
Welcome to the delta training session on the enhancements to price lists and
discounts.
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SAP has implemented enhancements to price lists and special prices to provide
greater flexibility in setting and using prices and discounts.
This delta training will cover these enhancements.
Note: some further enhancements will be implemented with the full GA version.
They are not covered in this training.



To increase the flexibility in setting and managing price lists and special prices,
some new pricing options have been introduced in release 9.0.
These are optional, and you can continue to use the same methods that
existed in the previous release.
To accommodate the new pricing options, new fields have been added to the
price list and discount tables (OPLN, ITM1, etc.). All these fields are exposed to
the DI, and all are supported by the following implementation tools: Solution
Packager, Data Transfer Workbench, Import from Excel, Configuration Express
wizard, and Quick Copy.
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OEC Computers has a large number of price lists. When they work with price
lists, it is hard to manage this long list of price lists.

Furthermore, some of the price lists are out of date, and in prior releases could
not be deleted.

Solution: In release 9.0, price lists that are no longer required can be marked
inactive, and will not appear in the list of price lists.



We will start with new functionality for activating and deactivating price lists.
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In release 9.0, you can set a price list as active or inactive. Only active price
lists can be selected for business partners. An inactive price list does not show
in the list of price lists. A company can now set up pricing in advance, and
activate a price list when required.  In the previous releases, this function was
only available at the special prices level, not at the price list level.
A price list can be made active for a specific date range. This allows companies
to offer price changes for a limited period. The pricing will only be effective
when the valid date is reached. When the range is no longer valid, the price list
becomes inactive.

To enable this new functionality, new fields have been added to the price list
table OPLN. These new fields are not visible by default in the price list header
form. If you want to use this new functionality, you can make them visible using
form settings.
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All existing price lists are automatically marked active after the upgrade to
release 9.0.

A price list can be deactivated at any time, even if it is already assigned to a
business partner. An inactive price list will not appear in the dropdown list and
cannot be assigned to a new business partner master data record in the
Payment Terms.

An active price list with an expired date range is considered inactive.
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How does the system determine if a price list is active or inactive when used in
marketing documents?
If an active price list has a date range, then the document posting date must fall
within the date range, otherwise the price list will be considered inactive.
For other windows such as the item master data, the system date is used for
the comparison with the price list date range.

If a marketing document refers to an inactive price list, such as in an order for a
customer associated with an inactive price list, the item price is zero and the
unit price field is shown as empty in the document row. When you add a
document associated with an inactive price list, the system will warn you about
the zero price.
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Before you add a document, you can refer to a new price list source field that
has been added to the document row. This field shows you if the item’s price
list is active or inactive. In the slide example, the price list is inactive.
The field is not automatically visible so needs to be activated in form settings.
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The new Price Source field additionally provides useful information about the
source of the discount on the item row.
The field can contain one of the following:
• Inactive Price list. The price list for the business partner is inactive.
• Active Price List. The price is taken from the business partner price list, with

no discounts.
• Active Price List, Discount Groups. The price is taken from the discount

group associated with the business partner.
• Special Prices for Business Partners. The price is taken from the Special

Prices for Business Partners window.
• Period and Volume Discount. The price is taken from the Period and Volume

Discounts window.
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In release 9.0, you now have the option to assign an active price list to a
business partner group.
You can do this in the Customer Groups - Setup window, and the Vendor
Groups - Setup window.
For some companies, this might be an easier way of managing prices lists
instead of at the individual  business partner level.
When you assign a price list to a business partner group, the system asks if
you want to replace existing business partner payments terms with the new
price list. The default answer is “no”, but if you reply “yes” the price list in the
business partner master data will be replaced with the new group price list.
If you change the price list displayed here to the empty option (no price list), the
price list for all business partners who belong to the particular customer/vendor
group will be assigned from the business partner’s payment terms.
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When you create new master data for a business partner, and if the business
partner group has an associated price list, the group price list will be used in the
new master data record instead of the price list from the payment terms. This is
a change in current behavior.

If there is no price list associated with a group, the price list will be taken from
the default payment terms in the General Settings, and can be changed on the
Payment Terms tab if needed. This is the same behavior as in previous
releases.
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If you change the business partner group in an existing master data record, you
will be prompted and can choose to use the new group’s price list and discount,
or keep the existing price list. If you choose the new group’s price list, it is
automatically selected on the payment terms tab.
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We now look at the new functionality for offering an item in additional foreign
currency prices.

