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PeopleSoft Enterprise Pricer for CRM
Preface

This preface discusses:

» PeopleSoft CRM application fundamentals.

» PeopleSoft CRM automation and configuration tools.

Note. All information found in this PeopleBook is applicable to PeopleSoft Enterprise CRM for High
Technology.

PeopleSoft Application Fundamentals

The PeopleSoft Enterprise Pricer for CRM PeopleBook provides implementation and processing information
for your PeopleSoft Enterprise Pricer for CRM application. However, additional essential information
describing the setup and design of your system appears in a companion volume of documentation called
PeopleSoft CRM Application Fundamental s PeopleBook. Each PeopleSoft product line has its own version of
this documentation.

PeopleSoft CRM Application Fundamentals PeopleBook consists of important topics that apply to many or all
PeopleSoft applications across the CRM product line. Whether you are implementing a single application,
some combination of applications within the product line, or the entire PeopleSoft CRM system, you should
be familiar with the contents of this central PeopleBook. It is the starting point for fundamentals, such as
setting up control tables and administering security.

See Also

PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook, " PeopleSoft Enterprise Customer
Relationship Management Application Fundamentals Preface”

PeopleSoft CRM Automation and Configuration Tools

The PeopleSoft CRM Automation and Configuration Tools PeopleBook discusses automation and
configuration tools that are common to multiple CRM applications. Thisis an essential companion to your
application PeopleBook.

PeopleSoft CRM Automation and Configuration Tools PeopleBook contains these parts:

+  Correspondence management.

This part discusses manual notifications and correspondence requests.
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Automation tools.

This part discusses PeopleSoft CRM workflow, component event processing, business projects, and
scripts.

Configuration tools.

This part discusses configurable search pages, configurable toolbars, attributes, and industry-specific field
labels and field values.

Knowledge Management.
This part discusses the setup of Verity search.
Business process management.

This part provides information on the two different approaches to manage business processesin
PeopleSoft CRM and discusses:

» The setup of the Business Process Execution Language (BPEL) infrastructure to initiate and manage
BPEL process instances.

e The setup of Business Process Monitor to view the status information of initiated BPEL process
instances.

» The setup of BPEL worklist integration to send CRM worklist entries (both notifications and action
items) from BPEL processes.

» The setup and execution of business projects.

See Also

PeopleSoft Enterprise CRM 9.1 Automation and Configuration Tools PeopleBook, " PeopleSoft CRM
Automation and Configuration Tools Preface”

PeopleBooks and the Online PeopleSoft Library

A companion PeopleBook called PeopleBooks and the Online PeopleSoft Library contains general
information, including:

viii

Understanding the PeopleSoft online library and related documentation.
How to send Peopl eSoft documentation comments and suggestions to Oracle.

How to access hosted PeopleBooks, downloadable HTML PeopleBooks, and downloadable PDF
PeopleBooks as well as documentation updates.

Understanding PeopleBook structure.
Typographical conventions and visual cues used in PeopleBooks.

I SO country codes and currency codes.
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PeopleBooks that are common across multiple applications.

Common elements used in PeopleBooks.

Navigating the PeopleBooks interface and searching the PeopleSoft online library.
Displaying and printing screen shots and graphics in PeopleBooks.

How to manage the PeopleSoft online library including full-text searching and configuring areverse
proxy server.

Understanding documentation integration and how to integrate customized documentation into the library.

Glossary of useful PeopleSoft terms that are used in PeopleBooks.

Y ou can find this companion PeopleBook in your PeopleSoft online library.
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Chapter 1

Getting Started with PeopleSoft
Enterprise Pricer

This chapter provides an overview of PeopleSoft Enterprise Pricer and discusses implementing PeopleSoft
Enterprise Pricer.

Understanding PeopleSoft Enterprise Pricer

PeopleSoft Enterprise Pricer enables real-time dynamic pricing for quotes and orders based on your company
pricing policies. You can define rules that determine what discounts, surcharges, or giveaways apply under
specific order conditions, such as products ordered, customer, customer region, and so on. The functionality is
designed for pricing and marketing managers and includes the capability for development, testing,
deployment, and maintenance of pricelists, rules, and arbitration plans.

PeopleSoft Enterprise Pricer consists of pricing elements that you use to create your pricing structure:
» Pricelists.

These enable you to select products and conditions where the price list should be overridden. During a
transaction, the system determines the product price based on either the predefined search hierarchy for
the transaction or on the product's lowest price on any associated active pricelists. This priceis used as
the basis for any further discounts and surcharges.

« Pricerules.

These define the conditions that must be met before the adjustments are applied to the base or recurring
price. Multiple rules can apply when conditions of each rule are met.

« Arbitration plans.
These define how the price rules are applied to the base or recurring price when the transaction is priced.
» Pricing simulator.

This enables you to test your pricing scenarios to determine whether the pricing adjustments create the
desired results.

When you set up your pricing scenario, set up the pricing elementsin this order:
1. Pricelists.
2. Pricerules.

3. Arbitration plans.
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Getting Started with PeopleSoft Enterprise Pricer Chapter 1

Once you have set up al three elements, you can test the setup using the pricing simulator. By specifying
some pricing criteriawith a particular customer, you can verify if the application is producing expected
results. With the simulation tools, you can run tests, view test results, and refine price rules, price lists, and
arbitration plans as often as needed before the pricing functionality goes to production. For more information
on the pricing process flow, how the product base price, pricing adjustments (if applicable) and net price are
determined for the calling application, refer to the Price Determination section in the Under standing
Enterprise Pricer chapter of the PeopleSoft Enterprise Pricer 9.1 PeopleBook for the Financials and Supply
Chain Management (FSCM) product line.

Note. PeopleSoft Enterprise Pricer does not implement business unit or setlD security.

Enterprise Pricer in PeopleSoft Enterprise CRM and FSCM

Enterprise Pricer is a common component that is shared between PeopleSoft Enterprise CRM and FSCM.
While both product families adopt most of the functionality of the pricing application the same way, there are
areas where the CRM standard implementation is different from the FSCM's. For example:

» PeopleSoft Enterprise CRM supports only Order Capture transactions as delivered.

» PeopleSoft Enterprise CRM supports the setup and use of price rules for both non-recurring and recurring
pricing.

Important! Recurring pricing support is a CRM-specific implementation; it is not supported in the
delivered version of Enterprise Pricer for PeopleSoft Enterprise FSCM.

« Discounts in PeopleSoft Enterprise CRM are only off-invoice. PeopleSoft Enterprise FSCM supports both
off-invoice and bill-back adjustments.

« PeopleSoft Enterprise CRM does not use payment terms and distribution accounting when pricing
transactions.

»  PeopleSoft Enterprise CRM does not use pricing enterprise integration points (EIPs) for sending and
receiving pricing data with another system.

Throughout this documentation, additional page-level and feature-level differences between a CRM and
FSCM implementation will be mentioned wherever appropriate.

Integrating with PeopleSoft Enterprise Pricer

PeopleSoft Enterprise Pricer integrates with these PeopleSoft Enterprise CRM applications:

»  PeopleSoft CRM Order Capture.

» PeopleSoft CRM Order Capture Self Service.

» PeopleSoft CRM Marketing offers.

See PeopleSoft Enterprise CRM 9.1 Order Capture Applications PeopleBook.

See PeopleSoft Enterprise CRM 9.1 Marketing Applications PeopleBook.

2 Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 1 Getting Started with PeopleSoft Enterprise Pricer

PeopleSoft Enterprise Pricer Implementation

PeopleSoft Setup Manager enables you to generate alist of setup tasks for your organization based on the
features that you are implementing. The setup tasks include the components that you must set up, listed in the
order in which you must enter data into the component tables, and links to the corresponding PeopleBook
documentation. PeopleSoft Enterprise Sales also provides component interfaces for loading datafrom an
existing system into PeopleSoft Enterprise Sales tables. Use the Excel to Component Interface utility with the
component interfaces to populate the tables. Thistable lists all of the components that have component
interfaces:

Component Component Interface Reference

Price Rounding Rules EOEP_ROUND_RULE CI See Chapter 2, "Implementing
(EOEP_ROUND_RULE) PeopleSoft Enterprise Pricer,"
Establishing Pricing Options and
Values, page 14.

Pricing Dates (EOEP_DATE_VAR) | EOEP DATE VAR CI See Chapter 2, "Implementing
PeopleSoft Enterprise Pricer,"
Establishing Pricing Options and
Values, page 14.

Pricing Variables EOEP_PRICE_VAR CI See Chapter 2, "Implementing
(EOEP_PRICE_VAR) PeopleSoft Enterprise Pricer,"
Establishing Pricing Options and
Values, page 14.

