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26. A computer 
readable storage 
media 
compr1smg: 
computer 
instructions to 
implement the 
method of claim 
17. 

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

The R3 documentation discloses a computer-based pricing system that is part of an overall 

enterprise information system. As a result, the R3 documentation inherently discloses a 
software system (computer instructions) operating within the memory of a computer system, 
which thus satisfies claim 26 because, in my opinion, the memory of a computer system is a 

computer readable storage media. I note that, between invocations, this system would reside 

on secondary storage, such as a hard disk, which would also constitute a computer readable 

storage media. 

The R3 documentation's description of the enterprise information system is comprehensive, 
including a detailed description of the pricing component of the system. In addition to pricing, 
the R3 documentation describes accounting, human resources, business process technology, 

basis technology and logistics. The logistics description includes sales and distribution, and it 
is this part of the documentation that describes the pricing functionality. The R3 

documentation's description of the pricing functionality is comprehensive, containing very 

clear disclosure for determining the price of a product offered to a purchasing organization. 

This very clear, comprehensive description, as shown from the documentation quotes below, 

demonstrates that the R3 documentation satisfies the enablement requirement. I have opined 

on this elsewhere in my declaration. 

The excerpt below shows the many business-related functions described by the R3 
documentation: 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

LOG I STICS 

Materials lim Production 
Management Ill! Planning -

I:J?1t:"' Plant m s.ales& 
Maintenance Distribution 

BUSIN£SS 
PROC ESS 

t ECHNOLOGY 

liD Business IIJI Workflow 

Figure 1 R2.2 Online Documentation 

BAS IS 
T H Iii N,O LOGY 

System 
Administration 

ABAP/4 
Development 
Workbench 

SAP00014846-57; SAP00000578-89. (The convention I use in this chart is that the first bates 

number is for the 2.2B CD, and this number corresponds to the screen shot above. The second 
bates number is for the same teachings in the 2.2A CD) 

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

_
1
..,. ~ ~ 1 Getting started 
~~ with R/3 
-~r· 

R/3 BSTEM 

Chck on a top1c for more Information. 

Logging on and off 
shows how to start and log onto the R/3 System 

':]' also shows how to create and change your password 

~ 
~ 

~ 
"" 

r:J 

TI1e basics 
descnbes some basic tasks you11 perform h also 
descnbes the basic parts of an R/3 screen 

Moving around 
shows how to select functions and nav~gate between 
applications 

Typical tasks 
shows some typical data-entry tasks, such as 
workmg With fie lds and saVIng your work 

Sessions 
shows how to work on several tasks at the same lime 
by opemng addrt10nal windows, or sessions 

Getting help 
descnbes the type of Information prOVIded in online 
help and how to access th1s information 

·~~- Working with reports 
~,':1 shows how to generate reports from your 
)''<f''/ application 

• ~ Printing 
~~ shows how to output documents from your 
; "11' application, and how to monrtor print requests 

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

Sales and 
&i .stribution Sales and Distribution 

Please select a topic . 

LJ Bas1c Funct1ons and Master Data 

[;I Sales and Sales Order Processing 

U Shipping 

I J Pricmg and Condlt1ons 

U Billing and lnvolc1ng 

U Sales Information System 

Figure: Sales and Distribution 
SAPOOOJ4853; SAP00000585. 
The SD Guide to pricing and conditions provides detailed information on how the pricing 
functionality works. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

SO Guide to Pricing and Conditions 

The followtng Help Topics are avatlable 

Part 1 The Co nditio n Tech ni que 

C!J Condition Technique: OveiView 

Ill Usinn Tite Condition Technique: Pticitt<t 

Part 2 Pricing in Sales 

Ill Pricinq Elements in S.1les 

l:!l Wotking With Co11<htion Records 

l:tJ Prlcitt<l in S.1les Documents 

13 Pticino Re11orts 

C!J New Functions in Release 2.2 

For Help on Help. Press F1 

Y!H~!Qn 
C'op~.ngh! 

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

6 



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

~ ~ rn:.t~~r.rn. 
~ - --~- ...,,- ···hl!llil~ 

~ontent•l ~eorch I .e_ock I Erint I i< I L> I CJo•• I 

Pricing in Sales Documents 

Thrs sectron shows you how to work with pncrng dunng day-to-day sales order processrng Dunng pncrng, the system calculates amounts based on a combinatron of automatrc 
procedures and manually entered data The system automatrcally transfers pncrng data· for example, rnformatron about pnces, surcharges, and drscounts ·from the so-called 
condition records rnto sales and brllmg documents Dependrng on the pncrng pohcres of your company, you may be able to mfluence pnces manually dunng sales order 
processmg. You may, for example, be able enter or change certarn discounts wrthrn a specified range. 

Overview 

Thrs sechon IS organized as follows 

Pr~rerJnisit~s for Automatic PricirHJ 

Pricing Screens in S.1les Documents 

Head~r anr!llem Condrtlons 

Manual Prlclnu 

How He.lder Conditions Are Distributed Among Items 

Pr iclnrJ An.llvsfs 

SAP00029697; SAPOOOJ4001. 
The R3 documentation describes all of the preliminary steps that must be performed for the 
pricing functionality. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Prerequisites for Automatic Pricing 

• Condttlon records must already oxtst tn the system for oach of the cond~ion types that you wan1 the system to apply automatically. For more information about creating and 
mamtamrng condrtron records, see Work;rng Wrth Condrtron Records 

• \N'here necessary , data must be mamtarned rn the correspondmg customer and materral master records If, for example, you want to apply drscounts through specral 
grouptngs of either customers or matenals, then the system can only carry out automatrc pncrng when the groups are specified WJthm the relevant customer or matenal 
master records 

The fields rn the matenal master record that are relevant for prrcrng are on the Ssles 2 screen 

• T aK classfflcatlon lndrcates to what extent the mat anal rs !table for sales taxes tf more than one tax classrficahon exists (for example, in the US there may be tax 
classifications for sales taxes at state, c1ty, and county levels), then you find th1s rnforrnat10n appears on rt own screen In this case, from the Sales 2 screen , select Deta1/ts 

--) Ssleo d6ts118 --) Tsxeo 

• Pricing reference material In th1s field, you can spec1fy another matenal as a reference for pnc1ng Information. If you specrfy a reference, the system, dunng automatrc 
prltlnl:l ~ uses all the cond11 1on records that agp/, to the reference matenal 

o Material group A matertal group defines a group of matenals for whtch you want to apply the same condrtton record For example, using a matenal group you can spoctfy a 
dtscoun1 that applies to a parttcular range of products. 

• Cash discount In thts field, you can specify whether or not the matertal qualifies for a cash dtscount. 

Customer Master Data 

Most fields m the customer master record that are relevant for pncmg appear on the Sales screen 

• Customer pricing procedure Here you spec1fy the pricing procedure for a customer Pncmg procedures are created and mamtarned tn SO CustomiZing Durrng sales 
order processing, the pnctng procedure determines the k1nds of pncmg element you can use and m which s~quence ther are processed 

l
r • Price IJst 'YP• Pnce hst types allr:rw you to apply a matenal pnce tn 8 partiCUlar currency to a group of customers. For example' you can specrfy a pnce hst type that 1 applies to all wholesale customers 1n one of your uport markets 

• Tax classifi cati on In th1s field you specify the tax hab1hty of the customer. If there 1s more than one tax classification for a customer the ~nformatton appears on a separate 
screen In thts case, you press ENTER to select the followtng screen. 

Note 

ff your bustness operates in the US, you must matntam some addit ional data so that the system can automattcally determine sales taxes In the Control data screen, you 
should matntatn the County code and C~y 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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17. A method for 
determining a 
price of a 
product offered 
to a purchasing 
organization 
comprising: 

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

The R3 documentation discloses a method for determining a price of a product offered to a 
purchasing organization that includes all of the elements of claim 17. The process of 
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. 

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

determining pricing by taking into account such things as the base price, discounts, 

surcharges, and freight and sales taxes. The condition technique is responsible for 

determining the final price of a product. It includes many of the processes used in determining 

the price of a product. Specifically, the condition technique includes pricing procedures, 

condition types, access sequences, condition records and condition tables, all of which are 

described in great detail in the documentation and are further described below. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Foe Edit Bool<mark Options Help 

J;;ontents 

Overview of Pricing 

The term prichUJ 1s used broadly to descnbe the calculation of pnces (for external use by customers or vendors) and costs (for internal purposes, such as cost accountmg). 

Pricing in the SAP R/3 System 

Pricmg IS used m a variety of SAP R/3 applications. Dunng sa les order process1ng, for example, the system automatically determ1nes pricing for a sales order by takmg mto 
account all the relevant 1nformat1on what kmd of bas1c pnce the customer gets, whether spec1al discounts or surcharges apply, and 1f the customer 1s li able for fre1ght charges 
and sales taxes. L1kewtse, 1f you are us1ng the SAP system for purchasrng, the system can take 1nformat1on from vanous sources, such as the vendor and purchas1ng 

organization, and calculate pnc1ng for a purchase order If you are usmg the SAP system for cost account1ng, the system uses pnc1ng to calculate, for example, the costs of an 
1nternal order 

The Condition Technique in Pri cing 

Even though the requrrements are dtfferent for every application, the SAP system IS able to calculate prices by usmg a common approach to pnc1ng the cond1t1on technrque 

The Goal of the Condition Technique in Pricing 

e goal of the condition technique in pricing is always the calculation of a final price or cost. The sales department, for example, wants to be able to determine the net v.1hre of l 
• • •• • ~ .. •• # • •• ' • • •• • • - -· 

effective ruice of a purchase order. The cost accounting department wants to know the finalmanuf.lcturing cost of an internal order (that IS, the cost after all the bas1c costs 
and overhead costs are taken into account). 

Overview 

Th1s sect1on provrdes an overview of the condrt1on technrque as it is used 1n pnc1ng dunng sales order and purchase order process1ng 

Exanwle of Prjcjru1 in .1 Sales Order 

Examule of Pricin<! in a Purchase Order 

SAP00029641; SAP00013942. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Using The Condition Technique: Pricing 

Introduction 

Usmg the pricing that takes place in sales and purchasmg as an example, thrs sectron explains how the conditron technrque works in practrce The varrous elements used in the 

condrtron technique (condrtron types, records, tables, and so on) that were explamed brrefly in the first section are covered here in more detarl 

Overview 

This section is organized as follows 

Overview of Pricin<r 

Condition Technicrue Elements: Pricincr 

SAP00029640; SAPOOOJ3941. 
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. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Example of Pricing in a Sales Order 

The following figure shows the pncmg Information for an 1tem 1n a sales order The pncmg screen for the item shows the gross pnce that the customer is charged, several 

discounts for wh1ch the customer qualifies, and other pncmg elements, such as fre~ght and sales taxes. The condrt1on types that apply to each of these pnc1ng elements 
appear on the left s1de of the pnc1ng screen. The sequence 1n wh1ch the vanous cond1t10n types appear 1s deterrmned by the pncmg procedure 

~~lg!f! 

I DetaHs II Gelete II _New pricing II Condition record I 
Item 

Quantity 

Material 

lm.aae I ~ 
li9l Net value in ~~ 1, 798.29 j 

Ta>c amount I 61J. 86 ) 

~-~eaa Pennsy1van1a ·s Finest 

·-------·---·--~--~·----·---- · 

pe11tfip1Wn Curr. per Uo~ Cond. value ~ 
C !PP.aa Price 1 !14. 99 j~l1fFLI 1 .&3e.ee 1 on Gro9G :14. 99 jpro-nfFLI 1 ,&39 .91) I 

q~:ae1 Custonor discount 1.eae- 1r I 16. B9· j 

Cl n;m, .. t n""" ' A ~ a.11J- . ipro-nfFLI! 1S .S9· 

r: l~:rea Freiqht I !o.so i!USDI1fKGI lfs.B!l I cr !loot lAl ll'lo :> j1U4 :pro-nlflll 1,709.20 I 
clurxa tatt salu tax I ill . 75() ir I sus I 
cr~·t valut for ord. I1U? l~nlfli 1,772.26 

clum !cost ll6.oo 1~nn slie.eo 
n i:IProfit Margin ll9.71i IVsDirl:lfLll . m u 

SAP00029642; SAPOOOJ3943. 
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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; 

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

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 



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

!!~~&''~ l!l~ti[d 

J;ontents[ l_earch [ ~ack I f rinl i< I .P I C]ose I 

Different Business Partners 

A company deals With different business partners such as the sold-to party or the forwarding agent when carrying out busrness transactions. The SAP R/3 System 
drstmgu1shes between personnel, business partners who are customers, and those who are vendors and stores the1r detarls 1n different master records 

Customer Master Record 

I_ Data on business partners who are customers, for example, the sold-to party, is managed in a customer master record. I 
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 distnbution data is stored separately in the customer master record 
Com11t1ny code data depends on the company code orgamzation It is defined individually for each company code. Sales and distr ibution data depends on the 
orgamzation in the sales area. It is defined individually for each sales area. General data is independent from company code and sales area. h applies to one customer rn 
all company codes and sales areas. The following figure displays the structure of a customer master record. 

Generalda1a 

1 
Sales and distribution 

data 

l 
I 

Company code 

data 

SAP 00029494; SAP OOOJ3791. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Customer Hierarchies 

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

...-. ... 1 ; .. m I ll"* I em I ~' I ~, I C)ne : 

Building a Customer Hierarchy 

A customer hierarchy it a flexible s1ructure consisting of nodes. Each node· wlh the excephon of the uppermost node· refers to ano1her node a1 a higher lnel m the hierarchy (knOMI as a hiqlttl ..fwtl "ode). 
to higher-level nodes are known as dependent nod H. Creating a customer hierarchy conststs of three steps: 

1. You create master records for each node that you plan to mc!ude tn the hi!rarthy (some dyour master data customers, for example .. already exists}. 

2. You asstgn the nodes to each other, gradually bUJidtng up your hterarchy 

Typicany, you create a hierarchy of nodes starting with the topmost, then creating each lml as you go. Usually, customers are asstgned 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 out lets may be assigned to a regional office rather than to a local sales office. 

figure shows the example from the mtroductory sltd1on, th1s t1me Wllh more deta1l Smrt h Central1s the h 1 gher~level node for Smith South and Smrth North. Smith North is the higher-levt~l node ft:Jr Smith Northwest and Smith 
and so on As a rule, uch f'l(lde 1n the hierarchy has the same orgamzat1onal data However, th•s data can also vary 

SAP0002961 7; SAPOOOJ3918-9. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Building a Customer Hierarchy 

Hierarchy Types 

The hierarchy type IS used behmd the scenes for the follOWing purposes 

• To identify the purpose of a pa111cular hierarchy 

• To deterrn1ne wt'l1ch customer account groups are allowed m a hierarchy 

• To determme wh•ch orgamzatJonal data IS allow9d in a hierarchy 

The standard wtrs1on of the SAP R/3 System contains one, standard hierarchy type A tf you 'WISh, you can define your own types m Customizing for Sales 

Creating Mastef Data 

Because a node may represent an element in the orgamzational structure of your customer· 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 record. In terms of creating and maintaining master data for nodes in a hierarthy, you proceed just as you would with customer master data. 

Spectal Account Group 

The kmd of mfonnatton you can store m the master record of a node IS controlled through the wstomet account group For the purposes of creat1ng nodes m a hierarchy, a special account group (0012) has been created The system 
automatically proposes thiS spec tal account group when you create 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 

• Organtzattonal data 

• Address 

The followmg data can be entered optiOnally 

• 'Whether the node IS relevant for pncmg and rebate process1ng 

• Contact person data 

Procedure 

To create the master record for a node, proceed as follows 

1. Select LogistiCs~ SaJe&'dlstllbJ.Jt/On ~Master data tn the main menu sc reen 

You reach the Sales & D1stnbut/Ofl Master Data screen 

Select Bu.,.•• panners __, HIO{Orcf¥ nodes __, Create 

You reach the tntttal screen for creatrng a hterarchy node (you are creatmg 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 dats, but leave the Customer field blank (tn the standard verston, the customer number ts asstgned automattcally by the system) and press ENTER 

You reach the screen ...mere you enter name and address data In addrt1on, you can enter data m the followtng screens 

SAP00029617-8; SAP00013919-20. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

Flo Edt 8oolmart< Option< tiel> 

~·~ Se<lfCh I ~od< ! fli'l_l ~<_I 1> JCJo>eml 

Building a Customer Hierarchy 

3. Enter your data, but leave the Customer field blank (m the standard vers1on, the customer number 1s ass1gned automatically by the system) and press ENTER 

You reach the scraen where you enter name and address data In additiOn, you can enter data m the follOWing screens 

Control 

.. Contact person 

• 81lhng ~ndiCalors for rebates and pricing) 

Save your data 

Ass1g nmg Nodes Within a Hierarchy 

I• 

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 actual assignments. For each node, you can enter the followmg-assignment data· l 
• Number that identifies the master record of the hierarch node 

• Organtzattonal data 

• Vahdrty penod data 

• Copymg routtne data 

In addttlon, the system automatically coptes the md1cators from the nodes master record that specify whether the node ts relevant for pricmg or stattsttcs On later releases 1 you Will be able to use customer hierarchies for creating 

stattstteal analyses) 

Procedure 

To create an asstgnment m a customer hierarchy, proceed as follows 

Select Loglsl/C3 --7 Selesldl3lrlbull00 -lo Mester date tn the main menu screen 

You reach the Sales & D~Stnbut10n Master Data screen 

Select Busme8S partners ~ Customer h~erercl>f ~ Chonge 

You reach the selectton screen for customer hterarchtes 

3. Enter a customer hterarchy type ~he standard verston tncludes only one type A), a valtdtty date. and select Execute. 

The system dtsplays a Its! of extstmg customer hterarchtes that are vahd for the date you entered 

Posttton your cursor at the top oft he screen (where It says H1erarch{ headet) and select Ed1t --7 Assignment --7 CreMe a~~gnment. 

The system dtsplays the Create Hterarchj AS&gnment dialog box The data tn the upper half oft he dialog box defines the node you want to assign. The data in the lower half spectfies the higher level node 

Enter your data 

If you are asstgmng your node to a hrgher-level, enter data in the lower half of the d1alog box If you are assigning an extsttng customer master record as a node, you can only asstgn customers with valid account groups Valid account 

groups are defined tn Customtzrng for Sales 

If you are creattng the node at the top or a customer hierarchy. you do not need lo enter data m the lower half of the dtalog box 

Select Cor¥ 
The system creates the assignment and displays 11 in the customer hierarchy 

SAP00029618-9; SAP00013920-1. 

17 



Anticipation: 35 U.S.C. §102 (R3 Documentation) 
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Building a Customer Hierarchy 

If you are asSignmg your node to a hrgher-level, enter data rn the lower half oft he dralog bOk. W you are assigning an exrstrng customer master record as a node, you can only asSign customers with valid account groups Vahd account 

groups are defined 1n Custom1zrng for Sales 

If you are crealrng the node at the top of a customer hrerarchy, you do no1 need to enter data m the lower ha~ of the dralog box. 

Select Copf 

The system creates the asstgnment and dtsplays rt in the customer hierarchy 

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

B. Seve your data 

Assignmg Customers to Nodes 

Mer you have created the mas1er data for the nodes and assrgned the nodes withtn the hierarchy, you can assrgn your cus1omers to the appropriate nodes. You do this in exactly the same way as when you asstgn the nodes to each 
other tn the hterarchy For each asstgnment, you the enter the same data as above 

Partners Defined as Nodes 

The customer hterarchtes descnbed so far tn thts documentatton constsl exclusiVely of nodes that are created wrth the spectal account group 0012 However, it is also poss1ble to define a partner as a node For example, a node tn a 

hterarchy represents a customer's reg1onal buy1ng office It also happens that you send 1nvo1ces to th1s office for payment In th1s case, you have an eMIStmg customer master record, already ma1ntamed as a payer partner function You 

ass1gn th1s customer master record as a node m the customer hierarchy, us1ng the appropnate account group 

Controlled Through Account Groups 

If you want to define partners as nodes, you can specrfy 1n Custom1zmg for Sales wh1ch account groups are vahd for a particular h1erarchy type and wh1ch of these accoun1 groups may be defined as highu.level account groups Far 
example, you can exclude the possibilrty of definrng shrp-to partres as hrgher-level nodes, s1nce shrp-to part res play no role rn pncrng 

Organizational Data 

\Vhen you create or mamtam a hierarchy node, you must specrfy orgarnzatlonal data Just as wrth customer master records , you specify the sales area sales organ1zat1on, d1stnbution channel, and dMs1on As a rule, the organ1zattonal 

data of nodes wrthm a customer h1erarchy should be identical. However, the sales area data may vary For example, customers ma1ntamed for different dMstons may be ass1gned to the same node A. node 1s ma1ntamed , for example, m 
the followmg sales area 

Sales organrzat10n USOt 
Drslnbutron channel 01 
0MSIOO 01 

You then ass1gn two customers to the above h1erarchy node. The first customer is ma1ntamed m the followmg sales area 

Sales organ1zat1on Ustl1 
Otstnbutron channel 01 
DMston 02 

The second customer ts mamtarned rn a different sales area 

Sales orgamzat10n US01 
Orstnbut10n channel 01 
DMsion 03 

SAP00029619-20; SAPOOOJ3921-2. 
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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. . r-;;' 

Prerequisites for Automatic Pricing 

For the system to carry out automatiC pncmg, the following prerequisites must be met: 

o Cond1t1on records must already ex1st 1n the system for each of the cond1t1on types that you want the system to apply automatically For more mformat1on about creating and 
mamtam1ng cond1tion records, see Workmg \IIIIth Cond1t1on Records 

• Where necessary, data must be mamtamed 1n the corresponding customer and matenal master records. If, for example, you want to apply d1scounts through specia l 
group1ngs of e1ther customers or matenals, then the system can only carry out automatiC pncmg when the groups are specified w1thm the relevant customer or matenal 
master records 

Matenal Master Data 

The fields 1n the matenal master record that are relevant for pncmg are on the Sales 2 screen 

• Tax classification Indicates to what extent the matenal1s liable for sales taxes. If more than one tax classification ex1sts (for example, in the US there may be tax 
class1ficat1ons for sales taxes at state, c1ty, and county levels), then you find th1s mformat10n appears on 11 own screen. In this case, from the Sales 2 screen , select Details 

--7 Sales deta1ls --7 Taxes 

o Pricing reference n1<1terial In th1s field, you can spec1fy another matenal as a reference for pnc1ng information If you spec1fy a reference, the system, dunng automatic 
pricing, uses all the cond1t10n records that apply to the reference matenal 

o M.lterial group A matenal group defines a group of matenals for wh1ch you want to apply the same cond1t1on record For example, us1ng a material group, you can spec1fy a 
discount that applies to a particular range of products 

• Cash discount: In th1s 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 spec1fy the pricing procedure for a customer Pncmg procedures are created and maintained 1n SD CustomiZing Dunng sales 
order processmg, the pricmg procedure determmes the kmds of pncmg element you can use and m wh1ch sequence they are processed 

o Price list type Pnce hst types allow you to apply a matenal pnce 1n a particular currency to a group of customers For example, you can spec1fy a price list type that 
' PP'i" ro n" nto1esa1e srsrowadn goo-M W'M'f eYpm• '*'" kW's 1 

an one tax classification for a customer, the informat1on appears on a separate 

Note 

If your busmess operates in the US, you must mamtam some add1t1onal data so that the system can automatically determme sales taxes In the Control data screen, you 
should mamtam the County code and C1ty code fields 

SAP00029698; SAPOOOJ4002. 
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Discounts and Surcharges 

Ths standard version of the SAP system includes a variety of commonly-used discounts. If your business requires 11, special discounts and surcharges can be defined in SO Customizing during system configuration or subsequent 

customrzmg 

Dtscounts Ill the Standard Version 

The standard versron mcludes the followm~ dtscounts 

Dtscount {Key) Kmd of d1scotmt 

Customer (KIXJ7) Percentage 

Malena MD41 Absolute 

Price group (I@IJ) _j Percentage 

M<J ena group JN..I..:" , Absolute dtscount by wetght 

Customer/malenal (klll5) Absolute 
I Customer/matenal grou~ I)<IIDI Percentage 

PriCe group/matenal (t<l.i:u) r ime 
Prtce grouplmatenal group (K031) cent age 

You can use any of these standard drscounts to create condrt10n records rn the system Our1ng automatrc pncmg, the system takes 1nto account the drscounts that apply m the circumstances and searches for vahd condttlon records In the 

case of drscounts that refer to a aroupma of some kindjfor eumgle matenal and pnce groi,IJisi au must asston the rountn the corresaondtnlll customer or matenal master record before automatic •ncma takes place 

Further Information 

for more detailed rnfurmal1on about each of these dtscounts, you can ask your system admtntstrator about how each d1scount ts set up in your system You can also, during sales order processmg, branch from each pnctrtg element in the 

document to screens that QM! you more rnformatmn You can see for example, some of the data - the relevant condition recortl and prlcln!l scale 1nformatmn, and so on that the system uses to calculate a pncrng element. 