14



Some companies might want to set a fixed price for items sold in different
currencies. They do not want to deal with currency exchange issues. Until
release 9.0, they would have to define separate price lists.

It is now possible to set an item’s price in up to three different currencies – the
primary currency and two additional currencies. This would be useful where
there is a need to define exact pricing for different currencies instead of using
currency exchange rates.
Extra currency fields have been added to the item table ITM1. The fields are
not visible by default in the price list details row, but can be made visible using
form settings.
The primary currency remains the default to go into a document unless the
document currency matches one of the additional currencies, in which case the
additional currency will be used in the document.
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The primary currency is still used for gross price calculation and in reports.
If the price list is based on another price list, a checkbox is provided for each of
the additional currencies to indicate if the price has been set manually.
This works in exactly the same way as the existing manual indicator for the
primary currency - the system automatically sets the manual indicator when
you manually enter a price in the item master record or price list maintenance
window.
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If the business partner currency matches to one of the additional currencies,
then the price used in the document will be the matching additional currency
price.
In the example, an item has been set up in the price list with additional currency
pricing. The primary currency price is 100 $. Additional prices are 80 EUR and
79 Canadian Dollars.
• If the business partner uses Euro currency, as with customer A in the

graphic, the price will be taken from additional currency 1.
• If the business partner uses Canadian currency, as with customer B, the

price will be taken from additional currency 2.
• If the business partner currency does not match the primary or one of the

additional currencies, the primary currency unit price will be used and the
document total will be converted to the business partner currency. We can
see this with customer C see where the business partner currency is GBP.
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If an item has additional currencies, you can select one of the currencies as the
base for calculation of special prices and period and volume discounts.
In release 9.0, a new field, the source price, has been added to the forms for
special prices and period and volume discounts.
You can select one currency price from this field – primary currency or one of
the additional currencies.
The system will use the price in the currency selected in the source price field
to set the discounted price.
If no selection is made, the default source price is the primary currency. This
mimics the functionality in previous releases.

In marketing documents, the discounted price is always in the source price
currency even if the business partner currency is different from the source price
currency.
If the Auto checkbox is checked, you can only define discounts in the currency
of the source price. If the Auto checkbox is not selected, you can define
discounts in any currency.
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Active and inactive price lists: Create a new price list and assign to a BP
Group. Show the actions when it is inactive, and active with a date range.
Additional currencies: Set additional currencies for an item. Create a business
partner master data record with multiple currencies and show the use of the
additional currencies when different BP currencies are selected in a sales
order.
Create special prices for the business partner and select the source price in
one of the additional currencies. Show the result in a sales order.



We will now look at the ability to set item prices by unit of measurement.
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Multiple units of measure is a new feature in release 9.0. The new pricing
options for units of measure allow a company to have pricing by units of
measures – adding more flexibility for companies.

From a pricing perspective, if an item is defined with multiple units of measure,
you can now set the item’s price for each unit of measure.
The example shown is for bulk paper which is purchased by the pallet and sold
by the ream, by the case, and by individual sheet.