Other Sources of Information

In the planning phase of your implementation, take advantage of all PeopleSoft sources of information,
including the installation guides, table-loading sequences, data models, and business process maps. A
complete list of these resources appears in the preface in the PeopleSoft Enterprise CRM 9.1 Application
Fundamental s PeopleBook, with information about where to find the most current version of each.

See Also
Enterprise PeopleTools 8.50 PeopleBook: Setup Manager
Enterprise PeopleTools 8.50 PeopleBook: PeopleSoft Component I nterfaces

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 3






Chapter 2

Implementing PeopleSoft Enterprise
Pricer

This chapter provides an overview of the PeopleSoft Enterprise Pricer implementation and discusses how to:
»  Set up Enterprise Pricer.

» Establish pricing options and values.

» Add price-by key fields.

Understanding PeopleSoft Enterprise Pricer Implementation

The setup for Enterprise Pricer is separated into two segments: performing setup tasks and establishing
pricing options and values. Setup tasks are optional and are more complex and involve adding additional
fields and completing significantly more complex tasks. Asfor pricing options tasks, they are simpler tasks
that involve defining key fields appropriate to the enterprise.

Warning! The Enterprise Pricer application is delivered with standard setup for the Order Capture
transaction. Changes made to certain delivered data, such as adding a new price transaction code, adding a
price-by key for arecord that's not already being used by Enterprise Pricer, and creating custom mathematical
expressions, are considered system customizations and are not supported by the Global Support Center.

Setup Tasks

Perform setup tasks if you wish to modify Enterprise Pricer system data and alter how the application works
in a standard implementation.

Available setup tasks include addition of price-by fields and transaction-specific options. Note that these tasks
reguire customization to the application. For example, if anew pricing key for arecord that is not already
being used in Enterprise Pricer is added on a setup page, the developer must also customize both online and
batch pricing to use the new key.

Setup tasks are optional in a standard pricing implementation because it delivers a predetermined set of price-
by key fields and price list fields as well as ready-to-use pricing settings for the Order Capture transaction.

These setup tasks are:

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 5



Implementing PeopleSoft Enterprise Pricer Chapter 2

Set up new price-by keys: The All Price-by Key Fieldnames page contains the standard list of available
fields that are used when defining price rule conditions at the line level.

All delivered price-by keys are available at implementation. Here you can add fields that are considered
for pricelist determination and price rule creation.

Set up transaction code options: The options for the Order Capture transaction are delivered as system
data and appear on the online pricing pages.

Pricing Options and Values

After the price-by keys and transaction code options are defined and specified, an Enterprise Pricer
implementer or information technology person can perform these stepsto set up other pricing options and
values for use in defining price lists, price rules and arbitration plans:

1. Specify price-by keysto be used by a transaction on the Transaction Price-By Keys component.

This identifies the price-by keys used by the application when defining price lists and price rulesfor a
transaction. Enterprise Pricer delivers price-by keys for the Order Capture transaction.

Set up the pricing dates for the application on the Pricing Dates page.

This defines the date variables used in the creation of price rules and arbitration plans. The dates are used
to create breaks on the formula and select price lists. Delivered values are available.

Set up the pricing variables for the application on the Pricing Variables page.

This defines the pricing variables used for price formulas when creating price rules. The Pricing Variables
page is used to establish the variables to be used for calculating net prices using mathematical
expressions. Delivered values are available.

Set up arounding rule to be used to round up pricing adjustments or net prices if needed.

Enterprise Pricer delivers arounding rule called standard for use in Order Capture transactions.

Setting Up Enterprise Pricer

This section provides an overview of transaction code options and discusses how to:

Set up price-by key fields.

Set up transaction code options.

Note. Tasksin this section are optional; skip this section if thereis no need to modify the delivered price-by
key fields and transaction code options.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.
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Implementing PeopleSoft Enterprise Pricer

Understanding Transaction Code Options

Each transaction that Enterprise Pricer supports is associated transaction code options, which determines the
values and functionality that are available when you define price rules or arbitration plans for the transaction,
or when Enterprise Pricer performs arbitrations or calculates pricing.

Thistable lists the setup options that are delivered as system data for the Order Capture transaction:

Option

Delivered Values for Order Capture Transaction

Valid Price Action Types

e Discount/Surcharge

*  FreePeriod Promotion

*  Giveaway/Product Add

*  Min/Max Target Discount
Min/Max Target Price
 Min/Max Target Surcharge
e PriceList Only Condition

* Price Override

* Rollup Only Rule

e Tota Order Discount/Surcharge

Valid Adjustment Methods

e Cascading

Summed

Valid Price Types

* Extended Price

*  Quantity
Setup and Use of One-Time Only Price Rule Yes
Use of Mutually Exclusive Price Rule Yes
Use Quantity in Price List Yes
Use of Expressionsin Price Rule Yes

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 7



Implementing PeopleSoft Enterprise Pricer Chapter 2
Option Delivered Values for Order Capture Transaction
Use of External Application Class for Custom Yes
Logic Implementation
Use of Price Variables Yes
Use of Price Dates Yes
Pages Used to Set Up Enterprise Pricer
Page Name Definition Name Navigation Usage
All Price-by Key EOEP_KEYFLDS Set Up CRM, Product Specify fields that can be
Fieldnames Related, Enterprise Pricer, | used as price-by key fields
All Price-by Key for all PeopleSoft Enterprise
Fieldnames, All Price-by Pricer implementations. The
Key Fieldnames values are delivered as
system data during
installation.
Price Transaction Code EOEP_APP_CODE Set Up CRM, Product Configure the PeopleSoft
Related, Enterprise Pricer, | Enterprise Pricer dataentry
Price Transaction Code, pages for each application
Price Transaction Code code and relate the
transaction to another
transaction.

Setting Up Price-by Key Fields

Accessthe All Price-by Key Fieldnames page (Set Up CRM, Product Related, Enterprise Pricer, All Price-by
Key Fieldnames, All Price-by Key Fieldnames).

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved.



Chapter 2 Implementing PeopleSoft Enterprise Pricer

All Price-by Key Fieldnames

All Price-by Key Fields i ; i i J 1-200F20 I oae
*Record *Field Name Description

[RB_PRC_DERIVED  |@ [BO_ID_PARTNER @, BO ID Partner (] | [=] | =
|RE_PRC_DERIVED @, |Bo_ID_SOLD @, |Sold To Business Object ID [+][=]
|RE_PRC_DERIVED @, |CusSTOMER_GROUP @, | Customer Group [+]|[=]
|RE_PRC_DERIVED @, [INV_ITEM_ID @, | Item ID [+ |[=]™
|RE_PRC_DERIVED @, |PARTNER_LEVEL @, |Partner Level [+]|[=]
|RE_PRC_DERIVED @, |[PARTNER_PGM_ID @, | Partner Program ID [+][=]
|RE_PRC_DERIVED 2, [PARTNER_SUBTYPE @, Partner Subtype [+]|[=]
[RB_PRC_DERIVED  |@, |[PARTNER_TYPE @, Partner Type [+ | [=]| g

All Price-by Key Fields page

Entries on this page are delivered as system data. The system identifies the record and field name for each
price-by key specified on this page.

Note. Addition of new price-by key fields on this page for records that are not already being used by
Enterprise Pricer is considered a customization.

Setting Up Price Transaction Code Options

Access the Price Transaction Code page (Set Up CRM, Product Related, Enterprise Pricer, Price Transaction
Code, Price Transaction Code).

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 9
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Chapter 2

Price Transaction Code

Transaction  *Description Parent

Price Rule Usage Processor

oC |order Capture

~ | |REI._PRICER: PricingUtil: RuleUsageChecker

First 1-10 of 10 Last

+ Valid Action Types Customize | Find | View all | B |

Action Type Apply to Recurring Price
|Discuunﬂ5urcharge .Vl (=]
| Free Period Promotion ,Vl O (=]
|Rullup Only Rule .Vl L El
| Price Override .Vl (=]
| Giveaway / Product Add ,Vl El
|Tu-ta| Crder Discount/Surcharge .‘Vl (=]
| Min/Max Target Price .Vl El
| Min/Max Target Discount .Vl (=]
| Min/Max Target Surcharge Vl El
| Price List Only Condition .Vl L (=]

Price Transaction Code page (1 of 2)

w Valid Adjustment Methods

1-2of 2

Adjustment Method
|Casca|:|ing v| E|
|Summed .V| (=]

w Valid Price Types

Customize | Find | view A

Price Type
|I‘:ctem:|ed Price .V| (=]
|Quantitv ,v| E|

+ Transaction Code Options

Custamize | Find | wiew &

Options

| Use One-Time Only Price Rule .V| (=]
| Use Mutually Exclusive Rule ,v| E|
| Use Quantity in Price List .V| El
| Use Mathematic Expression .‘V| (=]
| Use External Application Class ,v| El

Price Transaction Code page (2 of 2)

The transaction code setup for the Order Capture transaction is delivered as part of the standard Enterprise

Pricer implementation.