New Olscounti in Relense 21 

Release 21 of the standard 't'Brston of the SAP R/3 Slstem mcludes new d1scounts for use rn the foiiOVr!'lna new bil1in9 functions 

Function Contlltlon type Desctlptlon 

Rebate processtng BCXJ1 Group reba1e (%) 

BCXJ2 Malena! rebate (fixed) 
8()(]3 Customer rebate (%) 

Inter-company proc. PKJ1 Inter-company (fixed) 

PI02 Inter-company (%} 

lnvo1ce lists Rl.OO F actonng drscount 

MW15 F actonng drscount tax 

For more information about these new billing fi.Jnct1ons, see the SO Billing GUide 

SAP00029677; SAPOOOJ3981. 
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Prices 

In the standard versron of the SAP system, the basis of pncmg during sales order processing is the gross price of a matenal The follov.ing kinds of price are predefined 

1 Matenal pnce 

1 Pnce list type 

1 Customer-specific pnce 

Selecting From Competing Pricing Records 

Ounng automatrc pncrng, the system looks for a gross pnce Smce rt rs possrble to store different kinds of pricing information in the system, pricing records can, in certain crrcumatances, compete With each other For example, you may have 
a basic matenal pnce rn addrtron to a specral matenal pnce for a particular customer 

In the atandard versiOn, the system selects the moat specific record, the customer-specific pnce ~no customer-specific pnce exrats, the syatem looks for a valid pnce hat type. ~no valid price list type exrsts, the system takes the basic 

matenal pnce Thrs search str.~tegy rs determmed dunng system configuratron m SD Customrzrng For more mformatron, see Access Sequences 

Material Prices 

When you create a matenal pnce, you specfy a pri<:e or a pricing scale for a specific matenal You specify a combination of sales organiz.1tion and distribution channel, for v.!rrch the matenal price is valid 

Note 

In SO Customrzmg, rt rs possrble to specify that pncmg Information assigned to a partrcular combination of sales organrzation and drstnbutron channel can be shared by other combinatrons For more mformatron, see the onlrne rrlformation in 

the SO Implementation Gurde 

Price list Types 

Dependrng on the pncrng pohcres of your company, you can define your own price list types to surt I he needs of your business For example, you can define pnce list types by cuatomer groups (v.trolesale, retail, and so on) and by cunency 

(pnce lists for each forergn country you deal wrth) For each pnce list type, you create different pncrng records, usrng the same organrzatronal data as for matenal pnces (sales organizatron, drstnbutron channeO You can then assign pnce list 
types, v.trere necessary, to each customer rn the custome(s master record 

Customer-Specific Prices 

If you grant specral pnces to different customers, you can create customer-specrfic pncing records In addrtion to the same organrzatronal data you enter for matenal pnces (sales organization, drstnbutron channeO, you assign the pricing 

record to a specrftc combrnatron of customer and matenal 

SAP00029676; SAP00013980. 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

The R3 documentation discloses at least two methods for arranging a hierarchy of product 
groups comprising a plurality of branches such that a product group below a higher product 
group in each of the branches is a subset of the higher product group: product hierarchies 
and material pricing groups. In the R3 documentation, the term "material" is used for 
products and services that are offered for sale. 

Product hierarchies: The first method for arranging a hierarchy of product groups uses 
product hierarchies. Product hierarchies are supported directly in the way that identifiers 
are selected for materials, as shown below. The user may define the criteria or characteristic 
used to differentiate between individual groupings. For instance, the documentation has an 
example hierarchy of electrical appliances, which are divided into dry and wet appliances 
and further divided into specific appliance types. More than one product hierarchy may be 
defined; the documentation describes an example arrangement in which one hierarchy 
contains Electrical Appliances and a second hierarchy contains Spare parts. 

Material pricing groups: The second method for arranging a hierarchy of product groups 
uses the material pricing group field in the material master record. The material master 
record contains relevant information about each product, as described below. Each material 
may be assigned to a material pricing group, which is a two digit numeric key. A material 
pricing group then contains all of the materials that are assigned the same key. In this way, 
the material pricing group forms a two-level hierarchy: the material pricing group and its 
members, the materials that belong to that material pricing group. 

Material: products and services 

The following excerpt shows that the term "material" refers to products and services, and 
describes the material master record. 
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the matenal master record IS also of great1mpMance for sh1pprng and billing H~JWMr, the data requ1md for sh1pprng , for example, IS not the same as that 

Overview 

In this sect1on, the matenal master record r.; descnbed exclusM!Iy ~om the sales and d1stnbut1on ¥lew The needs of other user departments are not discussed The section is structured as follows 

Material Ivves and lndusrrv Sectors 

Structure ofrhe M.uerial M.1s!er Record 

Dat.l in rhe M.uerl.11 Master Record 

Edmng a Marerjal Masrer Record 

Product Pro1•osals 

Addirionallnformarlon 

For more mformi111on about the matenal master record, see the MM Material Ma&er Guide 

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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I Overview of the Sales and Distribution Screens 

Four screens in the matenal master record are relevant for sales and d1stnbution 

• Sales 1 

• Sales 2 

• Sales/Plant Data 

• Sales Text 

Sales and Distrib ution Screens 

The followmg overv~ew mcludes a short descnption of the mdiVIdual sales and d1stnbution screens and lists the 1mportant data fields found on these screens 

S.1les and distribution screens 

Sales 1 

Sales 2 

Description and i111110rtant data fields 

Bas1c data and units of measure 

(for example, sales units, order quantities) 

Malena! groupings and tax 

class1ficat1on (for example , 

product hierarchy, matenal 

pricing group) 

SAP00029547; SAPOOOJ3844. 

J 

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 processmg and mventory management) Vanous types of processing are poss1ble in a matenal 
master record Dependmg on your authorizat ion, you can carry out the following tasks: 

• Create 

• Chan(!<! 

• Display 

• Maintam 

• Block 

• Mark for delet1on 

Overview 

Th1s sect1on has the following outline 

Creafinn a Material Master Record 

Changinfl ;) Mate1i.11 Master Record 

Disolaymo t1 Material Master Record 

Deflnlnn Pefanhs 

Maintaining a M.1teual Master Record 

Blocking .1 M~Jterl;al Master Reco1d lSales Statusl 

Mc11kmq a Mtlterial Master Record for Oeletlon 

SAP00029553; SAPOOOJ3850. 
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Creating a Material Master Record 

There are two ways of creatmg a matenal master record 

• A new matenal master record IS Cleated wrth or Without reference ~ IS mamly the respons1b1lrty of matenals management to create new matenal master records 1n the system 

• An ex1stmg matenal master ll!COrd IS extended by creating new segments for other company areas Thus, a ¥~ewwtuch has not yet been ma1nta1ned IS added to the matenal master "'cord 

Th1s documentatiOn descnbes the matenal master record exclus~ely from the sales ¥~ew Therefore, the foii0W1n9 descnpt1on refers to adding new ¥~ews to aln!ad~ ex1SI1ng material master records 

Procedure 

Us1ng the example of trad1ng goods (HAWA), the section below describes how to extend a matenal master ll!cord You proceed in the same way for other material types 

I Select LogllliiCs -7 Sales & dustnbll/0/J -7 Malller data on the mam menu screen. 

You reach the Sales Malller Data (1) screen. 

2 Select Prodocls -7 Malellal-7 Tradir1i] goods -7 Create 

You reach the Crea/e Tradrr1iJ Goods lnrl~l Screen (1} screen 

3. Enter the number of the matenal whose sales and distnbut1on screens you want to ma1ntam 

4. Press ENTER 

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

5 Press ENTER 

A pop-up wmdow appears in wh1ch you can select¥~ews 

6 Select the sales ¥~ews you want to ma1ntam 

By selectmg ¥~ews you define an 1ndMdual screen sequence W you do not select any new ..,ews you rece~ a system error message 

Malena! already marrtained for thrs lransactiOI>'""'nl 

7. Press ENTER Another pop-up Window appears m wh1ch you specify the organ!Zalronallevel at wh1ch you want to carry out the change 

8. Enter a val1d combinatiOn of plant, sales orgamza!IOn and d1stnbut1on channel to define the organizational level. 

9. Press ENTER to reach step by step the data screen you want to edrt 

Edrt these data screens You must at least enter data 1n the requ1red fields. 

After you have edrted the last data screen, a pop-up Window appears m which you see the system message that the edrt1ng process will end. 

10. Select Yes to save your matenal data 

You retum to the screen Create Trodmg Goods lrnl1al Screen (1}, where the foiiDW1ng system message 1s displayed 

Malena! <Malena! number> created 

Th1s concludes the processing. You haYB extended the material master record by add1ng new sales .. ews 

Number Assignment 

The matenal number can erther be entered extemally by the user, or ass1gned Internally by the system. Both intemal and extemal number assignmerrt IS possible W you do not enter a matenal number when creating a matenal master 
record, the system automatically cames out internal number ass~gnment 

SAP00029554-5; SAP00013851-2. 

26 



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

•:.nrm[ ... t•••r. .,.,T,f,l:.i(=:i • t·r.• r• 

File Edl Bookmari< Options Help 

Contents [ ~··•ch I ~ack I frnt I i< I l> r Cjose I 

Changing a Material Master Record I 
Introdu ctio n 

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

Procedure 

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 

1. Select LogistiCs ~ Sales & drslnbution ~Master data on the mam menu screen 

You reach the Sales Master Data (1) screen. 

2 Select Products~ Tradrng goods~ Change. 

You reach to the Change Malena/ lnrtial Screen (1) screen. 

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

4. Press ENTER 

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

5. Select the Sales 1 view, since the base unit of measure is defined on th1s screen Always select the screens on wh1ch the data you want to change is found 

6. Press ENTER. 

A pop-up Window appears in which you must define the organ1zat1onallevel 

7. Enter a valid combination of plant, sales organization and d1stnbut1on channel. 

8. Press ENTER. 

You reach the Sales 1 screen. 

9 Enter a new base un1t of measure and save the changed data record 

You return to the 1n1t1al screen, where rece1ve the system message 

Malena/ <materral number> changed 

SAP00029556; SAPOOOJ3853. 

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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i Grouping Materials 

Matenals can be grouped accordrng to dtfferent cntena Th1s allows for eas1er management and better evaluatmn of matenals With s•m•lar features The standard verston of the SAP R/3 System does not prOVIde exact cntena to dtfferent1ate 

between tndMdual grouptngs These crrtena can be defined by the company to meetthetr spectfic demands The grouptngs are determtned and defined by the system admmtstrator. Contact htm, rf you have questmns concernmg the 
e~~:tsl rng group1MQ$ In the standard verston of the SAP R/3 System the foiiO'W'Ing grouptnQ$ are posstble for example 

• Matenal group 

• Matenal pncrng group 

• Product hterarchy 

Malena! Grou p 

Goods wrth the same features (for eumple, na1ls) can be grouped usmg the field Matenal group Unlike the product h1erarchy, the matenal group does not contam different levels or possible comb1nat1ons of goods. You can, however, use 
the mater1al group to carry out d1trerent analys1s functiOns The matenal group IS defined by a mne-digit, alphanumenc key It is not pnmanly of Importance for sales and distributiOn, but IS used mamly m matenals management. 

Matenal Prlc111g Group 

The matenal pnc1ng group can iiiiSo be used to group matenals 1 especially for pnc1ng and for analyses The material pricing group is defined by a two-digrt, numeric key. 

Product H1erttrchy 

owmg 

Pooltlon 1-5 

Poaltlon &-10 

Pooltlon 11-18 

In this case, a dishwasher can be descnbed by product hterarchy COJ1COXI20COlXIJ2 Th1s senes of characters states that dishwashers belong to the category electncal appliances (senes of characters OWJ1, position 1-5), and also to ¥et 

appliances (series of characters COJJ2, pos1t1on 6-10) and, finally, to diShwashers (senes of characters OllDl)2, posrt10n 11-18). 

SAP00029548-9; SAP00013845-6. 

Mat erial 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 conta1ns all the information on all materials that a company procures, produces, stores, and sells It 1s the company's central source for retrrevmg material 
data The material master IS used by all components in the SAP Log1stics system. 

The integration of all matenal data in a single data base object elimrnates redundant data storage Areas such as purchasing, Inventory management, matenal requirements 
plannrng, invoice venfication, and so on, can all use the same data. 

The data in the material master is used to perfonm the following functions rn the SAP Log1st1cs system 

• in purchasing for purchase order processing 

• in Inventory management for goods movement postrngs and phys1cal mventory management 

• in invo1ce verification for ~ ostin 

SAP00023312; SAP00008872. 
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Grouping Materials 

Materials can be grouped according to drfferent crrterra Thrs allows for easrer management and better evaluatron of materrals wrth srmrlar features The standard versron of 
the SAP R/3 System does not proVIde exact crrterra to differentrale between rndividual grouprngs These crrterra can be defined by the company to meet !herr specrfic 
demands. The grouprngs are determrned and defined by the system adminrstrator. Contact hrm, rf you have questrons concernrng the exrsting groupings In the standard 
version of the SAP R/3 System the follOWing groupings are possrble, for example: 

• Materral group 

• Materral pricing group 

• Product hrerarchy 

Material Group 

Goods with the same features (for example, naris) can be grouped usrng the field Material group. Unlike the product hrerarchy, the materral group does not contarn drfferent 
levels or possible combrnatrons of goods You can, however, use the material group to carry out drfferent analysis functrons The matenal group rs defined by a nme-drgrt , 
alphanumeric key. It rs not prrmarily of importance for sales and drstnbutron, but is used mainly rn materials management 

Material Pricing Group 

The matenal pncrng group can also be used to group materrals, especrally for pncrng and for analyses The materral prrcrng group IS defined by a two-drgrt, numenc key 

SAP00029548; SAP00013845. 
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Discounts and Surcharges 

The standard vers10n of the SAP system includes a variety of commonly-used discounts If your business requ~res 11. special discounts and surcharges can be defined in SO Customizing dunng system configuration or 
subsequent custom1zmg 

Discounts m th e Standard Vers1on 

The standard vers1on Includes the followms d1scounts 

I 

Discount IKeyl Klrtd of discount 

Customer (l<Ill7) Percentage 

ll Matenal (l<Ill4) Abso ute I 
Pnce ;roLr (l<WJ) Percentage 

1 Matenal group (k029) Absolute discount by we1ght II 
Custome~ materral (KI.l.ltJ) Absolute 

Customer/matenal group (l<llll) Percentage 
Pnce group/mate11al (1<032) Absolute 

Pnce group/mate11al group (1<031) Percentage I You can use any of these standard diScounts to create condrt10n rec01ds in the system Dunng automatiC pnctng, the system takes tnlo account the discounts that apply'" the c~rcumstances and searches for valid 

~ condrt10n records In the case of diScounts that refer to a grouptng of some kind (for e.ample, matenal and pnce groups), you must asSign the group in the correspondmg customer or matenal master record before 
automatic pncm9 takes place 

Further lnforrn11tlon 

For more detouled mformat1on about each of these discounts, you can ask your system adm1mstrator about how each discount is set up m your system. You can also, dunng sales order processtng, branch from each 
pnctng element m the document to screens that grve you more mformat1on. 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 pr1c1ng element 

New Otsco unts 111 Release 2 1 

Release 2 1 of the standard vers1on of the SAP R/3 Slstem 1ncludes new d1scounts far use in the followmg new billin9 functions 

Function Condition type Description 

Rebate procesSing 8001 Group rebate (%) 

8002 Malena! rebate (fixed) 

8003 Customer rebate (%) 

Inter company proc PI01 Inter-company (filed) 

PI02 Inter-company (%) 

lnvotce hsts Rl.OO Factonng dJscount 

MW15 Factonng diScount tax 

For more information about these new b1iling functions, see the SO Billing Gwde 

SA ?00029677; SAPOOOJ3981. 
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Prerequisites for Automatic Pricing 

For the system to carry out automatiC p!lctng, the follow1ng prerequ1s1tes must be met 

• Condtt1on records must already ex1st m the system for each of the condition types that you want the system to apply automatically. For more mformalfon about creat1ng and mamta1nmg condition records, see Workm !J 

W tth CQndatQ!l R~~Qrd ~ 

• 'Where necessary, data must be mamtamed m the correspondmg customer and matenal master records If, for example, you want to apply discounts through spec1al grouptngs of etther customers or mater1als, then the 

system can only carry out automatic pncmg when the groups are spectfied Wlthtn the relevant customer or matenal master records 

Matenal Master Data 

The fields m the matenal master record that are relevant for pnctng are on the Sales 2 screen 

• Tax ciM:Sifi catfon lndtcates to what extent the matenalts It able for sales taxes If more than one tax classlficat1on exis1s (for example, in the US there may be tax classifica11ons for sales taxes at state , city, and 

county levels), then you find thts informatiOn appears on tt awn screen In th1s case, from the SaJes 2 screen , select Deta1/.s ~Sales detaik3 ~ Taxes 

• Prltlng reference material In th1s field, you can specify another mater1al as a reference for prictng inform at ton If you spec1fy a reference, the system, durmg automatic pricing, uses all the condition records that apply 
to the reference matenal 

I• Mclterltl l grout,: A material 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 applies to a particular range 
of products. I 

• C.lsh discount In this field, you can specrfy whether or not the matemil l qualifies for a cash discount. 

Customer Master Data 

Most fields 10 the customer master record that are relevant for pncmg appear on the Sales screen 

• Custom11r pricing procedure Here you specify the pricing protedure for a customer Pncmg procedures are created and mamtamed m SO CustomiZing During sales order processmg, the pncmg procedure 
determtnes the k1nds of pncmg element you can use and tn wh1ch sequence they are processed 

• Prru lkt type Pnce hst types allow you to apply a matenal pnce 1n a particular currency to a group of customers. for example you can speedy a pnce hst type that apphes to all wholesale customers 1n one of your 
export markets 

• Pr ice g1oup Pnce groups let you apply a d1scount to a part1cular group of customers 

• T,l>< classification In thts field you specify the tax hab1hty of the customer. If there IS more than one tax classlficalton for a customer, the mformatlon appears on a separate screen In this case, you press ENTER to 
select the followmg screen 

Note 

If your busmess operates 1n the US, you must matntarn some additional data so that the system can automattcally determine sales taxes In the Cont1ol data screen, you should maintain the County code and C1~y code 
fields 

SAP00029698; SAP00014002. 
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Material Data: the Sales View 
Smallest quanti!)' that the customer 1s allowed to order h ts measured 1n a base untl of measure 

Mintmum deliVery quantity 

Lowest quantity that may be dehvered to a customer. 

Delivery unrt 

Only exact muhiples may be supplied The delivery unrt IS made up of a number and a unrt of measure. In the case of a dehvery unrt of 30 t•lectt1 only JJ, ro, 93 and so on p1eces can be delivered but not, however, 100 pteces. 

Hott 

Enter the sales pnces of a material wrth Detst/3 -7 Sale3 pnce 

The most 1mportant data on the second sales screen 1s 

Matenal descrtplton 

Thts tnformatton IS mandatory and identical for all departments. Talk to the other users to dec1de what you are gomg to enter hefe 

DMSIOO 

The use of dMsions lets you organize your sales structure around groups of similar products or product lines Th1s allows the people m a dMs1on who process orders and seMce customers to spectallze tn a manageable area of 

experttse 

Cash dtscount 

Thts md1cator determtnes Yll'hether a matenal quahfies for a cash d1scount 

The second box on the screen contams the followmg groupmg terms 

Rebate group 

The rebate group determines whether a volume-based rebate can be granted for a material 

Commtss1on group 

You can allocate two matenals to the same commission group if each representatiVe who sells these materials receives the same comm1ss1on percentages for both materials. It is quite posstble that different representatives 'Mihm the 

group rece1ve dtfferent commtss1on percentages 

Pr1ctng reference matenat 

The key allows you to group together products for wh1ch the same pricing procedure IS used 

Matenal pncmg group 

Group of matenals to which the same pricing conditions apply. 

Product hterarchy 

GroUD of matenals used b• the S1stem for ClriCtnll ourr;oses and sales analtses. 

Account determmatton group 

The system refers to lhts group of matenals when i1 creates an accountmg document from a btlhng document to determine the revenue and sales deduct ton accounts 

Item category group 

The system uses thts value in sales documents ttl determtne the rtem category 

Tl< ,,. 
-~ ''" . ~ . . '". ~. '"" · • • 'r , .... .. Tl. -.:::• a.hl•b t·n•z .., i•l•:lld l:cdlanal ~lfllli!!flti 
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Anticipation: 35 U.S.C. §102 (R3 Documentation) 

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 PROO (Price), K004 (Material discount), K005 

(Customer-specific material discount), K007 (Customer discount), K020 (Price group 

discount), KFOO (Freight surcharge by item), UTXJ (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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3. 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. 

5. 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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The R3 documentation describes these concepts in detail. The R3 documentation describes 
how to use these five elements of the condition technique to store pricing information that is 
associated with pricing types, the organization groups, and the product groups. The pricing 
information is held in condition records which are stored in condition tables. The pricing 
information is associated with pricing types (which are condition types in the R3 
documentation) using pricing procedures and access sequences. The pricing information is 
associated with organizational groups and product groups using access sequences and 
condition tables. 

The Condition Technique 
The following excerpts provide an overview of the condition technique and its use in pricing. 
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Sa·les an d 
Distribution 

Content~ 

I Getting Started I 
I Exit II Copyright I 

Sales and Distribution 

Please select a topic. 