Note that the new Units of Measure topic is not covered in this course but is
covered in a related course in the learning map.
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If an item has multiple units of measure, you can now set prices for each unit of
measure.
A new table (UoM Prices) is available in the price list. To set the unit of
measure pricing, select the price list, then double-click the item row in the price
list to open the UoM prices form.
You can add a row for each unit of measure by selecting the UoM Code from
the item’s UoM group.
The system automatically calculates the unit price for each unit of measure
based on UoM Group definitions, but you can change the unit price either by
entering a new unit price or by entering a percentage discount in the Reduce
By % column. The reduction is calculated immediately and reflected in the unit
price.
Select the Auto checkbox in the row if you want the UoM prices to be updated
according to the discount reduction, whenever the inventory UoM prices are
updated in the Price List window.
If the Auto checkbox is not selected in the row, the UoM prices are not updated
when you update the prices of the inventory UoM in the Price List window.
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Additional currencies have been added to the new UoM Prices table. These
fields are not visible by default but can be made visible using form settings.
These function the same as the additional currencies in the price list. You can
define the price for each UoM for the item in up to two additional currencies.
This functionality allows you to define an exact additional price for a UoM
without having the original price be converted to a different currency during
document processing.
You can optionally enter a discount percentage in the Reduce By % column for
each currency. You can set different discount rates for each of the currencies.
The reduction is calculated immediately and reflected in the unit price.
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You can also define volume based discounts and prices for each unit of
measure for an item.
First you add an item with units of measure to the Period and Volume
Discounts table. Double-click the item row to open the Period Discounts
window to set the validity dates and price after discount, in the usual way.
Double-click again to open the Volume Discounts for Price Lists form. You can
add a new row in this table to bring in the additional units of measure.
You can define a volume discount for any of the item's UoMs, even if the UoM
is not defined in the selected price list in the Period Discounts window for this
item.
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The default (inventory) unit of measure is shown in the item master data.
For an item with a UoM group that is not set as Manual, a new browse button is
available in the header area of the item master data, to the right of the Unit
Price field.
When the browse button is selected, the UoM Prices window opens and you
can view the additional unit of measure pricing from the item master data
window.
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In a marketing document, when you choose an item that has multiple units of
measure, the default measure is the sales unit of measure.
In release 9.0 you can select other units of measure on the item row from the
UoM Code column.
Based on the selected UoM, the appropriate unit of measurement price will be
taken from the price list table UoM Prices.
Irrespective of the UoM used in any document, the related inventory transaction
will always be posted in the inventory UoM as defined in the Inventory tab of
the item master data.
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If no price is defined in the price list for a unit of measure that is selected on an
item row, the system will calculate a price according to the proportions defined
for the UoM group.
In the example shown, there is no price set for the Half Case unit of measure,
which is equivalent to 6 Reams of paper as defined in the UoM group. There is
a price set for the Ream unit of measure, which is the inventory UoM.
Therefore the price is calculated based on six times the price of the Ream.
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Since you can define several prices in the system for the same item, the
system uses the most specific price first, and the most general price last. SAP
Business One searches for prices in the following order:
•Special Prices for Business Partner
•Discount Groups
•Period and Volume Discounts for Price List
•Price List
This behavior is still the same in release 9.0, but the pricing hierarchy now
takes into consideration unit of measurement pricing:
1.The system first checks whether a special price has been defined for the
particular UoM of the item for this particular business partner. This special price
could also be based on a particular date or quantity and can be defined for a
particular unit of measurement.
2.If no special price has been defined, the system checks whether a discount
group that can be applied to the item has been defined for the business partner
or for the business partner group,. The UoM is not considered here.
3.If a price has not been found, the system checks whether a period and
volume discount has been defined for the item, for the particular UoM (for the
price list entered in the master record of the business partner). The UoM price
and discount is taken from the period and volume discount price.
4.If a price has not been found, the system takes the price from the price list
entered in the master record of the business partner, according to the particular
unit of measurement.
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In advance, create a new item for bulk paper.
Create UoM group with ream, case and pallet as the units of measure. Assign
to the item.
In the price list set the price for each sales unit of measure in the UoM Prices
table.
Optionally set additional currency prices for each unit of measure.
Show the selection and price for each unit of measure in a sales order.



In this topic, we look at new options for discount pricing using discount groups.
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OEC Computers wants to introduce some offers to customers who buy three of
the same item. These offers will apply to specific products.
They want to make the offer for a few days each month, when sales are at their
lowest.
With release 9.0, OEC Computers can set up discounts on items which vary
according to the quantity purchased by the customer.
They can set up the discount pricing ahead of time, then easily activate the
discount when required.



Companies need more flexibility in pricing items for groups of business
partners. Several enhancements have been added to the discount functionality
in release 9.0.
The slide shows a list of the enhancements. These enhancements will be
described in more detail in the next slides.
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Discount Groups are special price discounts that can be applied by item group,
by one or more item group properties, or by item manufacturer.

Prior to the 9.0 release, you needed to define discount groups for each specific
business partner.
In release 9.0, you can now define discount groups for all business partners, or
for a specific customer or vendor group, in addition to a specific business
partner.
You can also define the discount for a specific item code, in addition to the item
group, item properties and item manufacturer.
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When a discount group is defined for all business partners, or for a business
partner group, you may need to exclude a specific business partner from
receiving discounts through a discount group.
In release 9.0, you can do this using a new checkbox added to the Payment
Terms tab of the business partner master data. The checkbox is unchecked by
default.
If you select the Do Not Apply Discount Groups checkbox, the discount group
will be ignored in marketing documents for this business partner.
You can still set a discount manually in the header area or the row of a
document.