10
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Chapter 2 Implementing PeopleSoft Enterprise Pricer

Parent Select avalue if you want the transaction to inherit al of the attributes and price
by keys of the parent.

Price Rule Usage Specify an application class that Enterprise Pricer callsto do one of the

Processor following:

e To determine whether a one-time only rule has been used.
e Todetermineif the maximum quantity for arule has reached.
« Todisplay therule usage data for the user.

This processor is triggered from Price Rule page. The implementation of the
RuleUsageChecker subclassisin place to provide the above functions for the
Order Capture transaction.

Copyright © 2001, 2009, Oracle and/or its affiliates. All Rights Reserved. 11
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Valid Action Types

Action Type

12

Chapter 2

Select valid price action types for the transaction and limit the available options
during price rule and arbitration plan entry. Action types that are specified on this
page become available values for setting up price rules for the Order Capture
transaction. They are: (* denotes action types that are delivered as enabled for the
Order Capture transaction)

*Discount/Surcharge: Appliesadiscount or surcharge to the list price on aline.

*Free Period Promotion: Specifies the number of free periods of arecurring
price. The period used is what appears on the order. For example, if you select
three free periods and the rule is used on an order with a cell phone for 30 USD
per month, then the first three months are free.

*Giveaway/Product Add: Adds afree product or a discounted product to the line
or order.

This action type a so supports the use of BOGO (buy one, get one) rules on order
lines or orders.

*Min/Max Target Discount (minimum/maximum target discount): Compares the
total discount adjustment and, if it's outside the limit, the system discards the
calculated amount and replaces it with the target discount.

*Min/Max Target Price (minimum/maximum target price): Compares the price
adjustment and, if it's outside the specified range, the system discards the
calculated amount and replaces it with the target amount.

*Min/Max Target Surcharge: (minimum/maximum target surcharge): Compares
the total surcharge adjustment and, if it's outside the specified range, the system
applies atarget surcharge.

*Price List Only Condition: Uses the product list price from the pricelist that is
returned as aresult of matching the price rule condition with related objects of
pricelists.

*Price Override: Replaces the price on a product with this price.

*Rollup Only Rule: Indicates that the rule is used for rolling up quantities. The
rollup ruleis then referenced by regular price rules to match the formula break
for adjustment consideration.

Thistype of rulesincludes only conditions but not formulas. UOM rollup is not
used when this option is selected.

*Total Order Discount/Surcharge: Appliesadiscount or surcharge to the entire
order.

Related Business Objects.
Sandard Discount.
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Apply to Recurring
Pricing

Implementing PeopleSoft Enterprise Pricer

Select to indicate that the corresponding price action type can be used to define
price rules that apply to recurring pricing.

As delivered, you can set up price rules for recurring pricing using these action
types:
« Discounts/Surcharge.

« Giveaway/Product Add.
» Price Override.

Additionally, the Min/Max Target Discount, Min/Max Target Price and
Min/Max Target Surcharge action types are also available for recurring price
rules. While free period promotion pertains only to recurring prices, the Total
Order Discount/Surcharge action type does not support recurring pricing.

Valid Adjustment Methods

Adjustment Method

Valid Price Types

Price Type

Select how the system applies the adjustment for the Discount/Surcharge price
action type:

Cascading: Applied asthey are found. A second discount is applied to the
previously discounted price, athird discount is applied to a price that already was
discounted twice, and so on. For example, if the system encounters two
discounts: 10 percent and 20 percent off the list price of 100.00 USD, the system
applies the discounts in this manner: 10 percent off of 100.00 USD and 20
percent off of 90.00 USD. Thus, the unit price for the order schedule lineis 72.00
usD.

Summed: When the system finds multiple discounts, it adds them together and
applies the discounts once. Thus, for the summed example, the system would
apply discounts in this manner: the 10 percent and 20 percent discounts are
combined for 30 percent off of 100.00 USD. The unit price for the order schedule
lineis 70.00 USD.

Select avalue that will be available when you select price types for defining price
formulas. Values applicable to PeopleSoft CRM are Extended Price and
Quantity.
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Transaction Code Options

Options Select options to be supported by the transaction. When you select an option, the
system displays the appropriate processing fields on the Price Rule component.
Vauesare:

Use One-Time Only Price Rule: This option indicates whether or not the
specified transaction supports the ability to define price rulesthat are "limited
use" price rules. On the Formulas page, you can indicate that the ruleis valid
only for one time per rule or one time per customer on the One-Time Only field.
This optionisvalid only for Discount/Surcharge, Price Override,
Giveaway/Product Adds, and Total Order Discount/Surcharge price rules.

Use Mutually Exclusive Rule: This option indicates whether or not the specified
transaction supports the ability to define price rules that are mutually exclusive
rules (using the Mutually Exclusive field on the Formulas page). With multiple
exclusive pricesrules, if one or more of these rules are matched, only one of
them is applied and al other rules, whether they are mutually exclusive or regular
rules, are ignored.

Use Quantity in Price List: This option indicates whether or not the specified
transaction is allowed to use quantity breaks within the price list.

Use Mathematic Expression: This option indicates whether or not the specified
transaction enables Enterprise Pricer to create adjustments using user-defined
mathematical expressions on the Formulas page. Y ou must set up pricing
variables so the system knows what variables are used in the pricing calculation.

Use External Application Class: This option indicates whether or not the
specified transaction enables user-defined application classes to calculate the net
price.

Establishing Pricing Options and Values

To define pricing dates, pricing variables, and price rounding rules, use the Pricing Dates, Pricing Variables,
and Price Rounding Rules components.

Usethe EOEP_DATE_VAR_CI, EOEP_PRICE_VAR_CI, and EOEP_ROUND_RULE_CI component
interfaces to load data into the tables for these components.

The section provides an overview of pricing options and values, and discusses how to:

»  Specify price-by keys for the Order Capture transaction.
» Specify price list fields for the Order Capture transaction.
«  Set up pricing dates.

» Set up pricing variables.

«  Set up pricerounding rules.
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Understanding Pricing Options and Values

Price lists and price rules are two important elements in the pricing process; price lists are used to determine
list prices and price rules used for computing the price adjustments when applied. Prior to defining price lists
and price rules, you establish components that are referenced in price lists and price rules for a number of
purposes: setting up related objectsin price lists, building rule conditions, specifying date ranges and
mathematical expressionsin rule formulas, aswell as the rounding option for usein price rules.

Transaction Price-by Keys

Transaction price-by keys are used in defining conditionsin price rules. When Enterprise Pricer is called to
compute pricing for an order, it looks for all price rules with conditions that match the order lines for applying
price adjustments and price lists (in case when apricelist is specified in aprice rule).

Price List Fields

Pricelist fields are used in defining related objectsin price lists and are a subset of transaction price-by keys.
When Enterprise Pricer finds alist price of the product on an order line that is not list price protected, it
retrieves al price lists with related objects that match the order. If multiple matching price lists are available,
you can set up to either take the best (lowest) product list price found among these price lists, or to use the
product list price that comes from the price list with the highest priority score.

Pricing Variables

Pricing variables are used for calculating the net price using mathematical expressions. Thistable lists the
pricing variables that Enterprise Pricer delivers and specifies the ones that are enabled for the Order Capture

transaction:
Variable Name Variable Type Enabled For Order Capture
Transaction
EXT _RECUR _LIST Extended Recurring List Price Yes
EXT_RECUR _NET Extended Recurring Net Price Yes
LIST_PRICE List Price Yes
(List price of the transaction line)
NET_PRICE Net Price Yes
(Current calculated net price)
ORDER_LIST Order Extended List Price Yes
(List price x Quantity)
ORDER_NET Order Extended Net Price Yes
(Net price x Quantity)
RECUR_LIST Recurring List Price Yes
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Variable Name

Variable Type

Enabled For Order Capture
Transaction

RECUR_NET

Recurring Net Price

Yes

Rollup Amount

Rollup Quantity

Rollup Volume

Rollup Weight

User Variable

Mathematical Expressions

Enterprise Pricer supports the use of these operators and functions when creating custom mathematical

expressions:
Operator/Functi | Description Example Notes
on
+ Add 1+2 If you use negative humbers, do not
) enter a space between the negative sign
value: 3 and the number.
_ Subtract 2-1
vaue: 1
* Multiply 2*3
value: 6
/ Divide 6/3
value: 2
*x Exponential 2** 3
value: 8
O Parenthesis 1+2)*3 Y ou can use operation grouping.
value: 9
Truncate(a,b) Truncate Truncate(123.45,1) Y ou must enter avaue for both "a" and
) "b," and "b" cannot be a negative
value: 123.4 number.
Round(a,b) Round Round(123.45,1) Y ou must enter avaue for both "a" and
) "b," and "b" cannot be a negative
value: 123.5 number.
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Enterprise Pricer provides the ability to validate the syntax of mathematical expressions and evaluate them
with the inputs you provide.