0 Basic Functions and Master Data 

0 Sales and Sales Order Processing 

0 Shipping 

0 Pricing and Conditions 

0 Billing and lnv01cing 

0 Sales Informat ion System 

SAP00014853; SAP00000585. 
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F1le Edit Bookmark Options Help 

~ontents I .s_earch ~~~'" I .Erit{] • I L> I Close ( 

SO Guide to Pricing and Conditions 

The following Help Top1cs are available: 

Part 1 The Condition Techni<JUe 

l:E Condition Technique: Ove1view 

13 Usinq The Condition Techni<1ue: Pricinq 

Part 2 Pricing in Sales 

ctJ Pricinq Elements in Sales 

E!J Workinq With Condition Records 

0 Pricinq in Sales Documents 

C!l Prici1u1 Reports 

GJ New Functions in Release 2.2 

For Help on Help, Press F1 

V_r;r~!9n 

.C.QP.Y.W~ht 

SAP00029633; SAP00013934. 
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Overview of Pricing 

The term pticing is used broadly to descnbe the calculation of pnces (for external use by customers or ¥enders) and costs (for internal purposes, such as cost accountmg) 

Prtctng ts used tn a vanety of SAP R/3 applications. During sales order processing, for example, the system au1omattcally determtnes pnctng for a sales order by taking mto account all the relevant tnformat10n what kind of 
~ ll lha r•tt4 1'rm M l1:ll!!11hl•llnr flrcl , M r hamM:~a.:•::.. IK I ~El'WI~ ifwm 13 ra. n:: tn,,ha !'!40 ll!lt'lt.~ 

The Condition Technique in Pricing 

Even I hough the requtrements are different for every appilcatton, the SAP system is able to calculate prices by usmg a common approach to pricmg the condition techntque 

The Goal of the Conditton Technl<rne In Pricing 

The goal of the condthon techntque tn pnctng ts always the calculatton of a final prtce or cost The sales department, for example, wants to be able to determtne the net v.11ue of a sales order On other words, the price after 

all dtscounts , fretght charges and cash dtscounts are taken into account) Or the purchastng department wants to know the effective price of a purchase order The cost accountmg department wants to know the final 
' - -• - •- • _ _ , _ _. __ . .._._ _ . ~ ;_ t t..orn.t,:rRru: ... .. "t.ka ~,..,;,. .. ""'" • I ' _ .. • · ' · -' 

Overview 

This sectton provdes an ovet'liew of the condition technique as it is used in pnctng during sales order and purchase order processing. 

Exanmle of Pricing in a S.1les Order 

Examnle of Pricing in ,, Pmchase Order 

SAP00029641; SAPOOOJ3942. 
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 

Thrs sect ron pr<Mdes a general oveMew of the condrtion technrque h explains the marn concepts around whrch the condrtion technique is burh and how the different elements work together 

Background PeBpective 

The users of applrcatron software accumulate rncreasrngly large amounts of data rn !herr computer systems For a business, the data represents valuable rnformatron about the mostrmportant aspects of 

day-to-day operatrons customers, vendors, products, pnces Users need maxrmum flexrbr lrty rn rotrrevng such data from tho system and matchrng rt to the busrness transactrons that characterrze therr darly 

actMtres For example, the sales department wants the system to propose a certarn discount for a customer, but only under certain predefined crrcumstances These crrcumstances- the current date, the 

customer's name, the quantrty ordered, and so on- are called conditions 

WhatTs the Condition Technique? 

The funclrons and screens rn the SAP R/3 System that enable you to specify condrtrons and resuhs are collectrvely called the condition technique Broadly speakrng,the use of the condrtron technrque 

enables an applrcatron (for example, sales order processrng, purchasing, cost accountrng) to determine what resuh rs appropriate under a given set of condrtrons You can use the condrtron technrque to 

determrne many different krnds of data, rncluding the followrng 

• Whrch prrces, drscounts, and surcharges apply to a partrcular sales or purchase order 

I I • Which output (pnnted forms, EDI, for example) the system generates when you process a document (sales order, purchase order, and so on) 

• To whrch general ledger accounts the system posts entnes 

• Which taKes apply to a partrcular busrness transactron 

Basic Elements m the Condi11on Technique 

The condrt1on technique cons1sts offour ma1n elements 

• Condition types 

• Condition tables 

• Access sequences 

• Procedures 

What rs a Condrtion Type? 

A condrtron lype rs a representatron rn the system of some aspect of your darly actrvrties. If, for example, you are using tho condition tochnrque to determine pricing, you can define a ditferent cond~ion type fo r 

every krnd of pnce, drscount, or surcharge that occurs rn your busrness transactrons ~you are using the condrtion technrque to determrne output, you define a condrtion type for each type of output you use (for 
example, sales order conflrrnatrons, purchase orders, rntemal electromc marl messages) 

Example of a Condrtron Type 

A company otfers rts customers a drscount whenever they buy certarn quantrtres of one of the company's products The company defines a cond~ion typo for matenal drscounts The condrtion type specifies, for 
example, that the drs count is dependent on quantrty ~ appropnate, the condrtron type can spec~y that the people 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 cond1t10n table defines the combination of fields (the key) that rdentifies an mdNidual condhion record. A condition record rs how the system stores the specific condrtron data that you enter rn the system 
For example, rn pncrng, when you enter the price for a product or a special discount for a good customer, you create individual condrtion records 

Example of a Condrtron Table 

A sales department creates condrtron records for customer-specific materral pnces The standard versron of the R/3 system prOVIdes a condrtron table for thrs purpose The key of table rncludes the followmg fields 

• Sales organrzatron 

• Distributron channel 

• Customer 

• Material 

The first two fields rdentrfy rmportant organrzatronal data and the last two fields express the relatronshrp between the customer and the materral 

What is an Access Sequence? 

An access sequence rs a search strategy that the system uses to find vahd data for a partrcular condrtron type The access sequence determrnes the sequence rn whrch the system searches for data 

Example of an Access Sequence 

A sales department may create different krnds of pnce data. There may be a basrc price for a product, a special customer-specrfic prrce for the same product, and a prrce 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 pricrng data records rna particular sequence untrl it finds a valid prrce. In this example, the 
sales department may want the customer to get the most advantageous pnce and defines the specral customer-specrfic pnce as the first place to search. 

What is a Procedure? 

A procedure rs a hstrng of cond1t10n types, defined rn a partrcular sequence h enables the system to determrne that a partrcular set of condrtron types, rn a specified sequence, apply rn gM!n crrcumstances 

Example of a Procedure 

In prrcing, you define a procedure that determines how prices, drscounts, and surcharges appear in sales orders and rnvorces In a typical situatron, the first condrtron type in the procedure determines the gross 
price. Condition types then follow that determine the varrous drscounts. Finally, there are condition types that determrne freight costs and sales taxes. If you have customers in different countries, you can group 
the customers by country or regron You can then define for each grouping a procedure that takes into account local requrrements (for example, sales taxes). 

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. 

I ·- .. .. . . . 
F~e Edit Bookmark Options Help 

];ontent•l Seorch I ~ack U rint ~< I l' .I Close J 

Condition Technique: Overview 

How the Elements of the ConditiOn Techni<Jue Work Together 

The followmg figure lllustrales the relat10nshrps between elements of the condrtron technrque 

I 
Aooess seQJenoes Condrtion records 

I ecce 
Condition table:,__-~ l BBBB 

SM.rchng for 

MM 'loildoon<Uon 001 Kev -@ 
-=x>rda 

Aooess no Cond. table 4 002 Key !"~• 002 

10 001 oo3 Kev .. 
20 Oo:3 ~BD 30 00:2 ~ 

retletlng 
condtior1 ds:IB. 

~-···~ • .....,hfo<v.Ood Condrtron types 
oo n:l ton rg::ofd2 

ecce 

1 BB6B 

AAAA 
Definition of: 

- Control dala ~ 
- Changes allowed 

- Procedure rnaJ rt enanc:e ~ 

~ Cbnttdllrg tho!! oom"'na 
lnthl!iiil.clc.clJmQI"'t 

Procedures 

US-STANDARD 

Condit ion type Manual Aool key 

AAAA X ERL 
BBBB ERL I 

I 

ecce X ERS 

SAP00029638; SAPOOOJ3939. 
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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 tvpes 
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 

I All of the pnc1ng elements that you use 1n your day-to-day pnc1ng procedures. the pnces, surcharges, discounts, fre1ght charges, and taxes· are defined in the SAP system as COIHihion types This sect1on gM!s I 
you an oveMI!W of the pncmg elements and their corresponding condition types that appear 1n the standard vers1on of Sales & D1stnbut1on (SO) 

When you create or ma1ntatn pnctng tnformat1on for a particular pncing element 1n the system, you create condffion record• For moreinformatlon about the tasks of creating and mamta1mng condition records, see 
Workmg With Cond!ltOn Records 

Further Information 

The task of actually defimng condrtion types IS part of system configuration and maintenance. For more tnformation about cond~ion types, see Usmg The Cond1tion Techmgue: Pnpng 

Pricing Elements In the Standard Ver.don 

Pncmg elements are subdivided into four general categories 

Prices 

Discounts and Surcharges 

Freight Chcugeg 

Sales T.1xes 

Dunng typ1calsales order entry, the system comes out automatic pricing by finding a gross price, deducting all the reiOY&nt discounts, add1ng any surcharges such as freight and sales tax, and finally by calculating a 
net pnce for the sales order 

The followmg figure Illustrates how the vanous pricing elements of OY&ryday bustness are represented in the system 

SAP00029674; SAP00013978. 
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Pricing Elements in Sales 

Discounts and Surch.uqes 

Frelt!ht Ch.unes 

Sales Taxes 

Dunng typ1cal sales order entry, the system carries out automatiC pricing by finding a gross price, deducting all the relevant discounts, addmg any surcharges such as freight and sales tax, and finally by calculating a 

ne1 pnce forthe sales order 

The followtng figure Illustrates how the various pricing elements of ever~ day busmess are represented in the system. 

Pricing Elements 
Represented 1n the 

System 

Pnces ~~ -
Pricel1st 
Material pnce 
customer
specific 

Discounts / ~ ···· - , 
Surcharges - Bycustomer 

=====::il -By matenal 
-By price group 
- By matenal group 

Freight 
I --,.- lncoterms (part1) 
, I - lncoterms (pMs 

Taxes J 
1 +2) 

~,,, 

_/ 

Condition Types 

CndTyl Descript1on 

PROO I Pnce 

K007 
K004 
K020 
K029 

KFOO 

Customerd1sc 
Material 
Price group 
Material group 

Fre1ght 

In the precedmg figure you can see that the price of a matenal1s represented by one condition type (PROD) 1n the system However, the price of a matenal can be based on different kinds of pnCing records 1n the 

system The pnce can come from a pnce list, can be spec1fic 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 1ts own 

cond1hon type 

SAP0002967 4-5; SAPOOO 13978-9. 
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Condition Types 

Each pnctng element that you use m your datly busmess- whether it ts a pnce, dtscount, or surcharge- ts defined tn your system as a condttton type ~ 
Puq>Ose of the Condition Ty(Je 

The condttton type spectfies tmportant tnformatton about how the system processes and calculates pncmg For example, wnen you define the condttion type for a spectal matenal discount, you 
can spectfy that the system calculates the dtscount as an amount (for example, a discount of$1 per sales unrt) Alternatively, you can spectfy that the system calculates the dtscount as a 
percentage (example a 2% dtscount for orders over 1,0Xl sales units) If you wanted to ha-ve both posstbtllttes, you must define two separate condttton types. The followmg figure Illustrates how 
condttlon types can be used dunrg pnctngm apurchastrg or sales document. 

Key Descrip11on Control 

I PROt I I Price I 
_, 

K007 I I Cust.discount% < Calculation type: As a percentage 
Scale basis Quantity 

·-

I K029 I I Mal.group disc% < CalculatiOn type: 
SoolebasiS ' 

·~ ba500on\'•eight 
Grossweiqht 

Examples 

I Scale basis Calculattontype Scale basiS CalculatiOn 1ype 

~ from 100 pc 1.0% from 100 KG USD 0.20-per1 KG ~ 1000 pc 1.5% 1000 KG USD 0.50-
10000 pc 2.0% 10000KG USD 1.00 -

In the example tn the precedtng figure, two discounts apply to the ttem in the sales order The first discount is a percentage dtscount based on the quanttty ordered The second dtscount is a 
fixed discount based on the total weight of the ~em . 

SAP00029647; SAPOOOJ3950. 
The following excerpt lists some of the many condition types disclosed by the R3 
documentation. 

L___. 
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Condition Types 

Conditi o n Typ es in the SAP R/3 Standard Versio n 

The standard versoon includes, among many others, the followmg predefined condotoon types 

Sales 

Condition Ty1>e 

PROO 

kil04 
kilOS 
kilO? 
kil20 
KFOO 

uno 
UTX2 
U1X3 

P urchasong 

Condition Ty1>e 

PBOO 

RAOO 
RA01 

RBOO 

RCOO 

NAVS 

FRA1 

FRB1 

RUE1 

SKTO 

ZDB1 

Description 

Price 

Material discount 

Customer-specific material d1scount 

Customer discount 

Pnce group doscount 

Freoght surcharge (by otem) 

State tax (USA) 

County tax (USA) 

City tax (USA) 

Desc1 iption 

Gross Price 

Percent discount from net price 
Percent discount from gross price 

Rebate/absolue 

Rebate/quantoty 

Sales tax 

Freight 1n percentage 

Freight as amount 

Accruals 

Cash discounts 

Customs duty 

SAP0002964 7 -8; SAPOOO 139 50-1. 
The following excerpts show how condition types can be created and edited. 
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Fie Edit Bookmark Options Help 

Q>ntents I ~•arch 1-a;.l [ frint l s. < I l) ~ c~.. I 

Condition Types 

Creating or Maintaining Condition Types 

You can change and marntam condrtron types rn the standard version or you can create new condrtron types to surt the needs of your own organization You create and maintarn condrtlon types 
in Customizing 

Accessing from Sales 

From the rmtral screen of SO Customrzmg, you reach the condrt ton type screen by selecting 

1. Funct10ns --7 Pr1e1ng --7 Control data 

2. Cond1t10n type --7 Cond1t1on types 

Access1ng from Purchas1ng 

From the 1111t1al screen of Custom1zmg for Purchas 1ng, you reach the condition type screen by selecting 

1. FunctiOns-? Cond1t1ons --7 PriCing 

2. Cond1t10n type --7 Cond1t10n types 

Cond1t1on 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. Cond1t1on type -+ ConditiOn types 

Condrt10n Type Screen 

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

r Control data 

Condit. category 

calculat type 

Condition class 

Manual entry 

I Sc..Je basis 

I Scale fonnula 

I Rounding rule 

' 

r 
JC Quantity d•p•ndent 

Jii Pdc"s 

JC Manual entry has pnority 
JC Quentity scel" 

I 
r 

i·Changes which can be made------------· 
1fii Rate 

: [1 Value 

0 Galculat.type 

IJ Qty conversuln 

Accruals 

Cond. exclusion 

Group condition 

Grpcond. routine 

lnv Hsi cond. 

C Header condit. 

fi: Item conolllon 

r 
r 
r 
I 
r 

~--~=~::::::_ _________ j 
['Delete I 

_._ ________ . ____ j 

I Pricing proced IPRaaea Condition Supplom~ts for PRea Pluslminus r ~Condriion record mlllrrtenance --------------·----------l 
! Scale validitY fA Seal" uelu-.s must bP du.,.ndino 

Information About Fields 

SAP00029649; SAPOOOJ3951-2. 
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r Condition Types 

Information About Fields 

The followmg sect1on p11Mdes a qUick reference for the fields that control the vanous aspects of a cond1t10n type The areas that the fields control fall into three broad categones 

• Control data 

• Poss1b1ht1es to change 

• Pnc1ng procedure maintenance 

A brief explanation of each field follows 

Control Data 

The follOWing fields control vanous, general features of the condrt1on type 

Cond1t1on Category 

The cond1t10n category you enter affects the processing of condrt1on records and Indirectly affects sales order processmg. 

For example, you can ass1gn the category De!NeiY costs to a cond1t10n type. Because cond1t1on records m th1s category are always some kmd of surcharge (fre1ght costs, for example), the 
system does not let you enter a neg at lVI! number in a cond1t1on record of this condrt10n type 

Dunng sales order processmg , the system uses the condrt1on category to search for more mformat1on specific to the condrtion type For example, If you ass1gn the category Cost to a cond1t1on 
type, the system 1s directed to look in the matenal master record for deta1ls of the cost 

Some condrt1on categones are spec1fic to a smgle apphcat1on For example, the condrt1on category A (Packaging) is used in condition types for sales but not for purchasmg 

Calculation Type 

When you specify a calculation type for a condition type, you determme how the system calculates the pnce, d1scount or surcharge For example, the system can calculate a price as a fixed 
amount or as a percentage based on quant1ty, volume , or we1ght 

Cond1t1on Class 

The cond1t1on class IS a broad classification of the cond11ion type It allows the system, for example, to distmgUish between the mam types of conditions, such as pnces and 
discountslsurcharQes and. where necessatY. grocess them different!\'_ 

Manual Entry 

In this field you determine whether manual entnes for th1s condition type are allowed, and If so, whether the system gl'll!s prionty to manual or to automatic entnes 

Scale Bas1s 

The scale bas1s determmes how the system interprets a pncing scale For example, the scale can be based on quantity, we1ght (sales only), or volume (sales only). 

Scale Formula 

The scale formula refers to a routine The system executes the routine whenever it processes pncmg data ofth1s cond1t1on type You can enter one of the routines predefined m the standard 

SAP00029649-50; SAP00013952-3. 
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I ~ ~~ue:~~e::s. !f~'!.T.t?fJS on 19 rour cyswmers P' US!Oif sp;egtal conamgn J!pjs lnll renu; lU sp pymy MPH UB!prn E[Jif[951 The standard version of Sales includes predefined condttton types that 

lncoterms 

lncoterms are the mternationally-recogn1zed sh1ppmg terms that establish the respectwe liabllrt1es of both the sh1ppmg party and the recipient. For example, a common shipping term IS FOB (Free 
on board) The term can be further qualified by addmg the loading port for example, FOB Boston 

You can create cond1t1on records e1ther 

• based solely on the first part of the lncoterm (for example, FOB), or 

• based on the combmat1on of parts 1 and 2 (for example, FOB and Boston) 

Freight Conditions 

The SAP standard versiOn mcludes two predefined fre1ght conditions 

• The first fre1ght condrt1on (cond1t1on type KFOO) appl1es to each 1tem in a sales document. Dunng automatiC pncmg,the system searches forvahd condition records that apply to this freight 
cond1t1on 

• The second fre1ght condition (HDOO) can only be applied to an ent11e document You enterth1s freight manually dunng sales order processmg 

For more informat1on about entering freight cond1t1ons manually, see Manual Pncmg 

SAP00029678; SAPOOOJ3982. 
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Sales Taxes 

The standard vers1on of the SAP system includes condition types that define country-specific sales taxes For example , there are condition types for Value Added Tax (VA1) for use in some 
European countnes For tax detenmina!IOn in the US, the standard vers1on includes cond~ion types for state , county, and city sales taxes, as well as taxes based on til X jurisdiction codes. 

Note 

For more 1nfonmat1on about tax junsd1ction codes m the US and tax detenm1nat10n m North Amenca generally , see the online hypertext book Couni!Y Manual Umted States and Canada. To display 

th1s mformat1on, select Tools~ Hypertext. Enter F _US_BOOK m the Structure field, E as the language, and select Structure~ Open. 

Automatoc Determination of Sales Taxes 

Durmg the automatic calculation of sales taxes, the system takes the following factors mto account 

• Whether the bustness be1ng transacted IS domestic or fore1gn 

• The tax class1ficat1on of the customer's sh1p-to party (customers who are non-profit orgamzations, for example, may be exempt from paytng sales tax). 

• The tax class1ficat10n of the matenal (some products may not be taxed at all whtle others may have a reduced tax rate) 

With the help of these cntena, the tax rate per item is determined tn the sales order In customizmg, a separate cond1t10n type IS set up for the tax rate (taxes on sales and purchases) 

Material TaK Classification Material 

You spec1fy the tax classification for a material in the matenal master record During sales order process1ng , 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 processtng , the system automatically transfers the tax classification into the sales document. 

SAP00029679; SAPOOOJ3983. 

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 pnc1ng elements that you use in your day-to-day pricing procedures- the pnces, surcharges, discounts, fre1ght charges, and taxes- are defined 1n the SAP system as condition types 
Th1s sect1on giVes you an overview of the pricing elements and their corresponding condition types that appear in the standard vers1on of Sales 8. D1stnbut1on (SD) 

en 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 
ondition records . see Workina With Condition Records 

Further Information 

The task of actually defining condition types is part of system configuration and maintenance For more informat1on about condition types, see Usmg The Cond1t1on Techmgue: Pnc1ng 

Pricing Elements in the Standard Version 

Pncmg elements are subdivided 1nto four general categones 

Prices 

Discounts and Smcharges 

Frei<1ht Charg es 

S.1l es T.1 xes 

Dunng typical sales order entry, the system cames out automatiC pnc1ng by find1ng a gross price , deducting all the relevant discounts, addmg any surcharges such as fre1ght and sales tax , and 
finally by calculating a net pnce for the sales onder 

The follow1ng figure Illustrates how the various pncing elements of everyday busmess are represented in the system. 

SAP00029674; SAP00013978. 
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Working With Condition Records 

This section explams how to carry out day-to-day pncing activities during sales order process1ng The section explams specifically how you create and maintain pricing information in your system 

by using condition records 

Purpose of Condition Records 

Cond1t1on records allow you to store and retnevepnc1ng data in the system. All the pricing elements of your daily business- the prices, d1scounts. and surcharges for freight and taxes- that you 

want to use for automatic pncmg must be stored m the system as condition records. You can define as many condition records as desired for the different pnc1ng elements for any valid1ty penod 

Overview 

This sect1on 1s organrzed as follows: 

Creating Condition Records 

Changing Condition Records 

Disulaying Condition Records .1nd Detailed Information 

Deleting Condition Records 

Vahd1'V Periods 

~ 

Condition Supplements 

Condition Exclusion 

Upuer and Lower Limits 

SAP00029680; SAP00013984. 

The R3 documentation describes how condition records can be created and edited. 
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You create condition records for all the pncmg elements that the system takes 1nto account dunng automatic pnc1ng During document processing, the system transfers data from the condition 

records and determines the amounts for mdMdual pricing elements (prices, discounts, and surcharges) and the final amount for the sales document 

Organizational Level 

Pnc1ng elements are generally managed on the level of the sales organizarion and the distribulion ciMnnel When creatmg condition record s. you therefore always have to spec1fy the 

orgamzat10nallevel In the case ofcond1t1on records for pnce groups, fre1ght charges, and customer-spec1fic pnces and d1scounts, you must also enter the division. As a result, 1t 1s possible 

with these pnce elements to create cond1t1ons accordmg to product groups 

Procedure 

The followmg procedure descnbes how to create a condrt1on record usmg, as an example, a cond1t1on record for a matenal pnce You use the same procedure for condrtion records for other 

pricmg elements 

Select Logistics ~Sales & dlslr~bullon ~Master data on the main menu screen 

You reach the Sales Master Data screen 

2. Select Pricing ~PriCes ~Malena/ priCes -?Create 

You reach the Create PriCe Cond1t1011 (PROO) Fast Entry screen. 

