanious sources, such as the vendor and purchasing erganization, and calculate pricing for a purchase order If you are using the SAP system for cost accounting, the system uses pricing to calculate,
for example, the costs of an intemal order

The Condition Technigue in Pricing

Even though the requirements are different for every application, the SAP system is able to calculate prices by using a common approach to pricing the condition technigue

The Goal of the Condition Techmque in Pricing

The goal of the condition technique n pricing is always the calcutation of a final price or cost The sales department, for example, wants to be able to determine the net value of a sales order (in other words, the price after
all d|scounts: freight charges and cash discounts are taken into account) Or the purchasing departrent wants to know the effective price of a purchase order The cost accounting department wants to know the final
Overview

This section provides an overview of the condition technigue as it is used in pncing during sales arder and purchase order processing.

Example of Pricing in a Sales Order
Example of Pricing in a Putchase Qrder

SAP00029641; SAP00013942.

The following excerpt describes the main components of the condition technique: condition
types, condition tables, access sequences, and (pricing) procedures. Condition records are
not explicitly listed as a component of the condition technique, they are described as a
subcomponent of the condition table.
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Condition Technique: Overview

This section provides a general overview of the condition technique It explains the main concepts around which the condition technique is built and how the different elements work together

Background Perspective

The users of application software acc gly large ts of data in their computer systems For a business, the data represents valuable information about the most important aspacts of
day-to-day operations customers, vendors, products, prices Users need maximum flexibility in retneving such data from the system and matching it to the business transactions that characterize their daily
actmties Far example, the sales department wants the system to propose a certan discount for a customer, but only under certain predefined circumstances  These circumstances - the current date, the
customer's name, the quantity ordered, and so on - are called conditions

What s the Condition Technique?

The functions and screens in the SAP R/3 System that enabla you to specify conditions and results are collectwely called the condition technique Broadly speaking, the use of the condition technigue
enables an application (for example, sales order processing, purchasing, cost accounting) to determine what result is appropriate under a given set of conditions You can use the condrtion technique to
determine many different kinds of data, including the following

» Which prices, discounts, and surcharges apply to a particular sales or purchase order

« ‘Which output (pnnted forms, EDI, for example) the system g when you p a (sales order, purchase order, and so on)

« To which general ledger accounts the system posts entnes
o Which taxes apply to a particular business transaction

Basic El ts in the Cond Technig

The condition technique conststs of four main elements
« Condition types

o Condition tables

o Access sequences

s Procedures

What s a Condition Type?

A condition type 15 a rep tation in the system of some aspect of your dally actwmties. If, for example, you are using the condition technique to dstermine pricing, you can define a different condition type for
every kind of price, discount, or surcharge that occurs in your business transactions If you are using the condition technique to determine output, you define a condition type for each typs of output you use (for
example, sales order confirmations, purchase orders, intemal electronic mail messages)

Example of a Condition Type

A company offers its customers a discount whanever they buy certain quantities of one of the company's products The company defines a condition type for matenal discounts The condition type speciies, for
ple, that the d is dependent on quantity If appropriate, the condition type can specify that the peaple who process sales orders can enter the discount manually

What is a Condition Table?

SAP00029636, SAP00013937.
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Condition Technique: Overview
What is a Condition Tahle?

A condition table defines the combination of fields (the key) that identifies an mdiidual condition record. A condition record is how the system stores the specific condition data that you enter in the system
For example, in pricing, when you enter the price for a product or a special discount for a good customer, you create indivdual condtion records

Example of & Condition Table

A sales department creates condition records for customer-specific matenal prices The standard version of the R/3 system provides a condihion table for this purpose The key of table includes the following fields
s Sales organization

o Distribution channel

s Customer

o Material

| The first two fields identfy mportant organizational data and the last two fields express the relationship between the customer and the matenal
What s an Access Sequence?
An access sequence 1S a search strateqy that the system uses to find valid data for a particular condition type The access sequence determings the sequence in which the system searches for data
Exampe of an Access Sequence
A sales department may create different kinds of pnce data. There may be a basic price for a product, a special customer-speciic prce for the same product, and a price list for, say, large customers A
customer may, in theory, qualify for all three different prices. The access sequence enables the system to access the pricing data records i a particular sequence until it finds a valid pnce. In this example, he
sales department may want the customer to get the most advantageous price and defines the spectal customer-specific prce as the first place to search.
What is a Precedure?
A procedure 15 a histing of condition types, defined i a particular sequence |t enables the system to determine that a particular set of condition types, i a specified sequence, apply in gven circumstances
Example of a Pracedure
In pricing, you define a procedure that determines how prices, discounts, and surcharges appear in sales orders and ivoices [n a typical situation, the first condition type in the procedure determines the gross

prce. Condition types then follaw that determine the vanous discaunts. Finally, there are condition types that determine freight costs and sales taxes. If you have customers in different countries, you can group

| the customers by country or region You can then define for each grouping a procedure that takes inta account local requirements (for example, sales taxes).

b
SAP00029637; SAP00013938.
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The relationship between the components of the condition technique is shown in the following
excerpt from the R3 documentation.
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Condition Technique: Overview

How the Elements of the Condition Technique Work Together

The followng figure illustrates the relationships between elements of the candition technigue
Acoess sagquences Condition recerds
CCCC
BEBB Conditicn tablei_,,__—'——*""'ll
Seanchng for
ABAA ﬂgndﬂon 001 Key
Accessno  Cond. table 002 Key
10 001 003 Key
20 003 ~<-“______‘|
o o e
condtion data.
m":ﬁbr?\}::i Condtiontypes
cond fon reode
ceece
[=1=1515)
AAAA
Definition of:
- Gontrol data

- Changes allowed
- Procedure maintenance

Contralling the sonditons
in tha document

Procedures

US-STANDARD
Condiion type Manual Acct key

1 AAAA X ERL
| BBBB ERL
|
b

CGCG X ERS
|

SAP00029638; SAP00013939.
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The above figure shows the interatction among the components of a condition technique.
When configuring a condition technique, the user first specifies that a particular pricing
procedure is to be used to compute a price. The pricing procedure indicates the high-level
components that are to be taken into consideration when determining a price, and this is
accomplished through the condition types. The procedure identified in the above figure is
labeled “US-Standard” and refers to standard pricing for a customer in the United States.
The procedure identifies a sequence of condition types. In the figure, these are identified as
AAAA, BBBB, and CCCC, but in more realistic examples from the documentation, these
might be gross price, various discounts (such as quantity discounts or preferred customer
discounts), freight costs, and taxes. Different procedures would be defined, for example, for
customers in different countries that are subject to different taxes.

Each condition type identifies an access sequence that specifies the order in which the system
should search condition tables to find pricing rules (called condition records in the R3
documentation). An example of a pricing rule (condition record) would be to add a 5% sales
tax. There may be pricing rules that depend on the specific product, on the specific customer,
on some more general classification of products, on some more general classification of
customers, or on a combination of product hierarchy and customer hierarchy.

Condition types

The following excerpts from the R3 documentation provide an overview of condition types.
They disclose that all of the pricing elements that are used in a sales company’s pricing
procedures, including prices, surcharges, discounts, freight charges, and taxes, are defined as
condition types.
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Pricing Elements in Sales

All of the pcing elements that you use in your day-to-day pricing procedures - the pnces, surcharges, discounts, freight charges, and taxes - are defined in the SAP system as condition types This section gives
you an of the pricing el and ther ponding condition typas that appear in the standard version of Sales & Distribution (SD)

When you create or mamtain pncing information for a particular pncing element in the system, you create conditi ds For more tnf about the tasks of creating and mantaming condition records, see
Warking With Condtion Recards

Further Information

The task of actually defining condition types 15 pan of system guration and For more information about condition types, see Using The Condition Technique: Pricing

Prnicing Elements i the Standard Version

. Pncing elements are subdivided into four general categories
Pnces

Discounts and Surcharges

Freight Charges

Sales Taxes

During typical sales order entry, the system cames out automatic pricing by finding a gross price, deducting all the relevant discounts, adding any surcharges such as freight and sales tax, and finally by calculating a
net price for the sales order

The following figure illustrates how the vanous pricing elements of everyday business are represented in the system

SAP00029674,; SAP00013978.
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Pricing Elements in Sales

Discounts and Surcharges
Eieight Charges
Sales Taxes

Dunng typical sales order entry, the system carries out automatic pricing by finding a gross price deducting all the relevant discounts, adding any surcharges such as freight and sales tax, and finally by calculating a
net price for the sales arder

The fallowing figure dlustrates how the various pricing elements of everyday business are represented in the system.

. Represented inthe X
Pricing Elements Condition Types

System

CndTy Description

Fricelist S
Prices - Waterialprice - PRO0  Price
- customer- s
specilic
Discounts/
Surcharges gy ﬁ]u,itgrﬂfr K007  Custornerdise
_BY iy K0nd  Material
Byp group K020 Pricegroup
; - Bymaterialgroup K129 waterialgroup
Freight . '
- Incoterms (part1) KFQO  Freight
- Incoterms (pans .
1+2)

Taxes

In the preceding figure you can see that the price of a matenal 15 represented by one condition type (PROD) in the systern Howaver, the price of a matenal can be based on different kinds of pneing records in the
system The price can come from a price list, can be specific to a particular customer, or may be a simple matenal pnce On the other hand, each discount, surcharge freight charge and tax is defined by its own
condttion type

SAP00029674-5; SAP00013978-9.
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Condition Types

Each pricing element that you use in your dally business - whether it 1s a price, discount, or surcharge - 1s defined in your system as a condsion type

Purpose of the Condition Type

The condition type specifies important information about how the system processes and calcutates prcing For example, when you define the condition type for a special matenal discount, you
can specify that the system calculates the discount as an amount (for example, a discount of §1 per sales unit) Altematively, you can specify that the system calculates the discount as a

percentage (example a 2% discount for orders over 1,000 sales units) If you wanted 1o have hoth possibilities, you must define two separate condition types. The following figure illustrates how
conditiont -es can be used durin- :ncin- n a -urchasin: or sales document.

Key Descaption Control

| PRt | | Price |
- o Calculationtype:  Asapercentage
Calculationtype:  ®cbasedonweight
Ko29 Mt group dise ® Scalebasis : C;rossweight

Examples
Scalebasis Calculationtype Scalebasis  Calculationtype
from 100 pa 10% from 100 KG USD 0.20-peri KG
1000 pe 15% 1000 KG UsD 0.50-
10000 pe 20 % 10000 KG UsSD 1.00-

In the example in the preceding figure, two discounts apply to the tem in the sales order The first discount is a percentage discount based on the quantity ordered The second discount is a
fixed discount based on the total weight of the item.

SAP00029647; SAP00013950.
The following excerpt lists some of the many condition types disclosed by the R3
documentation.
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Condition Types in the SAP R/3 Standard Version

The standard version includes, among many others, the following predefined condition types

Sales

Condition Type Description

PRDO Price

KDo4 Material discount

KOoo05 Customer-specific material discount
Kooz Customer discount

KD20 Price group discount

KFOO Freight surcharge (by item)
UTX1 State tax (USA)

UTK2 County tax (USA)

UTXx3 City tax (USA)

Purchasing

Condlition Type Desciiption

PB00 Gross Price

RADO Percent discount from net price
RAD1 Percent discount from gross price
RB0O Rebate/absolue

RCOO Rebate/quantity

NAVS Sales tax

FRA1 Freight in percentage

FRB1 Freight as amount

RUE1 Accruals

SKTO Cash discounts

Z0B1 Customs duty

SAP00029647-8; SAP00013950-1.
The following excerpts show how condition types can be created and edited.
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Condition Types
Creating or Maintaining Condition Types

You can change and mantain condition types in the standard version or you can create new condition types to sut the needs of your own organization You create and maintain condition types
in Customizing

Accessing from Sales

From the mitial screen of SD Customizing, you reach the condition type screen by selecting
1. Functions —> Prcing — Control data

2. Condition type — Condition types
Accessing from Purchasing

From the initial screen of Customizing for Purchasing, you reach the condition type screen by selecting
1. Functions—> Condtions —> Pricing
2. Condition type —> Condition types

Condition Type Screen

When you select an existing condition type (or enter the name of a new one and select it), you reach the following screen

SAP00029648-9; SAP00013951-2.
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Condition Types
2. Condition type —> Condition types

Condition Type Screen

When you select an existing condition type (or enter the name of a new one and select if) you reach the following screen.
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| Records by cond.ty;ﬂ

Condition type PRO® Price

- Gontrol data ¢t e s e s

: Condit. category r Accruals r
 Caleulat. type [ auantity dependent Cond. exclusion |

- Condition class [E Prices Group condition r '
_Manual entry [c Manual entry has priority GrpCond. routine | :
E Scale basis F:- Quantity scale Imv list cond. r

_Scale formula r“ T Header condit

. Rounding rule r i itern condition

I~ Currency conv
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SAP00029649; SAP0O0013951-2.
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, Condition Types

Information About Fields

The following section provides a quick reference for the fields that control the vanous aspects of a condition type The areas that the fields controf fall into three broad categones
o Control data

» Possibilities to change

e Pncing procedure maintenance

A bnef explanation of each field follows

Control Data
The following fields control various, general features of the candrtien type
Condtion Categary

The condition category you enter affects the processing of condrtion records and indrectly affects sales order processing.

For example, you can assign the tategory Delfivery costs to a condition type. Because condition records in this category are atways some kind of surcharge (freight costs, for example), the
system does not let you enter a negative number in a candition record of this condition type

Duning sales order processing, the system uses the condition category to search for more information spectfic to the condttion type For example, if you assign the category Cost to a condition
type, the system is directed to look in the matenal master record for details of the cost

Some condition categones are specific 1o a single application For example, the condition category A (Packaging) is used in condition types for sales but not for purchasing
Calculation Type

When you specify a calculation type for a condition type, you determine how the system calculates the price, discount or surcharge For example, the system can calcufate a price as a fixed
amount or as a percentage based on quantity, volume, or weight

Condition Class

The condition class 1s a broad classification of the condition type It allows the system, for example, to distinguish between the main types of conditions, such as prces and
discounts/surchar-es and where necessar -rocess them different!

Manual Entry

In this field you determine whether manual entres for this condition type are allowed, and if so, whether the system gives pnorty to manual or to automatic entnes
Scale Basis

The scale basis determines how the system interprets a pricing scale For example, the scale can be based on quantity, weight (sales only), or volume (sales only).