Pricing Dates

Pricing dates are used in arbitration plans and in defining date breaks that are referenced in pricerule
formulas for Order Capture transactions. This table lists the pricing dates that Enterprise Pricer delivers and
specifies the ones that are enabled for the Order Capture transaction:

Date Name Date Type Enabled For Order Capture Transaction
ARRIVEDATE Requested Arrival Date Yes

FULFILLDATE Fulfillment Date Yes

ORDERDATE Order Date Yes

PRICEDATE Price Date Yes

SYSTEMDATE System Date Yes

- Effective Date -

- User Date -

Rounding Rules

Price rounding rules identify the number of decimal points to use based on the base price that is used in the
pricing calculation. Y ou can associate each price rule with arounding rule or use the default rounding rule
from the arbitration plan. Y ou can also define whether each adjustment is rounded before it is applied, the net
price isrounded after adjustments are applied, or both.

Use the Price Rounding Rules page to specify rounding rules. If rounding rules are not established, the system
rounds according to how each application uses Enterprise Pricer. In the case of PeopleSoft Enterprise CRM,
prices are rounded by currency.

Pages Used to Establish Pricing Options and Values

Copyright

Page Name Definition Name Navigation Usage

Price Key Fields EOEP_APPKEY_FIELD Set Up CRM, Product Select the price by fields
Related, Enterprise Pricer, | that are used to price the
Transaction Price-by Keys, | transaction.

Price Key Fields

PriceList Fields EOEP_APPLIST_FLDS Set Up CRM, Product Select valid price list-
Related, Enterprise Pricer, | related business objects that
Transaction Price-by Keys, | are used when creating
Price List Fields pricelists.
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Page Name Definition Name Navigation Usage
Pricing Dates EOEP_DATE VAR Set Up CRM, Product Set up date variables that
Related, Enterprise Pricer, | can beused in defining
Pricing Dates, Pricing Dates| price rule conditions and
arbitration plans.
Pricing Variables EOEP_PRICE_VAR Set Up CRM, Product Set up variablesthat are

Related, Enterprise Pricer,
Pricing Variables, Pricing
Variables

used in price rule formulas
when defining mathematical
expressions.

Price Rounding Rule

EOEP_ROUND_RULE

Set Up CRM, Product
Related, Enterprise Pricer,
Price Rounding Rule, Price
Rounding Rule

Set up therule that is used
for rounding purposes
during net price calculation.

Specifying Price-by Keys for the Order Capture Transaction

18

Access the Price Key Fields page (Set Up CRM, Product Related, Enterprise Pricer, Transaction Price-by
Keys, Price Key Fields).

Price List Fields

Transaction

oc

Record Field Name

RE_PRC_DERIVED
RE_PRC_DERIVED
RE_PRC_DERIVED
RE_PRC_DERIVED
RE_PRC_DERIVED
RE_PRC_DERIVED

Build Price-by Key Fields

Description

Order Capture

BO_ID_PARTNER
BO_ID_SOLD
CUSTOMER_GROUP
INV_ITEM_ID
PARTNER_LEVEL

PARTNER_PGM_ID

B 4 ]

Description Prompt Table

BO ID Fartner RO_FK_FBOID_WW @ [[=] [
Sold To Business Object ID  ||RO_PK_BO_WW OJ ﬂ
Customer Group RO_PK_CUSTGP_\VW OJ ﬂ
Item ID RO_PK_ITEM_\WW @ (=
Partner Level RO_PK_PLVEL_VW OJ ﬂ
Partner Program ID RO_PK_PPGM_WW OJ ﬂ 2

Price Key Fields page (1 of 2)
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Selact Record
REB_PRC_DERIM
REB_PRC_DERIV
REB_PRC_DERI
RB_PRC_DERIVI
RB_PRC_DERIV

RB_PRC_DERIV

VED

ED

VED

ED

ED

ED

Field Name
BO_ID_PARTNER
BO_ID_S0OLD
CUSTOMER_GROUP
INV_ITEM_ID
PARTMNER_LEVEL

FARTNER_PGM_ID

B 3 D]

Description

BO ID Partner

Sold To Business Object ID
Customer Group

Item ID

Partner Level

Partner Program ID

Price Key Fields page (2 of 2)

Price-by Key Fields

This section lists the price-by fields that can be selected for use in the specified OC transaction.

Build Price-by Key
Fields

Click to add fields to the Price-by Key Fields grid after selecting them from the

Select Price-by Key Fields grid.

Note. If aprice-by field is currently assigned to a price rule or an arbitration plan,
you cannot remove it from the list of values assigned to the pricing transaction.

Select Price-by Key Fields

This section lists price-by key fields that are currently selected for the transaction, as well as the ones that can
be added to the list. For example, if you add a new field to the All Price-by Key Fieldnames page, it is added

automatically to thislist.

Note. Y ou can define an unlimited number of pricing keys; however, system performance is affected as the
number of keysincreases.

Specifying Price List Fields for the Order Capture Transaction

Accessthe Price List Fields page (Set Up CRM, Product Related, Enterprise Pricer, Transaction Price-by

Keys, Price List Fields).
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Price Key Fields

Transaction Description

oC Order Capture

Price List Lookup | Lockup in pricrity crder w

*Key field code Priority
Sold Te Customer L4 50 [+]|[=]
Reqgion ID w 70 ﬂ j
Business Unit v 80 [+]|[=]
BO ID Partner v 10 (4] [=]
Partner Level v 20 (+] | [=]
Partner Type b 30 ﬂ j
Fartner Subtype bt 40 [+ [=]
Customer Group w 60 ﬂ ﬂ

Price List Fields page

PriceList Lookup

Key Field code

Priority

Select how you want the system to perform price list lookup. Values are:

Consider all prices: The system considers all matching price lists based on the
related business objects and price rules that you have attached to the pricelists. It
then selects the lowest price for the product.

Lookup in priority order: The system establishes the order for the price list
lookup based on the values in the Price-by Key Field Names by Priority section.
Use this method to establish a hierarchical method for selecting the list price for
the transaction.

Note. When using the hierarchical method, price rulestied to price lists are not
used, unless a priceis not found using the hierarchical method.

Select price-by keys to define the valid related business objects for apricelist.
These values are available to you as related business objects on the Related
Objects page of the Price List component.

Establish a hierarchical order to price list lookups by entering a numeric value.
Thisfield isavailable only if you select Lookup in priority order in the PriceList
Lookup field.

Setting Up Pricing Dates

Access the Pricing Dates page (Set Up CRM, Product Related, Enterprise Pricer, Pricing Dates, Pricing

Dates).

20
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Pricing Dates

Transaction Description

ocC Order Capture

*Date Hame *Date Type *Description Record Field Name

ARRIVEDATE Reguested Arrival Date % | |Reguested Arrival Date +]|[=]
FULFILLDATE Fulfillment Date v | [Fulfilment Date [+ [=]
ORDERDATE Order Date v| [order Date [+]|[=]
PRICEDATE Price Date v | [arb Plan Price Date [+] [=]
SYSTEMDATE System Date v| [system Date [+]|[=]

Pricing Dates page

Use this page to define valid dates that can be used by price rules to create date breaks in rule formulas.
Delivered pricing dates are available. Y ou can define multiple rule formulas using multiple date breaksin a
pricerule.

Date Name Enter adate variable name. The date name must;

« Start with an aphacharacter (for example, A-Z)
« Consist of only alphanumeric characters (for example, A-Z, 0-9)

Optionally, you can add "&" to the front of the date name.

Date Type Select the date type for the variable.
Effective Date: The date the transaction takes place.
Order Date: The date that the order header is created.

Fulfillment Date: The date when the order isfulfilled in the supply chain
management system.

Price Date: The date specified on the arbitration plan.

Requested Arrival Date: The date when the customer wants the order to be
arrived on site. This date type is not used in PeopleSoft Enterprise CRM.

Schedule Ship Date: The date the order line is scheduled to ship.
System Date: The current server date.

User Date: A user defined date. When used, provide arecord and field name
from where the date value is pulled. A customization of the system is needed to
gather and process values properly, if the record and field pair that is selected for
the user-defined date is not available in the component buffer.