3 Enter data 1n the Sales orgarnzat10n, D1stnbut10n channel, and Malen·a/fields 

Then enter the pncmg data for the matenal 

In the followmg figure. you see an example of a condition record for a matenal pnce 

4. ~you want to enter a pncmg scale. press F2 (Scoles). ~you want to change the proposed valid1ty penod, press F8 (Volidity penods) 

5. To save the cond1hon record, press F11 (Stlve) 

SAP00029681; SAPOOOJ3985. 
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If you want to create cond1tion records based on s1m1lar records that are already created 1n the system, you can create cond1t1on records with reference. Creatmg condition records w1th reference 

reduces the entry effort considerably 

For example, 1f you want to use the condrt1on record of a matenal pnce as a reference, select Malena! prtce -?Create w'reference On the followmg data screen, you select either a certam 

matenal or a range of matenals The system presents one or more selected cond1t1on records, mcludmg default values for sca le values and val1d1ty penods 

You can overtype any of the spec1ficat1ons of a condition record, thus usmg it as a reference When you save an overtyped condttton record, the system creates a separate cond1t1on record 

SAP00029682,· SAPOOOJ3986. 
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Creating Condition Records I 
For example , 1f you want to use the cond111on record of a matenal pnce as Iii reference , select Mstenalprtce ~reate Wrefe1ence On the fo110'¥VIng data screen, you select erther a certatn material or a range of matenals The 

system presents one or more selected cond111on records, 1ncludtng defau~ values for scale values and vahdrty penods 

You can overtype any of the specifications of a condrt10n record, thus usmg 11 as a reference When you save an O¥ertyped condition record, the system creates a separate condrt1on record 

Fast Entry 

The creation and the mamtenance of pnctng elements can be done on a stngle screen one of the fast entry screens On the oveMew screen on wh1ch you create a matenal pnce for e)( ample, you can create further pnces for 
other matenals at the same lime- prOVIded these have the same sales data The system creates a separate cond1t10n record for each of the entered matenal pnces 

tf you want to enter add1!1onal data for tndMdual materials such as pnctng scales or upper and lower hmrts, you can branch to the necessary detatl screens 

Fast entry of 
Create prlcecondllon(PROO): Futemry 

material Sales:Jrgan,zat,on 0001 
D1 stntut1on Channel 01 

price : Condnons 

Matera I Rate Umt per UoM 

Material1 10.00 USD 1 PC 

Matefo12 ....._ 20 .00 USD 1 KG 

M?{9rial3 \ ~0 USD 1 KG 

Represenlalij 
,tialerial4 \ ......... ............ 

\ ~ 
in the system: \ ~ 

i \ ~ 
Create Price condition: Fast entry Create Price Condition: Faatentry Create Price Condition: Fast entry 

Condnons ConC1t1ons Conj1lions 

MaWal RatA II nit pAr II oM Malp·,at RatA 111il pP.r I JnM Mat anal Rate Unit pAr t I oM 

Materal 1 10.00 USD 1 PC Mate·,at3 30 .00 USD 1 KG Matenal2 20 .00 USD 1 KG 

SAP00029682-3; SAP00013986-7. 
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Notes About Creotmg Condition Records 

When you create condltton records for certain kinds of pncmg elements 1 you should bear the foi!O¥rftng mformation in mind 

Creatmg Matenal Pnces 

You can create mater~al pnces m two ways 

• Through Sales maste1 data mamtenance as described tn the pr8Yious sectton 

• Through the material master record by selecting Details~ Sales dela1is ~Sales priCe on the Sales 1, Sales 2 or Sales Text screens. 

Maintamrng Re lated Master Data 

Durmg sales order processmg the system can process some condrtton records only if correspondtng data ts matntamed m the material or customer master records If, for example, you want to apply dtscounts to certatn 
customers by creating condttton records for different price list types, you must maintain data m each oft he rele..-ant customer master records For more mformat1on about which material and customer master data must be 
ma1nta1ned, see Pnc:mg m Sales Documents 

Creatl"ng Tax Records 

Creat1ng tax condrtton records dt1fe1s from creattng other condrtion records W you want to create a tax condrtion record, proceed as follows 

1 Select Logi31JCs ~Soles & d•stnbiAion ~Moster dslo 

You reach the Sales Moster D81s screen. 

2. Select Pncmg ~T-• ~81e. 

You reach the data Select Countrie<l for Msintainmg TtiX Cond~IOils screen 

3 Posrtton the cursor on the country for which you want to matntatn a tax condrtton record and press F2 (lox records). 

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

5. Enter data tn the Region, Customer tax claSSifiCation, Mater~al ttiX classifJC81101l and Rate fields 

6. 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 condrtron records in master data marntenance or dtrectly from the pricing screens rna sales or billing document 

• In master data mamtenance, you display a cond111Dn record by selecting Pricmg -1 Prices -1 Mater1af pnce -1 Display You can then select the cond1!1on records you want to display 

• In the pncmq screen of a sales or billing document1 ( Ou display a cond1!1on record by select1n3 the pncme screen 1 markm9 the seecific cond1!1on record , and then ~ressm~ F5 1Condllon recorr(l. 

Displaying Detailed Information 

In the oveMew screen of a condrt1on record, you can also find Information about details, such as 

• Header data (for example, person who created the cond1!10n record and when) 

• Item deta1ls (for example, different amounts such as the cond1!1on amount, the upper and lower limit) 

• Status 1nformat10n (whether, for example, the conditiOn 1s actiVe or IS marked for delet10n). 

• Convers1on factors (which unrts of measure the matenal1s ava1lable 1n) 

• Condrt1on mformation (to list all condrt1on records for a particular condrtron type). 

• Display key (shows organizatronal data) 

SAP00029687; SAPOOOJ3991. 

Condition records are also called pricing elements. 
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Pricing Elements 

M<lterial Pnce 

The net pnce of a material can tnclude several pricing elements Based on the gross price for a matenal the net price is calculated mcludmg the discounts and surcharges. Sales tax ts also taken mto account 

Subdividing Pricing Elements 

In the master data thrs leads to a subdMdrng of the pncrng elements into three areas: 

• Prices 

• Surcharges and discounts 

o Sales tax 

of Pricing Elements 

The ongrn of the three pricrng elements can vary 

o A pnce can come from a pnce list, rt can be based on an agreement \\nih a customer or be dependent on the matenal 

• Surcharges and discounts can be customer-spectfic or depend on the matenal group. 

Validity Period 

Pncrng elements are generally only valid lor a certarn penod 

• Pnce ltsts change on a yearly basts 

o Drscounts are only granted for the duratron of a sales promotron 

Managmg Pricing E lemen~ 

Pricmg elements are managed accordmg to three crltena 

o The usage whrch defines the type of the pncrng elementrs stored for each pncing element Thrs rncludes sales pnce, specral offer drscount and frerght surcharge 

• The ongtn of the pnctng elements can vary You can, for example, define 'Hhether a pnce IS dependent on the matenal alone or on the relat1onsh1p between customer and matenal. 

o A pnce agreement can be hmrted to a ponod by spec~yrng a validrty ponod 

Standard Price Agreements 

Pnco agreements commonly used are predefined in tho standard versron of tho SAP R/3 System These price agroomonts depend on tho salos organization and tho drstnbutron channel. There aro price agreements for a 

• matenal 

• customer 

• combmat1on of customer and matenal 

SAP00029499; SAPOOOJ3796. 
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 

• A pnce agreement can be l1m1ted to a penod by spec1fy1ng a val1d1ty period. 

Standard Pnce Aqreements 

Pnce agreements commonly used are predefined in the standard versiOn of the SAP R/3 System These price agreements depend on the sales orgamzat1on and the d1stnbut1on channel There are price 

agreements for a 

• matenal 

• customer 

• combmation of customer and matenal 

• combmat1on of customer and product hierarchy 

• combmat1on of customer group and matenal 

• combmat10n of customer group and product h1erarchy 

Individual Pnce Agreements 

You can define new and 1ndMdual price agreements To do so, you need to specify the fields on wh1ch the pnc1ng elements is to depend You can select all fields 1n a sales and drstnbutron document. ~ 

you want to define 1nd1V1dual price agreements, consuh your system admrnrstrator 

Values Within a Pricing Element 

You must specrfy a currency for the values wrthm a pricing element, such as the gross pnce of a matenal or the amount of a freight surcharge Scales can be marntained for these values. You can, for 

example, define the matenal pnce for a certam quantity or the freight surcharge for a certam weight 

SAP00029499-500; SAPOOO 13 796-7. 
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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SAP00029642; SAPOOOJ3943. 
Condition Tables 
Condition tables store the individual condition records that contain pricing information. 
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Condition Tables 

how mdrvrdual condition records are slored_and retneved b- the S'll stem 

Purpose of the Condition Table 

A condrtlon table defines the combrnatron of fields Ohe key} that identifies an individual condrhon record The key rs simply a combrnatron of fields that helps the system, dunng Its search for relevant pricing information, to 

drsttngUish one kmd of condrtran ~ecord from another 

CoJHhtlon Tables in the StaiHiiHd Version 

The standard versmn mcludes predefined condrtron tables and specifies them for each access in each predefined access sequence. 

Ex"mple Condition T"hle on S"les 

A sales department creates condrtron records for customer-specrfic matenal pnces. The standard verston of the R/3 system includes condition I able 005 for this purpose The key of table 005 includes the following fields 

• Sales orgamzatmn 

• Drstnbutron channel 

• Customer 

• Matenal 

The first two fields rdentlfy rmportant organrzalronal data and the last two fields express the relatronshrp between customers and specific matenals. When the sales department creates a condrtron record for a matenal price or 

drscount that rs specific to one customer, the system automahcally uses condrllon table 005 to define the key and store the record 

The follOWing figure rllustrates the connectron between the condrtron table and the subsequent condl1ron records 

SAP00029653; SAPOOOJ3956. 
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 

o A price agreement can be hmrted to a penod by speclfymg a vahdtty penod 

Standard Price Agreements 

Pnce agreements commonly used are predefined in the standard verston of the SAP R/3 System These pnce agreements depend on the sales organtzatton and the dtstnbutton channel. 

There are pnce agreements for a 

o matenal 

o customer 

o combtnation of customer and matenal 

o combtnatton of customer and product hterarchy 

o combtnation of customer group and matenal 

o combmatton of customer ~rol!l! and product hierarchy 

Individual Price Agreements 

You can define new and tndMdual pnce agreements To do so, you need to specify the fields on whtch the pncmg elements is to depend You can select all fields tn a sales and 
dtstrtbution document If you want to define indiVIdual pnce agreements, consu~ your system admimstrator 

Values Within a Pricing Element 

You must specify a currency for the values wrthtn a pnctng element, such as the gross price of a matenal or the amount of a fretght surcharge Scales can be mamtatned for these values 

You can, for example, define the matenal pnce for a certam quantrty or the freight surcharge for a certam weight 

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. 
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Condition Tables 

The following figure illustrates the connectron between the condrtmn table and the subsequent condrtmn records 

~ ~ ~cnditionlnble I I Fi eldc &elected from 
condition table 005 

004 Material 
Sales organization 

005 C~rstomer.'Maten al 
Distribution channel 

!--
- CLJ5tomer 

Met erial 

006 Price list typE1.'Cummcy1 Mat~rial 

007 Diviaion ' Muterial 

I 
.... 

Creute oondition I """ 

Gales organization 0001 
Diotributlon ohmnel : 01 
Customer C1 

Material , 
M1 10.-
M2 15.-

SAP00029653-4; SAPOOOJ 3956-7. 
The following excerpts from the R3 documentation describe how condition tables can be 
created and edited. 
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Condition Tables 

Creatrng or Maintaining Condrtion Tables 

You can change and mamtarn the condrtron tables in the standard version You can also create new condttron tables to meet the needs of your own organization You create and marntam 

condrtron tables m Customrzrng 

·•arBs 

From the rnrtral screen of SD Customizing, you reach the condrtron table screens by selectmg FunctiOns--+ Pncmg--+ Condrt10n tables. Then select Cond tables and the mode (create, 

change, or drsplay) you want to work with. When you select an extstrng condition table (or enter the name of a new one and select rt), you reach the following screen 

SAP00029654; SAPOOOJ3957. 
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COnd. table liS'5i ~U$tcmer /llaterial 

Field selection----- --- -- - -- - ·-- --- -- -- ------------------------- - -------

Salts organizat1on J Batch 
-Selected fields- -- - -~ - · ~- Allowed fields----: 

Oi$tribution channel J City code 
Custompr 
Material 

C1t y of dPl iu.plent 

1Co1m ission group 
! Coun t'J cod~ 

!county of dlv .pl ent 
: Custon~r 

i Cue toner group 
; Delivering countr~ 
· Des t ination country 
'Distribution channel 
Diuision 

·Documtnt currency 
[nco terns 

· [ncobtrM& [ part 2) 

You use this screen to change the key of an existing condrt ion table or to create the key for a new one. 

Purchasmg 

From the 1n1t1al screen ofCustom1zing for Purchasmg, select Functions -7 Condi110ns -7 Pnc1ng Then select Condtables and the mode (create, change, or display) you want to work With 

SAP00029655; SAP00013958. 
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I Condition Tables . I 
You can make hm1ted changes to an ex1stmg 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 

screens where you can quickly, on a smgle screen, create and ma1ntam the condrtion records that refer to the condrtion table). 

Format of a F as! Entry Screen 

The following fi gure shows, as an example, the fast entry screen for creating and maintaining customer-specific material prices and discount s. (This screen is not relevant for purc hasing.) 

I Scales II Details II Delete II Validity periods I 

Sales organization 

Distribution channel 

Valid from 

luso1 
!Oii 
fi2/a3iis93i 

I Material I tate Unit per Uo~ D 
·----------------------- ---. ----------------------1 
j c. ~-3900 ~ !Pennsylvanian Burgundy 1! 12 .ea [uso lllftlo, 
c ¥-lfeOO 41Pennsylvania's Best I lUO luS5illi!FllOI 
IJ ~-If990A q iPcmnsylvania'~ B~st II 1U9 ~UsD~nftl r;; 
0 ~-'19908 ~ !Pennsylvania ' s Best II 1U9 fuSDl rtiftlOi 
n ~-seoo 4.1Lancaster County Chabhs II 12. eo luso illlftl Di 
u ~-5600A ~ ~Pennsylvania's Pre1ium il tz .ea juso ·lli!Fli r: 
0 ~-6900 '\ !Philadelphia Riesling II te.eo !Us'O"IIiiF'Llc 
[ ~-StlOOA 4jPennsyluanian Gold II 1UEl !Us'O"r-TIIFL"i c 

lo ~-7900 i !Philadelphia Burgundy II 7.99 ruson!FLt r:: 
·- - ----------------·--------.. --·--------·-- ··-' 

SAP00029656; SAPOOOJ3959. 
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Condition Tables II The screen cons1sts of header lines and 1tem lines Each rtem hne represents a separate condrtion record. The header lmes mclude tne fields tnat are general to a 1 1tem 1mes. In this example, I the header fields Include Sales 01gamzat10n, Drstnbut10n channel, Customer, and Vaildrty There is only one item line field Malena/ When decidmg on the format of the fast entry screen, you 
j can determine whether each field 1n the key appears as a hne 1n the header or as an 1tem l1ne 

Chang1ng t h~ Format of a Fast Entry Screen 

To change the format of the fast entry screen, press FS(Tectncol view) on the screen where you create or mamtain a condrtion table The follOWing screen appears. 

~1 Change Condition Table far Sales & Distribution : Technical View ['irn :~i .· 

.(:ondition .Edit i!oto .Environment ~stem Help I 

~I I~ [jJ ~ lgltl 

I Generate II Dictionary elements II Field attributes I 
Cond. table l5l Customer/Material 

-Condition table fields ---·------··-~----

Selected flelds !.me Text Fielcl name 1Ja1aelem Domain Lgth IJTyp 

Sales organization [ 0 jUKORG I lur:oRG I ~KORG 1nn 
Distribution channel [ 0 junJEG I juruEG I ~TIIEG 1nn 
Customer [ c IKUNNR I IKUNNR_U I ~UNNR 1 11e1 n 
Material ~ (i jHATNR I jMATNR I ~ATNR 1 f1sl r 
I 

·--------~- ---· 
I I jOVR INLJM r 4:56 

SAP00029656-7; SAPOOOJ3959-60. 

- -

69 



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

~ 
~--~ . .. -~- - - - - ~ - - - - r.S1iJd ~~~~ -!;onterts J ~earth L Back l Pnnt I 1< I 2> J 0ose I 

Condition Tables 
A 

Field to appear as an rtem Mark the Line line 

Text for an rtem line to appear Mark the T eld field 

After you make changes to a condrtion table, press F16 (Generote) to regenerate the table. 

Creat1ng a New Condltion Table 

You can create new condrtron tables to meet the pricrng needs of your organrzatron . When you create a new condrtron table, you select a combrnatron of fields from the list of allowed fields 

ne selected fields define the key for the subsequent condrtron records. Before you select the fields for the key, there are twn thrngs to consider 

I 
• The order (or hrerarchy) of the fields 

• Whrch fields you want to appear rn the header and rtem areas of the corresponding fast entry screens 

Fields to Consider 

In the area of sales, fields for specral consrderatron are Sales orgamza!lon and Drstnbul10n channel The sales organrzatron rs nearly always used as a cntena rn pncrng, srnce drfferent sales 

organrzatrons often want to have therr own pnces, discounts, and surcharges If you use the sales organozatron as a cntena 1n pncrng, you should also use the drstnbutron channel ~you do 
not want to establish dtfferent pnces, drscounts, and surcharges for each drstnbutoon channel, use the field anyway In SO Customrzrng, you can use one drstnbutron channel as a reference for 

all others (thereby shanng the same pncrng data) 

In Purchasrng, the Purchasrng orgamzat10n, Malena!, and Plant are of specralrmportance m pncrng 

Decrdrng the Order of Frelds 

The order of the fields rna condrt ron table affects the performance of the system during pncrng There are two general gurdeltnes that woll help you create an efficrent condrtron table 

1 When you select fields to do wrth the structure of your organrzahon (such as Sales orgarnzal10n and Dr&nbulron channel or, m Purchasrng, PurchaSing orgamzat10n and Plant), place the 

fields rn an order that reflects degrees of generalrty, workrng from general to specific Place the most general field (Sales orgamzai/On, for example) at the top 

2. After organrzatronal fields, place fields from the document header before those that come from the ftem l~rVel (for example, Customer or Vendor comes before Malerra~ 
l:: 

After you have selected the fields for the key on the screen where you marntarn and define condrtron tables, press F16(Generote) to generate the table rn the system. Generatron prepares the 

condition table for stonng condrtron data 

SAP00029657-8; SAPOOOJ3960-1. 

Pricing_ erocedures 
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 condtiiOn types that you use in your datly busmess actMttes tnto procedures In the case of pncmg these are called pricing procedmes Prtcmg procedures allow you to broadly apply dtfferent kinds of pricing , depending on 
the ctrcumstances 

Purpose of the Pricmg Procedure 

The prtmary JOb of a pncmg procedure ts to define a group of condition types in a part icular sequence The pnc ing procedure also determines 

• whtch sub-totals appear durmg pncmg 

• to what extent pncmg can be tnfluenced manually 

• which basts the system uses to calculate percentage discounts and surcharges 

• which requtrements for a parttcular condtlton type must be fulfilled before the system takes the condition into account 

I Pricing procedure I 

Step Con d. Description Refe1'9nce Manual Req_ typo sap 

I XXX1 Price 2 

2 Grossvalue ~ 
3 XXX2 Spec. offer disc. 2 

4 xxxa Discount '~'• 2 2 

I 

~ XXX4 Discount ,., )1. 2 

E Discount value 3-5 

7 Netvalll! 1 

G xxxs Heo.derdisc.% )( 

I 
s xxxs Freight 

tO Netvalll!2 

I II XXX7 Sales tax 

12 Cash disc. basts 

13 xxxa Cash dlscounl 

I Pnc1ng Procedures 111 the SAP R'3 Standard Vers1011 

I 11 The standard version includes predefined pricing procedures , containing commonlY used condition types in the most likel seauences. You can , of course, modify these standard ricinq procedures or create our own from scratch. I 

SAP00029667-8; SAP00013971-2. 
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Pricing Procedures 

Example of a Pnclng Procedure 

If a sales department processes sales orders for a vanety offore1gn customers,the department can group the customers by country or region A pricing procedure can then be defined for each grouping of customers 

Each procedure can mclude condlt1on types that determtne, for example, country-specific taxes 

In sales order processing , you can specrfy pr1c1ng procedures for specific customers and for sales document types The system automatically determmes which procedure to use 

In purchasmg, you can spec1fy pncmg procedures specific to a v~_ndor and to a purchasmg orgamzation. 

Creating or Maintaining Pricing Procedures 

You create or ma1nta1n pnc1ng procedures 1n Customizing For more informat1on , see the onl1ne Implementation Gu1de for Sales or Purchasmg 

Sales 

From the 1n1t1al SO Custom1zmg screen, you reach the pricing procedure screen by selectmg 

1. FunctiOns ~ Pn!Jng ~Control data 

2. Pncmg procedure~ Pnc1ng procedure 

When you select an eXISting pncmg procedure (or enter the name of a new one and select ~) , you reach the following screen. 

SAP00029668; SAPOOOJ3972-3. 
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I Change view II Deleh! line I ~~dition type II Records by con d. type I 
Procedure P,uoous; standard - USA 

- Steps 

I Step cntr CndTy llescrlpUon From ro Man tv::tKy Stat Reqt 

,[11 I IPROO jPnce II I r !ERL [] I 
'[iT I IPBOS ~rice (gross ) II I fi !ERL [I 1-
[iOO I !!Gross II I c I 0 I 
1191 I I ~AOS !special otter II I c !ERS [j I 
[i6z I ~~032 ~rico group/•atl!l"i alll I [ ~ fj I 
jli03 I IK005 lcu$tOitr / material :I I [ ~ 0 I 
,[iB<i I j~oor ~ustaiQr discount II I r: ps 0 I 
liDs I IKoo~ ~ater ial II I [ ~ [J [2 
~lei I 1~02a ~rice gr011p II I r: ~ Q [2 
[107 I 1~029 jM.,t. pricing group II I c ~ r:J [2 
[100 I l ~e39 ~U$to•ertmat . pr . grp ll I c. IERS r::; [2 
~ I ~ ~03 1 jPric• grp/ ma t. pr grPI I F [· [ERs [j [2 
[110 [1 IRA01 [7. Di sc.from gross 1[100 I! [ERs IJ I 
[iii [2 IRAOe ji Di;count fro~ net •I I i . [ERs r:: I 
----·--------·---------·--------·------------- - ·-----·-·-·------- ---~- -- J 

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. 