Scale Formula

The scale formula refers to a routine The system executes the routine whenever it processes pncing data of this condition type You can enter one of the routines predefined in the standard

SAP00029649-50; SAP00013952-3.
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You can rass frer ht costs onto our customers b usin s e 1al conditont g5 that rela - 1o shi- «in- and frei-ht char-e  The standard version of Sales includes predefined condition types that
are based on Incoterms

Incoterms

Incoterms are the mternationally-recogmized shipping terms that estabhish the respectwe liabilities of both the shipping party and the recipient. For example, a common shipping term 1s FOB (Free
on board) The term can be further qualfied by adding the loading port for example, FOB Boston

You can create condition records either

« based solely on the first part of the Incoterm (for example, FOB), or

» based on the combination of parts 1 and 2 (for example, FOB and Boston)
Freight Conditions

The SAP standard version includes two predefined freight conditions

 The first freight condition (condition type KFOD) applies to each item in a sales document. During automatic pricing, the system searches for valid condition records that apply to this freight
condition

o The secand freight condition (HDOO) can only be applied to an entire document You enter this freight manually dunng sales order processing

For more information about entering freight conditions manually, see Manual Pricing

SAP00029678;, SAP00013982.
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Sales Taxes
The standard version of the SAP system includes condition types that define country-specific sales taxes For example there are condition types for Value Added Tax (VAT) for use in some
European countnes  For tax determination in the US, the standard version includes condition types for state, county, and city sales taxes, as well as taxes based on tax jurisdiction codes.
Note

For more information about tax junsdiction codes in the US and tax determination in North America generally, see the online hypertext book Country Manual United States and Canada. To display
this information, select Tools —> Hypertext. Enter F_US_BOOK in the Structure field, E as the language, and select Structure — Open.

Automatic Determination of Sales Taxes

During the automatic calculation of sales taxes, the system takes the following factors into account

« Whether the business being transacted 1s domestic or foreign

o The tax classification of the customer's ship-to party {customers who are non-profit organizations, for example, may be exempt from paying sales tax).
o The tax classification of the matenal (some products may not be taxed at all while others may have a reduced tax rate)

| With the help of these cntena, the tax rate per item is determined in the sales order In customizing, a separate condition type ts set up for the tax rate (taxes on sales and purchases)

' Material Tax Classification Matenal
You specify the tax classification for a material in the matenal master record During sales order processing the system automatically transfers the tax classification into the sales document.
Customer Tax Classification

You specify the tax classification for a customer in the customer master record During sales order processing, the system automatically transfers the tax classification into the sales document.

SAP00029679; SAP00013953.

Condition records
The following excerpts describe condition records, how they are created, and what they
represent.
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Pricing Elements in Sales

All of the pricing elements that you use in your day-to-day pricing procedures - the prices, surcharges, discounts, freight charges, and taxes - are defined in the SAP system as condition types
This section gives you an overview of the pricing elements and their corresponding condition types that appear in the standard version of Sales 8 Distribution (SD)

When you create or maintain pricing information for a particular pricing element in the system, you create condition records. For more information about the tasks of creating and maintaining
condition records, see Warking With Condition Records

Further Information
The task of actually defining condition types is part of system configuration and maintenance For more information about condition types, see Using The Conditian Technigue: Pricing
Pricing Elements in the Standard Version

Pricing elements are subdmded into four general categories
Prices

Discounts and Surcharges

Freight Charges

. Sales Taxes

During typical sales order entry, the system cames out automatic pricing by finding a gross price deducting all the relevant discounts, adding any surcharges such as freight and sales tax, and
finally by calculating a net pnce for the sales order

The following figure fllustrates how the various pncing elements of everyday business are represented in the system.

SAP00029674,;, SAP00013978.
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Working With Condition Records

This section explains how to carry out day-to-day picing activities during sales order processing The section explains specifically how you create and maintain pricing infarmation in your system
by using condition records

Purpose of Condition Records

Condition records allow you to store and retnievepncing data in the system. All the pricing elements of your daily business - the prices, discounts, and surcharges for freight and taxes - that you
want to use for automatic pnicing must be stored in the system as condition records. You can define as many condition records as desired for the different pricing elements for any validity penod

Overview

This section s organized as follows:

Creating Condition Records

Changing Condition Records

Displaying Condition Recotds and Detailed Information
Deleting Condition Recotds

Validity Periods

Scales

Condition Supplements

Condition Exclusion

Upper and Lower Limits

SAP00029680,; SAP00013984.

The R3 documentation describes how condition records can be created and edited.
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Creating Condition Records

You create condition records for all the pricing elements that the system takes into account duning automatic pricing During document processing, the system transfers data from the condition
records and determines the amounts for indimdual pricing elements (prices, discounts, and surcharges) and the final amount for the sales document

Organizational Level

. Pricing elements are generally managed on the level of the sales organization and the distribution channel When creating condition records, you therefore always have to specify the
organizational level In the case of condition records for pnce groups, freight charges, and customer-specific prices and discounts, you must alsc enter the division. As a result, 1t 1s possible
with these price elements to create conditions according to product groups

|
!
l Procedure
1 The following procedure describes how to create a condition record using, as an example, a condition record for a matenal pnce You use the same procedure for condition records for other
. pricing elements
1 Select Logistics —>Sales & chstnbution —Master data on the main menu screen
! You reach the Sales Master Data screen
2. Select Pricing —Purces —Matenal pnces —Create
You reach the Create Price Condition {PRO0} Fast Entry screen.
3 Enter data in the Sales orgamzaton, Distnbution channel, and Matena/ fields
Then enter the pncing data for the matenal
l In the following figure, you see an example of a condition record for a matenial price
4. If you want to enter a pncing scale, press F2 (Scales). If you want to change the proposed validity penod, press F8 (valcity penods)

5. Ta save the condition record, press F11 (Save)

SAP00029681; SAP00013985.
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Creating Condition Records With Reference

If you want to create condition records based on similar records that are already created in the system, you can create condition records with reference. Creating condition recards with reference
reduces the entry effort considerably

For example, if you want to use the condition record of 2 matenal pnce as a reference, select Matenal price —Create wireference On the following data screen, you select either a certain
matenal or a range of materials The system presents one or more selected condition records, inciuding default values for scale values and validity penods

You can overtype any of the specifications of a condition record, thus using it as a reference When you save an overtyped condition record, the system creates a separate condition record

SAP00029682; SAP00013986.
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Creating Condition Records

For examgle, f you want to use the condition record of a matenal pnce as a reference, selact Matenal prce —>Create wireference On the foltowing data screen you select either a certamn material or a range of matenals The
system presents one or more selected condition records, including default values for scale values and validity periods

You can avertype any of the specifications of a condrtion record, thus using it as a reference VWhen you save an overtyped cendition record, the system creates a separate condrtion record

Fast Entry

The creation and the maintenance of pricing elements can be done on a single screen  one of the fast entry screens On the overview screen on which you create a matenal price for example, you can create further prces for
other matenals at the sarme time - provided these have the same sales data The system creates a separate condition racord for each of the entered matenal pnces

If you want to enter additional data for indmidual materials such as pncing scales or upper and fower hmits, you can branch to the necessary detail screens

Create price condltion (PROS): Fastentry

Fastentry of
rganization
ma_tenal Sxaslfnstﬁl 3?1 CzhanneIOO(;)11
: price: Gonditons
5' Matenal Ratg  Unt par UoM
Material 1 1000 USD 1 PC
! Mate- .12 2000 USD 1 KG
‘erial3 00 USD 1 KG
'] » aterial4
Representation
inthe system:
: , ~
Create Price conclition: Fastentry Create Price Congiltion: Fastentry Create Price Condition: Fastentry
* Gondiions Concttions Condiions
¢ Materal  Rata Unit perlioM Mateqal  Rate [hit per [ioM Material  Rate Unit par oM
Materal1 10.00 USD 1 PC Matesal3 30.00 USD 1 KG Matenal2 20.00 USD 1 KG

SAP00029682-3; SAP00013986-7.
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Creatm- Condition Records

T 1 i

Notes About Creating Condition Records
When you craate condition records for certain kinds of pricing elements you should bear the fotlowing information in mind
Craating Matena! Prices

You can create matenal prices in two ways

o Through Sales master data as dinthe p saction

» Through the material master record by selecting Detais => Sales details —> Sales pnce on the Sales 1, Sales 2 or Sales Text screens.

Maintaining Related Master Data

Duning sales order processing the system can process some condition records only if ponding data 1s d n the material or customer master records If, for example, you want to apply discounts to certain
| customers by creating condition records for different price list types, you must maintain data in each of the relevant customer master records For more information about which material and customer master data must be
matntained, see Prcing in Sales Documents

Creating Tax Records

Creating tax condition records differs from creating other condition records If you want to create a tax condttion racord, proceed as follows
Select Logishcs —>Sales & distnbution —>Master data

You reach the Sajes Master Data scresn.

! 2. Select Prcing —>Texes —Creste.

You reach the data Sedect C ios for Maintaining Tax Condi screen

Position the cutsor en the country for which you want to maintain a tax condition record and press F2 (Tax records).

w

You reach the fast entry screen for creating a tax condition record

o

Enter data i the Region, Customer tax classification, Matenal tax classification and Rate fields

o

To save the tax record, press PF11 (Save).

SAP00029683-4; SAP00013987-8.

Condition records can be displayed.
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. Displaying Condition Records and Detailed Information

| Displaying Condition Records

You can display condition records in master data maintenance or directly from the pricing screens in a sales or billing document

In master data mantenance, you display a condition record by selecting Pricing — Prices — Matenal prce — Display You can then select the condition records you want to display

Inthe ncin- screen of a sales or billin- document ou dis la acondition record b selectin the ncin screen markin the s ecific condition record and then ressin F5 Condtion recor .

! Displaying Detailed Information

In the overview screen of a condition record, you can also find information about details, such as

Header data {for example, person who created the condition record and when)

ftem details (for example, different amounts such as the condition amount, the upper and lower limit)
Status informatian (whether, for example, the condition 1s active or 1s marked for deletion).
Conversion factors (which units of measure the matenal 1s available in)

Condition information (to fist all condition records for a particular condition type).

Display key (shows organizational data)

SAP0002968 7, SAP00013991.

Condition records are also called pricing elements.
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|
| Pricing Elements
I

Material Price

enl "

The net pnce of a material can include several pricing elements Based on the gross price for a matenal the net price is j including the di and Sales tax s also taken into account

Subdviding Pricing Elements

ool

In the master data this leads to a g of the prcing el into three areas:
e Prces
o Surcharges and discounts

o Sales tax
Origin of Pricing Elements

The ongin of the three pricing elements can vary
e Anpnce can come from a pnce list, 1t can be based on an agreement with a customer or be dependent on the matena!

o Surcharges and di can be pecific or depend on the matenal group.
Validity Period

Pricing slements are generally only vahd for a certain peniod
» Price ists change on a yearly basis
« Discounts are only granted for the duration of a sales promotion

Managing Pricing Elements

Pricing elements are managed according to three crtena

o The usage which defines the type of the pricing element is stored for each pncing element  This includes sales price, special offer discount and freight surcharge

o The ongin of the prcing elements can vary You can, for example, define whether a price I1s dependent on the matenal alone or on the relationship betwsen customer and matenal.
o Aprice agreement can be imted to a period by specifying a validity period

Standard Price Agreements

Pnce agreements commonly used are predefined in the standard varsion of the SAP R/3 System Thess price agraemants depand on the sales organization and the distnbution channel. There are price agreements for a
o matenal

o customer

« combination of customer and matenal

SAP00029499; SAP00013796.

Condition records (pricing elements) can be associated with a product (material), a
customer, a combination of a customer and a product, a combination of a customer and a
product group (product hierarchy), a combination of a customer group and a product, or a
combination of a customer group and a product group.
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. Pricing Elements

e

« Anpnce agreement can be imited to a penod by specifying a validity period.

T

Standard Price Agreements
. Price agreements commonly used are predefined in the standard version of the SAP R/3 System These price agreements depend on the sales orgamzation and the distribution channel There are price
£ agreements for a
i e matenal
e customer
* combination of customer and matenal
o combination of customer and product herarchy
» combination of customer group and matenal

« combination of customer group and product hierarchy

Individual Price Agr ts

You can define new and indwdual price agreements  To do so, you need to specify the fields on which the pnicing elements is to depend  You can select all fields in a sales and distnbution document. If
you want to define indvidual price agreements, consult your system administrator

Vahies Within a Pricing Element

You must specify a currency for the values within a pricing element, such as the gross price of a material or the amount of a freight surcharge  Scales can be maintained for these values. You can, for
example, define the matenal price for a certain quantity or the freight surcharge for a certain weight

|

|

SAP00029499-500; SAP00013796-7.

The following example shows the various pricing elements (represented as condition records)
that apply when determining the price for an item in a sales order.
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Example of Pricing in a Sales Order
The following figure shaws the pricing information for an tem in a sales order. The pricing screen for the item shows the gross price that the customer is charged, several discounts for which the customer qualifies, and other

pricing elements, such as freight and sales taxes The condttion types that apply to each of these pricing elements appear on the left side of the pricing screen The sequence in which the vanous condition types appear is
determined b the e -rocedure.

Edit Goto System  Hetp

| Detailsl I Deleiel | New pricing I I Condition reco@

" tem o Netvalue In WSD j 1,708 20
Quantty  [128.098 DL Taxamount I T4 46

' Material £ -4908 : Pennsglvama ‘s Finest

o S

f CnTy Description Rate Curr  per  Uok Cond value W

v IijpRedi priee [T 00 Joso [l 1.62d 06

‘; " feross 74,00 =N TR 1,688 00

| . koo, [Customer discount  [1.068- A 16 80~

; [ [Piscount fmount 1[0 18- ) TFL 16 60~

i . JkF a0l [Freiont 'fo.50 “usp TKE 5 09

| n et Uslue 2 iz s 1L 1,708 20 -

| IR [tate sales tax 3.750 7 N

] rr"“ Net value for ord 4. 77 USD 1 ﬁ 1,772 26

I~ [oPAsi [Cost 656 50 T 53 60

P Profit Margin o Ty ST B 1,168 20

. : - i - : ©7 L OVR'NUM 336

SAP00029642; SAP00013943.

Condition Tables
Condition tables store the individual condition records that contain pricing information.
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Condition Tables
In ‘ncine condition tables fa an im-ortant role in determinin: how indwdual condition records are stored and retneved b the s stem.
Purpose of the Condition Table

A condrtion table defines the combination of fields (the key) that identfies an indindual condition record The key ts simply a combination of fields that helps the systern, dunng its search for relevant pricing information, te
distinguish one kind of condition record from another

Condition Tables in the Standard Version
The standard version includes predefined condition tables and specifies them for each access in each predefined access sequence.
Example Condition Table in Sales

A sales department creates conditian records for customer specific matenal prices. The standard version of the R/3 system includes condition table 005 for this purpose The key of table 005 includes the following fields
o Sales orgamzation

« [Distnbution channel

o Customer

e Matenal

The first two fields identify important organizational data and the last twa fields express the refationship between customers and specific materials. When the sales department creates a condition record for a matenal price or
discount that 1s spectfic to one customer, the system automatically usas condition table 005 to define the key and store the record

The following figure illustrates the cannection between the condition table and the subsequent condition records

SAP00029653; SAP00013956.

The following excerpt from the R3 documentation shows how pricing information can be
associated with a product (material), a customer, a combingation of the customer and the
product, a combination of the customer and the product hierarchy, a combination of the
customer group and the product, or a combination of the customer group and the product
hierarchy. Each of the combinations of fields forms a key for a condition table.
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Pricing Elements

e 4 T

o Aprice agreement can be limited to a period by specifying a validity penod

Standard Price Agreements

Price agreements commonly used are predefined in the standard version of the SAP R/3 System These price agreements depend on the sales organization and the distnbution channel.
There are price agreements for a

s matenal

s customer

s combination of customer and matenal

» combination of customer and product hterarchy
s combination of customer group and matenal

s combination of customer -rou- and roduct hierarch

Individual Price Agreements

i

| You can define new and indwdual pnce agreements To do so, you need to specry the fields on which the pncing elements is to depend  You can select all fields in a sales and
l distribution document  If you want o define indwdual pnce agreements, consult your system admiristrator
[

Values Within a Pricing Element

You must specify a currency for the values within a pricing element, such as the gross price of a matenal or the amount of a freight surcharge Scales can be maintained for these values
L You can, for example, define the matenal price for a certain quantity or the freight surcharge for a certain weight

|

i

SAP00029499-500; SAP00013796-7.