Record Select the record from which you wish to pull the date value. Applies only when
the pricing variable selected is User Date.
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Field Name Select the field from which you want to pull the date value. Applies only when
the pricing variable selected is User Date.

Setting Up Pricing Variables

22

Access the Pricing Variables page (Set Up CRM, Product Related, Enterprise Pricer, Pricing Variables,

Pricing Variables).

Pricing Variables

EXT_RECUR_LIST Extended Recurring List F|w

EXT_RECUR_NET Extended Recurring Net F s
LIST_PRICE List Price b
MET_PRICE Met Price b4
ORDER_LIST Order Extended List Price v
ORDER_NET Order Extended Net Price »
RECUR_LIST Recurring List Price w
RECUR_NET Recurring Net Price w

Transaction Description
oC Order Capture
*WVariable Name *Pricing Variable Type *Description Record Field Name

Ewtended Recurring List Pri
Extended Recurring Net Pri
List Price

MNet Price

Order Extended List Price
Order Extended Met Price

Recurring List Price

EIEIEIEEEERE
I ooonono o

Recurring Net Price

Pricing Variables page

Use this page to specify valid variables that can be used in mathematical expressions for calculating pricing

adjustments. Delivered pricing variables are

available.

Variable Name Enter avariable name. The guidelines for naming pricing dates apply to pricing

variables as well.
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Pricing Variable Type  Select avariable type. All of the variable types, except for User Variable, are
Pricer variables whose values are known to Enterprise Pricer.

Extended Recurring List Price: Sum of the recurring list prices for the whole
order.

Extended Recurring Net Price: Sum of the calculated recurring net prices for the
whole order.

List Price: Thelist price of the transaction line.

Net Price: The current calculated net price (running net price).

Order Extended List Price: Sum of the extended list price for the whole order.

Order Extended Net Price: Sum of the extended net price for the whole order.

Recurring List Price: Therecurring list price of the transaction line.

Recurring Net Price: The calculated recurring net price of the transaction line.

Rollup Amount: The rolled-up amount of the transaction lines that match the
price rule. Thisvalue is used to select the price formula breaks.

Rollup Quantity: The rolled-up quantity of the transaction lines that match the
price rule. Thisvalue is used to select the price formula breaks.

Rollup Volume: The rolled-up volume of the transaction lines that match the
price rule. Thisvalue is used to select the price formula breaks.

Rollup Weight: The rolled-up weight of the transaction lines that match the price
rule. Thisvalueis used to select the price formula breaks.

User Variable: A user defined variable. When used, provide arecord and field
name from where the variable value is pulled.

Setting Up Price Rounding Rules

Access the Price Rounding Rule page (Set Up CRM, Product Related, Enterprise Pricer, Price Rounding
Rule, Price Rounding Rule).
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Price Rounding Rule
Transaction Description
ocC Order Capture
)]
*Rounding Rule 1D DECIMAL ﬂ j
Description Decimal
*Short Description DecDecimal
E1 8
Minimum Price #Maximum Price *Rounding Position Decimal Position
0.0000 9999999999.9999 Decimal Point “ 1 ﬂ j
Price Rounding Rule page
Use this page to specify the rule that is used for rounding during net price calculation.
A rounding rule cannot be deleted if it's currently used by an arbitration plan.
Rounding Rule D Enter the name of the rounding rule. This name appears as an available value of
the Rounding Rule ID field that appears in the Arbitration Plan page and
Formulas page.
Minimum Price and Enter the lowest and highest prices to establish different rounding levelsto which

Maximum Price the corresponding rounding position applies.
Levels should not overlap.

Rounding Position and  Select the rounding method. Values are:

Decimal Position Decimal Point; Rounds prices to a specific decimal point. When selected, specify

the number (from O to 4) of decimal pointsto usein the Decimal Position field
that appears.

By Currency: This defines the decimal precision for the currency code of the
transaction. This option is the default value.

Adding Price-by Key Fields

Y ou might need to add more price by keys than those delivered with the system data. The following steps
provide an example of how to add item weight using the All Price-by Key Fieldnames page. Y ou can follow
the same steps to add other fields.

Note. Adding price by key fields for records that are not already being used by Enterprise Pricer is considered
acustomization.

Follow these steps to add item weight as a pricing key to PeopleSoft Enterprise Pricer:
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1. AddthelINV_ITEM_UOM record and the SHIPPING_WEIGHT field on the All Price-by Key
Fieldnames page.

2. Assignthe new SHIPPING_WEIGHT field to the transaction code that you are using on the Price Key
Fields page.

Select the new SHIPPING_WEIGHT field from the list at the bottom of the page. Click the Build Price-
by Key fields button to associate the new field to the transaction code.

3. If the new field requires atable to prompt for valid values when the pricing key is used on the pricerule,
create aview and assign the prompt table to the pricing key on the Price Key Fields page.

Thisisthe same page you used in step 2.

If no prompt tableis assigned to a pricing key, you can enter any value on the price rule for that field.

Y ou may need to modify the PeopleCode to recognize the new pricing key. When anew pricing key is added
to the list of available keys and it is assigned to atransaction code, it may require a change to the PeopleCode
method used to pass avalue to that new pricing key. The following method in PeopleSoft Enterprise CRM
contains the logic used to pass avalue for each pricing key defined for the Order Capture transaction code. If
anew pricing key is added to the transaction code, you should review the following PeopleCode program to
make sure that the pricing key is used by the system:

» Application Package: RB_PRICER: PricingUtil: InputList
» Method: CreatePricingKeysLocal( )

This method is used to assign a value from PeopleSoft Enterprise Order Capture to each pricing key defined
for the Order Capture transaction code. If multiple pricing keys are defined for the same record, you modify
the PeopleCode only once. Subsequently, you can select any field from that record as a pricing key without
having to modify the code. Y ou can modify the code in CreatePricingKeysLocal( ) to handle all the fields
from a specific record without having to specify the field name.

In other cases, the value for afield will require more logic to determine what value to assign to the pricing
key. If you must add a new record for which all the fields can be used as pricing keys to the PeopleCode, you
use the same logic and add a new condition to the Evaluate logic. For example, if you need to add multiple
fields from record INV_ITEM_UOM to thelist of pricing keys, you can add the following condition:

When Record. | NV_I TEM UOM
& ecltemlJom = createrecord( RECORD. | NV_I TEM UOM ;
&recltemJom SETI D. val ue = %super. Product Seti d;

& ecltemJom INV_I TEM I D. val ue = %rhis. Getlnvltem d(& ecLi ne. PRODUCT >
I D. Val ue) ;

&recl temJom UNI T_OF MEASURE. val ue = &recLi ne. UNI T_OF_MEASURE. val ue; =
& ecltemJom Sel ect ByKey() ;

&strValue = &recltenJom GetField(@"FIELD." | &strFieldnane)). Val ue;
Br eak;

Y ou can add the PeopleCode once and then use any field from record INV_ITEM_UOM as a pricing key.

Example

The following example shows the code that you need when more logic is needed in order to determine the
value for a specific pricing key. When the pricing key isINV_ITEM_UOM.SHIPPING_WEIGHT, you can
run the GetWeight( ) method to calculate the weight for the item:
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When Record. | NV_I TEM UOM
Eval uate &strFi el dnanme
When Fi el d. SH PPI NG WEI GHT

&strVal ue = % his. Get Wi ght (& ecLi ne. PRODUCT I D. val ue, &recLine.UNT =
OF_MEASURE. val ue) ;
Br eak;

Thisisthe existing and new code for the customization:

rem Method: Creat ePri ci ngkeysLocal
rem
rem Description: Pass the pricing key information to the engine.
rem ::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::;
net hod CreatePrici ngKeysLocal
/ + &obj Li ne as EOEP_PRI CER: Dat aSt ruct ure: Li ne, +/
[+ &reclLine as Record +/
Local integer & Count, & Count?2;
Local Record &recAppkeyFl d, &recDestination;
Local string &strFieldnane, &strVal ue, &strVoid;
Local nunber &nunBO, &nunthi pToBoi d, &nunProfil eSeq;
Local bool ean &bRet Val ;
Local RO _CAPTURE: Busi nessLogi c: Records: Desti nati on &obj Desti nati on;
Local array of string &arrReturn;

For & Count = 1 To &c_rsPrici ngKeys. Acti veRowCount
& ecAppkeyFl d = (&c_rsPrici ngKeys) (& Count). PW PRCKEY_VW
&strFi el dnane = &recAppkeyFl d. FI ELDNAME. Val ue;

&strVvalue = "";

When Recor d. RO HEADER
T I R i ;
rem Copy key val ue from header ;
= L e T T ;
&strVal ue = Y%super. HeaderRec. GetFiel d(@"FI ELD. " | &strFiel dnane)). Val ue;
Br eak;