This checkbox only affects discount groups and not other special prices.
When copying a document to a target document, the discounts from the base
document are copied to the target document regardless of what is defined in
the Do Not Apply Discount Groups checkbox. An example might be a sales
order created before the checkbox was marked.
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The same checkbox appears in the item master data. You can exclude a
specific item from discount groups. This might be useful for a seasonal item
which you do not want to discount during the prime season.
In a marketing document, you can still manually apply discount for the item.
When you copy a document into a target document, the discounts from the
base document are copied to the target document even if the Do Not Apply
Discount Groups checkbox is set.
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Another new feature in release 9.0 is the ability to set a discount group as
active or inactive, and optionally supply an active date range.
This functionality works in the same way as the price list activation which was
described earlier in this course.

New fields have been added to the Discount Groups table to allow you to
activate or deactivate a discount group. Discounts groups are active by default.
If a date range is set for an active discount group,  the discount will apply to a
marketing document if the document posting date falls in the active date range.
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Companies often need to offer incentive pricing with free goods.
A brand new enhancement added to the discount groups form is the ability to
define a discount according to the quantity purchased. This is achieved by
three additional fields added to the discount groups row:
• The first field specifies the quantity that will be paid for. In the example this is

2.
• The second field specifies the quantity that is given for free when the paid

quantity is purchased. In this example this is 1 free item for every two
purchased.

• The last field is optional, but specifies a limit for the free items. In the
example this is set to 4.

Note that all items must have the same item code. The functionality does not
cover the purchase of items with a different item as the free item.
This multiple purchase discount can also apply to vendors.
In the example, the discount is shown for all business partners, but you can set
it for a specific business partner, or for a customer or vendor group.
You can set this discount from any of the four tabs in the Discount Groups
window: Item Groups, Properties, Manufacturers or Items.

37



Let us see how the discount is calculated.
In the example shown, the discount group is set up as follows:
• Paid Qty is 2
• Free Qty is 1
• Max. Free Qty is 4
If the customer purchases a quantity of two, no discount is applied.
If the customer purchases a quantity of three, the discount kicks in at 33.33%
(the customer pays for two items and gets one item for free).
If the customer purchases four items, they only get the discount based on a
quantity of three purchased, therefore the discount percentage is reduced from
a third to a quarter.
If the customer purchases a quantity of six items, the discount kicks in again at
33.33% (the customer pays for four items and gets two items for free).
The customer essentially gets 1 free item with every 3 items purchased, up to
the maximum limit which is four free items. So if the customer purchases 12
items (4 * 3 items), they will get the maximum number of free items.
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We can see the effect of the multiple quantity discount in a sales order.
When the item quantity is changed to three, the system automatically enters a
discount of 33.33% in the Discount column in the sales order row.
If the customer later returns one of the items, the customer will receive a refund
based on the discounted purchase price. In this example, the customer
receives one third of the total price paid for the three items.
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You can define the discount either by a fixed discount percentage or a variable
discount according to the purchased quantity. In other words, the two types of
discount are mutually exclusive. In the example, because we have defined
discount according to purchased quantity for an item, the discount percentage
column is grayed out.
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Because you can set discount groups to apply for all business partners, or for a
business partner group, it is quite possible that in a document, multiple discount
groups may apply.
You can use effective discount for a business partner or for a business partner group
to control discount where multiple discounts are in effect for a business partner. You
can select one of five settings for the effective discount – Lowest, Highest, Average,
Total or Multiplied:
• Lowest Discount - The lowest available discount is taken (this is the default).
• Highest Discount - The highest available discount is taken.
• Average - The average of all available discounts is taken.
• Total - The sum of all available discounts is taken
• Multiplied - The system multiplies all available discounts and uses the result as the

discount.
When you create a new business partner record, the system will ask if you want to
bring in the effective discount from the business partner group. If you say “no”, the new
business partner will default to the lowest effective discount. You can change this at
any time in the business partner master data.
Note: effective discount is obviously disabled if you have checked the Do Not Apply
Discount Groups checkbox.
You can also change the effective discount in the business partner groups  setup
windows. If you select a new effective discount value, you will be asked whether to
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update all existing business partner records for the group.
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In the previous releases, you can select Discount Relations in the Properties
tab of the Discount Groups window.
The values here are used to control discount given when there is more than
one property with discount for an item.
In release 9.0 a new relation is added to the dropdown list. The existing
relations work as before: Lowest, Highest, Average, and Total.
The new relation is Multiplied.  If this is chosen, the system multiplies all
discounts of the properties that apply to the item. The result is used as the
discount.
Note: the selection is inactive if Do not Apply Discount Groups is checked.
Multiplied: The system multiplies all discounts of the properties that apply to the
item. The result is used as the discount.
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New reports are provided to assist you in managing prices and discounts.
The Price Report shows the price of each item in all price lists.
All prices from Price Lists, Special Prices for Business Partner, and Period and
Volume Discounts windows (including their sub windows), are displayed in the
report based on the selected criteria.

