
Summary of 

Pricing Exercise

An overview to be covered after

exercise is complete



Tasks in the Pricing exercise

In this exercise you did the following tasks

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

Step 2: Look at Customer specific pricing

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

Step 4: 

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

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

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

Step 5: 

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

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

3) Create Minimum pricing



Step 1: Document Pricing Procedure

We are now doing 

pricing configuration.

Tools Customizing IMG Edit Project 

 

The SAP systems allows for a unique pricing procedure to be defined 

for each combination of sales document type and customer.  

To see how the document type helps determine the pricing 

procedure, we need to look at configuration data.  



 

Step 1: Document Pricing Procedure

This screen provides the menu system for configuration, similar to the menu 

system for transactions except that rather than running transactions that store 

and process data, the IMG menu paths run transactions that configure the SAP 

system and determine how it will function.

Sales and Distribution Sales Sales Documents Sales Document Header Define Sales 

Document Types (click clock icon  ) 



 

Step 1: Document Pricing Procedure

There are many order types 

and we can also add new 

order types (not done by 

users, but by system 

configuration).

Pricing procedure codes are 

assigned to each document 

type. These are references to 

rules that are followed when 

pricing a certain order type.

 



 

Step 1: Document Pricing Procedure

SAP provides 12 standard 

document pricing procedures, 

but any organization can add 

their own as well.
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Step 2: Customer Pricing Procedure

After finding the customer, we can use a customer pricing 

procedures for a single sales area (i.e. the new pricing rule 

is only valid when a certain customer buys via the 

internet), or we can make it valid for all sales areas.

Logistics Sales and Distribution Master Data Business Partner Customer 

Change Complete 

KEY CONCEPT: We can 

also assign specific pricing 

rules for a customer (in 

addition to the order type)



Step 2: Customer Pricing Procedure

After this change a 

custom pricing procedure 

will be used every time 

this customer buys from 

this sales area. 

NOTE: we did not create the new pricing 

procedure, but merely reassigned this 

customer from the standard pricing 

procedure (A) to an existing procedure that 

has been customized (Z) Change the Customer Pricing Procedure 

from 1 (standard) to Z (FS Standard)
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Step 3: Determining what procedure to use (customer and/or document)

We will now go to the IMG 
and setup the rule for 
pricing determination.

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

Sales and Distribution Basic Functions Pricing Pricing Control Define And 

Assign Pricing Procedures (click clock icon  ) 



 

Step 3: Determining what procedure to use 

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

##FS (sales organization)

DI (distribution channel)
SB (division)

for a customer with Pricing Procedure (code) Z, pricing procedure 
ZFSPRC is to be used.
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Step-4: Testing the new pricing procedure (creating sales order)

We now just entered another 
sales order. 

We used this sales order to 
test our pricing procedure

Logistics Sales and Distribution Sales Order Create 

This is where we can 
see how the order was 
priced



 

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

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

The pricing procedure used a standard price of $295 per case for the 
NRG-B bars.
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Step-4: Looking at standard prices and valid dates
Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Display 

The standard price is $295, it was valid 
from 8/11/2004 & does not expire. 

Here you can also see if there are any 
planned price increases/decreases



Step-4: Looking at standard prices 

From any sales order, 
you can also see the 
standard price this way



Step-4: Looking at standard prices 

There is a lot of information 
provided on this screen.  On the 
left-hand side are all of the 
pricing conditions available for 
procedure ZFSPRC:

You can see that in this case we do 
not have any general customer 
discount (all customers) that is 
being used for this sales order
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Step-4: Manually override a price (from $295 to $305)

Note that after pricing condition 
PR00 is manual pricing condition 
PB00. 

In that case, procedure ZFSPRC 
allows the sales order clerk to 
manually override this price using 
condition PB00.  

 

On this 
order, the 
clerk 
manually 
overrides the 
price to $305 
instead of 
$295  
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Step-5: Create a discount of $10 per unit if a customer buys over 10 units.
Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 

We now create pricing decisions 
based on the material. The scale is 
over 10 units and the discount is 
$10 per unit  

 



Step-5: Create a discount of $10 per unit if a customer buys over 10 units.
Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 

We now reprice the order by: 
1) Delete the manual override
2) Update with new pricing rules (notice that the material now have a $10  

discount per unit for sales over 10 units)
3) Select the „copy price components by redetermining scales (will test to see 

if we sold 10 units)



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

We were successful and the new discounts went into effect..
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Step-5: add a customer 10% discount if a customer buys for over $1,000

1. We added a new condition type

2. We searched for a customer to 
assign it to

3. We created a customer 
discount condition.

NOTE: The only way to get this 
discount to apply to the sales 
order is to cancel it and create a 
new sales order. 

Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 

 



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

After reentering the order, we got a new price 
and the customer discount worked…
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Step-5: Another discount – customer & material specific combination

We can create the customer and 
material combination discount (the 
discount is only given for a certain 
customer, for a certain material by 
using the KA00 “sales deal” condition:

Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 



 

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

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

To avoid that, we can create minimum pricing rules



Step-5: Add a Minimum price

The Minimum Price 
is set for the 
material.

In this example it 
prevents the system 
from selling it for 
under $244.8 per 
unit regardless if 
other discounts 
would have priced 
the item lower.

Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 



Step-5: Add a Minimum price

The Minimum Price 
is set for the 
material.

In this example it 
prevents the system 
from selling it for 
under $244.8 per 
unit regardless if 
other discounts 
would have priced 
the item lower.

Logistics Sales and Distribution Master Data Conditions Select Using 

Condition Type  Create 



Step-5: Minimum price

The minimum price prevented us from selling at a loss.



Completed Tasks in the Pricing exercise

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

Step 2: Look at Customer specific pricing

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

Step 4: 

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

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

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

Step 5: 

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

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

3) Create Minimum pricing