Purchasmg 

From the 1n1tlal screen of CustomiZing for Purchasmg, you reach the screen for defimng pncmg procedures by selecting 

1 Funct1ons ~ Cond1I101>S ~ Pncmg 

2. Pncing procedu~ Pncmg procedures. 

You then enter or select a pncmg procedure (standard RMOOJJ). The pncmg procedure appears 

SAP00029669; SAP00013973-4. 
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Procedure !RMOOae Purchasing Document 

·steps-------------

Step Cntr Cnr.ITy !);ascription 1-'rom 
;~--·--::-·-;:~~~ . ---~~~~ -· ~~=~~---, 

·r f1 IPBOI:l ~ross prie~ II 
]r 1l iPBXX ~ross price II 
·F f1 IRBOe J)iscount (velue) II 
F ll l~coe ~iscount/quenti ty \I 
r;e 13 IRA06 ~iscount %. from net I 
r;e ~ jRA01 ~isc.i. fro11 gross •r 
F IS IHBOe ~ead.surch.(value) 11 
r;e ~ I2BOI:l !Surcharge (value) I 

11 

lnforn1.1tfon About Fields 

F 
I 
I 
I 
I 
I 
I 

n I n I 
n I [j 15" 
In! 
In! 
I n I 
l[jl 
In! 
I r.t I 

~ 

~ 

~ 

n 
~ 

fi; 

----···- ·-· - - -------- ·~ 

The followmg top1c proVIdes a qu1ck reference for the fields that control vanous aspects of the pnc1ng procedure A bnef descnpt1on of each field follows 

Step 

The number of the step defines the sequence of the step Wlthm the pncmg procedure 

Counter 

You can allocate more than one cond1t1on type to a step With the help of the counter The counter IS Simply a sequential number that establishes the sequence of the sub-steps 

SAP00029670; SAPOOOJ3974. 
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Information About Fields 

__.._ 

Step 

The number of the step defines the sequence of the step 'IWhin the pncing procedure. 

Counter 

You can aloe ate more than one condlfron 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 

Condrtmn Type 

Thrs field specifies each condition type rncluded rn the pncmg procedure 

From and To 

These fields specify a srngle step or a range of steps For example, the system can use the smgle step or the range of steps as the basrs for calculatmg percentage discounts or surcharges To calculate sales taxes for a sales order, you can 
specrfy a net value as the basrs for the tax calculatton In thrs case, you enter the step number of the net value sub-total 1n the From field 

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

Manual 

This field indicates whether the system automatiCally searches for a condrtron record or whether the system only searches after you enter the condition type manually dunng pncrng 

Account Key 

The account key field determrnes the kmd of revenue account to which the system posts amounts from different conddron types 

In the standard pncrng procedure for pl.tl'chasmg documents (RMDJJ), fur example, the account key FRE specifies an account for all fretgh1 costs 

Statrs1rcal 

Thrs field mdtcates ~ether the value of a discount or surcharge is statistical. If you mark a condrtron type as statistical, the value of the discount or surcharge has no effect on the calculatran of the net price. 

Requrrement 

If you want the system to take a condrtron type rnto account, but only under specral crrcumstances4 you can enter the number of a routrne m thrs field Ounng sales order processrng, for ellample, a routme can check whether a customer 
qualifies for a cash drscount If yes the system takes the relevant condrlton type rnto account You can enter one of the routrnes predefined m the standard versron or you can create your own 

Add1110nal F1ehls 

Addrt1onol entl)' fields are ava~lable when you press F1l (C!lqo >iew). Tho following figure shows the screen with the addnional fields. 

SAP00029670-l; SAP00013974-5. 
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Pricing Procedures 

Add•t•onal entry fields are avarlable when you press F8(Chelrge view) The followtng figure shows the screen With the additional f1elds 

., 
I 

~ 

I Ct1111~e view II Delete line II Condftlon ~·II Records b~ cond.!ll!e I 
Procedure RRUS Standard - USA 

• S1eps ~ 
Step Qltr QldTy D<!scr1ptlon MC!y MCBV Subls AecK'{.! 1'11'lt t.ldt 

lii9 I jiiiXi ~tato aaloo tax II I r IHiiS 0 0 
[i12 I [iiTx2 ~ounty toln tu II I r IHiiS 0 0 

IWi' I [iiTx3 ~~ ty salts tax II I r IHiiS 0 0 
[929 I I ~•t uoluo for ord II I lA I 0 0 
ji39 I [ruD ~ash d Lacount il I r I IJ IJ 

I 
li'i8 I iUPRS ~··t II I li I IJ 0 
li5i' I I profit Marg1n I lit I r I 0 0 

Ill I I r I 0 0 I 
~--------

_____j 

II 

AJtematM! Formula for Condrt•on T~pe Value 

If you want the system to calculate the value of a cond•t•on type or su~total by using a formula other than the calculation types avarlable 1n the standard wus•on you can enter the number of a routrne here. You can enter one of the rout1nes 

pr&defined •n the standard 't'lrston or you can create your own 

SAP00029671-2; SAP00013975-6. 
Access se(luences 
The access sequence is used for sorting pricing information. The access sequence is 
described in the following excerpts from the R3 documentation. 

In the following excerpt, a sales company has multiple prices for a product (material) that 
apply to a particular customer: a basic product price and a special product price for that 
particular customer. The excerpt discloses using an access sequence to select the most 
specific record: first searching for a customer-specific price, then a price list type (a price list 
is a group of customers), and finally the basic price. 
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Prices 

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

• Matenal pnce 

• Pnce hst type 

Seledlng From Competing Prl'ctng Records 

Dunng automatiC pncmg, the system looks fur a gross pnce Smce rt lS poss1ble to store different kinds of pncmg mformatlon m the system, pricing records can, 1n certam Circumstances, compete with each other. For example, you may 
have a bas1c matenal pnce m addition to a spec1al matenal pnce for a patt1cular customer 

In the standard ,.,.,on. the system selects the most specific record, the customer-specrlic pnce W no customer-specific pnce emts, the system looks fora Y3hd price liSt type W no valtd price Hst type exiSts the system takes the baSic 
matenal pnce Th1s search s1rategy IS determrned dunng system configuratron tn SO Customrzmg For more rnformatmn, see 6~~l!U SJUI!.I!l!D!:P.:Z 

Material Prices 

When you create a material price, you specify a price or a pncmg scale for a specrfic matenal You specify a combrnauon ofsaiH organization and distribution channel, forwhrch the matenal prtce IS .-slid. 

Note 

In SO Custom1zrng, rt IS possrble to specify that pr1c1ng tnformation assigned to a particular combtnatton of sales orgamzation and distribution channel can be shared by other combmat1ons For more informatiOn, see the online information 
rn the SO Implementation Gurde 

Pnce LISt Types 

Oependrng on the pnctng pohc1es of your compmny, you can define your own pnce hst types to suit the needs of your busrness For example, you can define pnce hst types by customer groups. (wholesale, retarl , mnd so on) and by 
cutTancy (pnce hsts for each foretgn country you deal wrth) For each pnce hst type, you create different pricing records , usrng the same organtzattonal data as for matenal pnces (sales organ1Zat1on, dtstnbutton channe~. You can then 
assrgn pnce hst types, where necessary to each customer rn the customer's maS1er rec ord 

Customer Spectfic Pnces 

tf you grant spec1al pnces to drfl"erent customers, you can create customer-specific pricing records. In addition to the same organizational data you enter for matenal prices (sales organ1zat1on d1stnbutron channeQ, you ass1gn the pncN\g 
record to a specific combmatron of customer and matenal 

SAP00029676; SAPOOOJ3980. 
The following excerpts provide more detailed descriptions of access sequences as well as 
additional examples. 
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Condition Technique: Overview 
E)(::~mpiB of a Cond111 on Table 

A sales depanment creates condition records for customer-spectfic matertal prices. The standard version of the Rl3 system prOVIdes a condrtion table for this purpose The key of table includes the following fields 

• Sales organtzallon 

• Dtstnbutton channel 

• Customer 

• Matenal 

The first lwQ fields tdentify important orgamzattonal data and the last two fields eKpress the relationship between the customer and the matenal 

What ts: an Access ~e<ru e nce? 

An access sequence ts a search strategy that the system uses to find vahd data for a particular condition type The access sequence determtnes the sequence m 'Nhtch the system searches for data 

Example of an Access Sequence 

A sales department may create dtfferent kmds ofpnce data There may be a baste pnce for a product, a spectal customer-spectfic prtce for the same product, and a pnce list for, say, large customers A customer may, m theory, qualify 
for all three dtfferent pnces The access sequence enables the system to access the pncmg data records in a partrcular sequence untlltt finds a valid pnce In this example, the sales department may want the customer to get the most 
advantageous pnce and defines the spec tal customer specific pnce as the first place to search 

What Is a Procedure? 

A procedure IS a ltstmg of condition types, defined in a particular sequence. It enables the system to determine that a parttcular set of condition types 1n a specified sequence apply 1n giVen CJrcumstances 

Example of a Procedure 

In pnctng, you define a procedure that determmes how pnces, dtscounts, and surcharges appear tn sales orders and tnvotces In a typtcal srtuat10n, the first condttton type tn the procedure determmes the gross pnce. Condttton types 
then follow that determme the vanous dtscounts Ftnally, there are condrtton types that detemune fretght costs and sales taxes If you have customers tn different countries, you can group the customers by country or reg10n You can 
then define fur each groupmg a procedure that takes tnto account local requrrements (ror example, sales taxes) 

Condition T echn lque m Otffe rent Applications 

Each appltcat1on that uses the condrtlon techn1que uses the same basrc elements Drfferent appl1catrons also use the same screens For example, the screens for procedures, access sequences, and cond~ion tables are al¥rays 
essentially the same, regardless of appltcatton lndMdual appltcattons, however, may dec1de not to dtsplay fields that they do not need Condttton types are an exceptton Here, each apphcatron can design its own screen 

For more 1nformatton about spec1fic apphcattons, please refer to the documentation for 1ndMdual appftcat1ons 

How the Elements of the Conditio n Technique Work Together 

The follOWing figure Illustrates the rslatmnships between elements of the condition technique 

SAP00029637-8; SAPOOOJ3938-9. 
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l Access Sequences 

Ex.llllflle: Pnce Oetermmation (Sales) 

A sales department may offer customers different kinds of pnces The department may create, for example, the follOWing cond1t10n records in the system 

• A bas1c pnce for a matenal 

• A spec•al customer-specific pnce for the same matenal, and 

• A pr1ce hst for, say, maJor customers 

Dunng sales order process•ng, a customer may. in theory1 qualify for all three d1fferent pnces The access sequence enables the system to access the data records 1n a particular sequence unt1l rt finds a valid pnce. In th1s example the 

sales department may want the customer to get the most advantageous pr1ce and defin&s the spec1al customer specific pnce as the first place to search The folloWing figure shows how the system searches for the relevant record 

Condition type 

~ I Prico! {::: AccesGsequonco: PROD I 

~ I Dlscoumo/. <: Acce09sequence 1<004 I 

~ I Mojorcustomerdisc. -<:::::::: Accosssoqu<>nce:K007 I 
Access sequence 

A I F. FIR!lO I I 1, Cu.;tomGr /Material J 

1~) I 2. Prlce-;;;;;!curroncy /Materi~ I 

~aterie.l --~ 

SAP00029659; SAP00013962-3. 
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Access Sequences 
, .... ,~ ... . . " ' "' ··--~ .. N · ~u" ' ~ ... ~ , ~ , 

Information About Fields 

The tonowmg topic ts a ~t~ference for the fields that control various aspects of access s&qUences A brief description of each field follows 

Qj cess Num ~er 

If there tS more than one access in an access sequence, the access number determmes the order 1n whtch the system cames out the accesses 

Condlt•on Table 

The condltton table that you spectfy here determtnes whtch condrt10n records the system accesses during its search for valid data The condition table defines the key that identifies the relevant condtllon records. For mare information 

about condrtron tables , see the prev~ous topic rn thrs sectton 

Reqwrement 

In thts 'field you specrfy a routme The rovtme checks that certatn reqUirements have been fulfi lled before 11 carnes out the access for example, the sys1em can use a routtne to check whether the document currency ts local or fore1gn 

Oependrng on the resu~. the system cames out an access or rgnores rt and moves on to the next access The follawtng figure illustrates the use of requrrements in an access 

I To.- gcl f cl cG (d co ) I 
Sal es c rganJzatJ o n JSD 1 

D is:ro ::> ut o n chann e l o) 1 

Pri<..,.,li ,; llyJ->e: D2 (IN l oul"'ts ttl"') 

D o curnen1 c urrenc y __; s:::;:. 

L C•<::)Ell o urro noy :::;:.~M 

Pric t ng r a fere J ce mat M1 

I Acce~6;20 I I A ccese :JO I 
"Sales c rQE n zati c n" "Sal es o r,:Jarozatoon" I 

"Di t;:; lr d:J ult u l •..;tJt::~r r t.., l" "~ tslr iU .-J l1 c..... r r t..:.ln:u r r~l" 

"r'rice li e t lyp~ 1 11 -.,rice li ~ ~type 1 

''Doournont o ....Jrror o o/'' '' ::::) ::>oLrn ont c:urr~n cy" 

"Materia!~' 
11M a.: eri a l 11 

SAP00029662-3; SAP00013966-7. 
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Access Sequences 

You specify an access sequence for each condition type for wh1ch you create condrt1on records The access sequence helps the system to find valid records during pncmg There are some condition types for which you do not create 
condrt1on records (header d1scounts that you can only enter manually, for example) These candrt1an types do not requrre an access sequence 

purpose ol 1he liccess lii equence 

The access sequence prtMdes a strategy for the system 'Wtlen it searches for relevant condition records. The access sequence cons1sts of one or more accesses The sequence of the accesses establishes which condition records 
have pnonty over others The accesses tell the system where to look first, second, and so on, until rt finds a vahd condltton record 

Access Sequences in the SAP Rll Sr.mdard Verslon 

II 

The standard verston contams access sequences that are predefined for each of the standard condition types The names of the access sequences often co!Tespond to the condition types for wfltch they were designed For example, the 
access ssquence for a mltenal d1scount (conditiOn type J.W4) ts also called I4JJ.4 

Exounple, Price Determlrlatlo_n_ (sales! 

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

• A baste pr1ce for a matenal 

• A spectal customer-specific pnce for the same matenal, and 

• A pnce hst for, say, maJor customers 

Ounng sales order processmg, a customer may, in theory, qualify for allthrn different pnces The access sequence enables the system to access the data records m a particular sequence unttl rt finds a valid pnce 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 plice to search The followmg 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 

2> ~ Clooe I 
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sooo•o2Jw•• une.Jooe£oful ond if 
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In the enmple in the precedmg figure, the local currency ts rn German Marks. In thrs case, the access fulfills the requrrement that the local currency must d11fer from the document currency before the sy!rtem carries out a search for a 

record The system makes the access If the local currency had been m US dollars, the system would have ignored the access (thus tmprOVIng system performance dunng pricing) . 

...:xcruSIVe '.ccess lnrltcator 

You specify m thts field whether you want the system to stop when tl finds a valid conditton record for the access If you do not mark the exclusrve access indtcator, the system contrnues to make each access m the sequence, finally 

propostng the last valtd condttton record 11 finds 

In tile ear11er example of access sequences for Sales and Purt.hasmg where the mdtcator ts set for each access, the system stops when It finds the first valid condttton record Mematwely, It would be posstble to not set the mdtcalor 

and to reverse the order of the accesses and have them starttng With the most general condrtton records and endmg With the most specific Qn thts case, the customer/matenal price). In the sales order, the system would then ltst all the 

condllton records 11 found but \Wuld only use the last one You would then be able to see all the _yanous posstble pnces that appty to the ~arhcular document 

Details of an Access 

You can see a detatled VIew of each access by pressmg F2 (Detar! screen) 

Sales 

The followmg figure shows the access sequence PJ\00. The first access in the sequence ts Cu3tomel/Matsri81 and refers to cond~ion table 5 Ohe table that defines cond~ion records for customer-specific matenal prices). 

The followmg figure shows the details of the first access, Acce&~ number10 

SAP00029663-4; SAPOOO 13967-8. 
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 th e E le tn e nts of th e Condition Technh1ue Work To9ether 

I The foll owing fi_gure rllu strates the relatron shrps betwe en elements of the cond1t1 on t echmque 

Access sequenoe s Conditron records 

I ecce 
Condition table~~ I BBBB 

S...rct1ng 1or 

AAAA v81id<><>ndtion 00"1 Key 

Aoce ss no Cond table """""" 002 Key 002 
10 001 003 Key 

I .20 om ~@I 3 0 002 - re1ner~ng 
cond11ondl!!l.ta. 

=~·-~ o-.,h!o<v.,.id Condit1on type s 
ccrd t on records:~ 

1 ecce 
I BBBB 

AAAA 
Definition of : 

- Control data --Changes allowed 
- Pmcedure maintenance -

~ Oontooll111;1 th<! oon:!1•ono 
m1he~ument 

Procedures 

US- STANDARD 

Cond111on lyp e Manual Ace! key 

AAAA X ERL 
BBBB ERL 
ecce 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 following figure illustrates the connectton between the cond1t10 n table a nd the s ubsequent cond1t 1on re cords 

~ Ccnditiontn.bl~ Reldc .oeleotedfl om II 
oondittonlabJe 006 

004 l'v1at4tf1~1 f--1--

0 05 Custorn•r.' I'Vlr~.t•ri n 
Sttl•s or~r.nlzft ion 
DistrlbUtiOil channel 
Cue.tomer 
rVIneriC!\1 

007 D~vinion /l'v1oterial 

II Create oondition I 
Ge.lesorvaniz:e'bon : 0001 
D lotnbuttoncha-1nel : 01 
Customer C 1 

IV1et.teriPI : 
M1 10.-
r .. -12 15_-

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 
just 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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Pricing Elements 

• A price agreement can be limrted to a penod by specifying a val1d1ty period. 

Standard Price Agreements 

Pnce agreements commonly used are predefined 1n the standard version of the SAP R/3 System These pnce agreements depend on the sales organ1zat10n and the d1stnbut1 on channel. There are price 

agreements for a 

• matenal 

• customer 

• combination of customer and matenal 

• combination of customer and product hierarchy 

• combination of customer group and matenal 

• combination of custome!:JII'OUII and Droduct h iera rch ~ 

SAP00029499-500; SAPOOOJ 3796-7. 
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Anticipation: 35 U.S.C. §1 02 (R3 Documentation) 

The R3 documentation describes methods for retrieving applicable pricing information 
corresponding to the product, the purchasing organization, each product group above the 
product group in each branch of the hierarchy of product groups in which the product is a 
member, 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. 

The R3 documentation describes how pricing information is retrieved when pricing a sales 
order. The description includes the use of the condition technique, including condition 
records, access sequences and pricing procedures. The documentation describes using a 
pricing procedure (RV AAUS in the example discussed below) to indicate what condition types 
should be used 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 PROO, RBOJ, and RB02. Associated with each condition type is an access sequence which 
specifies the order in which condition tables should be searched to find an applicable 
condition record. For the PROO condition type, the access sequence is also named PROO. 
For each condition type, the pricing procedure retrieves pricing information. The pricing 
procedure then utilizes the retrieved pricing information in calculating a price. 

The example pricing procedure (RV AA US) indicates that the condition types for the sale are 
"Price" (PROO), "Discount 1" (RBOJ), and "Discount 2" (RB02), applied in that order. For 
each condition type, the condition technique retrieves pricing information. The example 
describes the access sequence for one of the condition types (the access sequence is P ROO for 
the condition type PROO). Each access sequence indicates the order in which condition 
records will be retrieved from condition tables. In the example, the access sequence indicates 
that the system should first retrieve a price from the "Customer/material" condition table, 
then a price from the "Price list type/ currency/material" condition table, and finally a price 
from the "Material" table. In this example, the access sequence is ordered from the most 
specific to the most general. 
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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 

Condrtlon Technique for Sales Order 

The precedmg figure shows how pncmg mformatmn ;ppears on the screen for a sales order rtem The follOWing figure shows how the condrtron techmque works tn the background to produce the pricrng mformallon The dragram shows 

how the vanous elements m the condrtron techmque work together 

Proc•ng procedure RV AAUS 

1. Prio<o PROO 

2. Olocount 1 RB01 

3. Olocount 2 RB02 

I . Cuet<>mtumanal 
2 Pnoe h t eypetoun"e;ney/matenl!t 
3.Motorbl 

Gc .flle 

100 USOirom 1 PC 
99USDfrom 100 PC 
98US0 1rom 200 PC 

SAP00029642-3; SAP00013943-4. 
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Example of Pricing in a Sales Order 

Novalarecorde~~b 

Validr~K.Vrde1:iuta 1--

Step-by-step Descnpt10n 

1 The system first deterrmnes the procedure accord1ng to information defined in the sales document type and the customer master record 

2 The pncmg procedure defines the valid condrt1on types and the sequence 1n w!iich they appear m the sales order In the example above, the system takes the first cond1!1on type (P!;Ul) in the pncmg procedure and begms the search 
for a valid condrt1on record 

3 Each condrt1on type 1n the pricmg procedure can have an access sequence ass1gned tort. In !hiS case, the system uses access sequence P!;UJ. The system makes the specified accesses un!l! it finds a valid condrt10n record. 
(Although th1s d1agram does not show rt, each access spec1fies a part1cular condrt1on table. The table priMdes the key ¥lith wli1ch the system searches for records) 

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

5 The system determ1nes the pnce according to mformat1on stored 1n the condrt10n record ~a pncmg scale eXISts, the system calculates the appropnate pnce In the example , the sales order rtem 1s for 120 p1eces of the matenal 
Based on the quant1ty, the system determ1nes a pnce of $99 per p1ece 

The system repeats th1s process for each condrt10n type m the pncmg procedure and comes up llith a final pnce 

SAP00029643; SAPOOOJ3944-5. 
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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Access Sequences 
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In the example m the precedmg figure, the local currency is in German Marks. In this case, the access fulfills the reqwement that the local currency must differ from the document currency before 
the system cames out a search for a record. The system makes the access. If the local currency had been m US dollars , the system would have 1gnored the access (thus 1mpnl\ling system 
performance dunng pncmg) 

ExclusiVe Access lnd1cator 

You specify in th1s field whether you want the system to stop when 11 finds a vahd cond1t1on record for the access If you do not marl< the exclusive access Indicator, the system contmues to make 
each access 1n the sequence, finally propos1ng the last vahd condrt1on record 11 finds 

In the earl1er example of access sequences for Sales and Purchasmg where the md1cator 1s set for each access, the system stops when 11 finds the first vahd cond1t10n record AlternatiVSiy, rt 
would be poss1ble to not set the md1cator and to reverse the order of the accesses and have them startmg With the most general conditiOn records and endmg With the most specific (m th1s case, 
the custorner/matenal pnce) In the sales order the system would then hst all the cond1t1on records rt found but would only use the last one You would then be able to see all the vanous poss1ble 
pnces that apply to the particular document 

Details of an Access 

You can see a detailed view of each access by pressmg F2 (Detol screen). 

Sales 

The follOWing figure shows the access sequence PROO The firs! access in the sequence IS CuslomedMaterialand refers to cond1t1on table 5 (the table that defines condrtion records for 
cuslomer-specmc material prices) 

The follOWing figure shows the details of the first access, ACC8311 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 

Example of a Condit ton Table 

A sales department creates condition records for customer-specffic matenal pnces The standard verston of the R/3 system prcMdes a condrtton table for lhts purpose The key of table includes the followtng fields 

• Sales orgamzatton 

• Otstnbutton channel 

• Customer 

• Matenat 

The first two fields identify 1mpo~ant orgamzat1onal data and the last two fields express the relat1onsh1p between the customer and the matenal 

What ts an Access Se<tuence7 

M access sequence ts a search strategy that the system uses to find vahd data for a particular conditiOn type The access sequence determmes the sequence tn whtch the system searches for data 

Example of an Access Sequence 

A sales department may create dtfferent kmds of pnce data There may be a bas1c pnce for a product, a spec1al customer-specific pnce for the same product, and a pnce hst for, say, large customers. A customer may, 

1n theory, qualify for all three different pnces The access sequence enables the system to access the pric1ng data records m a particular sequence until it finds a vahd pnce In th1s B)(ample, the sales department may 

want the customer to get the most advantageous pnce and defines the spec1al customer-spec1fic pnce as the first place to search 

What is a Procedure? 