When Record. | NV_I TEM UOM
= I e e ;
rem Copy key value fromlnventory Item UOM ;
= I e i ;

& ecltemJom = createrecord( RECORD. | NV_I TEM UOM ;
& ecltemlJom SETI D. val ue = %super. Product Seti d;

& ecltemJom INV_I TEM I D. val ue = %rhis. Getlnvltem d(& ecLi ne. PRODUCT >
| D. Val ue) ;

& ecl temJom UNI T_OF MEASURE. val ue = &recLine. UNI T_OF_MEASURE. val ue; =

& ecl temJom Sel ect ByKey();
&strValue = &recltenJom GetField(@"FIELD." | &strFieldnane)). Val ue;
Br eak;

End- Eval uat e;

If &strValue <> "" Then

% hi s. AddPri ci ngKey( &obj Li ne, &recAppkeyFl d. ECEP_KEY_FLD CD. Val ue, &str=
Val ue) ;
End- | f;
End- For ;
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Thisisthe new code for the customization to retrieve values from the table and pass them to the pricing

engine:

When Record. | NV_I TEM UOM
=T I e T T ;
rem Copy key value fromlnventory |tem UOM ;
=T I e i ;

& ecltemlJom = createrecord( RECORD. | NV_I TEM_UOM) ;

&recltemlJom SETI D. val ue = %Super. Product Seti d;

&recltemJom I NV_I TEM I D. val ue = %rhis. Getlnvltem d( & ecLi ne. PRODUCT_>
| D. Val ue) ;

& ecltemJom UNI T_OF MEASURE. val ue = &recLi ne. UNIT_OF MEASURE. val ue; >

&recltemlJom Sel ect ByKey();
&strValue = &recltenJom GetField(@"FIELD." | &strFieldnane)). Val ue;
Br eak;

End- Eval uat e;
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Creating Price Lists

This section provides an overview of price lists and discusses how to set up pricelists.

Understanding Price Lists

Price lists are groups of date-controlled product prices that are defined by currency code and transaction.
They are associated with business objects (by price-by key field and value pairs) and can be linked to existing
price rules. These product prices are intended to replace the product list price defined in the Product Price
component when they are associated with a transaction viathe related business objects or price rules.

Price list-related business objects are a subset of the existing transaction price-by fields. They are used to
define objects (which can be associated with a price list) to look up alist price. A pricelist can have more
than one related business object, such as customer, customer group, product ID, and business unit.

The system uses the appropriate pricing transaction to determine the available price list related business
objects. The system attempts to match a particul ar transaction to one or more price lists based on the
transaction values and the price list related business objects. For example, if you are taking an order for
customer ABC and customer ABC is defined as arelated business object for a specific pricelist, that price list
applies to this order. Furthermore, if any product on the order appears on this price list, the price from the
pricelist is used as the base price for al further pricing calculations, instead of the product'slist price. If more
than one applicablelist is found, the price list lookup defined for that transaction determines which priceis
used:

e Look upin priority order.

The system performs a search to match the related business objects in the defined priority order and then
selectsthefirst list price that it finds.

» Consider al prices.

The system performs a search to match the related business objects and their price lists and then selects
the lowest price.

Note. Enterprise Pricer supports the definition of zero-valued (0.00) list pricesin the Price List component.

After locating the base price for the product, the system performs a separate search of the price rulesto find
the appropriate adjustments to that price. If you haven't set up pricelists or if the system failsto find the
product on an active relevant list, the system uses the list price defined for the product in the Product Price
component as the default base price for any further price adjustments.

PeopleSoft Enterprise CRM provides an advanced search capability for looking up existing price lists by
price rule conditions in the related business objects.
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See Chapter 3, "Creating Price Lists," Searching for Price Lists, page 36.

Quantity Breaks within Price List

Price lists support multiple list price entries for different quantity breaks. When the Use Quantity in Price List
option is enabled for the Order Capture transaction, Enterprise Pricer looks for the list price that is associated
with the matching quantity break as it processes order pricing. To find out which quantity break to useto
obtain the list price, the sum of the product by UOM for the whole order is used.

Here is an example of a price list with multiple quantity breaks:

Product ID List Price Quantity Break
10050 USD 4.00 1-50

USD 3.00 51-100

usDh 2.00 101 or more

Quantity breaks are defined by specifying low and high quantities on the Price List page.

If a customer purchases 120 units of product ID 10050 on an order, the customer will receive the units at the
2.00 per unit price.

In addition to supporting multiple list price entries for different quantity breaks using the Price List
component, you can also specify different list prices for a product based on time periods, asillustrated by this
table:

Product ID List Price Time Break

10050 uUSD 4.00 01/01/2008 - 03/31/2008
usD 3.00 04/01/2008 - 06/31/2008
usD 2.00 07/01/2008 - 09/31/2008

Last but not least, you can set up one-time and recurring list prices for a product, for example:

Product ID List Price Pricing Nature

10050 USD 50.00 N/A

(one-time charge)

USD 10.00 Monthly

(recurring charge)

Y ou can also set up product recurring prices with different frequencies (daily, weekly, monthly and so on)
using the Product Price component.
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By default, apricelist entry for a product is for one-time charge and the list price isintended to apply to al
quantities (with one quantity break) at al times (with one time break). Y ou can update existing or create new
entriesto include additional list prices for various time frames, quantity breaks, and charge types as needed.

Setting Up Price Lists

To set up pricelists, use the Price List (EOEP_PRICE_LIST) component.
This section lists common elements and discusses how to:

» Establish pricelists.

» Define related business objects.

« Searchfor pricelists.

Common Elements Used in This Section

Status Vaues are:

Active: Product prices on this list automatically supersede the product list pricein
transactions involving any related business objects.

Inactive: Thislist isignored when calculating product prices.

Product Useto search for a product ID, enter anew product ID, and view the product IDs
inapricelist.
Unit of Measure Each list price is defined by the unit of measure. The unit of measure must be

valid for that product, as defined in the product master.

Pages Used to Set Up Price Lists

Page Name Definition Name Navigation Usage
Price List EOEP_PRICE_LIST Pricing Configuration, Price | Define apricelist. You can
List, Price List set up pricelistsin multiple

currencies and create start
and end dates for each
product's price.

Product Notes EOEP_PRC_LIST_NOTE Click the Recurring Note Create and view product
button on the Price List notes associated with a
page. recurring price. These notes

are used for information
only and are separate from
the standard product notes
in the product definition
component.
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Page Name Definition Name Navigation Usage
Related Objects EOEP_PRCLST_ATTCH Pricing Configuration, Price [ Associate aprice list with
List, Related Objects related business objects,

such as a customer,
customer group, or region.
Also associate price rules
directly toapricelist.

Search page EOEP_SEARCH_PAGE Click the Find Externa Search for existing values
Resource button on the for the field names on the
Related Objects page. Related Objects page.

Price List Advanced Search | EOEP_PLST_SRCH_PG Pricing Configuration, Price | Search for existing price
List Advanced Search, Price| lists using related object
List Advanced Search conditions.

Establishing Price Lists

32

Access the Price List page (Pricing Configuration, Price List, Price List).

Related Objects

Price List ID Currency Code SetID
RETAIL usD SHARE
*Description |REtai| *Status
PO ——
Product ID | begins with | [10000 @,
Description Iu::m'ltains—vl |
Search Clear
Mew Product ID| OQ :.Add Product:

Pricing Information

Pricing Information Additional Information [F=¥

Product

First 4] 1-4of 4 |+ ] Last

Low

e *JOM  Start Date End Date Quantity High Quantity  *Status List Price Frequency

10000 [Boi®, |[0t/oi/190a0[H ([os/12/2052[H [ o.0000/ ([o99sgossos) |[Actives| [ so.0000 v [+ [=]
10000 [cs@, |[o1/o1/1900[H ([os/12/2052[H [ o0.0000/ ([o99sggssss |[active| [ so.0oo00 v & =
10000 [Ea|@, |[01/01/1900H ([os/12/2052[5 [ o.0000) [9s99ssgesg) |Activelsw| | so.0000 v (| [=]
10000 [Ea|@, |[o1/01/1s0a0[H |([os/12/2052[H [ o0.0000 [9999993999] |[Activels| [ 15.0000] ([ Annuall | [=]

Price List page
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Currency Code

Search

Product ID and
Description

Search

Add Product

New Product | D

Add Product

Pricing Information

Creating Price Lists

Displays the selected currency when you create this pricelist. Thisvaueis used
to establish the same price list with the same price list ID in multiple currencies.
The pricelist is considered if the transaction is entered in the same currency as
that of the pricelist.