The following example shows a number of condition tables. The standard condition tables in
the R3 documentation associate prices with a sales organization and a distribution channel
along with information associated with the customer and the product, thus these two elements
are always included in the key for every condition table . Table 005 stores condition records
associated with a particular custer and a material (in addition to the always present sales
organization and distribution channel). Table 004 stores condition records that are not
associated with a particular customer; the key for this condition table is just the material.
Table 007 stores condition records that are associated with a division (a group of customers)
and a material.

64



Anticipation: 35 U.S.C. §102 (R3 Documentation)

File Edit Bookmark Options Help
Back Print <« Close

Condition Tables

The following figure illustrates the connection between the condition table and the subsequent condtion records

Canditiontable Fielde selected from
conditiontable 005

004 NMaterial

Sales organization

005 Customer/Matenal gg{;ﬁ:g?" channel

Waterial
006 Price hist type, Curency: Material

007 Divigion/Material

Create condition

Salesorganzation : 0001
Distribution channel : 01
Customer - C1

Material

M1
M2

—

SAP00029653-4; SAP00013956-7.
The following excerpts from the R3 documentation describe how condition tables can be

created and edited.
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: Condition Tables

Creating or Maintaiming Condition Tables

You can change and maintain the condition tables in the standard version You can also create new condition tables to meet the needs of your own organization You create and maintain
condition tables in Customizing

aes

From the initial screen of SD Customizing, you reach the condition table screens by selecting Functions — Pncing —> Condition tables. Then select Cond tables and the mode (create,
change, or display) you want to work with. When you select an existing condition table (or enter the name of a new one and select it), you reach the following screen

SAP00029654; SAP00013957.
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Condition Tables

Gondiion  Edit  Goto  Enwironment System  Help
T iy

[ Generate | | Technical view | | Field attributes |

i Cond, table iﬁ%? IFustomer/Haterlal

FIOIA SOIACHOM: - == = = = = = = e e mreae on s =+ e e+ % e e oo o
i - Selected fields --- ---~- ~Alowed fields -- - ---

'Sales organization - . Batch
-Distribution channel .City code

Customer ' City of deliv.plant
‘Material ‘Commission group

.County code
:Countg of dlu.plant
' Custoner
"Customer group
.Delivering country
‘Destination country
: ‘Distribution channel .
| . Division
:: - Document currency
K . Incoterms
. "Incaterms (part 2)

You use this screen to change the key of an existing condition table or to create the key for 2 new one.

Purchasing

From the initial screen of Custormizing for Purchasing, select Functions — Condittons = Prcing Then select Cond tables and the mode (create, change, or display) you want to work with

SAP00029655; SAP0O0013958.
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Condition Tables

You can make imited changes to an existing condition table For example, you can change the name of the table. You can also change the format of the corresponding fast entry screens (the
sereens where you can guickly, on a single screen, create and maintain the condition records that refer to the condition table).

Format of a Fast Entry Screen

The following figure shows, as an example, the fast entry screen for creating and maintaining customer-specific material prices and discounts. (This screen is not relevant for purchasing.)

nange Hric 3 J ”F‘
Conditions Edit Goto Detals Environment Pricing System Help !
[ ] e
[ scates | [ Details | [ Detete | [ validity periods |
Sales organization Usel
Distribution channel o1
valid from [12/83/1993
| Material Itate Unit per Uok D
" E-3000 “iPennsyluanian Burgundy 12.60 {USD 1 [F‘i"r,
‘E-4p00 Upennsyluania s Best 1480 |USD 1FL T
I E-40000 ¥[Pennsyluania’e Bast 18.60 |USD TFL &
I E-40008 {Pennsyluania’s Best 16.00 [USD 1FL
rE-s000 lancaster County Chablis 12.00 [USD 1L
[~ E-5800A “jPennsylvania’s Premium 12.00 USD Pﬁﬁrﬂf“
T E-6000 Philadelphia Riesling 19.80 [USD 1L
T E-60607 Pennsyluanian Gold 16.00 [USD TFC C
E-7000 1 TFL .1

Philadelphia Burgundy 7.00 USD

“ QVR NUM 1334

SAP00029656; SAP00013959.
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Condition Tables

The screen cansists of header lnes and ftem lines Each item Iine represents a separate condtion record. The header lines include the fields that are general to al item lines. Int is example,
the header fields include Sales orgamization, Distnbution channel, Customer, and Valdity There is only one item line field Aatena/ When deciding on the format of the fast entry screen, you
can determine whether each field in the key appears as a line in the header or as an item line

Changing the Format of a Fast Entry Scraen

i To change the format of the fast entry screen, press F6 (Technical view) on the screen where you create or maintain a condition table The followang screen appears.

Change Condition Table far Sales & Distribution * Technical View
Condition Edit Goto Erwironment System Help 1

B Eele

[ Generate | | Dictionary elements | | Field atributes |

Cond. table E—. Customer/Material

-Condition table fields s I
Selected fields line  Jext Fieldname  Dalaelem  Domaln lgth  UTyp
Sales organization [- ¢ [UKORG UKORG UUKORG ik
Distribution channel 7 ¢ [UTWEG UTWEG UTUEG r"z' C
Custoner ro¢ Ko XUNNR_U  KUNNR Me B
Material F & MATNR HATNR ATNR e

OVR NUM 1456

SAP00029656-7; SAP00013959-60.
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. Field to appear as an em Mark the Line line
i Text for an tem line to appear Mark the Text field

After you make changes to a condition table, press F16 (Generate) to regenerate the table.

Creating a New Condition Table

You can create new condition tables to meet the pricing needs of your organization. When you create a new condition table, you select a combination of fields from the list of allowed fields
a selected fields define the key for the subsequent condition records. Before you select the fields for the key, there are two things to consider

o The order (or hierarchy) of the fields
» Which fields you want to appear in the header and tem areas of the comesponding fast entry screens

Fields to Consider

In the area of sales, fields for special consideration are Sales orgamization and Distnbution channel The sales organization 1s nearly always used as a critenia in pncing, since difierent sales
organizations often want to have thewr own prices, discounts, and surcharges If you use the sales organization as a crtena in pricing, you should also use the distribution channel ff you do
not want to establish different prices, discounts, and surcharges for each distrbution channel, use the field anyway In SD Customizing, you can use one distribution channel as a reference for
all others (thereby sharing the same pricing data)

In Purchasing, the Purchasing orgamzation, Materal, and Plant are of special importance in pricing
Deciding the Order of Fields

The order of the fields in a condition table affects the performance of the system during pricing There are two general guidelines that will help you create an efficient condition table

1 When you select fields to do with the structure of your organization (such as Sales orgamzation and Distnbution channel or, in Purchasing, Purchasing organization and Plant), place the
fields in an order that reflects degrees of generality, working from general to specific Place the mast general field (Sales orgamzation, for example) at the top

2. After organizational fields, place fields from the document header before those that come from the ttem level (for example, Customer or Vendor comes before Matena))

After you have selected the fields far the key on the screen where you maintain and define condition tables, press F16 (Generate) to generate the table in the system. Generation prepares the
condition table for stonng condition data

SAP00029657-8; SAP00013960-1.

Pricing procedures

The top level of the condition technique is the pricing procedure. A pricing procedure defines
a sequence of condition types. The following excerpts from the R3 documentation describe
the pricing procedure, its use and its definition.
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Pricing Procedures

You can group the condition types that you use in your daily b actvities nto p

the circumstances

Purpose of the Pricing Procedure

In the case of pricing these are called pilcing procedures Prcing procedures allow you to broadly apply different kinds of pricing, depending on

The primary job of a pricing procadure is to define a group of condition types in a particular sequence The pncing procedure also determines

o which sub-totals appear dunng pricing
! o to what extent pncing can be influenced manually
o which basis the system uses to calculate percentage discounts and surcharges

o which reg forap I ditien type must be fulfilled before the system takes the condition into account.
Cond. it Reference
Step type Description step Manual Req

1 XXX1  Price 2

z Gross value

g XXX2  Spec.offerdisc. 2

4 XXX3  Discount % 2 2

£ XXX4  Discount % 2

€ Discount value 35

! 7 Netvalue 1

€ XXX5  Headerdisc. %
| 4 XXX6  Freight

| 10 Netvalue2
!
! 11 XXX7  Salestax
12 Cashdisc.basis

13 XXX8  Cashdiscount

Pricing Procedures 1n the SAP R3 Standard Version

|
i
l
|
o

I The standard varsion includes pradefined pricing procedures, containing commonly used condition types in the most likely sequences. You can, of course, modify these standard pricing procedures or create your own from scratch. ||

SAP00029667-8; SAP00013971-2.

71



Anticipation: 35 U.S.C. §102 (R3 Documentation)

; Contents Seach ! Back  Punt « > Close

Pricing Procedures

Examgle of a Pncing Procedure

If a sales department processes sales orders for a vanety of foreign customers, the department can group the customers by country or region A pricing procedure can then be defined for each grouping of customers.
Each pracedure can imclude condition types that determine, for example, country-specific taxes
In sales order processing, you can specify pricing procedures for specific customers and for sales document types The system automatically determines which procedure to use

In purchasing, you can specify pricing procedures specific to a vendor and to a purchasing orgamzation.

Creating or Mamtaming Pricing Procedures

You create or maintain pricing procedures m Customizing For more information, see the online Implementation Guide for Sales or Purchasing
Sales

From the inttial SD Custamizing screen, you reach the pricing procedure screen by selecting
1. Functions — Pricing — Control data
2. Pncing procedure — Pncing procedure

When you select an existing pncing procedure (or enter the name of a new ane and select t) you reach the following screen.

SAP00029668; SAP00013972-3.
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Pricing Procedures

stribution Mainlain Pricing: Pricing Procedure

Londtion Edit foto Environment System  Help
= 3E)
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The preceding figure shows an example of the standard pricing procedure that has been designed for the US. The pricing procedure includes condition types that determine sales taxes specific to the US.

Purchasing

From the initial screen of Customizing for Purchasing, you reach the screen for defining pncing procedures by selecting

1 Funchons — Condiions — Prcing

2. Pncing procedure— Pricing procedures.
You then enter or select a pricing procedure (standard RMOOD0). The pncing procedure appears

SAP00029669 SAP00013973-4.

73




Anticipation: 35 U.S.C. §102 (R3 Documentation)

: e i i P
Contents Back Prnt &« Close
Pricing Procedures
| gbndition Edit Goto Environment 3System Help !
1 )
| L B ® emE
: l Change viewj Welete Imil | Condition type I | Records by cond.type I
i
{ Procedure iRHBOGG Purchasing Document
FSlepS ————— -t mse seneooos oo
step  Cntr CnedTy Description Fromn 1] Man  Sotky Sttt Reqgt
T 1 PBOD {Gross price I~ r
1 2 PBXX Gross price (. I 5
J10 § RBOE {Discount (uelue) 3 I~
10 2 RCOB Discount/quantity L] I
10 3 RAOE PDiscount % from net W I
: 0 [ [RAeT Pisc.% from gross |1 - I
| 10 5 HBOG Head.surch.(value) & I
1 by ZBO8 [Surcharge (value) 0] I~

SE
-

OVR NUM 1507

Information About Fields

The following topic provides a quick reference for the fields that control vanous aspects of the pricing procedure A brief description of each field follows
Step

The number of the step defines the sequence of the step within the pncing procedure

Counter

You can allocate more than one condition type to a step with the help of the counter The counter 1s simply a sequential number that establishes the sequence of the sub-steps

SAP00029670; SAP00013974.
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Pricing Procedures

Information About Fields

Step
The number of the step defines the sequence of the step within the pricing procedure.

Counter

You can allocate more than one condrtion type to a step with the help of the counter The counter is simply a seq | rumber that blishes the seq of the sub-step:
Condttion Type
This field specifies each condttion type mcluded m the pncing procedure.

From and To

These fields specify a single step or a range of steps For example, the system can use the single step or the range of steps as the basis for cal g p I or surcharges To calculate sales taxes for 2 sales order, you can
spectfy a net value as the basis for the tax calculation in this case, you enter the step number of the net value sub-total in the From  field

If you specify both From and To  steps the system calculates a total or subtotal from all the condition types that occur within the range of steps The system can then for example, use the total or sub-total as the basis for a percentage
discount or surcharge

Marnual

This field indicates whether the system hes for a condition record or whether the system only searches after you enter the condition type manually dunng pncing

Account Key

The account key field determines the kind of revenue account to which the system posts amaunts from different condtion types

dure for purch it (RMOOOD), for example, the account key FRE specrfies an account for all freight costs

9

In the standard pricing p

Statistical
This field indicates whether the value of a discount or surcharge is statistical. if you mark a condition type as statistical, the value of the discount or surcharge has no effect on the calculation of the net price.
Requirement

If you want the system to take a condttion type into account, but only under special circumstances you can enter the number of a routine in this field Dunng sales order processing, for example, a routine can check whether a customer
qualifies for a cash discount i yes the system takes the relevant condition type into account You can enter cne of the routines predefined in the standard version or you can create your own

Additional Fields

Addtttonal entry fields are available when you press F8 (Change view). The following figure shows the screen with the additional fields.

SAP00029670-1; SAP00013974-5.

75






Anticipation: 35 U.S.C. §102 (R3 Documentation)

Fle Edt Bockmark Optons Help

[ Contents| Seach ] Back | Pit | < [ » | Cose |

' Prices

In the standard version of the SAP system, the basis of pricing during sales order pracessing 1s the gross price of a matenal The following kinds of price are predefined
* Matenal price

o Pnce list type

Selecting From Competing Pricing Records
During automatic pricing, the system looks for a gross price Since It s possible to store diffierent kinds of prcing information in the system, pricing records can, in certain circumstances, compete with each other. For example, you may
I have a basic matenal pnce in addition to a special matenal pnce for a particular customer

I In the standard version, the system selects the most specific record, the customer-specific price If no customer-specific pce exists, the system looks for a valid price list type If no vahid price list type exists the system takes the basic
matenal pnce This search strategy s dunng system 9 mSDC For more see Access Sequen

Matenial Prices

When you create a material price, you specify a price or a pncing scale for a spectic matenal You specfy a combination of sales organization and distributlon channef, for which the matenal price 1s valid.