A procedure IS a l1st1ng of condition types defined 1n a particular sequence H enables the system to determine that a particular set of condrhon types, in a spec1fied sequence, apply m QIV8n Circumstances 

E)(ample of a Procedure 

In pnc1ng, you define a procedure that determmes how pnces, discounts, and surcharges appear m sales orders and 1nvo1ces In a typ1cal srtuat1on, the first condrhon type in the procedure determmes the gross price. 

Condition types then follow that determine the vanous diSCounts Fmally, there are cond1t1on types that di!termtne fretght costs and sales taxes If you have customers m different countnes , you can group the 

customers by country or reg1on You can then define for each group1ng a procedure that takes 1nto account local reqUirements (for example, sales taxes) 

Condition Technique In Different Applications 

Each appltcatton that uses the cond1t1on technique uses the same bas1c elements Different applications also use the same screens. For example, ttte screens for procedures, access sequences, and condtt1on tables 

are a~ys essenttally the same, regardless of apphcallon IndiVIdual appltcattons , howe~er, may dectde not to display fields that they do not need Condition types are an except ton Here, each apphcat1on can destgn 

tis own screen 

For moretnformatton abou1 specific applications, please refer to the documentation for mdt¥Jdual applications 

SAP00029637-8; SAP00013938. 
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Access Sequences 

Example: Price Determination (Sales} 

A sales department may offer customers different kinds of pnces The department may create , for example the following condrt1on records 1n the system 

• A bas1c pnce for a matenal 

• A spec1al customer·specrfic pnce for the same matenal, and 

• A pnce hst for, say, maJor customers 

Dunng sales order processmg, a customer may, 1n theory, quahfy for all three different pnces The access sequence enables the system to access the data records 1n a particular sequence unt1l rt finds a valid pnce In 

th1s example, the sales department may want the customer to get the most act.antageous pnce and defines the spec1al customer-specific pnce as the first place to search The following figure shows how the system 

searches for the relevant record 

CondJbon type 

rl I'R:tl l I Price KAccesssequence: PROO I 

I K004 I I Discoun1 o/o "<: Access sequence· K004 I 

I K007 I I Major customer disc. < Acc.ssseqU<>nce K007 I 
Access sequence 

_A 
14-PROO I I ,. Customer / Material I II '-~"" \ 

I 2. Prlca lis11ype.l Cummcy / t.1 a1<lrial I L ~M~ I 3. Malerial I =-=:~ 

SAP00029659; SAPOOOJ3962-3. 
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 

o A pnce agreement can be l1mited to a penod by spec1fymg a vahd1ty penod 

St~ndard Price Agreements 

Pnce agreements commonly used are predefined m the standard vers1on of the SAP R/3 System These pnce agreements depend on the sales orgamzat1on and the distribution 

channel. There are pnce agreements for a 

o matenal 

o customer 

o combinat ion of customer and matenal 

o combinatiOn of customer and product hierarchy 

o combination of customer group and matenal 

o combination of customer group and product h1erarchy 

SAP00029499-500; SAP00013796-7. 
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Grouping Materials 

Matenals can be grouped accordmg to different cntena This allows for easier management and better evaluation of matenals w1th s1m1lar features. The standard vers10n of the SAP R/3 System 

does not prO'<Ide exact cntena to d1fferent1ate between individual groupmgs These crrtena can be defined by the company to meet their spec1fic demands The groupmgs are determmed and 

defined by the system admm1strator Contact him, 1f you have questions concem1ng the eXIsting group1ngs. In the standard vers10n of the SAP R/3 System the followmg groupings are possible , 

for example 

• Matenal group 

• Matenal pncmg group 

• Product hierarchy 

Mnterinl Group 

Goods With the same features (for example, nails) can be grouped using the field Malena/ group. Unlike the product hierarchy, the material group does not contam different lave Is or poss1b le 

comb1nat10ns 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 primanly of 

importance for sales and d1stnbut1on, but 1s used mamly m matenals management 

Material Pricing Group 

The matenal pncmg group can also be used to group materials , especially for pnc1ng and for analyses The material pricing group IS defined by a two-d1g1t , numenc key 

Product Hierarchy 

The product h1erarchy IS used to group matenals by comb1mng different features. It IS used for analyses and pncmg A product hierarchy can cons1st of up to eighteen characters. ~s features 

can be comb1ned m various ways The folloWing figure g1ves an example of how matenals can be grouped usmg product h1erarch1es 

Poaitlon 1-5 

Poaltlon 6-10 

PoSition 11-18 

In th1s case, a dishwasher can be descnbed by product hierarchy OXlHXXIJ200COJ002 Th1s series of characters states that dishwashers belong to the category electncal appliances (senes of 

characters ()(0]1, pos1t10n 1-5), and also to we/ apphances (series of characters 00002, position 6-10) and, finally, to dishwashers (senes of characters 00000002 , pos111on 11-18) 

SAP00029548-9; SAP00013845-6. 
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Grouping Materials 

Matena ls can be grouped accordrng to drfferent cntena Thrs allows for easrer management and better evaluatron of matenals wrth srmrlar features. The standard versron of the SAP R/3 System 
does not provrde exact cntena to dtfferentrate between rndMdual groupings These cntena can be defined by the company to meet therr specrfic demands The grouprngs are determrned and 
defined by the system admrnrstrator Contact hrm, rf you have questions concemrng the existrng grouprngs In the standard versron of the SAP R/3 System the folloWing grouprngs are possrble, 

for example 

• Matenal group 

• Matenal pncrng group 

• Product hrerarchy 

Material Group 

Goods wrth the same features (for example, naris) can be grouped using the fie ld Malena! group. Unlike the product hierarchy, the material group does not contarn drfferent levels or possrble 

combrnatrons of goods You can, however, use the materral group to carry out different analysis functions The material group is defined by a nine-digrt, alphanumenc key. It is not prrmanly of 

importance for sales and drstrrbutron, but rs used marnly rn materrals management 

Matert.1t Pricin g Group 

The matenal prrcrng group can also be used to group materrals, especrally for pricrng and for analyses The materral pricrng group rs defined by a two-drgit, numeric key 

SAP00029548; SAP00013845. 
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Discounts and Surcharges 

The standard version oft he SAP system Includes a variety of commonly used discounts. If your business requires it, special discounts and surcharges can be defined m SD Customiz ing during system configuration or subsequent 

custom•z•ng 

Discounts in the Stitnii<Jrd Vers1on 

The standard vers•on 1ncludes the followm11 dtscounts 

Discount {Key) Kind of discount 

Customer (kDJ7) Percentage 

Ma!enal (1<00~) Absolute 

Pnce group (Jo<D20) Percentage 

Mater1al group (k029) Absolute dtscount by 'Weight 

Customer/matenal (KOOS) Absolute 

Customerlmater1al group (KIJ.JJ) Percentage 

Pnce grouplmatenal (KD32) Absolute 

Pnce group/matenal group (~1) Percentage 

You can use any of these standard discounts to create cond1t10n records m the system Ounng automatic pricmg, the system takes 1nto account the d1scounts that apply m the Circumstances and searches for valid cond1t1on records In 
the case of dtscounts that refer to a groupmg of some kmd (for example 1 matenal and prtce groups), you must ass1gn the group tn the correspondtng customer or matenal master record before automatic prtctng takes place 

Further lnformil110il 

For more detatled tnformatlon about each of these d1scounts, you can ask your system admtnlstrator about how each dtscount tS set up m your system You can also, durmg sa les order processtng, branch from each pr1c1ng element 1n the 
document to screens that gMt you more mforma110n You can see for example, some of the data- the relevant condition recoul and pricing sc.1le mformat10n , and so on- that the system uses to calculate a pricmg element 

New Otscounts m Release 2 1 

Release 2 1 of the standard vers1on ofthe SAP R/3 System mcludes new discounts for use m the followmg new billing funcllons 

Fnnctlort Condldon type Oesc1lptlon I 
I 

Rebate processmg 80l1 Group rebate (%) 

80J2 Matenal rebate (1ixed) 

8003 Customer rebate (%) 

Inter-company proc. PIJ1 Inter-company (fixed) 

PIJ2 Inter-company (%) 

lnvo1ce hsts RLOO Factonng discount 

MW15 Factonng d1scount Ia )( 

For more information about these new bill1ng functions, see the SO Billing Gurde 

SAP00029677; SAPOOOJ3981. 
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Prerequisites for Automatic Pricing 

For the system to carry out automatic pnc1ng, the fotlow1ng prereqUisrtes must be met 

• Condrt1on records must already ex1st 1n the system for each of the condrt1on types that you want the system to apply automatically For more 1nformat1on about creat1ng and mamta1n1ng condrt1on records , see Work1ng W1th Condrt•on 
Records 

• Where necessary , data must be maintained 1n the corresponding customer and matenat master records ~. for example, you want to apply diScounts through spec1al groupings of erther customers or materials, then the system can only 
carry out automatiC pncmg when the groups are specified wrthin the relevant customer or matenal master records 

Matenal Master Data 

The fields 1n the matenal master 111cord that are relevant for pncmg are on the Sales 2 screen 

• Tax classlflcarion lnd1cates to what ellen! the matenal1s liable for sales taxes ~more than one tax classification exists (for example, in the US there may be tax classifications for sales taxes at state, crty, and county leYels), then 

you find thiS 1nformat1on appeare on rt own screen In thiS case, from the Saieo 2 screen, select Deta1'- ___, Saies deta1'- ___, Taxes 

• Pricing reference material In this field, you can spec1fy another matenat as a reference for pnc1ng mformat1on ~you spec1fy a reference, the system, during automatic pnc1ng, uses atl the condrt1on records that apply to the reference 
matenal 

I • Material arono: A material arouo defines a arouo of materials for which vou want to aool· the same condition record. For exam le usina a material arouo . vou can soecifv a discount that aoolies to a oarticular ranae of products. 

• Caoh dloconnt In th1s field, you can specify whether or not the material qualifies for a cash diScount 

Customer Master Data 

Most fields 1n the customer master record that are relevant for pncmg appear on the Saies screen 

• Customer pricing procedure Here you specify the pricing procedure for a customer Pncmg procedures are created and mamta~ned 1n SO CustomiZing During sales order processing, the pncing procedure determmes the k1nds of 
pncmg element you can use and 1n wh1ch sequence they are processed 

• P1lct Jist type Pnce hst types allow you to apply a matenal pnce '"a part1cular cur111ncy to a group of customers For example, you can specify a pnce hst type that appl1es to all wholesale customers in one of your export markets. 

• Price group Pnce groups let you apply a d1scount to a part•cular group of customers 

• Tax classification In th1s field you specify the tax liab1lrty of the customer Wthere 1s more than one tax classificallon for a customer, the Information appears on a separate screen In th1s 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 detennine sales taxes In the Control data screen you should maintain the County code and C~y code fields 

SAP00029698; SAP00014002. 
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Material Data: the Sales View 

Smallest quantrty that the customer is allowed to order It is measured in a base unrt of measure 

Mmtmum delivery quantity 

Lowest qu1ntrty that may be delivered to a customer. 

DeiNery umt 

.... - - -

I 

Only exact muttipies may be supphed. The delrwry unit is made up of a numbl!r and a unit of measure. In the case of a dehvery unit of 30 pl.cet, only 3J, 60 9), and so on pieces can be delrvered but not however, 100 pieces 

Note 

Enter the sales prices of a matertal wrth Details--) Ssle.s pnce 

The most Important data on the second sales screen ts 

Matenal descnptton 

Thts mformatton ts mandatory and tdenttcal for all departments . Talk to the other users to decide 'What you are going to enter here. 

0MSIOO 

~ 

The use of dMsions lets you orgamze your sales structure around groups of stmilar products or product lines This 01Uows the people in a dMston who process orders and seMce customers to spectaltze m a manageable area of sxperttse 

Casn dtscount 

Thts tndtcator determmes whether a matenal qualifies for a cash dtscount. 

The second box on the screen contams the follOWing grouping terms 

Rebate group 

The rebilte group detemunes whether a volume-based rebate csn be granted for a matenal. 

Commtsston group 

You can allocate two matenals to the same commisston group if each representatrve 'Nho sells these matenals receives the same commtss10n percentages for both ma1enals It is qu~e poss1ble that different representatrves within the group 

recetve dtfferent comm•ss1on percentages 

Pncmg reference matertal 

The key allows you to group together products for whtch the same pricing procedure is used. 

r Material pricmg group 

Group of materials to which the same pricing conditions apply 

ProduC1 h1erarc/1y 

Group of matenals used by the system for pncmg purposes and sales analyses 

Account detemunatton group 

I 

The system refers to thts group of matenals when rt creates an accounttng document from a billing document to determine the revenue and sales deductton accounts 

Item category group 

The system uses thts value m sales documents to determine the item category. 

The contents of the lower box depend on the settinqs that haY& been made in Customizin!l usi~ the Sales and Distnbut10n Confi~uration menu Tax bv countiV These detennme wtnch 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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When you are work1ng 1n a sales document, you can branch from the rtem pric1ng screen to a pnc1ng analys1s The analysis lists all the condrt1on types that apply to the item and explains bnefly what happened dunng 
automatic prictng The tnformattan m the pricing analysis allows you to check how the system calculated the vartous pricing elements for an Item 

Information in the Pncmg Analysis 

The first screen of the analysts tefts you for each condttlon type whether, for example 

• the system found a ...ahd condrtton record 

• the system dtd not carry out an access 

• the condrt1on type requ~res manual entry 

met 

Procedure 

To carry out a pricing analysis, go to the rtem pricing screen and select Ecf~ -Mnal,r.sis. The system displays a hst of all condrtion types that apply to the 1tem (based on the configuration of the corresponding priCing 
procedure in SO Customtztng) For detailed informatton about a parttcular condition type , press F2 (Deteub) 

Examr)le 

The following figure shows an example of a pnc1ng analysis. 

SAP00029706; SAP00014011. 
The Pricing Analysis screen below shows the result of analyzing the pricing procedure 
RVAAUS. In this example, the condition type K032 is based on the combination of the 
customer price group and the material, K005 is based on the specific customer and the 
material, K004 is based on the material (product), K029 is based on the material pricing 
group, K030 is based on the customer and the material pricing group, and K031 is based on 
the customer pricing group and the material pricing group. Clearly the R3 documentation 
shows that pricing information can be applicable to the pricing type, the product, the 
purchasing organization, each product group above the product group in each branch of the 
hierarchy of product groups in which the product is a member, 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. 
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Pricing Analysis 

PR~O Pric~ 2eg C~nditio~ record h~s b~~~ fo~nd 
PBOO Price (gross) 001 Hanual condition 

Gross 2El€l · · ·-· - · · · · · · · · · · · · · · · · ··· · · · · · · · · · · · · · ··· · · · · · ··· · ·---· 
KAOO Special offer 009 Condition record is missing 
K032 Price group/material 102 Access not made (initialized field) 
KOOS Customor{matorial 118 Condition roeord has boon dolotgd 
KOlli' Custo1ne!'r discount 2eg Condition record has beer. found 
KOO~ Material 10~ Condition record is missing 
K02Q Prico group 082 ~ccoss not mado (initiali%od 
K029 Mat.pricing group 102 Access not made (initialized 
K03e Customer/nat.pr.grp 102 Access not made (initialized 
K031 Prico grp;mat.pr . grp 182 Accoss not mado (initiali%Qd 
RAOO %Discount from net 001 Hanual condition 
R~OI % Disc.from gross 081 Manual condition 
RBOQ Discount (value) 001 Manual condition 
RCOQ Quantity discount 001 Hanual condition 
RDOa Woight discount 001 Hanu~l condition 

D i.sc:ourrt A1110urrt :l:Qt:J · ....... · .... · 

SAP00029706; SAPOOOJ4012. 

fiold) 
field) 
field) 
fiold) 

·- ··----·--1- ----

The following example shows a complete pricing example which demonstrates the use of four 
condition types: PROO (Price), K007 (customer discount), KFOO (freight), and UTXJ (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 followmg figure shows the priCing mforrnatlon for an item in a sales order The pricmg screen for the item shows the gross pnce that the customer 1s charged, several d1scounts forl'li11ch the customer qualifies, and other pricmg 

elements, such as freight and sales taxes The condnion types that apply to each of these pncmg elements appear on the left s1de of the priCing screen The sequence 1n l'li11ch the various cond1t1on types appear IS determined by the 

pnc1ng procedure 

Item ~ Netvalue in~~ 1 '788. 20 

ouanmy j12e. oeo JFLi Tax amount S4 .8G 

Mater'ial jE-~900 Penn,ylvanil '$ Finest 

CnTy Description Rate Curr per Uo~ Cond. value IUs'Ol 
c ~PP.9G] rice •114.99 lluso 111FLI U89 99 I 
en Gross d14.9e l ~n!FLI 1 .sse ee l 
cfei71 ustomer discount lit .999- !n I 16 se-
cn piscount AI!Ount ;,9.14- ,~nlfLI 16 se-1 
rt~reo FreiQht l iO .SG ~lt!KGI ~5 99 I 
r::n N•t valut z '114 .24 jfsiilnlfll 1. roe 2o 1 

r::]U'mi fStattsaltstax 113.758 n I S49S j 

ur Ntt valut for ord 1114.77 l~n!FLI 1 '772 26 I 
CIV'P'Rs'lcost 11ue 1fsiilnr1 Slle so l 
uliProflt Hargln i!9. 74 ~ ~so i!--nlf'LH .... u ' 

Condition Technrque for Soles Order 

The precedmg figure shows how pncmg mforrnat1on appears on the screen for a sales order item The followmg figure shows how the condrtion technique W!lrks 1n the background to produce the pncing information. The diagram shows 

how the vanous elements in the condrt1on techn1que work together. 

SAP00029642; SAPOOOJ3943. 
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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. 

Using Customer Hierarchies During Sales Order Processing 

The followmg example shows how the system uses partner determmatiOn to create the hterarchy path in a sales orde r Customer 27 43 tn the foll owtng customer hierarchy places a 
sales order 

I Smith! 

I Central I 

<tr11 

471£ 
00011 01! 01 
Prici ng x 

SAP00029622-3; SAP00013923-4. 
The example documents the identification of the customer groups that customer 2743 is a 
member of Smith Northwest (4714), Smith North (4713) , and Smith Central (4711) . 
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1 D (node - top level) 

1 C (node - second level) 

1 B (node -third level) 

1 A (customer- fourth level) 

4711 

4713 

4714 

2743 

Displaying Hierarchy Partner Data in t he Sales Order 

You can display the hierarchy path of a sales order in the partner screen at header-level. 

To display the hierarchy path 1n a sales order, proceed as follows 

1. Within the sales order, select Header --7 Partners. 

The system dosplays the Partner screen 

2 Select Edit --7 Drsplay crrlerra You can then choose from the follOWing opt1ons 

-All partners 

-Only customer h1erarchy 

-Without customer hoerarchy 

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

SAP00029623; SAPOOOJ3924-5. 

the correct hierarchy path by 
in the sa les order 

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 hrerarchres are used to determine pricmg and rebates rn sales and brlling documents When you process a sales order for a customer who rs assrgned to a 

customer hrerarchy , the system automatrcally determines the corresponding hierarchy path 

Hierarchy Paths 

The hrerarchy path shows the relatronshrp of a customer to the cham of nodes all the way up to the top level of the hierarchy The system uses partner determination to build the 

hierarchy path 1n the sales order 

Partner Determination for Hierarchy Nodes 

During sales order processing, the system automatically determrnes specoal partner funct ions 1n the partner data of the document The system uses these partner functrons for the 

following purposes 

• To determme the hierarchy path and store ot 1n the document 

• To store hrerarchy data per rtem (the pncrng of individual items in the order may relate to drfferent hrerarchy nodes) 

• To make 11 possrble to dosplay sales orders or rnvorces by node 

In the sales order, the system determmes a default partner function (in the standard system, 1A), based on the hierarchy type. The system then uses partner determonatlon 

(controlled through Customozmg) to find hogher-level partner functions, untrl it has determined the complete hierarchy path for the sa les order The standard versron of the SAP R/3 

System rncludes four standard partner functoons for this purpose· 1A-1 D You can add as many additional partner functrons as you requrre, up to a maxrmum of 26 levels 

Example of Partner Determrnatoon 

The followong example shows how the system uses partner determrnation to create the hrerarchy path in a sales order Customer 27 43 Tn the followmg 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 verston, the system determmes hterarchy-related pncmg m the sales order (condttlon types HI01 and HIJ2) by searchtng for vahd condition records at each level m the 

hoerarchy path, startong With the lowest level As soon as the system finds a valod condotoon record, ot stops the search If the same kond of condrtoon record (say. a materoal doscount) 

os stored at two dofferent levels on the hoerarchy. the system takes the first valod record at the lowest level In Customozing for Sales. you can specofy your own access sequences 

By usong exclusoon groups, you can, for example, specofy that of somolar condotoon records exost at dofferent levels of the hoerarchy, the system takes the most favorable proce or doscount 

for the customer (regardless ofwhoch level on the hoerarchy the procong data comes from) 

Example of Procong on Use 

In the prevoous example, the customer hierarchy represents the Smrth nation-wode buyong group The central office- Smoth Central- os defined as the top node on the hoerarchy The 

regoonal offices of the buyong group- Smoth South, North, Northwest. and Northeast- are defined as nodes Ourong negootatoons, you establish a pncong agreement for a partocular 

product line You offer a nattonal dtscount, avatlable for all Smith stores In addrtton, you offer a spectal promottonal dtscount for Smrth North You create the correspondmg pncmg 

condotoon records for the Smoth Central and Smoth North nodes. A subsequent sales order from customer 2742 gets the natoonal doscount When customers 2743 and 2744 place 

orders, however. the system determones procong by applyong the procong data stored for Smoth North 

Copyin g Hierarchy Info Between Documents 

The copyong ofhoerarchy onformatoon between documents is controlled, as usual, by copying routones specified in document flow. You can specofy, for example, which 

hoerarchy-related data is copoed or redetermoned when you copy data from a quotatoon into a sales order or from a sales order onto an invoice. You create and specify copyong rout ones 

1n Custom1zmg for Sales 

Inverted Olsplity of Customer Hie r~ rchy 

In addition to being able to d1splay the h1erarchy path for a particular sales order, you can also d1splay mformation about a particular node For example . you can d1splay wh1ch 

customers and nodes are assogned to the node When you select thos voew of a node, the system dosplays all the relevant assognments 

Procedure 

To dosplay the assognments of a partocular node. proceed as follows. 