Note. For Order Capture transactions, if apriceisnot availablein aprice list
using the transaction currency but a price list is available for the base currency,
the system accesses the price from the price list in the base currency and converts
it to the transaction currency. The currency is converted as long as conversion
rates are defined between the transaction and base currencies. Y ou must also
define rate types for the customer and business unit for the currency conversion.

See PeopleSoft Enterprise CRM 9.1 Application Fundamental s PeopleBook,
"Setting Up Currencies," Calculating Currency Exchange.

Enter aproduct ID or product description to search for any of its price list
availablein the system.

Click to select the price list detail based on the search criteria and to view
additional price list information. The price list detail appears on the Pricing
Information tab. Click the Clear Search button to remove the search criteria.

Search for a product to add to the price list.

Click the button after you enter the product ID to add the product to the price list.

Access the Pricing Information: Pricing Information section.

Error

UOM (unit of measure)

If an error existsin the price list definition, ared square box appearsin this
column. Thisfield isvisible only if an error exists. For example, if you entered
aninvalid value, the line is marked as an error. Correct the error as necessary.

Useto define alist price for aparticular UOM for that product.

Start Date and End Date Specify the effective period (enter start and end dates) of the list price entry.
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L ow Quantity and High
Quantity

List Price

Frequency

Chapter 3

Specify the product quantity break (enter low and high quantities) to which the
corresponding list price applied.

Note. In order to use thelist price in the price list, the quantity of the products on
the order must fall within the quantity break for the specified UOM. Also, if the
Use Quantity in Price List option is not enabled on the Price Transaction Code
page, the quantity break isignored.

Enter the product list price that applies to the corresponding quantity level during
the specified effective period.

Specify alist price with a non-negative value, including zero (0.00).
Select how often does the recurring charge occur, if the corresponding price list
lineisfor recurring pricing.

If selected, the amount in the List Price field represents a recurring charge. If this
option is blank, the list price represents a one-time charge.

Valid vaues are Annually, Daily, Monthly, Quarterly, and Weekly.

Access the Pricing Information: Additional Information section.

Recurring Note

Protected

Click to enter and view notes relating to recurring charges for the product. These
notes are informational only and are separate from the standard product notes
defined in the product definition component.

Note. This button appearsif arecurring frequency is selected in thelist price
entry.

Select to not stop the system from applying any pricing adjustment to the list
price. The price-protected flag on the transaction is activated.

Note. If aproduct with the same priceis on two different pricelistsand oneis
price protected, the price protected oneis used in the transaction.

Defining Related Business Objects

Access the Related Objects page (Pricing Configuration, Price List, Related Objects).

34
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Price List Related Objects

+ Related Business Objects

~+ Related Objects

Price List ID Currency Code SetID
RETAIL UsD SHARE
Description Retail Status Active

Eind | View All  First 4] 1ofl i Last

Transaction Order Capture I£|I:-|

¥
* First 4] 1ofl |+ ] Last

+ Related Price Rule

Rule

Field Name Identifier Match these Valuas
Bob Johnson
w . +||[=
Sold To Customer | [BrROKER,CONSUMER & Sally Smith

ury
S First K 1ofl n Last

Description

[DMoooo1

@, pMoooot [+ [=]

Related Objects page

Related Business Objects

Transaction

Field Name

I dentifier

Related Price Rule

Rule

Displays the transaction to which the price list applies. This value determines the
list of available values to select in the Related Objects group box. PeopleSoft
Enterprise CRM supports the Order Capture transaction only.

Select avalue to tie a business abject to the price list. Available valuesin this
field are specified on the Price List Fields page for the Order Capture
transaction.

Enter values for the business object, or click the Find External Resource button to
search for values.

If the field name and identifier criteria match those on a particular transaction,
this pricelist is considered for that transaction.

Select apricerule to associate the price list to the price rule.

Note. When you directly associate a price rule with the price list, the price rule
conditions define the part of the transaction that must match in order for this
price list to be considered at pricing time. Price rules are used to define more
complicated conditions. Business objects are used to define simpler, less complex
conditions.
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Searching for Price Lists

Access the Price List Advanced Search page (Pricing Configuration, Price List Advanced Search, Price List
Advanced Search).

Price List Advanced Search

*getIp | begins with | |cRMO1
Price List Ip | 229ins with v |
Currency Code begins with [v| |

£ LR

Description | PEgins with » |

Rule Conditions omize | Eind | view ol | B | B8 mor B gof1 O aa
Field Name *Condition Identifier
v |= o | @, =]
Search Clear

First n 1ofl u Last

Price List ID Currency Code Description

RETAIL UspD Retail

Price List Advanced Search page

In addition to the search fields that are available on the search page of the Price List component, the Price List
Advanced Search page provides the ability to find price lists by related object conditions. Y ou can enter
price-by key field and value pairs as criteria of a price list search.
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This chapter provides an overview of price rules and discusses how to set up price rules.

Understanding Price Rules

This section discusses:

» Pricerules.

» Pricerule conditions.
» Priceruleformulas.

» Pricerule setup examples.

Price Rules

A price rule defines the conditions of the transaction that must be met before the adjustments are applied to
the base price and the recurring price. The price rule is made up of one or more price conditions and one or
more price formulas. A price condition defines the set of circumstances that make a price rule applicable to a
transaction. A price formula defines the actions that occur when the pricing conditions are met.

PeopleSoft Enterprise CRM provides an advanced search capability for looking up existing price rules by rule
conditions.

Price Rule Conditions

Enterprise Pricer supports the definition of price rule conditionsin two modes: basic and advanced. Basic
mode enables you to create price rules using the And operator. Advanced mode enables you to create more
complex conditions. Y ou can use the Or operator, in addition to the And operator. Advanced mode enables
you to enter the valid values directly for the price by fields without having to go through the search or prompt
page for the field.

Adding Price Rule Conditions in Basic Mode

To add a price rule condition in basic mode:
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Add anew price rule for the selected setlD. On the Conditions page that appears, select basic mode by
clicking the Change to Basic mode link.

The transaction for which thisruleis created is Order Capture. This transaction determines the valid
price-by field names available for the conditions.

Enter along and a short and description for the price rule.
Add arule condition by first selecting a price-by key field in the Rule Conditions group box.

Choose the transaction field that you want to price by. For example, if you want this rule to apply to every
order in a particular business unit, select Business Unit.

Click the Search Push Button to select values for the corresponding field.

When you click the Search Push Button, the system transfers you to a page from which you can search for
and select valid values for the field name that you select. For example, if you selected Business Unit as a
price-by key field, then you would get alist of business units to choose from. Values that were previously
selected for the condition automatically appear as selected. Y ou can restrict the search further by entering
additional search datain the fields provided at the top of the page and clicking the Search button. Select
one or more values that you want to apply to the rule condition and click OK.

The condition appears in the Rule Definition section. The system displays the rule definition based on the
last condition that you built. If you are updating an existing condition, you may need to click the Build
Rule Definition button to have the system rebuild the entire price rule condition.

Enter al the conditions needed for the rule.

Update the status of the rule to an appropriate value. Typically, set it to Ready to Test to be tested later. A
price rule supports these values:

Pending: Priceruleisincomplete.

Deployed: Price ruleis currently in use for pricing in the pricing system.

Ready to Test: Priceruleis complete but can be used by the simulator only, not for pricing calculations.
Inactive: Priceruleisno longer active. Use to inactivate arule that was previously in use.

Save the change.

Adding Price Rule Conditions in Advanced Mode

To add a price rule condition in advanced mode:

1

2.
3.

Add anew price rule for the selected setID. The Conditions page appears in the advanced mode by
default.

The transaction for which thisruleis created is Order Capture. This transaction determines the valid
price-by field names available for the conditions.

Enter along and a short and description for the price rule.
Add arule condition by first selecting a price-by key field in the Rule Conditions group box.

Y ou may enter multiple fields by inserting a new row for each new field name.
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Enter the field name values directly in the Identifier field, or click the Search Push Button to find desired
values.

Enter multiple values by separating the values with commas. Alternatively, you can click the Search Push
Button. The system transfers you to a page from which you can search and select valid values for the field
name that you selected for the condition. Values that were already selected for the condition automatically
appear as selected. Y ou can further restrict the search by entering additional search datain the fields
provided on top of the page and clicking the Search button. Select the fields that you want to apply to the
rule condition and click OK.

The field name and value conditions defined in the Rule Conditions section appear in the Combined
Conditions section. Theindividual rowsin the Combined Conditions section serve as afoundation for you
to create more complex conditions.

To create a combined condition with two individual conditions, select the conditions in the Combined
Conditions section and a desired operator (And or Or ) to combine them.

Click the Build Rule Definition button to create the advanced price rule.