Note

&

In SD Customizing, it 18 possible to specify that pneng of sales

m the SD mplementation Guide

dioar and distribution channel can be shared by other comb For more inf see the online infarmation

Price List Types

Depending on the pricing policies of your company, you can define your own price hst types to suf the needs of your business For example, you can define pice list types by customer groups (wholesale, retad, and so on) and by
! cumency (pnce hsts for each fareign country you deal with) For each pnce hst type, you create diferent pricing records, using the same organizational data as for matenal prices (sales organization, distnibution channel). You can then
‘ assign pnee st types, where y to each n the ‘s master record

Customer Specific Prices

|
E 1f you grant special pnces to ddferent customers, you can create customer-spactfic pricing records. In addition to the same organizational data you enter for matenal prices (sales organization distnbution channel), you assign the pncing
| record to a specific combination of customer and matenal

SAP00029676; SAP00013980.
The following excerpts provide more detailed descriptions of access sequences as well as
additional examples.
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Condition Technique: Overview
Example of a Candition Tahle

A sales department creates condition racords for customer-specific matenal prices. The standard version of the R/3 system prowdes a condition table for this purpose The key of table includes the following fields
o Sales organization

o Distribution channel

o Customer

e Matenal

The first two fields wdentify important orgamzational data and the last two fields express the relationship between the and the matanal.
What 1s an Access Sequence?

An access sequence 1s a search strategy that the system uses to find valid data for a particular condition type The access seq) i the seq in which the system searches for data

Example of an Access Sequence

A sales depantment may create different kinds of pnce data There may be a basic prce for a product, a special customer-specific price for the same product, and a prca hst for, say, large customers. A customer may, in theory, qualfy
for all three different pnces The access sequence enables the system to access the pncing data records in a particular sequence until it finds a valid price In this example, the sales department may want the customer to get the most
advantageous pnce and defines the spectal customer specific pnce as the first place to search

What s a Precedure?

A procedure 1s a listing of condition types, defined in a particular sequence. It enables the system to determine that a particular set of condition types in a specified sequence apply in given circumstances

Example of a Procedure

In pncing, you define a procedure that determines how prces, discounts, and surcharges apgear in sales orders and invoices In a typical situation, the first condition type in the procedure determines the gross price. Condition types
then follow that determine the vanaus discounts Finally, there are condition types that determine freight costs and sales taxes If you have customers in different countnies, you can group the customers by country or region You can
then define for each grouping a procedure that takes inta account local requirements (for example, sales taxes)

Condwon Techmque in Different Applications

Each apphcanon that uses the conditien techmque uses lhe same basic elements Different applications also use the same screens For example, the screens for , access seq and tables are always
y the same, dless of apph however, may decide not to display fields that they do not need Condition types are an exception Heve each application can design its own screen

Pe PH

.

For more information about specific apphications, please refer to the documentation for indmdual applications

How the El of the Condition Tech Work Together

The following figure it the rel hips between

of the condition technique.

SAP00029637-8; SAP00013938-9.
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. Access Sequences
! Example Price Determination (Sales)

A sales department may offer customers different kinds of prices The department may create, for example, the following condition records in the system
! e Abasic price for 2 matenal
o A special customer-specific price for the same matenal, and
o Aprce list for, say, major customers

During sales order processing, a customer may, in theory qualfy for all three different pnces The access sequence enables the system to access the data records in 3 particular sequence until it finds a valid pnce. In this example the

sales dep t may want the 10 get the most advantageous price and defines the special customer spectfic prce as the first place to search The followang figure shows how the system searches for the relevant record
! Conditiontype
i PRI Price * Accasssequence : PROO |
I K0G4 I | Discount% {Accesasequence K004 I

] | Koo7 I I Major customerdisc. {Accesssequonce:KOO'! |

Access sequence

l 1. Customer/Material l

| 2. Pricelisttype/Currency /Material I

| 3. Material J
SAP00029659; SAP00013962-3.
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Access Sequences

Information About Fields

The following topie 1s a referance for the fields that control various aspects of access sequences A brief description of each field follows

cess um-er

Ifthere 1s more than one access in an access sequence, the access number determines the order in which the system cames out the accesses

Condition Table

The condition table that you specify here determines which condition records the system accesses during its search for valid data The condition table defines the key that identifies the relevant condition records. For mors information

about condition tables, see the prewious topic in this section

Requirement

In this field you specify a routine The routine chacks that certain requirements have been fulfilled before it carres out the accass For example, the system can use a routin to check whether the document cumency is local or forewgn

Depending on the result, the system cames out an access of tgnores it and maves on to the next access The followng figure illustrates the use of requirements in an access

r Tagctfclesidco} E

Sales crgamzalon
Disriaut oncharnel
Pricelisl lyp=
Documeni currancy
Lacalocurrcnocy

Pricingrefareacamasat

"Sales crqen zalicn”
"Dislnibulio s chiern al”
"Prices list typ='
"Dooumantourraroy"

"B ataerial'

Js01

21

D2 (AT HOles sl
J5D

DM

kAt

"Salzsorgarizaton
“Doslribs aboeriehizr nesl”
"Sricelisttype’
"Dooumant currancy"

"Ma-erial"

SAP00029662-3; SAP00013966-7.
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Access Sequences

You specify an access sequence for each condttion type for which you create condition records The access sequence helps the system to find valid records during pricing Thete are some condition types for which you do not create
condrtion records (header discounts that you can only enter Iy, for ple) These condition types do not require an access sequence

urpose o 1ie - ccess equence

The access sequence prowdes a strategy for the system when it searches for relevant condition records. The access sequence consists of one or more The seq of the blishes which condition records
have pronty over others The accesses tell the system whers to look first, second, and so on, until it finds a valhd condition record

Access Sequences in the SAP R/3 Standard Version

The standard version contains access sequences that are predefined for each of the standard condition types The names of the access sequences oftan comrespond to the condition types for which they wers designed For example, the
access sequence for a matenal discount (condition type KDO4) is also called K04

Example Price Determinatien (Sales)

A sales department may offer customers different kinds of prices The department may create, for example, the following condition records in the system
« Abasic pnce for a matenal

o A special customer-spectfic pnce for the same matenal, and

e Apnce list for, say, major customers

Dunng sales order processing, a customer may, in theery, qualify for all three different pnces The access sequence enables the system to access the data records in a particular sequence until t finds a valid pce In this example, the
sales department may want the customer to get the most advantageeus pnce and defines the special customer-specific pnce as the first place to search The following figure shows how the system searches for the relevant record.

SAP00029659; SAP00013962.

The access sequences operate in two modes, controlled by an “exclusive access indicator” in
each access sequence. When the exclusive access indicator is not set each condition record
identified by the access sequence is retrieved (from its condition table) in the order specified,
and the last one retrieved is used in the calculation of the price. In this case, the condition
records are ordered from most general to most specific, and it is the most specific one that is
utilized to calculate a price. When the exclusive access indicator is set (in “exclusive”
mode), the first record identified by the access sequence is retrieved from its condition table
and then used in the calculation of the price. In this case, the condition records are ordered
from most specific to most general.
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Access Sequences
Accass30 only ekesrlacs f
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L ielocdl curre wy il ers from e
document surrency

In the example in the praceding figure, the local currency 1s in German Marks. In this case, the access fulfils the requirement that the local currency must differ from the dacument currency before the system carries out a search for a
record The system makes the access If the local currency had been i US dollars, the system would have ignored the access (thus improving system performance during pricing).

XC uswe ‘ccess nocator
You specify in this field whether you want the system to stop when i finds a valid condition record for the access If you do not mark the exclusive access indicator, the system continues to make each access in the sequence, finally
proposing the last valid condition record it finds
In the earkier example of access sequances for Sales and Purchasing where the indicator is set for sach access, the system stops when it finds the first vaiid condrtion record Altematively, tt would be passible to not set the indicator
and 10 reverss the order of the accesses and have them starting with the most ganeral condrtion records and ending with the most specific (in this case, the customer/matenal price). In the sales erder, the system would then hist all the
condition records it found but would onl use the last one You would then be able to see all the vanous possible pnces that 2«1 to the -arhcular document
Detals of an Access
You can see a detalled view of each access by pressing F2 (Detanl screen)

Sales
The following figure shows the access sequence PROC. The first access in the sequence Is Customer/Materia! and refers to condition table 5 (the table that defines condition records for customer-specific matenal prices).

The followang figure shows the details of the first access, Access number 10

SAP00029663-4; SAP00013967-8.

As shown in the following excerpt from the R3 documentation, the pricing information is
associated with pricing types (which are condition types in the R3 documentation) using
pricing procedures and access sequences.
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Condition Technique: Overview
How the Elements of the Condition Technique Work Together

The following figure illustrates the relationships between elements of the condition technigque

Access sequences Condition records
CCCC —1
BBBB Condition table_s‘__”_,_,__.' o001 I
S:&’rcring for
Y :x;mg:ndﬁon gg; Eey
Accessno  Cond table hid
10 001 003 Key
20 003 ~— —“
30 002 oy and @
condfion data

Contrdlling the
memroh for welid Conditiontypes

cond for eods
cococo

BBBE

ALAA
Definition of :
- Gontrol data

- Changes allowed
- Procedure maintenance

| Contralling the conditons
n tha document

Procedures

! US-STANDARD

: Condition type Manual Acct key

AAAA X ERL
BEBBB ERL

CCCC X ERS

SAP00029638; SAP00013939.
The pricing information is associated with organizational groups and product groups using
access sequences and condtion tables, as shown in the following excerpts.
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. Condition Tables

The foliowing figure illustrates the connection between the canditinn tahle and the subsequent condition racords

1

Canditionoble Fielde seleoted i ormy
conditiontable 008

004 Meateral

i Sales organizetion

005 Customer/ Materinl Distnbution channel
Vit erial

006 Pnce list type.” Currencys Matarial

{ 007 Dwinion/Material

Create condition

Salesarganizehon : 0001
Diotnbution chennel : 01
Customer H 1
Meaterial @
n1
rAZ

-

|
|

SAP00029653-4; SAP00013956-7.

The above example from the R3 documentation shows a number of condition tables that
demonstrate that pricing information is associated with organizational groups. The standard
condition tables in the R3 documentation associate prices with a sales organization and a
distribution channel along with information associated with the customer and the product,
thus these two elements are always included in the key for every condition table. Table 005
stores condition records associated with a particular customer and a material (in addition to
the always-present sales organization and distribution channel). Table 004 stores condition
records that are not associated with a particular customer; the key for this condition table is
Jjust the material. Table 007 stores condition records that are associated with a division (a
grouping of customers or “organizational group”) and a material.
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The following excerpt from the R3 documentation describes how pricing information
(condition records or price agreements in R3) can be associated with any combination of
material, material hierarchy (“product group”), customer, and customer hierarchy
(“customer group”).
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I oea price agreement can be limited to a penod by specifying a validity period.

Standard Price Agr t

Price agreements commonly used are predefined in the standard version of the SAP R/3 System These price agreements depend on the sales organization and the distnbution channel. There are price
agreements for a

« matenal

« customer

l s combination of customer and matenal

« comhbination of customer and product hierarchy

|« combination of customer group and matenal

» combination of customer -rou- and roduct hierarch

|
SAP00029499-500; SAP00013796-7.
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The R3 documentation discloses that access sequences can operate in two modes, depending
on the setting of an “exclusive access indicator” for the access sequence.

In the first mode, when the exclusive access indicator is not set in an access sequence, every
condition record specified in the access sequence is retrieved and ordered, and the last one
retrieved is used. In this case, the order of the keys in the access sequence is ordered from
the most general first to the most specific last.

In the second mode, when the exclusive access indicator is set in an access sequence, the first
condition record retrieved is the one that is used. The price sequence is ordered from more
specific to more general. This is the situation described by the example below.
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" Example of Pricing in a Sales Order
i
! Condition Techmique for Sales Order

The preceding figure shows how pricing information appears on the screen for a sales order tem The following figure shows how the condition techmique works n the background to produce the pricing information The diagram shows
how the various elements in the condition techmigue work together

] N Salesorder
Pricing procedure RVAALUS 0 Zacadoz.vpo 03 oo pratnt proct

Sustomen 23 iZus picingproce:)

i 1. Price PROO itm10 120P0

! 2. Discount1 RBO1 PROO Pnce 99 USD

3. Diocount2 RBO2
2)

Conditiontype PROO

Accesazequennce PROO

=

Accesasequence PROD

|. Cugtomermaterial
2 Pnoe listtype/cLrrency/matenal
, 3. Material

Recordsforcond type

Scale
No vald record exists 100USDfom  1PC

98USDfrom 200PC

SAP00029642-3; SAP00013943-4.

} Validrecord exizts 99USDfrom 100PC
I
|
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Example of Pricing in a Sales Order

Seale
Novald record exists 100USDfom  1PC
Yalidrecord exiats 99USCfrom 100PC

98USDftom 200PC

Step-by-step Description

1 The system first determmes the procedure according to information defined in the sales document type and the customer master record

2 The pncing procedure defines the valid condition types and the sequence in which they appear in the sales order In the example above, the system takes the first condttion type {PROC) in the prcing procedure and begms the search
for a valid condiion record

3 Each condiion type in the pricing procedure can have an access sequence assigned to . In this case, the system uses access sequence PROD. The system makes the specified accesses unti it finds a valid condibon record.
(Although this diagram does not show i, each access specifies a particular condiion table. The table prowdes the key with which the system searches for records)

4 Inthe example, the first access (searching for 4 customer-specific matenat pnce) 1s unsuccessful The system moves on to the next access and finds a vald record

5 The system determines the pice according fo mformation stored in the condition record If a pricmg scale exsts, the system calculates the appropniate prce In the example, the sales order tem 15 for 120 pieces of the matenal
Based on the quantity, the system determmes a pnce of 93 per piece

The system repeats this process for each condition type n the pricing procedure and comes up with a final pce

SAP00029643; SAP0O0013944-5.

As mentioned above, the R3 documentation discloses that access sequences can operate in
two modes, depending on the setting of an “exclusive access indicator” for the access
sequence. This is described in the next excerpt.
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In the example in the preceding figure, the local currency is in German Marks. In this case, the access fulfills the requirement that the local currency must differ from the document currency before
the system camies out a search for a record. The system makes the access. If the local currency had been in US dollars, the system would have ignored the access (thus improving system

performance dunng pricing}
Exclusive Access Indicator

You specify in this field whether you want the system to stop when it finds a valid condition record for the access If you do not mark the exclusive access indicator, the system continues to make
each access in the sequencs, finally proposing the last valid condition record it finds

In the earlier example of access sequences for Sales and Purchasing where the indicator is set for each access, the system stops when it finds the first valid condition record Alternatwely, it
would be possible to not set the indicator and to reverse the order of the accesses and have them starting with the most general condition records and ending with the most specific (in this case,
the customer/matenal pnce) In the sales order the system would then st all the condition records it found but would only use the last one You would then be able to see all the vanous possible
prices that apply to the particular document

Details of an Access

You can see a detailed view of each access by pressing F2 (Detail screen).

Sales

The followng figure shows the access sequence PROD The first access in the sequence 1s CustomenrMatenial and refers to condition table § (the table that defines condttion records for
customer-specific material prices)

The following figure shows the details of the first access, Access number 10

SAP00029663-4; SAP00013967-8.