1 Select Log1stics ~ Sale&'d1stnbut/OfJ ~ Master data on the maon menu screer 

You reach the Sales & D1stnbut10n Master Data screen 

2 Select Business pattners ~ Customer hierarchy~ Change 

You reach the selection screen for customer h1erarch1es 

3 Enter a customer hoerarchy type (the standard versoon oncludes only one type: A), a valodity date, and select Execute. 

The system dosplays a lost of exostong customer hoerarchoes that are valid for the date you entered 

4. Place your cursor on the node for whoch you want to do splay assognments and select Edit ~ Nodes~ All asSignments. 

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

SAP00029624-5,- SAPOOOJ3925-6. 
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 Yanety of commonly-used discounts If your bustness requ1res r1 spec1al d1scounts and surcharges can be defined in SO Customizing during system configuration or subsequent 
custom1zmg 

Discounts in the Standard Version 

The standard vers1on 1ncludes the foiiOWJn'll _!ttscounts 

Drsconnt (Ke-yt Kmd of d~count 

Customer (1<007) Percentage 
Matenal (l<lll4) Absolute 

Proce group (l<D20) Percen1age 

Matenal group (K029) Absolute dtscount by weight 

Customer/matenal (l<IXI5) Absolute 

Customer/matenal group (KIJ3J) Percentage 
Pnce group/matenal (K032) Absolute 

Pnce grouplmatenal group (I<D31) Percentage 

You can use any ofthese standard d1scounts to create cond1t10n records 1n the system Our1ng automatiC pncmg, the system takes 1nto account the discounts that apply m the Circumstances and searches for valid cond1t10n records In 
the case of discounts that refer to a groupmg of some kmd (for example matenaland pnce groups) , you must ass1gn the group 1n the correspondmg customer or mate nat master record before automatic pncmg takes place 

Further lnformahon 

For more detarted mformatron about each of these drscounts , you can ask your system admrmstrator about how each drscount rs set up m your system You can also, dunng sales order processmg, branch from each pncmg element rn the 
document to screens that grve you more mformatron You can see, for uample, some of the data -the relevant conditi on record and p11cntg scale mformation, and so on that the system uses to calculate a pncmg element 

New Dtseounts in Rele.lse 2 1 

Release 2 1 of the standard versron of the SAP R13 Slstem rncludes new drscounts for use rn the followmg new brllrng functrons 

Function CGn<htlon type Oescrlp1ion i 

Rebate processrng 8001 Group robale (%) 

8002 Materral rebate (frxed) 

8003 Customer rebate ('%) 

Inter-company proc. Pill Inter- company (fixed) 

PPJ2 Inter-company (%) 

lnvorce hsts RLJll Factorrng drscount 

MW15 Factorrng discount tax 

For more information about these new billing functions , see the SO Billing Gude 

SAP00029677; SAPOOOJ3981. 
How pricing information is retrieved is explained by the R3 documentation with reference to 
the following diagram: 

I 
--
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Condition Technique: Overview 

How the Elements of the Condition Technique Work Together 

The folloWing figure Illustrates the relat10nsh1ps between elements of the cond1t10n techmque 

Aooess sequences Condition records 

I ecce 
Condition table:.------~ I BBBB 

SeiiiCh ng lor 

AAAA vG11d ooondlo n 001 Key 
-=old• 

Acce ss no Cond. table 
00.2 Key 002 

10 001 003 Key 

-.20 003 ~@il 30 00.2 re1rie~~ng 
condtiol"ldata. 

~ .. , .. ~ • .....,h !o• v,jid C ond1t1 on types 
oord l on Je:XJrds: 

1 ecce 
I BBBB 

AAAA 
Definition of : 

- Control data 
-Changes allowed 
-Procedure maintenance -

~ Oontldllll;l lh" OOMI~ono 
In 1hac:k:cument 

Procedure s 

US-STANDARD 

Cond111on type Manual Acot key 

AAAA X ERL 
BBBB ERL 
ecce X ERS 

- -

SAP00029638; SAPOOOJ3939. 
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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 of5%, 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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I find nothing in the claim language that requires that the sorting happen after the retrieving 
has been completed. In other words, the sorting step could occur before the retrieving step. 
Also, in my opinion, a system that interleaved retrieving and sorting would satisfY these 
elements. Such a system, for example, may retrieve some pricing information, sort that 
pricing information, retrieve some additional pricing information, sort that additional pricing 
information, etc. 

The claimed sorting is accomplished by the condition technique. The condition technique 
does sorting at two levels. First, the pricing procedure defines the order in which condition 
types will be used to determine a price; all condition records retrieved are therefore first 
sorted according to the condition type to which they belong. Second, the access sequence 
determines the order in which condition records will be considered for each condition type. 
Each of these sorts--performed by the pricing procedure and the access sequence
individually satisfies the broadest reasonable interpretation of the claimed sorting step. 

The access sequence itself satisfies the claimed sorting step in two ways based on the setting 
of the "exclusive access indicator" in each access sequence. As the name implies, the 
exclusive access indicator will return all matching pricing information when not set ("non
exclusive'') and will return the most specific pricing information ("exclusive'') when it is set. 
Whether the exclusive access indicator is set or not, the access sequence defines the order in 
which condition records should be retrieved, and the access sequence accomplishes the 
required sorting in order to respect this defined order. Each mode is described further below. 

In one mode of operation, when the exclusive access indicator is not set in an access 
sequence, the R3 documentation describes retrieving every condition record specified in the 
access sequence in the order specified by the access sequence. In this case, although all 
pricing information that satisfies the condition records is retrieved, only the last one retrieved 
is used. In this mode of operation, the condition tables identified in the access sequence are 
ordered from the most general fir§t to the most specific last. In this mode of operation, all 
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condition records are retrieved and sorted in the order of most general to most specific. In 
my opinion, this accomplishes the claimed sorting step. 

In another mode of operation, when the exclusive access indicator is set in an access 
sequence, the R3 documentation indicates that access sequences retrieve the single "most 
specific " condition record from its condition table for a condition type. In this mode, the R3 
documentation describes first attempting to retrieve the most specific condition record, and if 
one cannot be found, then attempting to retrieve the next more general condition record, and 
so on. In this way, the first condition record that is found according to the order that has 
been defined by the access sequence is retrieved. In my opinion, this also satisfies the 
claimed sorting step because the condition records are sorted before they are retrieved based 
on the order in which they appear in the access sequence. 

It is therefore my opinion that there are at least 3 individual ways in which the claimed 
sorting step is satisfied by the R3 documentation. 

First, I discuss the pricing procedures. 

Pricing procedures 
Pricing procedures specify a group of condition types in a particular sequence. The sequence 
that is specified in the procedure defines the ordering of the condition records that will be 
retrieved by the pricing procedure. 
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Pricing Procedures 

You can group the condrt1on types that you use 1n your da1ly buSiness actMties into procedures In the case of pricing, these are called pricing procedmes. Pricing procedures allow you to broadly apply different 

kinds of pncrng, dependrng on the circumstances. 

Purf)OSe of th e Pricing Procedure 

The pnmary JOb of a pncrng procedure rs to define a group of condition types m a particular sequence The pncmg procedure also determrnes 

• whrch sub-totals appear dunng pncrng 

• to what e)(tent pricing can be rnfluenced manually 

• which basrs the system uses to calculate percentage drscounts and surcharges 

• which requirements for a partrcular condrtmn type must be fulfilled before the system takes the condition into account 

SAP00029667; SAP00013971. 
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Pricing Procedures 

I stvp I ~d. I Oascrlptlon ~:';ranee I Manual I R&q. 

1 XXX1 Prlc• 2 

2 Gross value ~ 
:: XXX2 Spec. offerd fsc. 2 

4 XXX3 Dls~ount '~'• ~ 2 

~ XXX4 Discount"'- )C 2 

E Ols~ountvalue 3-5 

7 Nal value1 

G xxxs Head6rdlsc % X 

s XXX6 Freight 

10 Netvalue2 

11 XXX7 Salea tox 

12 Cash disc. basis 

13 XXX8 Cash discounl 
L__ ~-~ 

Pricing Procedures in the SAP RIJ Standard Vers1on 

The standard vers1on Includes predefined pncmg procedures, contamtng commonly used condition types in the most hkely sequences. You can, of course, mod1fy these standard pricing procedures or create your 

O'M'l from scratch 

SAP00029667-8; SAPOOOJ3972. 

114 



Anticipation: 35 U.S.C. §102 (R3 Documentation) 
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Pricing Procedures 
lnfornmtion About Ftelds 

The follOWing to pte prOVIdes a qutck reference for the fields that controlvartous aspects of the pnctng procedUre A brlefdescnption of each field follows 

Step 

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

Counter 

You can allocate more than one condrt1on type to a step w1th the help of the counter The counter is simply a sequenttal number that establishes the sequence of the sub-steps 

Cond1t1on Type 

Thts field specifies each ~o-~_t()n type included tn the pricing procedure 

From and To 

These fields spectfy a smgle step or a range of steps. For example, the system can use the single step or the range of steps as the basts for calculattng percentage dtscounts or surcharges To calculate sales 

taxes for a sales order, you can spectfy a net value as the basts for the tax calculatton In this case, you enter the step number of t he net value sub-totaltn the From field 

If you spectfy both From and To steps, the system calculates a total or subtotal from all the condrt1on types that occur Within the range of steps The system can then, for example , use the total or sub--total as 

the bas1s for a percentage discount or surcharge. 

Manual 

Th1s field mdicates whether the system automattcally searches for a condition record or whether the system only searches after you enter the cond1tion type manually dunng pncmg 

Account l<ey 

The account key field determmes the k1nd of revenue account to which the system posts amounts from different condition types 

In the standard prtcmg procedure for purchas1ng documents (RI>OXXJ) , for example , the account key FRE specifies an account for all freight costs 

Stat1shcal 

Th1s fie ld tndtcates whether the value of a discount or surcharge is statistical. If you mark a condition type as statistical, the value oft he dtscount or surcharge has no effect on the calculation oft he net ,:mce 

Requtrement 

If you want the system to take a conditton type mto account, but only under spectal Circumstances, you can enter the number of a rout me 1n thts field Dunng sales order processtng, for example, a routine can 

check whether a customer qualifies for a cash d1scount If yes, the system takes the relevant cond1hon type 1nto account You can enter one of the rout1nes pfedefined in the standard vers1on or you can create your 

"""' 
Additlon,ll Fields 

Addrtional entry fields are available when you press F8 (Change .,;ew). The folloW1ng figure shows the screen Wlth the add1t1onal fields. 

SAP00029670-J; SAPOOOJ3974-5. 
The following excerpt show a small subset (the steps are numbered from 910 to 950) of the 
condition types in the pricing procedure R VAA US. 
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Pricing Procedures 

AdditiOnal entry fi elds ;ue ava1lable when you press F8 (Change ....tew) The followmg figure shows the screen with the additional fields 

I Change view II Delete lin~ I Condltl~n iYJ);][Record_s_ by cond.1ype] 

Procedure jRURAUS Standard -

· Steps -------- ·- ·- ---- -- ---~ 

I I 
Step Cntr OldTy Descr1ptlon t>JtCl y AltCBV Subfs AccKy2 Print Mdt 1 

l
fm' I lum ~tat• sales tax 11 I I 1HtiS o r1 
1912 I iurx2 ~ounty sales tax ,1 I I 1MiiS c1 c1 

lf31ii I iurx3 !city sales tax ;I I I 1HtiS c. c. 
1
1920 I I fiet uelue for ord I I jii I 0 C 

1

1336 I ls~TO ~ash discount :I I r I r., r., j 
j9iia I iuPRS !cost ;I I 18 I [, C 

1195e I I !Prof it l'targln l[i'i"""" I r I c [. 
I I I !I I I I c c l _________________ _____ ------------------------------
11 

Alte rnative Formula for Condi t1 on Type Value 

If you want the system to calculate the va lue of a cond111on type or sub- total by usmg a formula other than the calculation types available in the standard "t"ersion, you can enter the number or a rout1ne here. You can 

enter one of the routines predefined in the standard vers10n or you can create your own 

SAP00029671-2; SAP00013975-6. 
The documentation describes using a pricing procedure (RVAA US 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 PROO, RBOJ, and RB02. Each condition type 

retrieves pricing information and the retrieved pricing information is sorted into the order 
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S2f!cified by the pricing_ procedure. 
titt'l'1"r.~· 

Fie Edt: Bool<mark Options Hekl 

~- ,Soorch [}d] f!i1t I .1,< I ~ I Qoao I 

Example of Pricing in a Sales Order 

Condit1 011 Techn1que f or Sal es Ord er 

The precedmg figure shows how pncmg Information appears on the screen for a sa les order tl em The following figure shows how the cond1t1on technique works in the background to produce the pncmg mformat1on 

The diagram shows hDW t he vanous elements 1n the cond•t•on techmque work t oget her 

i'\ Sal• aorder J 
Pno1ng procedure RV AAUS I_<}) _,: • c. do: .. VDC o~ : :.0 , ,_n::; proc:J 

~:ulllll:ot\'1., 1 .:3 rcu,:;. p-t:::ngpnx't': .) 

P rice PROO 
ltm10 1.20Po 

n
1. 

.2. 

3. 
i.;l 

Oiooount 1 RB01 

Olooount2 RB02 

PROO Pr1o.e 99 USD l+ 

~~-C•o•nc:l•,l•io•n•ly11po!!!I-•P•R•OO---
~~ Access sequencP: ~ PROO I 

·'3 ' 
L.. 

rF 
<!' 

Aooes s 9equence . PROO 

I . Cuctomeri m<>terlal 
2 . Pnce l lsttype/currencylm ateri.!'l.l 
3.Materlal 

Recorch forcond tfpe 
Geo:.le: 

I
I -.. Novalkl reoord oxbto 100 USDfrom 1 PC 
.....___.. 'la&drecorde><ials 9 9 USD from IOO PC 

98 USD from 200 PG 

SAP00029642-3; SAPOOOJ3943-4. 

t5 ·~ 

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 foiiO"Mng figure shows the pncmg mformat•on for an 1tem in a sales order The pncing screen for the 1tem shows the gross pr1ce tllat the customer 1s charged, several d•~counts for wtm:h the customer qualifies, and other pricing I 
elements. such as fretght and sales taxes The cond•tton types that apply to each of these pricmg elements appear on the left Side of the pncmg screen The sequence m wh1ch the vanous condrt10n types appear is detemuned by the 
pncmg procedure 

fdlt .Goto SYstem tlelp 

~ L ] ill [l;!J le>J.t.!X! I2JI] 

I Detals II Oelet~ II New pricing II Condition r~cord I 
Item 

Quanbty 

Material 

~ 
1128 . 080 l 
!e-~aoo 

Netvalue In ~~ 
rn:- Ta< amo~t 
Ponnsyluanii!I 'C finoct 

1 '788.28 

6~ .86 

I CnTy Description Rate ·----:-~ per Uo~ Cond val~-;-~ 
j n!PROOi!i>nct II •~ ae l ~ll!FLI use eo I 

l oli~Grm 
II• ue 1kso l f""li~l 1 ,sse ee I 

n M !cuotoMor discount d• . 999· I i . I 16 SD·J 
o rl!omount Anount do.1~- ~ ~~li'"L:I 16 89- l 
n~Wr•ight ;IO .so ~~11rc1 ~s oo 1 
oi:!Nf't Ualu~ l : l•u~ !VsD'ifll!FL'I 1 '798 28 I 
Ojiili(ill$toto $OlO$ tax !jJ . 750 ~~ G~ BG 

oJI!Nf't volu• for ord : !1~. 77 ~ ~r-nlf'L'I 
n ]ijPRs1 !Co•t ljG . OO i t:iSiil r-n ILl i-J ---~,....:.,,..., 
nniProht Mflf"gln q; . 7~ :t:i"Siil r---r,!fLij 

ConditiOn Techn ique for SJies Order 

~ 

The precedmg figure shows how pncmg 1nformat1on appears on the screen for a sales order item The followmg figure shows how the cond111on technique works in the background to produce the pricing information The diagram shows 

how the various elements in the cond1tron technique 'fii/Ork toQether. 

SAP00029642; SAPOOOJ3943. 

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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Access Sequences 

Access30oni{'BkeE•Ie.ce f 
&oo.aee2:>·N!:l&uns.Jooeteful !lnd i1 
lltsloctslcurrt:: IC)'t.lft2t:frurrlll~ 
tiocumen I ~rrent}y 

'Sii 

In the example tn the preceding figure, the local currency is in German Marks In lh1s case, the access fulfills the requirement that the local currency must d11fer from the document currency before the system carries 

out a search lor a record The system makes the access. Wthe local currency had been 1n US dollars, the system would have ignored the access (thus impi'O'<Ing system performance dunng pnc1ng) 

Exclusrve Access Indicator 

You specJfy 10 th1s field whether you want the system to stop when rt finds a valid condition record for the access If you do not mark the exclusive access 1nd1cator, the system continues to make each access 1n the 

sequence, finally proposing the last valid condrt1on record 11 finds 

In the earlter example of access sequences for Sales and Purchasmg where the tndtcator IS set for each access, the system stops when tt finds the first vahd condJhon record Atternatrvely, II would be posstble to not 

set the tndtcator and to reverse the order of the accesses and have them starting With the most general condttton records and ending wrth the most specrlic On thts case, the customerJmatemill pnce) In the sales 

order, the system would then ltst all the conditton records it found but would only use the last one. You would then be able to see all the vanous posstble pnces that apply to the parttcular document 

Details of an Access 

You can see a detatled vtew of each access by pressing f2 (Detal screen) 

Sales 

The followmg figure shows the access sequence PROO The first access 1n the sequence 1s Cuslomer/Matenal and refers to cond~ion table 5 ~he table that defines condition records for customer-specific matenal 
prices) 

The followmg figure shows the details of the first access, Acceos number 10 

SAP00029663-4; SAPOOOJ3967-8. 

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 cond1t1on type The access sequence determines the sequence 1n which the system 

searches for data. 

Example of an Access Sequence 

A sales department may create different kmds of pnce data. There may be a bas1c pnce for a product, a spec1al customer-specific pnce for the same product, and a pnce list for, say, 

large customers A customer may, 1n theory, qualify for all three different pnces The access sequence enables the system to access the pricing data records 1n a particular sequence 

until1t finds a valid pnce In th1s example, the sales department may want the customer to get the most advantageous pnce and defines the spec1al customer-specific pnce as the first 

place to search 

SAP00029637; SAPOOOJ3938. 
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Prices 

In the standard vers1on of the SAP system, the bas1s of pncmg dunng sales order processmg 1s the gross price of a material The followmg ktnds of pnce are predefined 

• Matenal pnce 

• Pnce list type 

• Customer-specific price 

Selecting From Competing Pricing Records 

During automatic pncmg, the system looks for a gross pnce Smce 11 1s poss1ble to store different kinds of pncmg mformat1on tn the system, pnctng records can, 1n certain circumstances , 

compete W1th each other. For example, you may have a bas1c matenal pnce in add1t1on to a special matenal pnce for a particular customer 

In the standard vers10n, the system selects the most specific record, the customer-specific pnce If no customer-spec1fic pnce ex1sts, the system looks for a valid pnce list type If no valid 

pnce list type ex1sts, the system takes the basic matenal price This search strategy IS determined durmg system configuratiOn 1n SO CustomiZing For more information, see .Access 

SN1uences 

Material Prices 

When you create a matenal pnce, you spec1fy a price or a pncmg scale for a spec1fic matenal You spec1fy a combmat1on of sales organizat ion and distribution channel , for wh1ch the 

matenal price is valid. 

Note 

In SD CustomiZing, 1t IS possible to spec1fy that pncmg mformalion assigned to a particular combmat1on of sales organization and distnbutlon channel can be shared by other 

combinations For more mformat1on, see the online mformat1on 1n the SO Implementation Gu1de 

Price list Types 

Depending on the pricing polic1es of your company, you can define your own pnce list types to su1t the needs of your bus mess For example, you can define pnce list types by customer 

groups (wholesale, retail, and so on) and by currency (pnce lists for each fore1gn country you deal w1th). For each pnce list type, you create different pricing records , usmg the same 

orgamzat1onal data as for matenal prices (sales organ1zat10n, distnbut1on channel) You can then assign price list types, where necessary, to each customer 1n the customer's master 

record 

Customer-Specific Prices 

If you grant spec1al pnces to different customers, you can create customer-specific pncmg records. In add1t1on to the same orgamzational data you enter for matenal pnces (sales 

orgamzahon, distnbut1on channel), you assign the pncmg record to a specific combination of customer and matenal 

SAP 00029676,- SAP00013980_ 
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E xample of Pricing in a Sales Order 

Co n dldo n T e chniqu e for S al es O rd er 

The precedtng figure shows how pncmg tnformation appears on the sc reen for a sales order Item. The following figure shows how the cond1tton techmque works tn the background t o 

produce the pnctng mformatton The dtagram shows how the vanous elements m the condition technique work together. 

l ' Sale5:order 1 I Pr~congpr"OeedureRVAAUS lk'uodoo ·voo<o~ ·:~ .,~;"".,.~ ' 
:u~~tom•r14:3 fC u• p -l!::lf"GPf'OC'Jo:: .) 

1. Price PROO 
ltm10 120Po n 

2. Dlocount1 RB01 99 USD 1..-PAOO Prtoe 

t 
3 . Dlooount2 RB02 

Condttiontyp•. PROO 

0 Aoce~••equane8·PROO I 
~I 

4 
r-

<!i 

~ 

Access sequence. PROD 

I. Cuatomerimater~al 
2. Pnoe ltsttypelourrencylmAteri~l 
3.Materlal 

Recordsforoand t,.·pe 

No valid rec:ord existli 
Vahd record exiata 

I 

~ 

{5~ 

:Se111le 

100 USD from 1 PC jJ--J 
99USDfrom 100PC 
98 USD from 200 PC 

SAP00029642-3; SAP00013943-4. 
The following excerpt describes an access sequence searching/rom 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 

No v alid record exist> 
Va&d record e.xiat~ 

Step-by-step Dascnptron 

1 The system first determrnes the procedure accordrng to rnformatron defined in the sales document type and the customer master record 

2 The pricrng procedure defines the vafid condrtron types and the sequence in which they appear in the sales order In the example above the system takes the first condrtron type 

_rP..RIJ!lljfi_Lh!H rri<:JruLl!tJKettllf.lt ! nd bl'!lln! the ~sm;n for_ ~-""';d "'""rlitlhn '"~"'~ 

3 Each conortion type rn the pncrng procedure can have an access sequence assrgned to rt In thrs case, the system uses access sequence PROO. The system makes the specified 

accesses untrl rt finds a valid condrtron record (Although this diagram does not show rt, each access specifies a partrcular condrtron table The table provides the key with whtch the 
system searches for records) 

4 In the example, the first access (searchrng for a customer-specific material pnce) is unsuccessful The system moves on to the next access and finds a valid record 

5 The system determrnes the pnce accordrng to informatron stored rn the condition record If a pncrng scale exrsts, the system calculates the appropnate pnce In the example , the 

sales order ~em rs for 120 preces of the materral Based on the quantity, the system determrnes a pnce of $99 per prece 

The system repeats thrs process for each condrtron type rn the pncrng procedure and comes up With a final pnce 

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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I Edit Bookmark Options Help 

I !;ontent•l ~ ... ch 1 a•ck I fnnl 1 .s.< I i.> l~ I 

Condition Technique: Overview 

Example of a Condillon Table 

A sales department creates condition records for customer-spec1fic matenal prices The standard version of the R/3 system proVIdes a cond1t1on table for th1s purpose The key of table 

includes the followmg fields 

• Sales organ1zat10n 

• D1stnbut1on channel 

• Customer 

• Malena( 

The first two fields 1dent1fy important orgamzat1onal data and the last two fields express the relationship between the customer and the matenal 

What is an Access Se!Juence? 