You can also generate the price report directly from a marketing document, if
you right-click the document's row and choose Price Report.
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The Discount Group report displays all discounts, their sources, and details,
based on the defined selection criteria. You can select various criteria for this
report for all business partners, for a specific business partner or business
partner group, and by one or all of the discount groups. When choosing more
than one criterion, all of the discount groups which match any of the selected
criteria are displayed in the report. For example, when selecting a specific item
property, and a specific item in the selection criteria, all of the discount groups
which include the selected property and all of the discount groups which include
the selected item, are displayed in the report.

If multiple discounts are defined in a specific discount group, this discount
group is displayed in multiple rows in the report.

To run the discount group report directly from a marketing document, right-click
the document's row and choose Discount Group Report. The report is
generated using all discount group types and other data from the document as
the selection criteria of the report.
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Discount groups for all BPs: Create a discount group to apply to a customer
group.
Show the discount in a sales order for a customer belonging to the group.
Select the Do Not Apply Discount Groups checkbox for the same customer.
Create another sales order that should not have discount.
Variable discount according to quantity purchased: Create a discount group
with Paid Qty = 2, Free Qty = 1 and Max Free Qty = 4.
Create a new customer record. Choose a different customer group from the
one where the discount group was set earlier.
Create an order for the customer with quantity of 2 items.
Create another order with quantity of 3 items. You should see the discount kick
in at 33.33%.
Show the new reports and the selection criteria.



Although the new pricing options provide more flexibility, they also require a certain
level of monitoring and management.
You should consider carefully the consequences of:
• active and inactive price lists
• Additional currencies for an item and for special prices and period and volume

discounts
• assigning a price list to a business partner group
• Special prices applying to all business partners or to a business partner group
• Pricing by an item’s UoM
• Variable discount according to quantity purchased
For example, if you make a price list inactive, and the price list is used in business
partner master data, you might see zero prices in documents you create for the
business partner. If you use a date range with an active price list, you need to monitor
the date range.
If you define additional currencies for an item price, you will need to maintain the price
in all the currencies.
If you opt to associate a price list with a business partner group, the price list will be
taken from the group, not from the payment terms.
Effective discount defaults to the Lowest which may not be what is required.
To check for overlapping discounts - run the discount groups report.
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The final topic in the training deals with unpriced items in price lists.
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When an item is added, it is populated onto all price lists. For a company with
huge numbers of items and specialty price lists, this could make manipulating
price lists unwieldy.
If large numbers of items are involved, the ITM1 table could become very large,
causing performance problems.
In release 9.0, an option exists to remove unpriced items from a price list. This
option is controlled by a new checkbox added to the General Settings.
If the checkbox is selected, all items with zero price will be immediately
removed from the ITM1 table. This will substantially reduce the size of this table
and improve performance. Be aware that this action is not recorded in the log
file, since there are no price changes. When the checkbox is selected there are
no UI changes for the user. If the checkbox is subsequently deselected, all the
removed items will be restored to the ITM1 table so they can be used in normal
business operations.
Note that no backup is needed before the restore is made.
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When you view price lists, you now have the option to hide unpriced items.
You will find a checkbox to toggle in the selection criteria window for price lists.

If this checkbox is not selected, items with no price are displayed in the price
list, regardless of the definition in the Remove Unpriced Items from Price List in
Database checkbox in the General Settings.
This checkbox is not relevant for the Last Purchase Price and the Last
Evaluated Price price lists.
The last setting in this checkbox is saved and is displayed the next time you
open the Price List - Selection Criteria window.

This option is also available in the Price List report selection criteria.
If this checkbox is not selected, items with no price are displayed in the report,
regardless of the definition in the Remove Unpriced Items from Price List in
Database checkbox in the General Settings.
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