The R3 documentation has a number of descriptions of access sequences. In the following
example, there is a base price for a product, a special customer-specific price for the same
product, and a price list for, say, large customers. This shows that customers as well as
customer groups can be used to retrieve pricing information.
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| Condition Technique: Overview

i

Example of a Condiion Table

A sales department creates conddion records for customer-spectfic matenal pnces The standard version of the R/3 system provides a condition table for this purpose The key of table includes the following fields

« Sales organization

« Distribution channel

» Customer

o Matenal

The first two fields 1dentify important organizational data and the last two fields express the relationship betwsen the customer and the matenal

What i1s an Access Sequence?

An access sequence Is a search strategy that the system uses 1o find valid data for a particular condition type The access sequence determines the sequence in which the system searches for data

Example of an Access Sequence

A sales department may creste different kinds of pnce data There may be a basic price for a product, a special customer-specific pnce for the same product, and a pree list for, say, large customers. A customer may,
in theory, gualify for all three different pnces The access sequence enables the system to access the pricing data records in a particular sequence until it finds a valid price In this example, the sales department may
want the customer to get the most advantageous price and defines the special customer-specific price as the first place to search

What 1s a Procedure?

A procedure Is a listing of condition types defined in a particular sequence It enables the system to determine that a particular set of cond types, in a specified . apply In given circumstances

Example of a Procedure

In pneing, you define @ procedure that determines how prices, discounts, and surcharges appear in sales orders and In a typical the first il type in the p d | the gross price.
Condition types then follow that d the vanous d Finally, there are condition types that determine freight costs and sales taxes if you have customers in different countnes, you can group the
customers by country or region Yeu can then define for each grauping a procedure that takes into account local requirements (for example, sales taxes)

Condition T

ique in Different Applicat:

Each application that uses the condition technique uses the same basic elements Different applications also use the same screens. For ple, th for p | , access seq and d tables

., the
are always essentially the same, reg. of apy dual app , however, may decide not to display fields that they do not need Condtion types ara an p Here, each application can design
its own screen

For more information about specific applications, please refer to the documentation for indmdual applications

SAP00029637-8; SAP00013938.
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Access Sequences

E ple: Price Determi (Sales)

A sales department may offer customers different kinds of pnces The department may create, for example the following condition records in the system
« Abasic price for a matenal

o A special customer-specific pnce for the same matenal, and

s A pnce hst for, say, major customers

Dunng sales order processing, a custamer may, in theory, qualify for all three differant prces The access sequence enables the system to access the data records in a particular sequence until 1t finds a valid price In
this example, the sales department may want the customer to get the most advantageaus price and defines the special customer-specific price as the first place to search The following figure shows how the system
searches for the relevant record

Conditiontype
I Price Qccesssequence:PROO I
I K004 I I Discount% {Accesssequence:KOOd I

I Kao7 I | Major customer disc. {Accesssequence;KO(ﬂ ]

Accesssequence
PROO I 1. Customer/Material | o
acific
[ 2, Pricalisttype’ Gurrency /Material |
General
I 3. Material I _ %

SAP00029659; SAP00013962-3.

The following excerpts from the R3 documentation describe how pricing information can be
associated with the product or a product group in which the product is a member as well as
the purchasing organization or an organizational group in which the purchasing is a member
as well as combinations of these criteria.
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| Pricing Elements

» A price agreement can he imited to a perod by specifying a validity period

Standard Price Agreements

Price agreements commonly used are predefined in the standard version of the SAP R/3 System These pnice agreements depend on the sales organization and the distribution
channe!l. There are price agreements for a

o matenal

e customer

s combination of customer and materral
e combination of customer and product hierarchy
e combination of customer group and matenal

e combination of customer group and product hierarchy

SAP00029499-500; SAP00013796-7.
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Grouping Materials

Materials can be grouped according to different critena  This allows for easier management and better evaluation of matenals with similar features. The standard version of the SAP R/3 System
does not provide exact cntena to differentiate between individual groupings  These crtena can be defined by the company to meet their specific demands  The groupings are determined and
defined by the system administrator Contact him, if you have questions conceming the existing groupings. In the standard version of the SAP R/3 System the following groupings are possible,
for example

« Matenal group
* Matenal pricing group
» Product hierarchy

Material Group

Goods with the same features (for example, nails) can be grouped using the field Matenal group. Unlike the product hierarchy, the material group does not contain different levels or possible
combinations of goods  You can, however, use the matenal group to carry out different analysis functions The matenal group is defined by a nine-digit, alphanumenc key. It 1s not primarily of
importance for sales and distnbution, but 15 used mainly in matenals management

Maternial Pricing Group

The matenal pricing group can also be used ta group materials, especially for pricing and for analyses  The material pricing group 15 defined by a two-digit numenc key

Product Hierarchy

The product higrarchy 1s used to group matenals by combining different features. 1t 1s used for analyses and pricing A product hierarchy can consist of up to eighteen characters. Its features
can be combined in various ways The following figure gives an example of how materials can be grouped using product hierarchies

| ) Electrical s "
’ Pozition 1-5 apgdsaoqce, pzz\;gg &
Dry Wet
i Posltlon 8-10 appliances oppliances . P
! 00001 00002
Eloetrical Faod Waehing Dish-

Position11-18  stoves  prosessora  machines  washors
00000004 00000002 00000001 00000002

In this case, a dishwasher can be descnbed by product hierarchy 00010000200000002 This series of characters states that dishwashers belong to the category electrical appliances (senes of
characters 00001, position 1-6), and also to wet appitances (series of characters 00002 position 6-10) and, finally, to dishwashers (senes of characters 00000002, position 11-18)

SAP00029548-9; SAP00013845-6.
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Grouping Materials

Matenals can be grouped according to different critena  This allows for easter management and better evaluation of matenals with similar features. The standard version of the SAP R/3 System
does not provide exact cntena to differentiate between individual groupings  These critena can be defined by the company to meet their specific demands  The groupings are determined and
defined by the system admimstrator  Contact him, If you have questions concerning the existing groupings In the standard version of the SAP R/3 System the following groupings are possible,
for example

s Matenal group
* Matenal pricing group
e Product hierarchy
Material Group
Goods with the same features (for example, nails) can be grouped using the field Matenal group. Unlike the product hierarchy, the material group does not contain different levels or possible
{ combnations of goods You can, however, use the matenal group to carry out different analysis functions  The material group is defined by a nine-digit, alphanumeric key. It is not pnmarnly of
importance for sales and distnbution, but 1s used mainly In matenals management

Matenal Pricing Group

The matenal pncing group can also be used to group matenals, especially for pricing and for analyses The matenal pricing group 1s defined by a two-digit, numeric key

SAP00029548; SAP00013845.
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Discounts and Surcharges

The standard version of the SAP system includes a variety of commonly used discounts. If your business requires it, special discounts and surcharges can be defined n SD Customizing during system configuration or subsequent
customizing

Disconnts in the Standard Version

The standard version includes the followin  discounts

Discount {Key) Kind of discount
Customer (KDO7) Percentage

Matenal (KOO4) Absolute

Pnce group (KD20) Percentage

Matenal group (K028} Absolute discount by weight
Customer/matenal (KDO5) Absolute

Customer/matenal group (KO30) Percentage

Price group/matenal (KD32) Absolute

Price group/matenal group (K031} Percentage

You can use any of these to create records in the system Dunng automatic pricing, the system takes nto account the discounts that apply in the circumstances and searches for valid condition records In
the case of discounts that refer to a grouping of soms kind (for example matenal and price groups), you must assign the group in the corresponding customer or matental master record before automatic pricing takes place

Further information

For more detailed information about each of these discounts, you can ask your system administrator about how each discount 1s set up In your system You can also, duning sales order processing, branch from each pricing element in the
document to screens that gve you more information You can see for example, some of the data - the relevant condition tecord and pricing scale information, and so on - that the system uses to calculate a pricing slement

New Discounts in Release 2 1

Releass 2 1 of the standard version of the SAP R/3 System includes new discounts for use in the g new billing functions

Function Condltion type Desciiption

Rebate processing  BOO1 Group rebate (%)
BOO2 Matenal rebate (fixed)
BOO3 Customer rebate (%)

Inter-company proc. P01 Inter-company (fixed)
pio2 Inter company (%)

Invoice hists RLOD Factonng discount
MW15 Factonng discount tax

For more information about these new billing functions, see the SD Bifhing Gurde

SAP00029677; SAP00013981.
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Prerequisites for Automatic Pricing

pricing, the following prereq must be met

For the system to carry out

« Condion records must already exist in the system for each of the condrtion types that you want the system to apply automatically For more information about creating and maintaining cenddion records, see YWarking With Condition
Records

* Where necessary, data must be mai j In the ponding c and matenal master records If, for example, you want to apply discounts through spectal groupings of ether or s, then the system can only
carry out automatic pricing when the groups are specified within the relevant customer or matenal master records

Matenal Master Data

The fislds in the matenal master record that are relevant for pricing are on the Safes 2 screen

» Tax classification Indicates to what extent the matenial is hable for sales taxes If more than one tax classfi exists (for ple, in the US there may be tax classfications for sales taxes at state, ctty, and county levels), then
you find this information appears on ¢ own screen In this case, from the Safes 2 screen, select Details — Sales detals —> Taxes

Pricing reference material In this field, you can specify ancther material as a reference for pncing information If you specify a reference, the system, during automatic pncing, uses all the condttion records that apply to the reference
matertal

Material aroup: i i i ly the same condition record. For example, using a material grou|

Cash discount [n this field, you can specify whether or not the material qualifies for a cash discount
Customer Master Data

Most fields in the customer master record that are relevant for pricing appear on the Sales screen

Customer pricing procedure Here you specify the pricing procedure for a customer Pricing procedures are created and maintaned in SD Customizing During sales order processing, the pncing procedure determines the kinds of
pncing element you can use and in which sequence they are processed

Price listtype Price st types allow you to apply a matenal price in a particutar cunrency to a group of customers For example, you can speciy a prce hst type that applies to all wholesale customers in one of your export markets.

Price group Price groups let you apply a discount to a particular group of customers

Tax classification In this field you specify the tax liabilty of the customer Ifthere is more than one tax classification for a customer, the information appears on a separate screen In this case, you press ENTER o select the following
3 screen

Note
If your business operates in the US, you must maintain some additional data so that the system can automatically determine sales taxes In the Controf data screen you should maintain the County code and Ciy code fields

SAP00029698; SAP00014002.
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Material Data: the Sales View

Smallest quantity that the customer is allowed to order It is measured in a base untt of measure
Minimum delvery quantity
Lowest guantity that may be defivered te a customer.
1 Dalwery unit
Only exact multiples may be supplied. The delivery unit is made up of 2 number and a2 unit of measure. In the case of a delivery unit of 30 pleces, only 30, 60 90, and so on pieces can be deliverad but not however, 100 pieces.

Note
Enter the sales prices of a material with Details — Sales pnce

The most important data on the second sales scresn is
Matena! descnption

This information 15 mandatory and identical for 2ll depatments. Talk 1o the other users to decide what you are going to enter here.
Dmsion

The uge of dmsions lets you organize your sales structure around groups of similar products or product lines This allows the people in a dwision who pracess orders and serice to sf na area of exp

Cash discount
This indicator determines whether a matenal qualfies for a cash discount.
The second box on the screen contains the following grouping terms
Rebate group
The rebate group determines whether a volume-based rebate can be granted for a matenal.
Commission group

You can allocate two matenats to the same i group if each rep who sells these materals receives the same p for both Is It is quite possible that different representatives within the group
recerve different commmission percentages

Pricing reference matenal
The key allows you to group together products for which the same pricing procedure is used.

Material pricing group
Group of materials to which the same pricing conditions apply.
Product hierarchy
Group of matenals used by the system for pricing purposes and sales analyses

Account determinatien group

The system refers to this group of matenals when it creates an accounting document from a billing document to determine the revenue and sales deduction accounts
ltem category group

The system uses this value in sales documents to determine the item category,

The contents of the lower box depend on the settings that have been made in Customizing using the Sales and Distnbution Configuration menu Tax by country These determine which taxes are relevant for different countries.

SAP00023355-6, SAP00008915-6.
Pricing Analysis allows the user to see the accesses that the system makes when determining
a price.
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Pricing Analysis

Analysis Edit Goto System Help

i ]l | (]
|
|

Details Documentation

oh+l 1on  ype onpen
PR Price 208 Conditien record has been found
FPBOO Price (gross) 001 Hanual condition
Gross RO e e e i e e
KABO Special offer 009 Condition record is missing
K032 Price group/material 182 Access not made (initialized field)
KOAS Customer/material 118 Condition record has been deleted
Keay Customer discount 208 Condition recerd has been found
KoB4 Material 109 Condition record is missing
' KB20 Price group 802 Access not made (initialized field)

K029 HMat.pricing group 102 Access not made (initialized field)
K030 Customer/mat.pr.grp 102 Access not made (initialized field)
K031 Price grp/mat.pr.grp 102 Accece not made (initialized field)
RAGO 7% Discount from net 081 Hanual condition

RAB1 % Disc.from gross 081 Hanual condition
RBBO Discount (value) 081 Manual condition
RCOO Quantity discount 001 Hanual condition
RDBO Weight discount 6391 Hanual condition
Discount Amount ZAY - e e -

i | .......................................................... f e eeetitucsinene veesnnnnaa an I. ........... I. IGWI. ;15,23

SAP00029706,; SAP00014012.

The following example shows a complete pricing example which demonstrates the use of four
condition types: PROO (Price), KOO7 (customer discount), KF00 (freight), and UTXI (State
sales tax). This example identifies all of the pricing information that is retrieved when
pricing this particular sales order.
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Example of Pricing in a Sales Order
The followang figure shows the pricing information for an item in a safes order The pricing screen for the item shows the gross price that the customer is charged, several discounts for which the customer qualifies, and other pricing

elements, such as freight and sales taxes The condition types that apply to each of these pricing elements appear on the left side of the pricing screen The sequence in which the various condition types appear s determined by the
pricing procedure

Edt Golo System Help |

I Details | l Delete I I New pricing | fCond'rtlon record I

C o ltem 10 Metvalue in USD | 1,708 20
Quantity 120.080 [FL-— Tax amount E B4 .56
Matenal £-4900 Pennsyluanie's Finest

i e e e e e e e

{ K CnTy Description Rate Curr  per  Uok Cond. value ¥U$D

| r[preo Price Jii o0 ‘lusp 1L 1.620 00

| Ll faross i[Ti.60 TR Y 1,680 69

- {k07 [Customer discount  §i1.063- 2 16 80~

! T [Diecount Amount  10.14- [is0 WL 15 £0-.

+ . I'[kraofFreicht 0.56 usp T[Re 45 G0

' r Het Ualue 2 1421 s 1FL 1,768 20

Utk Btate sales tax  |13.750 B 84 0%

i L[ [Net value For ord [i4.77 pss [ AFC 1,772 26

[ I~ [UPRS [Cost 6.00 P AL 5L 60

i I Proft Hargin o T oS5 ] TFL 1,168 20

i

o - R © OVANUM i35

Condition Techmque for Sales Order

The preceding figure shows how pricing information appears on the screen for a sales order item The followang figure shows how the condition technigue works in the background to produce the pricing information. The diagram shows
how the varous elements in the condtion technigue work together.

SAP00029642; SAP00013943.
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The R3 documentation of customer hierarchies provides a detailed example of retrieving
applicable pricing information corresponding to the purchasing organization and each
organizational group above the purchasing organization in each branch of the hierarchy of
organizational groups in which the purchasing organization is a member.