An access sequence IS a search strategy that the system uses to find vahd data for a particular condition type The access sequence determmes the sequence m wh1ch the system 

searches for data 

Example of an Access Sequence 

A sales department may create d1fferent kinds of pnce data There may be a bas1c pnce for a product, a spec1al customer-spec1fic pnce for the same product, and a price hst for, say, 

large customers A customer may, m theory, qualify for all three d1fferent pnces The access sequence enables the system to access the pncmg data records in a part1cular sequence 

until 11 finds a valid pnce In th1s example, the sales department may want the customer to get the most advantageous price and defines the special customer-specific pnce as the first 

place to search 

What is a Procedure? 

A procedure is a hstmg of cond1t10n types, defined in a part1cular sequence ~ enables the system to determine that a particular set of condition types, m a specified sequence, apply m 

gillen circumstance s 

Example of a Procedure 

In pricing, you define a procedure that determines how pnces, discounts, and surcharges appear m sales orders and 1nvo1ces In a typ1cal s1tuat1on, the first cond1t1on type 1n the 

procedure determmes the gross pnce Cond1tlon types then follow that determme the vanous discounts F1nally, there are cond1t1on types that determine fre1ght costs and sales taxes If 

you have customers m different countnes, you can group the customers by country or reg1on You can then define for each groupmg a procedure that takes into account local 

reqwements (for example, sales t axes) 

Condition Technique in Different Applications 

Each apphcat1on that uses the condrt1on techmque uses the same bas1c elements Different appl1cat10ns also use the same screens. For example, the screens for procedures, access 

sequences, and cond1tion tables are always essent ially the same, regardless of applicatiOn IndiVIdua l apphcat1ons, however, may decide not to display fie lds that they do not need 

Cond1t1on types are an except1on Here, each apphcat1on can des1gn 1ts own screen. 

For more mformat1on about specific applications, please refer to the documentation for Individual applicat1ons 

SAP00029637-8; SAPOOOJ3938-9. 

124 



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

Access Sequences 

You spec1fy an access sequence for each condllion type for wtHch you create cond1t1on records. The access sequence helps the system to find valid records dunng pncmg There are 
some cond1t10n types for which you do not create cond1t1on records (header discounts that you can only enter manually, for example) These cond1tion types do not reqUJre an access 

sequence 

PurJ>ose of the Access Se<Juence 

The access sequence pi'OVIdes a strategy for the system when ~ searches for relevant condrt1on records. The access sequence consists of one or more accesses The sequence of the 
accesses establishes which condrt1on records have pnonty over others The accesses tell the system where to look first, second, and so on, until1t finds a valid con<frtion record 

Access Se(JIIences in the SAP R!3 Standard Version 

The standard version contams 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 wh1ch they were designed For example, the access sequence for a material discount (condit ion type Kll04) 1s also called Kll04 

Ex,lmple: Price Determination (Sales) 

A sales department may offer customers different kinds of pnces The department may create, for example, the following condition records 1n the system 

• A bas1c pnce for a matenal 

• A spec1al customer-spec1fic pnce for the same matenal , and 

• A pnce list for, say, maJor customers 

Ounng sales order processmg, a customer may, in theory, qualify for all three different pnces The access sequence enables the system to access the data records 1n a particular 
sequence unt1l1t finds a valid pnce In th1s example, the sales department may want the customer to get the most advantageous price and defines the spec1al customer-specific pr1ce as 

the first place to search The followmg figure shows how the system searches for the relevant record 

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 

Examll le:- Pnce Determination (Sales) 

A sales department may offer customers drfferent kinds of pnces The department may create, for example, the followmg condrt10n records rn the system 

• A basrc pnce for a matenal 

• A specral customer-specrfic pnce for the same material, and 

• A pnce Irs! for, say, maJor customers 

Dunng sales order processrng, a customer may, rn theory, qualify for all three drfferent pnce s The access sequence enables the system to access the data records rna partrcular 

sequence untrlrt finds a vahd prrce In thrs example, the sales department may want the customer to get the most advantageous price and defines the special customer-specrfic price as 

the first place to search. The followmg figure shows how the system searches for the relevant record 

Conditton type 

[!rice ==:KAccesssequence: PROO I 

r K004 I I DIS<:OUnt% < Acca!l9sequ;~ce: K004 I 

[1<oo1 1 Major customer disc. Accesssequence.K007 

Access sequence 
~---- -- I 

1. Customer/Material 

I ~~tty pel Currency tMateriafJ 

I 3. Material 
General 

SAP00029659; SAPOOOJ3962-3. 

"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 m a sales document, you can branch from the 1tem pricmg screen to a pncmg analysis The analysis lists all the condition types that apply to the item and 

explams briefly what happened dunng automatic prlcmg. The informat1on m the pncmg analysis allows you to check how the system calculated the vanous pricing elements for an item 

Information i n the Pricing Analysis 

The first screen of the analys1s tells you for each cond1t1on type whether, for example 

• the system found a vahd cond1t1on record 

• the system d1d not carry out an access 

• the condition type reqwes manual entry 

• the system 1gnored a condrt1on record because a requirement was not met 

cedure 

To carry out a pncmg analysis, go to the item pricmg screen and select Edii--Mna),IS/5 The system displays a hst of all condition types that apply to the 1tem (based on the 

configurat ion of the corresponding pncmg procedure in SD CustomiZing). For detailed mformation about a particular cond1t1on type, press F2 (Deloils) . 

Exampl e 

The followmg figure shows an example of a pncmg analysis 

SAP00029706; SAPOOOJ4011. 
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Pricing Analysis 

Condi tit>n type-

PRB€l Pric~ 
PB90 Price (gross) 

Gross 
KAOO Special offer 
1<.032 Price group/material 
KOBS CustomertnatPrial 
1<.097 Custolnel'r discount 
KOOif Material 
K029 Pric~ group 
K029 Mat.pricing group 
1<.036 Customer/nat.pr.grp 
1<.031 Pric~ grp/mat.pr.grp 
RAOO % Discount fron net 
RA91 % Disc . from gross 
RBOO Discount (ualue) 
RCOO Quantity discount 
RDOO Weight discount 

Discount Amount 

Co111me-nt 

26~ Condition record h~s b~~n found 
091 Hanual condition 
260 ··----·~-·- -·--·- ........... -.----.. ___ , _____________ ---- ·---· .-...... ~-~ ..... ····· .. 

OS9 Condition record is missing 
182 Access not made (initialized field) 
118 Condition r~cord has be~n deletgd 
268 Condition record has b~~n found 
18~ Condition record is missing 
082 Acce~s not mad~ (initiali:Pd fi~ld) 
192 Access not made (initialized field) 
182 Access not made (initialized field) 
182 Acc~~s not mad~ (initiali:Pd fi~ld) 
091 Hanual condition 
081 Hanual condition 
OS1 Manual condition 
091 Hanual condition 
081 Manual condition 
:J:QQ 

SAP00029706; SAPOOOJ4012. 
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eliminating any 
of the pricing 
information that 
is less restrictive; 
and determining 
the product price 
using the sorted 
pricing 
information. 
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I find the term "pricing information that is less restrictive " unclear and insolubly ambiguous 
to one of ordinary skill in the art, as I have described elsewhere. However, as I've said 
previously, for the purposes of my analysis, I will assume that ''pricing information that is 
less restrictive " means ''pricing information that is less specifically applicable to a product, a 
purchasing organization, an organizational group or a product group. " 

The claimed eliminating step is performed by the condition technique. As described 
previously, the R3 documentation describes how retrieving and sorting pricing information is 
accomplished by the condition technique. The combination of the pricing procedure and the 
access sequence determines the order in which the pricing information is retrieved. The 
behavior of the condition technique is dependent on the setting of the "exclusive access 
indicator" in each access sequence. 

As I mentioned above, when the exclusive access indicator is not set, the condition technique, 
via the condition type, will retrieve all of the condition records in the order specified in the 
access sequence. In this case, the access sequence is ordered from the most general to the 
most specific. Once all condition records have been retrieved, the R3 documentation 
specifies that all but the last condition record found will be eliminated and only the last one 
will be used. 

Alternatively, when the exclusive access indicator is set, the condition technique will retrieve 
just one condition record. In this case, the access sequence is ordered from the most specific 
to the most general. The R3 documentation specifies that the condition technique will stop 
when it finds the first condition record, thereby eliminating any of the pricing information 
that is less restrictive. 

When the less restrictive pricing information has been eliminated as described above, the 
condition technique determines the product price using the sorted price information. An 
example from the R3 documentation describes all olthe pricing information used to 
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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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......._., ~InTITi ~l o ' ' 
File Edt - Options Help 

Conl•r<• l .s_ .. ,ch I Back I Plint I « L l:> I CJ<n• I 

Access Senuences 

E)(ampl e : Price Dete nninllt ron (Sal es) I 
A sales department may offer customers dtfferent kinds ofpnces The department may create, for example, the followmg condtt10n records 1n the system . A baste pr1ce for a matenal . A spectal customer-spectfic pnce for the same matenal, and . A price ltst for, say, major customers 

During sales order processing, a customer may, tn theory, qualify for all three drfferent prices The access sequence enables the system to access the data records 1n a parttcular 

sequence unttltt finds a vahd pnce In thts example, the sales department may want the customer to get the most ad-.antageous price and defines the spectal customer-spec1fic pnce as 

the first place to search The follOWing figure shows how the system searches for the relevant record 

Condition type 

I --i PR01 II I Price ~Accesfisequence : PROO I 
I 

! I K004 I I D lscoun1 °/o < Acces:l~quence: KDD4 I 

I K007 I I Major customer disc. < Access sequence: K007 I 
Access sequence 

A 
_.._PROD I I customer /Material I 1. 

"'~"'' \ 
I 2. Price lls11ype1Currency /Material I 

I I 
L G.~,, 

3. Material -=~ 

SAP00029659; SAPOOOJ3962-3. 

The following excerpts from the R3 documentation describe how the access sequence 
determines which information is less specific. 
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Access Sequences 

Acc3ss30 onl( :BkeE ~lac3 f 
aooeee2:l N9.e un&Joceeeful9.nd i1 
h"lu~-..lwrre ,.:;y<..d·er,frurflllt" 
document ~u rren<:>y 

In the example in the precedmg figure, the local currency rs tn German Marks In this case, the access fulfills the requirement that the local currency must differ from the document 

currency before the system carnes 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 improvmg system performance dunng pncrng) 

Exclusr"e .Access Indicator 

You specify rn this field whether you want the system to stop when tl finds a valtd condtlton record for the access If you do not mark the exclusive access rndtcator, the system 

continues to make each access in the sequence, finally proposrng the last valid condtlton record it finds 

In the earlier example of access sequences for Sales and Purchasing where the rndtcator rs set for each access, th e system stops when rt finds the first valid condttion record 

Alternatrvely, rt would be posstble to not set the tndtcator and to reverse the order of the accesses and have them startrng with the most general condrtron records and endrng with the 

most spectfic (tn thts case, the customer/matenal prrce) In the sales order, the system would then lrst all the condrt ron records rt found but would only use the last one. You would then 

be able to see all the various possrble prrces that apply to the partrcular document 

You can see a detailed vrew of each access by pressrng F2 (Deto~ •creon). 

Sales 

The followmg figure shows the access sequence PROO The first access tn the sequence rs Customer!Matenal and refers to condition table 5 (the table that defines condttton records for 

customer-spectfic material prices) 

The followmg figure shows the delatls of the first access, Access number 10 

SAP00029663-4; SAPOOOJ3967-8. 
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Using Customer Hierarchies During Sales Order Processing 

Pricing m the Sa les Orde' 

In the standard verston, the system determtnes hterarchy-related pnctng 1n the sales order (condition types HI01 and H02) by searching for valid condrtton records at each leveltr 

the hterarchy path, starting with the lowest level As soon as the system finds a valid cond1!10n record. it stops the search If the same kind of cond~ton record (say. a matenal 

dtscount) 1s stored at two different levels in the hterarchy, the system takes the first vahd record at the lowest level. In Customtzing for Sales. you can spectfy your own access 

sequences 

By using excluston groups. you can. for example. spectfy that 1f stmllar condition records ex 1st at dtfferent levels of the hterarchy. the system takes the most favorable pnce or 

discount for the customer (regardless of which level in the hierarchy the pncmg data comes from) 

Example of Pncmg in Use 

In the prevtous example, the customer hierarchy represents the Smith natton-Wide buytng group The central office- Smtih Central- IS defined as the top node 1n the hierarchy The 

regional offices of the buying group- Smtih South, North, Northwest, and Northeast- ore defined as nodes Dunng negtotattons, you establish a pncing agreement for a particular 

product line. You offer a national dtscount, avatlable for all Smtih stores In addttton, you offer a spectal promottonal dtscount for Smtth North You create the correspondtng pncmg 

condttton records for the Smith Central and Smtih North nodes. A subsequent sales order from customer 27 42 gets the natiOnal dtscount. When customers 27 43 and 27 44 place 
data stored for Smith North 

Copying Hierarchy Info Between Documentli 

The copymg ofhterarchy Information between documents 1s controlled, as usual, by copymg routmes specified in document flow You can spec ify, for example, which 

hierarchy-related data IS copted or redetermmed when you copy data from a quota! ton 1nto a sales order or from a sales order into an mvoice. You create and specify copymg 

roultnes in Customtzmg for Sales 

Inverted Dis11lay of Customer Hferarchy 

In addtlton to bemg able to dtsplay the hterarchy path for a parttcular sales order, you can also dtsplay mformallon about a parttcular node. For example, you can display whtch 

customers and nodes are assigned to the node When you select thts view of a node. the system dtsplays all the relevant asstgnments . 

Procedure 

To dtsplay the assignments of a particular node, proceed as follows 

I . Select Log1st1Cs ~ Salesldlstnbull()() ~ Master data in the main menu screen 

You reach the Sales & D1stnbut10n Master Data screen 

2 Select Business partners~ Customer hierarchy~ Change 

You reach the selecllon screen for customer hterarchtes 

3. Enter a customer hterarchy type (the standard verston mcludes only one type: A), a vahdtty date, and select Execute. 

The system displays a list of extstmg customer hterarchtes that are valid for the date you entered 

4. Place your cursor on the node for which you want to dtsplay assignments and select Edit ~ Node~ ~All assignments. 

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

SAP00029624-5; SAPOOOJ3925-6. 
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Prices 

In the standard version of the SAP system, the bas1s of pnc1ng dunng sales order processing is the gross price of a matenal The followmg kmds of price are predefmed 

• Matenal pnce 

• Pnce hst type 

• Customer-specific price 

Selecting From Competing Pncing Records 

Dunng automatiC pncmg, the system looks for a gross pnce Smce rt is posSible to store different k1nds of pncmg "formation 1n the system, pnc1ng records can, '" cenam Circumstances, compete wrth each other. For example, you may 

h3Y8 a baSic matonal pnco '" addition to a spec~al matenal pnce for a particular customer 

In the standard versron, the system selects the most specrtic record, the customor-spoc1fic pnce ~no customer-specific pnce ox1sts, the system looks for a vahd price list type ~no valid pnce hst type ex1sts, the system takes the baSIC 

matenal pnce Thts search strah!gy ts determmed durrng system configuratron m SO Customrzmg For more tnformatu:m, see~ Seauences 

Materml Prices 

'Wllen you create a matenal pnce, you specify a pnce or a pncmg scale for a specific matenal You specify a combmatron of sales organization and dlstrlhutiGn channel, for whiCh the material price is walid 

Hole 

In SO Customrzmg, rt rs posstble to specify that pricing mformatton asstgned to a parttcular combmahon of sales argan1zatton and drstnbu1ton channel can be shared by other combmat1ons For more Information, see the onhne information 

in the SO Implementation Guide 

Puce List Types 

Depend~ng on the pnc~ng pohc1es of your company, you can define your own pnce hst types to suit the needs of your business For example, you can define pnce hst types by customer groups (-.11olesale, reta1l, and so on) and by 

currency (pnce hsts fur each lore1gn country you deal wrth) For each pnce l1st type, you create different pricing rocords, using tho same organmhonal data as for matenal pnces (sales organiZation, d1stnbut1on channeQ You can then 

asSign pnce hst types, llo11e10 necessary, to each customer 1n the custome(s master record 

Customer Specific Pnces 

If you grant specral pnces to drfferent customers, you can create customer-specrfic pncing records In addrtron to the same organizational data you enter for matenal pnces (sales orgamzatlon, drstnbutron channeQ, you assign the pncrng 

record to a spec1fic combmat1on of customer and matenal. 

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 followmg figure shows the prictng tnformatton for an item in a sales order The pncrng screen for the tl em shows the gross pnce that the customer ts charged, severa l dtscounts for which the customer qualtfies, and 

other pncmg elements, such as fre1ght and sales taxes. The cond1t1on types that apply to each of these pnc1ng elements appear on the left side of the pricing screen The sequence in which the var1ous condthon types 

appear 1s determmed by the pnc1ng procedure 

-

Standar-d OrdPr (reate lte'Tl CiJndl1hn"5 ~~~ 
.E<In .Goto System Help I 

0 1 Jl!l li:!JI<=>I.-Ixl lglf l 

I Detals II [)elete II New pricing II Condition record I 
Item !i'9l Net value in Vs'iill t. 1es. 20 1 ~ 
auant1ty lt2e.eee .IFLl Ta><amount I 6'1.86 ' 

Material IE-'1998 l Pennc~ Lv•ni• · s Finest 

----- --- -
CnTy Descnp1Jon Rate Curr par Uo~ Cond. valuo ~ 

n IPReiiPrice lbue ,[UsD!t!FL. 1,&89.00 

Drl lGro&s lit '1.99 l ~liliFLl 1. &89 . ~9 

Ci 1~09 71 lcus t omer d iecount lit .909- If.! 1s. so-

[] r loi scount fl~ount llo .I'+- i;Fo'IJillftl . 16.89-

IJ l~oo, lFre i ght 1lo.so I [iiSD 11 [KG '!5.00 

or:IHe-t Ualufo 2 lltuq l~liirrn 1. 708 . 20 

f"!jijlXiijstato sdu tax 113 .750 I • sq .os 
01 IIN•t ualufo for or-d . I t 11.77 !LSD II t'11rL I 1. 772 . 26 

; 0 LUPRS1 tCost ' 16-00 j ~D Jl 1:~ I 5'19.00 

, rJr\ jProfit Margin i l~L 7'+ l ~liiiFLil 1 ,168. 20 ' i 
'HI_ l!'t 

I ·,QVKNUI.I I 3 ' 

SAP00029642; SAPOOOJ3943. 
The next quote shows how pricing information is retrieved for an individual condition type. 
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~ 

Example of Pricing in a Sales Order 

Contht1 on Techni que for Sales Order 

The preceding figure shows how pm:1ng mformation appears on the screen for a sales order 1tem The followmg figure shows how the condition technique works m the background to produce the pncmg mformation. The 

diagram shows how the vanous elements 1n the condition techn1que work together 

Proc1ng proeedure AVA .'IUS <D 
Saloiordor I 

Eaotdac"""fPC(•=! •_;oo ~fiOIII'CIDfQitl ) 

:utrtom~trl ~3 fl;u•·· p~1rc1 P'Oe": ) 

~ 1. Prieo PROO 
~10 120Po 

2. Oiooount 1 RB01 PROO Pnce 99 uso 1+ 
3. Oiooount:! RB02 

iiJ 

l....IJo./ Con<lllionlypo ; PROO 

r--1 Aooess •equence: PROO <sll 
' ' 

·~ ' 
41 Aocesiiiiequence- PROO 

.......-4 I .Cuatomorimurlal 
~ 2. PnC<! liSitypelcun-ency/m~teri~l 

<!"• 

II 4 ._,. 

3.Mo.terlal 

Reoordoforoond t)'pe 

No valid reootd oxm. 
Varod record oxiato 

GCftle 

<100USDtrom 1PC 
99USDfrom fOO PC 
98USDfrom 200PC t-

SAP00029642-3; SAPOOOJ3943-4. 
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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. 

1r::. r.--•· 

Flo Edit - O!>tlcns Mol> 

c-ml i"""" I aa I Em< I s< I 1> I C!ooe I 

Example of Pricing in a Sales Order 

GCIIIe 

Novalidrocordexisb iOOUSDfrom 1PC 
Vafidre=rdoxiolo 99USDfrom IOOPC 

98USDirom 200PG 

Step-by-step Oescr1pl10n 

1 The system first determines the procedure accord1ng to mformat1on defined in the sales document type and the customer master record 

2 The pnc1ng procedure defines the vahd cond111on types and the sequence m wtlich they appear 1n the sales order In the example above, the system takes the first conditton type (PROO) 1n the pncmg procedure and 
_b_eruns the search for a valid condrtmn record 

3 Each cond1110n type tn the pr1c1ng procedure can have an access sequence asstgned to rt In thts case, the system uses access sequence PROD The system makes the specified accesses until It finds a valid 
conditton record (Although thts dtagram does not show rt , each access specifies a part1cular conditton table The table provtdas the key 'Wtth 'tlftltch the system searches for records) 

4 In the example, the first access (searching for a customar-specrfic matenal pnce) ts unsuccessful The system moves on to the next access and finds a vahd record 

5 The system determmes the pnce accordtng to tnformatton stored'" the condrtlon record. tfa pnctng scale extsts , the system calculates the appropnate pnce In the example, the sales order rtem ts for 120 pteces of 
the material Based on the quanttty, the system determmes a pnce of S99 per ptece 

The system repeats thts process for each condttton type tn the pnctng procedure and comes up with a final price. 

SAP00029643; SAPOOOJ3944-5. 
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27. A computer 
implemented 
method for 
determining a 
price of a 
product offered 
to a purchasing 
organization 
comprising: 

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

The R3 documentation discloses a method for determining a price of a product offered to a 
purchasing organization that includes all of the elements of claim 27. The process of 
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. 

As noted below, during a sales order, the R3 documentation discloses automatically 
determining pricing by taking into account such things as the base price, discounts and 
surcharges, and freight and sales taxes. The condition technique includes many of the 
processes used in determining the price of a product. 

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; 

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

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. 
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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, 
ofwhich the 
product is a 
member; and 

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

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. 

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

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

28. A computer I As I mentioned above with respect to claim 26, the R3 documentation inherently discloses a 

readable storage computer readable storage media with computer instructions. 

media 

comprising: 

computer 

instructions to 

implement the 

method of claim 

27. 
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29. An 
apparatus for 
determining a 
price of a 
product offered 
to a purchasing 
organization 
compr1smg: 

a processor; 

a memory 
coupled to the 
processor, 
wherein the 
memory 
includes 

computer 
program 
instructions 
capable of: 

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

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

retrieving from a I See the corresponding claim element from claim 2 7. 

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; 
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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, 
ofwhich the 
product is a 
member; and 

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

See the corresponding claim element from claim 2 7. 
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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. 

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

See the corresponding claim element from claim 2 7. 
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