In this example, customer 2743 places a sales order.

File Edt Bookmark Options Help
Contents Search  Back Print << Close

Using Customer Hierarchies During Sales Order Processing

The fallowing example shows how the system uses pariner determination to create the hierarchy path in a sales order Custamer 2743 in the following customer hierarchy places a
sales order

4711

Pricing x

4712 4713

Pricing — Pricing ¥

Custemer
2742

4714 4715

Pricing « Pricing  x

Customer Customer
2743 2744

SAP00029622-3; SAP00013923-4.
The example documents the identification of the customer groups that customer 2743 is a
member of: Smith Northwest (47 14), Smith North (4713), and Smith Central (4711).
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i Usin Customer Hierarchies Durin: Sales Order Processin

Using partner determinatior, the system automatically assigns 1A as the default partner function in the sales order. The system then creates the correct hierarchy path by

determinin- which hi-her level -artners a- | In this exam:le, the s stem determines the followin: hierarch  ath and stores it as :artner data in the sales order
Partner function ID Node customer

1D (node - top levef) 471

1C (node - second level) 4713

1B (node - third level) 4714

1A (customer - fourth level) 2743

Displaying Hierarchy Partner Data in the Sales Order

You can display the hierarchy path of a sales order in the partner screen at header-level.
Te display the hierarchy path in a sales order, proceed as follows
1. Within the sales order, select Header — Partners.
i The system displays the Partner screen
| 2 Select Edit —> Display crtena  You can then choose from the following options
-All partners
i -Only customer hierarchy
1 -Without customer hierarchy
1
{

If you choose the second option, the system displays each node in the relevant hierarchy path and suppresses all other partners.

SAP00029623; SAP00013924-5.

The example continues by explaining that this sequence of the particular customer and all of
its ancestors in the customer hierarchy form a hierarchy path which is used for pricing.
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Using Customer Hierarchies During Sales Order Processing

In Release 2 2 customer hierarchies are used to determine pricing and rebates in sales and billing documents ¥When you process a sales order for a customer who 1s assigned to a
customer hierarchy, the system automatically determines the corresponding hierarchy path

Hierarchy Paths

The hierarchy path shows the relationship of a customer to the chain of nodes all the way up to the top level of the hierarchy The system uses partner determination to build the
hierarchy path in the sales order

Partner Determmation for Hierarchy Nodes

During sales order processing, the system automatically determines special partner functions in the partner data of the document  The system uses these partner functions for the
following purposes

» To determine the hierarchy path and store it in the document

o To store hierarchy data per item (the pncing of individual items in the order may relate to different hierarchy nodes)

» To make it possible to display sales orders or invoices by node

In the sales order, the system determines a default partner function (in the standard system, 1A), based on the hierarchy type. The system then uses partner determination
{controlled through Custormizing) to find higher-level partner functions, until it has determined the complete hierarchy path for the sales order The standard version of the SAP R/3
System includes four standard partner functions for this purpose 1A-1D You can add as many additional partner functions as you require, up to @ maximum of 26 levels

Example of Partner Determination

The following example shows how the system uses partner determination to create the hierarchy path in a sales order Customer 2743 in the following customer hierarchy places a
sales order

SAP00029622; SAP00013923.

The example concludes by describing the various discounts that have been negotiated for the
various organizational groups in the Smith nation-wide buying group. These include a
national discount at the Smith Central level (4711), and a special promotional discount for
Smith North (4713). These discounts are represented by condition records for the Smith
Central and Smith North nodes. When customer 2743 places an order, the price is
determined by applying the pricing data stored for Smith North, one of the organizational
groups in which customer 2743 is a member.
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Using Customer Hierarchies During Sales Order Processing

Pricing in the Sales Order

; In the standard version, the system determines higrarchy-related pncing in the sales order (condition types HIO1 and HIO2) by searching for valid condition records at each level in the
hierarchy path, starting with the lowest level As soon as the system finds a valid condition record, it stops the search If the same kind of condition record (say, a matenal discount)
Is stored at two different levels in the hierarchy, the system takes the first valid record at the lowest level In Custamizing for Sales, you can specify your own access sequences

By using exclusion groups, you can, for example, specify that if similar condition records exist at different levels of the hierarchy, the system takes the most favorable price or discount
for the customer (regardless of which level in the hierarchy the pricing data comes from)

Estample of Prcing in Use
In the previous example, the customer hierarchy represents the Smith nation-wids buying group The central office - Smith Central - 1s defined as the top node in the hierarchy The
regional offices of the buying group - Smith South, North, Northwest, and Northeast - are defined as nodes  Dunng negiotations, you establish a pricing agreement for a particular
product hne  You offer a national discount, available for all Smith stores  In addition, you offer a special promotional discount for Smith North  You create the corresponding pricing
condition records for the Smith Central and Smith North nodes. A subsequent sales order fram customer 2742 gets the national discount  When customers 2743 and 2744 place
orders, however, the system determines pricing by applying the pncing data stored for Smith North
! Copying Hierarchy Info Between Documents
The copying of hisrarchy information between documents is controlled, as usual, by copying routines specified in document flow. You can specify, for example, which
. hierarchy-related data 1s copied or redetermined when you copy data from a quotation into a sales order or from a sales order into an invoice. You create and specify copying routines
in Customizing for Sales

! Inverted Display of Customer Hierarchy

In addition to being able to display the hierarchy path for a particutar sales order, you can also display informatien about a particular node  For example you can display which
customers and nodes are assigned to the node When you select this view of a node, the system displays all the relevant assignments

Procedure

To display the assignments of a particular node, proceed as follows:

1 Select Logistics —> Sales/chstnbution —> Master data in the main menu screer

i You reach the Sales & Distnbution Master Data screen

¥ou reach the selection screen for customer hierarchies

2 Select Business partners —> Customer terarchy —> Change
3 Enter a customer hierarchy type (the standard version includes only one type: A), a validity date, and select Execute.

The system displays a list of existing customer hierarchies that are valid for the date you entered

4. Place your cursor on the node for which you want to display assignments and select Edit — Nodes — Al assignments.

i A, dialog box lists all the assignments that belong to the node you selected

SAP00029624-5; SAP00013925-6.

The following excerpt explains that pricing information, discounts in this particular example,
can also be associated with a product (material), a product group (material group), or a
combination of customer and product at any level in their respective hierarchies.
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Discounts and Surcharges
The standard version of the SAP system includes a variety of ly used di #yourb requires 1t special discounts and surcharges can be defined in SD Customizing during system configuration or subsequent
customizing
Discounts 1 the Standard Version
The standard version includes the followin  discounts
Discount (Key) Kind of discount
Customer (KDO7) Percentage
Matenal (KDD4) Absolute
Price graup (KO20) Percentage
Matenal group (KD29) Absolute discount by weight
' Customer/matenal (KDO5) Absalute
, Customer/matenal group (K030) Percentage
Pnece group/matenal (K032) Absolute
| Pnce group/matenal group (KO31)  Percentage
You can use any of these d to create records in the system During automatic pneing, the system takes into account the discounts that apply in the circumstances and searches for valid condition records In

the case of discounts that refer to a grouping of some kind {for example matenal and price groups) you must assign the group i the corresponding customer or matenal master record before automatic pncing takes place
Further information

Far more detailed infarmation about each of these discounts, you can ask your system admimstrator about how each discount ts set up in your system You can also, dunng sales order processing, branch from each pncing element in the
document to screens that give you mors information You can see for example, some of the data - the relevant condion recoid and pricing scale information, and so on  that the system uses to calculate a pncing element

New Discounts in Release 2 1

Release 2 1 of the standard version of the SAP R/3 System includes new discounts for use in the following new billing
Function Condition type Description
Rebate precessing  BOO1T Group rebate (%)
BO02 Material rebate (fixed)
BOO3 Customer rebate (%)
Inter-company proc. P01 Inter-company (fixed)
P02 Inter-company (%)
" Invorce lists RLOO Factonng discount
MW15 Factonng discount tax

‘: For more information about these new billing functions, see the SD Bifling Guide
SAP00029677; SAP00013981.
How pricing information is retrieved is explained by the R3 documentation with reference to

the following diagram:
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Condition Technique: Overview
How the Elements of the Condition Technique Work Together

The following figura illustrates the relationships between elements of the condition technique

Aoeess sequencas

Condition records

CCCC
B8BBB Cenditien tableS‘_-_J__,_,.,_—v o]} | II
Searchng for
AAAA w’dogndﬁon 001 Key
Accessno  Cond. table 002 Key
10 001 003 Key
20 003 ~— | _“
30 002 g and @
condtion data
?Z,".LT.'%'?JSE Condtiontypes
condfon nacords
CCCC
BBBE
BAMA
Definition of :
- Gortrol data

- Changes allowed
- Procedure maintenance

Comrdling tha conditons
in thadocumant
Procedures
US-STANDARD
! Condition type Manual Acct key

AAAS X ERL
BBBB ERL

CGGCo X ERS

|
SAP00029638; SAP00013939.
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| At runtime, a sales representative will request a price for a particular sales order (e.g., a
particular customer will order a particular product in a certain quantity). In the case of the
immediately preceding example, the condition technique will then operate as follows:

1) The condition technique will cause each condition type in the pricing procedure to be
processed (AAAA, BBBB, and CCCC), and each condition type will return pricing
information that will influence the price offered to the customer. For example, the pricing
information returned for the condition types in a pricing procedure may include a base price
of $10, a discount of 10% and a sales tax of 5%, in which case the final sales price will be
$9.45.

2)  Each condition type’s access sequence (in the example, AAAA, BBBB, and CCCC) has
a list of condition tables to search through to find the appropriate pricing information
(condition records). For example, one condition type may be responsible for determining the
base price. The access sequence searches each table in turn to determine if that table has a

condition record that satisfies the criteria of the sales order. In the example, access sequence
| AAAA accesses condition tables 001, 003, and 002 in that order.

3) When each condition table is accessed, a key is formed based on criteria from the sales
order (e.g., the customer and the requested product, or the customer and the product group
that contains the requested product, or the customer group and the requested product, and so
forth). The table is then indexed using this key to determine if a condition record exists that
matches the sales order’s criteria.

4)  Each access sequence returns, via the condition tables, one condition record for use in
determining a final price. In the case where the exclusive access indicator is not set,
however, the access sequence retrieves all matching condition records, orders the condition
records from most general to most specific, and returns the most specific one for use in
generating a price. In the case where the exclusive access indicator is set, the access
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sequence retrieves the first matching condition record and uses this one in generating a price.

5) The pricing information from each access sequence/condition type is then utilized in
the order specified by the pricing procedure to determine the final price.
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Pricing Procedures

You can group the condrtion types that you use in your daily business actmties into procedures In the case of pricing, these are called pricing procedutes. Pricing procedures aliaw you to broadly apply different
kinds of pncing, depending on the circumstances.

Purpose of the Pricing Procedure

The primary job of a pncing procedure 15 to define a group of condition types in a particular sequence The pricing procedure also determines
» which sub-totals appear dunng pricing
o to what extent pricing can be influenced manually

o which basis the system uses to calculate percentage discounts and surcharges

« which requirements for a particular condition type must be fulfilled before the system takes the condition into account

SAP00029667; SAP00013971.
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Pricing Procedures

Pricing procedure

Step tcy(;r;d. Description ?;': TN | Manual Req
1 X001 Price 2
z Grossvalue
4 X)XX2  Spec. offerdisc
4 XXX3  Discount % 2
£ XXXa  Discount %
€ Discountvalue 35
7 Netvalue1

€ X005 Headerdisc %
9 X)XX6  Freight

19 Netvalue2
1 X7 Sales tax
12 Cashdisc.basis

13 XXX8  Cashdiscount

Pricing Procedures in the SAP R/3 Standard Version

The dard version
own from scratch

predefined pricing procedures, containing commonly used condition typas in the most likely sequences. You can, of course, modify these standard pricing procedures or create your

SAP00029667-8; SAP00013972.
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| Pricing Procedures

Information About Fields

The foliowing topic provides a quick reference for the fields that control varicus aspects of the pricing procedure A brief description of each field follows

Step

The number of the step defines the sequence of the step within the pricing precedure

Counter

You can allocate more than one condition type 1o a step with the help of the counter The counter is simply a sequential number that establishes the sequence of the sub steps
Caondition Type

This field specifies each condition type included in the pricing procedure

From and To

These fields specify a single step or a range of steps. For example, the system can use the single step or the range of steps as ths bass for calculating percentage discounts or surcharges To calculate sales
taxes for a sales order, you can spectfy a net value as the basis for the tax calculation In this case, you enter the step number of the net value sub-total in the From  field

If you specify both From  and 7o  steps, the system calculates a total or subtotal from all the condttion types that occur within the range of steps The system can then, for example, use the total or sub-total as
the basis for a percentage discount or surcharge.

tdanual
This field ndicates whether the system automatically searches for a condtion record or whether the system only searches after you enter the condition type manually dunng pricing
Aceount Key

The account key field determines the kind of revenue account to which the system posts amounts from different condition types.

In the standard pricing procedure for purchasing documents (RM0000), for example, the account key FRE specifies an account for all freight costs

Statistical

This field indicates whether the value of a discaunt or surcharge is statistical. If you mark a condition type as statistical, the value of the discount or surcharge has no effect on the calculation of the net price
Reguirernent

If you want the system to take a conditton type into account, but only under special circumstances, you can enter the number of a routine n this field Dunng sales order processing, for example, a routine can
check whether a customer qualifies for a cash discount If yes, the system takes the relevant condition type into account You can enter one of the routines pradefined in the standard version or you can create your
own

Addinonal Fields

Additional entry fields are available when you press F8 (Change view). The following figure shows the screen with the additional fields.

SAP00029670-1 ; SAP00013974-5.
The following excerpt show a small subset (the steps are numbered from 910 to 950) of the
condition types in the pricing procedure RVAAUS.
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Pricing Procedures

Additional Fields

Additionat entry fields are available when you press Fa (Changs view) The following figure shows the screen with the additional fields

| Condition Edit Goto Environment System Help !
Bl M@

! (Change view I I Delete line I I Condition ty@ ﬁkecords by cond.typeJ

‘ Procedure 'RURQUS Standard - USR
- Steps e e s e
‘ 1Step Cntr CndTy Description AtCly  AMCBV  Subfs AccKy2 Print Mdt
' Be [ [ Stetesales tax o] [ [ s noon
iz [~ [otxz [County sales tax — [ T s T L
E 5@ : Xz Fity sales tax : : : @ - r
tfoze [T et value for ord A r r
| fas [ [skTo [cash discount i T o r
. Tws [ fU—PT!-S_ Cost S B B I I
) e [ r—-— Profit Margin N B B B - I .
N I — I T T ro
r
OVR NUM 1 08

‘ Alternative Formula for Condition Type Value

If you want the system to calculate the value of a condition type or sub-total by using a formula other than the calculation types available in the standard version, you can enter the number of a routine here. You can
enter one of the routines predefined in the standard version or you can create your own

SAP00029671-2; SAP00013975-6.

The documentation describes using a pricing procedure (RVAAUS in the example below) to
indicate what condition types should be used in what order to calculate a price for the sales
order. The pricing procedure indicates the order in which the system should apply condition
types; in the example the condition types are PRO0, RB01, and RB02. Each condition type
retrieves pricing information and the retrieved pricing information is sorted into the order

116



Anticipation: 35 U.S.C. §102 (R3 Documentation)

specified by the pr’ ing procedure.
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Example of Pricing in a Sales Order
Condition Technique for Sales Order
The preceding figure shows how pricing informatian appears on the screen for a sales order item The following figure shows how the condition technique works in the background to produce the pncing information

The diagram shows how the vanous slements in the condition techmque work together

o Salesorder
Pricing procedure RVAALUS U Zacsdoz.vpe O Zoc pnoing proc.)

Sustomer123 (Sus p kcing proces.)

1. Price  PROO Itm 10 120Po
2. Digcount1 RBO1 PROQ Price 99 USD
3.

Discount2 RBOZ

Condiientype PROD

Accesssequence PROO

Accesgzequence PROO

1. Customer/matenal
2. Pnoe lizttype/currency/material
2. Matenal

Recordsforcond type

Scale

Mo vald record exists 100UsSCirem  1PG
VYahdrecord exizts 98USDfrom {00PC
98USDfrom 200PC

SAP00029642-3; SAP00013943-4.

The following example also describes that the order in which the condition types are applied
to pricing an item in a sales order is determined by the pricing procedure.
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Example of Pricing in a Sales Order
The followang figure shows the pricing information for an item in a sales order The pricing screen for the item shows the gross price that the customer is charged, several discaunts for which the customer qualifies, and other pricing

elements, such as freight and sales taxes The condition types that apply to each of these pricing elements appsar on the left side of the prcing screen The sequence n which the vanous condition types appear is determined by the
pricing procedure

Edt Goto System Help )
|

,Eetnllsl | Delet&' I New pricing I | Condition record |

ttem I Netvalue In fSD 1,708.20

Quantty  [120 000 FO Taxamount I €4.86

Material E-4000 Pennsylvanis's Finest

K CnTy Deccription Rate Curr  per  Uok Cond value |USD

N e e T 6a Uso | 1L T.640 06
[ Jeross [t 60 50 [ L. 1,680 60
I [KG07, [Customer diecount  ||1.060- B 16 66~

F [ i[piscount fmount o, 18- s ufL, 16 go-
I [KF 80, [Freight '[o.50 osd | 1jke W5 00
et Ualue 2 .24 e i L 1,708 20
I [UTXT: [State sales tax 3750 1A IR
I ijNet value Fer ord  ([14.77 s f 1FL 1,712.26 '
I~ [UPRS! [cost '[c o0 1 S 540,08 |

- [ iProfat Mergin ENET! JUSEE TfFC 1,168 20 .

. - T T T OVRINUM 3 36

Conditon Technique for Sales Order

The preceding figure shows how pncing information appears on the screen for a sales order item The followang figure shows how the cond hnigque works in the back d to produce the pricing information The diagram shows
haw the various elements in the condition techmique work tonether.

SAP00029642; SAP00013943.

Access sequences
I next discuss access sequences and the two modes in which they operate. In the following
quote, the R3 documentation explains the use of the exclusive access indicator.
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In the example i the preceding figurs, the local currency is in German Marks In this case, the access fulfills the requirement that the local currency must differ from the document currency before the system carrigs
out a search for a record The system makes the access. If the lecal currency had been in US doliars, the system would have ignored the access (thus improving system performance dunng pricing)

Exclusive Access Indicatar
You specify i this field whether you want the system to stop when it finds a valid condition record for the access If you do not mark the exclusive access indicator, the system continues to make each access in the

sequence, finally proposing the last valid condition record it finds

In the earher ple of access sey far Sales and Purchasing where the indicator 1s set for each access, the system stops when it finds the first valid condition record Altemnatively, it would be possible to not
set tha indicator and to reverse the order of the accesses and have them starting with the most general condition recards and ending with the most specific (in this case, the customer/maternial price) In the sales
order, the system would then list afl the condition records it found but would only use the last one. You would then be able to see all the vanous possible pnces that apply to the particular document

Details of an Access
You can see a detaled view of each access by pressing F2 (Detaif scraen)
Sales

The following figure shows the access sequence PROD The first access in the sequence 1s Customer/Matenal and refers to condition table 5 (the table that defines condition records for customer-specific matenal
prices)

The following figure shows the details of the first access, Access number 10

SAP00029663-4; SAP00013967-8.
The access sequence determines the order in which condition records will be retrieved for
each condition type. The following several excerpts explain this and provide examples.

The access sequence determines the sequence (i.e., order) in which the system searches for
data.
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Condition Technique: Overview

What is an Access Sequence?

An access sequence Is a search strategy that the system uses to find valid data for a particular condition type The access sequence determines the sequence in which the system
searches for data.

Example of an Access Sequence

A sales department may create different kinds of price data. There may be a basic price for a product, a special customer-specific pnce for the same product, and a price list for, say,
large customers A customer may, in theory, qualfy for all three different pnces The access sequence enables the system to access the pricing data records in a particular sequence

until it finds a vahd price In this example, the sales department may want the customer to get the most advantageous price and defines the special customer-specific price as the first
place to search

SAP00029637; SAP00013938.
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Prices

In the standard version of the SAP system, the basis of pneing dunng sales order pracessing (s the gross price of a material The following kinds of price are predefined
o Matenal pnce
e Price list type

e Customer-specific price
Selecting From Competing Pricing Records

During automatic pricing, the system looks for a gross price Since 1t 1s possible to store different kinds of pricing information in the system, pricing records can, in certain circumstances,
compete with each other For example, you may have a basic matenal pnce in addition to a special matenal prce for a particular customer

In the standard version, the system selects the most specific record, the customer-specific price If no customer-specific price exists, the system looks for a valid price hist type If no vahd
price list type exists, the system takes the basic matenal price This search strategy 1s determined dunng system configuration in SD Custormzing For more information, see Access

Sequences
Material Prices

When you create a matenal price, you specify a price or a pricing scale for a specific matenial You specfy a combination of sales organization and distribution channel, for which the
matenal price is valid.

Note

In SD Customizing, it 1s possible to specify that pncing information assigned to a particular combination of sales organization and distrbution channel can be shared by other
combinations For more information, see the online information in the SD Implementation Guide

Price List Types

Depending on the pricing policies of your company, you can define your own price list types to suit the needs of your business For example, you can define price list types by customer
groups (wholesale, retail, and so on) and by currency (price lists for each foreign country you deal with). For each pnce hist type, you create different pricing records, using the same
arganizational data as for matenal prices (sales organization, distribution channel) You can then assign price list types, where necessary, to each customer in the customer's master
record

Customer-Specific Prices

If you grant special prices to different customers, you can create customer-specific pncing records. In addition to the same organizational data you enter for matenal prces (sales
organization, distnbution channel), you assign the pnicing record to a specific combination of customer and matenal

SAP00029676, SAP00013980.
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Example of Pricing in a Sales Order

Condimon Technique for Sales Order
The preceding figure shows how pricing information appears on the screen for a sales order tem. The following figure shows how the condition technique works in the background to
produce the pnicing information The diagram shows how the vanous elements in the condition technique work together.
@ Salesorder
Pricing procedure RYAAUS Saosdon “vpe ¢ A "Zoo pnoing proc )
Sustomer123 fSus p =g proces.)
1. Price PROC ftm 10 120Pe
2. Discount1 RBO1 PROO Price 99 UsD
3. Discount2 RBO2
[
Conditontype . PROO
Acces s zequence- PROO
B
m
Access sequence. PROD
|. Customer/material
2. Pnce listtype/currency/material
. 3. Material
&y
Recorc=sforcond type
Scale
No valict record.ex ists 100 USD from 1PC
Vahd record existe 99USDfrom 100PC
98USCfrom 200PC

SAP00029642-3; SAP00013943-4.
The following excerpt describes an access sequence searching from the most specific (i.e., the
customer) to the more general which shows the condition records have been sorted.
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. Example of Pricing in a Sales Order

Gceale
Mo valid record exists 100USDfrom  1PC
Validrecord exiete 99USCfrom 100PC

98USDfrom 200PC

Step-by-step Description

1 The system first determines the procedure according to information defined in the sales document type and the customer master record

2 The pricing procedure defines the valtd condition types and the sequence in which they appear in the sales order In the example above the system takes the first condition type

3 Each condition type In the pricing procedure can have an access sequence assigned to it In this case, the system uses access sequence PROO. The system makes the specified
accesses until it finds a valid conditron recard (Although this diagram does not show 1t, each access specifies a particular condttion table The table provides the key with which the
system searches for records)

4 Inthe example, the first access (searching for a customer-specific matenal prce) is unsuccessful The system moves on to the next access and finds a valid record

5 The system determines the pnice according to information stored in the condition record If a prcing scale exsts, the system calculates the appropriate price In the example, the
sales order item 1s for 120 pieces of the matenal Based on the quantity, the system determines a price of $39 per piece

The system repeats this process for each condition type in the pncing procedure and comes up with a final price

SAP00029643; SAP00013944-5.

The following two excerpts from the R3 documentation describe an example of a sales
department with different kinds of pricing information. The different pricing information
includes a discount for “large customers.” The access sequence defines the order in which
the pricing information is sorted.
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Condition Technique: Overview

Example of a Condition Table

A sales department creates condition records for customer-specific matenial prices The standard version of the R/3 system provides a condition table for this purpose The key of table
includes the following fields

o Sales organization

e Distribution channel

o Customer

* Matenal

The first two fields identify important organizational data and the last two fields express the relationship between the customer and the materal
What is an Access Sequence?

An access sequence Is a search strategy that the system uses to find valid data for a particular condition type The access sequence determines the sequence in which the system
searches for data

Example of an Access Sequence

A sales department may create different kinds of price data There may be 2 basic pnce for a product, a special customer-specific pnce for the same product, and a price list for, say,
large customers A customer may, in theory, qualfy for all three different pnces The access sequence enables the system to access the pricing data records in a particular sequence
until t finds a vabid price In this example, the sales department may want the customer to get the most advantageous price and defines the special customer-specific price as the first
place to search

|
| What s a Procedure?

A procedure is a listing of condition types, defined in a particular sequence It enables the system to determine that a particular set of condition types, in a specified sequence, apply in
given circumstances

Example of a Procedure

In pncing, you define a procedure that determines how prices, discounts, and surcharges appear in sales orders and invoices In a typical situation, the first condition type in the
procedure determines the gross price Condition types then follow that determine the vanous discounts Finally, there are condition types that determine freight costs and sales taxes If
you have customers in different countries, you can group the customers by country or region You can then define for each grouping a procedure that takes into account local
requirements (for example, sales taxes)

Condition Technique in Different Applications
‘ Each application that uses the condition technique uses the sams basic elements Differant applications also use the same screens. For example, the screens for procedures, access

sequences, and condition tables are always essentially the same, regardless of application Indwidual applications, however, may decide not to display fields that they do not need
Condition types are an exception Here, each application can design its own screen

For mare information about specific applications, please refer to the documentation for individual apphcations

SAP00029637-8; SAP00013938-9.
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Access Sequences

You specify an access sequence for each condition type for which you create condition records. The access sequence helps the system to find valid records duning pricing There are
some condition types for which you do not create condition records (header discounts that you can only enter manually, for example) These condttion types do not require an access
sequence

Purpose of the Access Sequence

The access sequence provides a strategy for the system when it searches for relevant condition records. The access sequence consists of one or more accesses The sequence of the
accesses establishes which candition records have pnonty aver others The accesses tell the system where to look first, second, and so on, until it finds a valid condition record

Access Sequences in the SAP R/3 Standard Version

The standard version contains access sequences that are predefined for each of the standard condition types. The names of the access sequences often correspond to the condition
types for which they were designed For example, the access sequence for a material discount (condition type KDD4) 1s also called KDO4

Example Price Determination (Sales)

A sales department may offer customers different kinds of prices The department may create, for example, the following condition recards in the system
o Abasic pnce for a matenal

» A special customer-specific price for the same matenal, and

o Aqpnce hst for, say, major customers

Duning sales order processing, a customer may, in theory, qualify for all three different prices The access sequence enables the system to access the data records in a particular
sequence untd it finds a valid price In this example, the sales department may want the customer to get the mast advantageous price and defines the special customer-specific price as
the first place to search The following figure shows how the system searches for the relevant recard

SAP00029659; SAP00013962.

The following example describes the second mode of operation where the exclusive access
indicator is set and the elements in the access sequence are ordered from most specific to
most general.
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Access Sequences

Example Price Deternunation (Sales)

A sales department may offer customers different kinds of pnces The department may create, for example, the following condition records in the system
o A basic price for a matenal

o A special customer-specific price for the same material, and

e Apnce list for, say, major customers

Duning sales order processing, a customer may, in theory, qualfy for all three different pnces The access sequence enables the system to access the data records in a particular
sequence until it finds a vald price In this example, the sales department may want the customer to get the most advantageous price and defines the special customer-specific price as
the first place to search. The following figure shows how the system searches for the relevant record

Conditiontype

PRO1 r Price mccess sequence : PROO |

I K004 I ITMOUHT% {Aceasssequsnce:KOOA |
ﬁ(oo'! | Waiorcustomermsc- {Accesssequence:KOO? |

Access sequence
PROD | 1. Customer/Material |
Specitic
| 2. Price listtype! Currency /Matarial 1
General
l 3. Material | - A

SAP00029659; SAP00013962-3.
“Pricing analysis” displays all the conditions that may affect a price, and does so in sorted
order:
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Pricing Analysis

When you are working 1n a sales document, you can branch from the item pricing screen to a pricing analysis The analysis lists all the condition types that apply to the item and
explains briefly what happened duning automatic prcing. The information in the pricing analysis allows you to check how the system calculated the various pricing elements for an item

Information in the Pricing Analysis

The first screen of the analysis tells you for each condition type whether, for example

the system found a valid condition record
the system did not carry out an access
the condition type requires manual entry

the system ignored a condition record because a requirement was not met

Procedure

To carry out a prcing analysis, go to the item pricing screen and select Edit ~>Analysis The system displays a hst of all condition types that apply to the item (based on the
configuration of the corresponding pncing procedure in SD Custormizing) For detailed information about a particular condition type, press F2 (etails).

Example

The following figure shows an example of a pricing analysis

SAP00029706; SAP00014011.
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determine the product price. In the step-by-step description of the process, the R3
documentation shows how the product price is determined using the pricing information
associated with each condition type in the pricing procedure.

| In these ways, the condition technique both eliminates any of the pricing information that is
less restrictive; and determines the product price using the sorted pricing information.

Eliminating pricing information that is less restrictive
| The following excerpt from the R3 documentation describes how less restrictive pricing
information is identified and eliminated.
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Access Se uences

Example Prnice Deternunation (Sales)

A sales department may offer customers different kinds of prices The department may create, for example, the following condition records in the system
e A basic price for a matenal

* A special customer-specific pnce for the same matenal, and

e A price list for, say, major customers

During sales order processing, a customer may, m theory, qualify for all three different prices The access sequence enables the system to access the data records n a particular
sequence until it finds a valid pnce In this example, the sales department may want the customer to get the most advantageous price and defines the special customer-specific price as
the first place to search The following figure shows how the system searches far the relevant record

Conditiontype

PRO1 | Price ﬂ: Access sequence : PRO0 I

I K004 I I Discount % {Accesasequence:KOOA I

I Keo7 I I Maljor custamerdisc. { Access sequence ; KJD7 I

Accesssequence
FROO I 1. Customer/Material | s i
pacific
I 2. Pr|ceIlsﬁype!Gurrencnyateﬂal|
Genaral
| 3. Material ] . -\

SAP00029659; SAP00013962-3.

The following excerpts from the R3 documentation describe how the access sequence
determines which information is less specific.
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In the example in the preceding figure, the local currency 1s in German Marks In this case, the access fulfills the requirement that the local currency must differ from the document
cumrency before the system cames out a search for a record The system makes the access. If the local currency had been in US doliars, the system would have ignored the access
{thus improving system performance dunng pricing)

Exclusre Access Indicator

You specify in this field whether you want the system to stop when it finds a valid condition record for the access If you do not mark the exclusive access indicator, the system
continues to make each access in the sequence, finally proposing the last vatid condition record it finds

In the eartier example of access sequences for Sales and Purchasing where the indicator 1s set for each access, the system stops when 1t finds the first valid condition record
Alternatively, 1t would be possible to not set the indicatar and 1o reverse the order of the accesses and have them starting with the most general condition records and ending with the
most spectfic (in this case, the customer/matenal price) In the sales order, the system would then list all the condition records it found but would only use the last one. You would then
be able to see all the various possible prices that apply to the particular document
etars o an  ccess
| You can see a detaled view of each access by pressing F2 (Detal screen).

Sales

The following figure shows the access sequence PROD The first access in the sequence 1s Customer/Matenal and refers to condition table & (the table that defines condition records for
customer-specific material prices)

|
!
\ The following figure shows the details of the first access, Access number 10

SAP00029663-4,; SAP00013967-8.
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Using Customer Hierarchies During Sales Order Processing

Pricing in the Sales Order

In the standard version, the system determines hierarchy-related pricing in the sales order (condition types HIO1 and HIO2) by searching for valid condition records at each level ir
the hierarchy path, starting with the lowest level As soon as the system finds a valid condition record, it stops the search [ the same kind of condition record (say, a matenal
discount) rs stored at two different levels in the hierarchy, the system takes the first valid record at the lowest level. In Customizing for Sales, you can specify your own access
sequences

By using exclusion groups, you can, for example, specify that f similar condtion records exist at different levels of the hierarchy, the system takes the most favorable price or
discount for the customer (regardless of which level in the hierarchy the pncing data comes fram)

Example of Pricing in Use

In the previous example, the customer hierarchy represents the Smith nation-wide buying group  The central office - Smith Central - 1s defined as the top node in the hierarchy The
regional offices of the buying group - Smith South, North, Northwest, and Northeast - are defined as nodes Dunng negiotations, you establish a pricing agreement for a particular
product hne  You offer a national discount, available for all Smith stores In addition, you offer a special promotional discount for Smith North  You create the corresponding pricing
condition records for the Smith Central and Smith North nodes. A subsequent sales order from customer 2742 gets the national discount. When customers 2743 and 2744 place
orders, however, the system determines pncing by applying the pricing data stared for Smith North

Copying Hierarchy Info Between Documents

The copying of hierarchy information between documents 1s controlled, as usual, by copying routines specified in document flow  You can specify, for example, which
hierarchy-related data is copied or redetermined when you copy data from a quotation into a sales order o from a sales order into an invoice. You create and specify copying
routines in Customizing for Sales

Inverted Display of Customer Hierarchy

In addition to being able to disptay the hierarchy path for a particular sales order, you can also display information about a particular node. For example, you can display which
customers and nodes are assigned to the node  When you select this view of a node, the system displays all the relevant assignments

Procedure

To display the assignments of a particular node, proceed as follows
1. Select Logistics —> Sales/distnbution —> Master data in the main menu screen
You reach the Sales & Distrbution Master Data screen
2 Select Business partners —> Customer hierarchy — Change
You reach the selection screen for customer hierarchies
3. Enter a customer hierarchy type (the standard versian includes only one type: A), a validity date, and select Execute.

The system displays a list of existing customer hierarchies that are vahd for the date you entered
4, Place your cursor on the node for which you want to display assignments and select Edit — Nodes — Alf assignments.

A dialog box lists all the assignments that belong to the node you selected

SAP00029624-5; SAP00013925-6.
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Prices

In the standard version of the SAP system, the basis of pncing dunng sales order processing is the gross price of a matenal The following kinds of price are predefined
o Matenal price

o Pnce hst type

» Customer-spectfic price

Selecting From Competing Pricing Records

Dunng automatic pnemg, the system looks for a gross pace Since it 1s possible to store dfferent kinds of pncing information in the system, pricing records can, in certain circumstances, compete with each other. Far example, you may
have a basic matsrial pnice in addition to a special matenal pnce for a particular customer

In the standard version, the system selects the most specific record, the customer-specific pnce If no customer-specific price exists, the system looks for a valid price list type If no valid pnce hst type exists, the system takes the basic
matenal price This search strategy is determmed during system configuration n SD Custormizing For more mformation, see Access Sequences

Matenal Prices

When you create a matenal price, you specify a pnce or a pncing scale for a specific matenal You specify a combination of sales organization and distnbution channel for which the material price is valid

Note

h

In 8D Customizing, it 1s possible to specify that pricing iformatien assigned to a p For more information, see the online information

in the SD Implementation Guide

of sales organization and distnbution channel can be shared by other c

Price List Types

Depending on the pneing policies of your eompany, you can define your own price list types to suit the needs of your business For example, you can define pnce hist types by customer groups {wholesale, retall, and so on) and by
currency {price lists for each foreign country you deal with) For each prce list type, you create dfferent pricing records, using the same organizational data as for matenal pnces (sales organization, distnbution channel) You can then
assign prce list types, where necessary, to each customer in the customer's master record

Customer Specific Prices

f you grant special prices to different customers, you can create customer-specific pricing records  In addition to the same organizational data you enter for matenal prices (sales orgamzation, distnbution channel), you assign the pncing
record to a specific combination of customer and matenal.

1
SAP00029676, SAP00013980.

Determining the product price
The following three excerpts show how the final product price is obtained. The first excerpt

shows the pricing information that is used to determine the final product price ($1,772.26)
and how the price is calculated.
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Example of Pricing in a Sales Order

The following figure shows the pricing infarmation for an item in a sales order The pricing screen for the tem shows the gross price that the customer 1s charged, several discounts for which the customer qualifies, and
other pnicing elements, such as freight and sales taxes. The condition types that apply to each of these pricing elements appear on the left side of the pricing screen The sequence in which the various condtion types
appear 1s detarmined by the pncing procedure

K 2 C andhlans
' Edt Goto System Help |
| Detallsl I Deletel Wewpriclng | [ Condition record |
[ tem 19 Netvalue in {SD | 1,708.20 .
' Quantty  [120.060 "[FLT Taxamount I t4.06 ,
" Matenal E-1400¢ Pennsgluania‘s Finest
|
CnTy Descriplion Rate Curr  per  Uok Cond. value Usp
| r:[PRA6 [Price ECE Jusp 1[FC 1,620.60
} rf feroes T4 90 fuso T 1,680.00
1 . [k087, [Customer discount 1.900- g 16.89~
G [piscount Ancunt 0. 14~ Ush HIFL 16.80-
, 1> [KFao [Freight 0.50 Jusp 1 [k 45,09
rf et Ualue 2 4,21 ) T 1,708.20
) FIUTX‘I’ State sales tax '13.750 5. 64,06
r Het value For ord. '14.77 sp PFLE 1,772.26
. I UPRS' Cost 16.00 . sD ¢ L i 548,20
. I iprofit Wargin fo.7H gsp o WL 1,168.20

) - i OVR'NUMI33

SAP00029642; SAP00013943.
The next quote shows how pricing information is retrieved for an individual condition type.
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Condition Technique for Sales Order

The praceding figure shows how pncing information appears on the screen for a sales order tem The following figure shows how the condition technique works in the background to preduce the pncing information. The
diagram shows how the vanous elements in the condition technique work together

® Salwzorder

Pricing procedure RBVAAUS Zaosdaz vpo ('3 Zea proing proo )

Sustomer123 fiZus-, prming proces )

1. Price PRCC
2. Discount1 RBO1 PROO Price 99 USD

3. Diccount2 RBO2

Itm 10 120P0
12)

|

i

| Conditioniype PROO

Acces 2 3equence PROO

P

Accesssequence PROD

|. Customer/material
2.Pneoe hsttype/currancy/material
3.Matenal

Recordsforcond type

Scale
No valid record exists i00USDHem 1PC
Valid record exigts 99USDfrom {00PC

98USDfrom 200PC

SAP00029642-3; SAP00013943-4.
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This final quote from the example describes how the final price is determined. Steps 3
through 5 are repeated for each condition type in the pricing procedure, and step 5 describes
how the condition technique uses the sorted pricing information (retrieved condition record)

to determine the price.
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Example of Pricing in a Sales Order

Scale
No valid reuord.exists 100UBDIom  1PC
Vald record existe 99USDfrom 100PC

98USDfrom 200PC

Step-by-step Description

1 The system first determines the procedure according to information defined in the sales document type and the customer master record

2 The pneing precedure defines the valid condition types and the sequence in which they appear in the sales order In the example above, the system takes ths first candition type (PROO) in the pncing procedura and
be ins the search for a valid condition record

3 Each condition type In the prcing procedure can have an access sequence assigned to tt In this case, the system uses access sequence PRO0 The system makes the specified accesses until it finds a vahd
condition record (Although this diagram does not show it, each access specifies a particular condrtion table The table provides the key with which the system searches for records)

4 Inthe example, the first access (searching for a customer-specific matenal pnce) ts unsuccessful The system moves on to the next access and finds a valid record

5 The system determines the price according to information stored in the condition record. If a pncing scale ewsts, the system calculates the appropnate price In the example, the sales order item 1s for 120 pieces of
the material Based on the quantity, the system determines a pnce of §39 per piece

The system repeats this process far each condition type in the pncing procedure and comes up with a final price.

SAP00029643; SAP00013944-5.
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27.A computer "The R3 documentation discloses a method for determining a price of a proa;uct offered to a
implemented purchasing organization that includes all of the elements of claim 27. The process of
siisthod oy determining a price is called pricing. It can be used by a client (owner/operator) of the

. . software system to determine the price at which it will offer some product to a customer.
determining a

price of a As noted below, during a sales order, the R3 documentation discloses automatically

product offered | jotermining pricing by taking into account such things as the base price, discounts and
to a purchasing | surcharges, and freight and sales taxes. The condition technique includes many of the
organization processes used in determining the price of a product.

comprising:
See the evidence and my analysis for claim 17.
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retrieving from
a data source
pricing
information
that is (i)
applicable to
the purchasing
organization
and (ii) from
one or more
identified
organizational
groups, within a
hierarchy of
organizational
groups, of
which the
purchasing
organization is
a member;

| In claim 17 above, I provided an analysis for the “arranging a hierarchy of organizational
groups” element which demonstrates that the R3 documentation discloses a hierarchy of
organizational groups of which a purchasing organization is a member. I also provided an
analysis for claim 17’s “retrieving” element that demonstrates that the R3 documentation
discloses retrieving pricing information that is applicable to a purchasing organization and
from one or more identified organizational groups within the hierarchy, of which the
purchasing organization is a member. The analysis and evidence for those two elements in
claim 17, therefore, demonstrates that this element of claim 27 is disclosed by the R3
documentation. For more details, see the evidence and my analysis for the claim elements
“arranging a hierarchy of organizational groups” and “retrieving” in claim 17.

139



Anticipation: 35 U.S.C. §102 (R3 Documentation)

retrieving from
the data source
pricing
information
that is (i)
applicable to
the product and
(ii) from one or
more identified
product groups,
within a
hierarchy of
product groups,
of which the
product is a
member; and

z

In claim 17 above, I provided an analysis for the “arranging a hierarchy of product groups’
element which demonstrates that the R3 documentation discloses a hierarchy of product
groups of which a product is a member. I also provided an analysis for claim 17’s
“retrieving” element that demonstrates that the R3 documentation discloses retrieving
pricing information that is applicable to a product and from one or more identified product
groups within the hierarchy of product groups, of which the product is a member. The
analysis and evidence for those two elements in claim 17, therefore, demonstrates that this
element in claim 27 is disclosed by the R3 documentation. For more details, see the evidence
and my analysis for the claim elements “arranging a hierarchy of product groups” and
“retrieving” in claim 17.
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receiving the

price of the
product
determined
using pricing
information
applicable to
the one or more
identified
organizational
groups and the
one or more
identified
product groups
according to the
hierarchy of
product groups
and the
hierarchy of
organizational
groups.

Claim 17’s “retrieving,” “eliminating” and “‘determining” elements encompass this
functionality. Thus, the evidence and my analysis of these three elements above demonstrates
that the R3 documentation discloses claim 27’s “receiving the price of a product determined
using pricing information applicable to the one or more identified organizational groups and
the one or more identified product groups according to the hierarchy of product groups and
the hierarchy of organizational groups.” For more details, see the evidence and my analysis
for the “retrieving,” “eliminating,” and “determining” claim elements in claim 17.
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28.A computer
readable storage
media
comprising:
computer
instructions to
implement the
method of claim
27.

" As I mentioned above with respect to claim 26, the R3 documentation inherently discloses a
computer readable storage media with computer instructions.
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29. An

apparatus for
' determining a
price of a
product offered
to a purchasing
organization
comprising:

a processor;

a memory
coupled to the

processor,
wherein the
memory
includes

computer
| program
instructions
capable of:

Claim 29 is virtually identical to claim 28 and 27, except that it recites an “apparatus,” a
“processor,” and a “memory coupled to the processor.” The R3 documentation discloses an
enterprise information system, which is an apparatus and which necessarily includes both a
memory and a processor that are coupled together. Therefore, these claim elements are
disclosed by the R3 documentation. Furthermore, my analysis and the evidence I present for
claims 28 and 27, which references my analysis of claims 26 and 17, demonstrates that the
other elements of claim 29 are disclosed by the R3 documentation. Accordingly, claim 29 is
also unpatentable over the R3 documentation.
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retrieving from a | See the corresponding claim element from claim 27.

data source
pricing
information that
is (i) applicable
to the purchasing
organization and
(ii) from one or
more identified
organizational
groups, within a
hierarchy of
organizational
groups, of which
the purchasing
organization is a
members;
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| retrieving from
the data source
pricing
information that
is (i) applicable
to the product
and (ii) from one
or more
identified
product groups,
within a
hierarchy of
product groups,
of which the
product is a
member; and

See the corresponding claim element from claim 27.
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|Teceiving the
price of the
product
determined using
pricing
information
applicable to the
one or more
identified
organizational
groups and the
one or more
identified
product groups
according to the

hierarchy of
product groups
and the
hierarchy of

organizational
groups.

| See the corresponding claim element from claim 27.
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