The system automatically inserts the new condition in the Combined Conditions section. The condition
also appears in the Rule Definition section.

Y ou can create more complex conditions by selecting new rows in the Combined Conditions section,
selecting an operator, and clicking the Build Rule Definition button until you have created the desired rule
definition.

Update the status of the rule to an appropriate value. Typically, set it to Ready to Test to be tested later. A
price rule supports these values:

Pending: Price ruleisincomplete.

Deployed: Priceruleis currently in use for pricing in the pricing system.

Ready to Test: Price rule is complete but can be used by the simulator only, not for pricing calculations.
Inactive: Priceruleisno longer active. Use to inactivate arule that was previously in use.

Save the change.

Price Rule Formulas

Enterpriser Pricer provides arobust architecture that supports the setup of various types of price rulesto suit
your needs. Y ou can create price rules that are as ssimple or as complex as needed. As delivered, the Order
Capture transaction supports the definition of these types of price rules:

Discount or surcharge.

Thistype of price rule applies a discount or surcharge (either an actual amount or at a percentage) to the
product list price or recurring pricein an order line. For the total order discount or surcharge action type,
the adjustment applies to the entire order.

Free period promotion.

Thistype of price rule offers no recurring charge to products and services for a specified number of times.
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» Giveaway or product add.

Thistype of price rule gives away additional products for free or at adiscounted price if the customer
purchases a particular product (also known as Buy-One-Get-One or BOGO). For discounted giveaways,
the list price or recurring price can be used to calculate the actual discounts.

For an overview of discounted giveaway rules, refer to the Discounted Giveaways and "Buy One, Get One
Free" Rules section in the Understanding Enterprise Pricer chapter of the PeopleSoft Enterprise Pricer
9.1 PeopleBook (FSCM).

*  Minimum or maximum target discount.

Thistype of price rule evaluates the sum of discounts that were given to the fina product price or
recurring price by other applicable price rules; if the discount amount exceeds the range that is set by the
minimum and maximum amounts of this rule, an additional adjustment is applied so that the final
discount amount falls within the alowable discount range.

«  Minimum or maximum target price.

Thistype of price rule evaluates the final product price or recurring price after all the pricing adjustments
were made; if the price exceeds the range that is set by the minimum and maximum prices of thisrule, an
additional adjustment is applied so that the final net or recurring price falls within the allowabl e price
range.

«  Minimum or maximum target surcharge.

Thistype of price rule evaluates the sum of surcharges that were given to the final product price or
recurring price by other applicable price rules; if the surcharge amount exceeds the range that is set by the
minimum and maximum amounts of this rule, an additional adjustment is applied so that the final
surcharge amount falls within the allowable surcharge range.

» Pricelist only condition.

Thistype of price rule matches its rule condition with related objects of price lists and uses the list price
of the product from the matching price list.

« Priceoverride.

Thistype of price rule replaces the existing list price or recurring price with a new one as defined in the
price rule. The definition of this new price can be a simple number value, or a derived value of an
expression or an external application class.

* Rollup only rule. Thistype of priceruleisused to roll up quantities. Referenced in other pricerulesas a
rollup option, arollup ruleis used to match the formula break for adjustment consideration. Because a
rollup rule is intended to group products for formula consideration, rollup is always by transaction.

One-Time Only Price Rules

Enterprise Pricer supports the creation of price rulesthat are identified as one-time only, per price rule or per
customer. When the one-time only price rule is determined to apply to the order, it can apply to multiple order
linesin the same order. An example of aone-time price rule per customer can be "Gives a 10 percent off an
order to customer 1005 if the order is made in the month of February and the order total is USD 1000 or
more." Thisrule will be applied to the first matching transaction made by customer 1005 and becomes
inactive afterwards.
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Note. In addition to orders, one-time only price rules are also applicable to quotes. However, when a quote,
using a one-time only pricerule for pricing, is expired, that rule becomes available again for the next eligible
order or quote.

Mutually Exclusive Price Rules

Normally you enable the mutually exclusive option on pricerulesif they are truly very good deals that you
don't want other discounts to be applied in conjunction with them. A mutually exclusive arbitration type
enables you to create or modify arbitration plans to sort mutually exclusive rules appropriately. An example
of amutually exclusive price rule can be "Gives a 50 percent off the order to customer 1005 if the order total
is greater than USD 1000 and the quantity purchased for product 10050 exceeds 200. Not combined with
other discounts." Y ou can limit the occurrence of a mutually exclusive price rule to once smply by enabling
the one-time only option.

If one of the matching price rules returned for an order capture transaction is mutually exclusive, the mutually
exclusive pricerule is used and other price rules are ignored. If more than one mutually exclusive priceruleis
matched, only the first (use the arbitration plan to specify the order) mutually exclusive priceruleis applied
and others are ignored.

Price Rules with Mathematical Expressions

Enterprise Pricer enables you to create mathematical expressionsin the price rule that are used to calculate
the net price for a given product. Suppose you want to give a5 percent discount plus a discount of USD 5.00
to all orders of product 10050 that are made in the month of February, you can create a price override rule and
represent the total discount for each product unit using this expression:

LIST_PRICE* 0.95-5

Enterprise Pricer delivers pricing variables that can be used in defining expressions. If you wish to introduce
user-defined variables, customization of the system is needed to accept and process values properly, if the
record and field pair that is selected for the user-defined variable is not available in the component buffer.

Price Rules with External Classes

In addition to mathematical expressions, you can create custom processes to perform multiple calculations to
determine the net price to use, and returns the result to Enterprise Pricer. Thisis accomplished by creating an
application class that conforms to the application programming interface (API) specified and identifying the
name of the application class in the price formula. During pricing process, when Enterprise Pricer processes
such aformula, instead of performing the calculation, it instantiates the application class to perform the
calculation. The application class returns the net price to Enterprise Pricer.

To get an idea on how to build an API-compliant application class that performs pricing calculations, review
the class called EOEP_API: Sample: TestNetPriceCalculator that is provided in the system. This sample class,
when called, gives a 1 percent discount to the first matching product, a 2 percent discount to the second
matching product, and so on.

Price Rules with Compound Date and Formula Breaks

When you define a price rule, you need to specify a date range and a formula range that transactions must
match (in addition to the conditions specified on the Conditions page) for the price formulato apply. The
Price Rule component supports the reference of multiple date ranges and formula ranges (by product price or
guantity) in a price formula. For example, you can define a price formula that includes these date and formula
ranges:
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» Daterange#1: 12/31/2010 > order date > 01/01/2000
« Formularange #1: 99999 > Price > 1
« Formularange #2: 5000 > Quantity > 1

And the price formulawill be applicable to transactions that match all of the associated date and formula
ranges.

See Chapter 4, "Creating Price Rules," Establishing Price Rule Formulas, page 50.

Price Rule Action Types and Supported Adjustments

Price action types support a range of methods used for calculating pricing adjustments. Based on the selected
action type and adjustment method, the system updates the display and label of numeric and textual fields so
that adjustment information can be entered appropriately. This screenshot shows how the Price Formulas
section looks like for the Discount/Surcharge price rule action type:

~
= IR . 3]
i Break Description
?Da:e Range IFEI';mUIa Range |0y Currency Discount / Surcharge By Amount / Percentage
L 1 EA @, @, || Percentage w -10.0000 [+]|[=]

Price Formulas section of the Formulas page

This table lists the adjustment methods that each price rule action type supports, the fields that appear based
on selected adjustment method, and the labels of the fields that are updated based on the selected rule action
type and adjustment method:

Note. For discount or surcharge action types, use a negative number to indicate discount amounts or
percentages, for example, -10 for adiscount of 10 percent or dollar amount. A positive number represents
surcharges by percentage or amount.
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Price Rule Label of the Adjustment Numeric Field Label Text Field Label
Action Type Field and Supported
Method
Discount/Surchar | Label: Discount / Label: Amount / Percentage | Label: Class/ Expression
ge Surcharge By This field appears if the This field appears if the selected
Supported adjustment selected adjustment includes | adjustment includes calculation by
methods: calculation by amount or an expression or external application
percentage. class.
e Amount ) o )
Example of avalid amount: - | In addition, the Small or Large field
e« Amount and 10 (adiscount of theamount | is shown for these adjustment types:
mathematical of 10 off thelist price) _
expression ) e Amount and mathematical
Example of avalid expression
. Expression percentage: 15 (a surcharge
Pres of 15 percent to thelist price) . Percentage and expron
* Bxtend dlass Example of avalid external class:
«  Percentage and RB_PRICER: AdjustmentCal culator
expression Example of avalid expression:
LISTPRICE * 0.95
e Percentage
Free Period Label: Free Period By Label: Quantity N/A
Promotion The only supported value
is Quantity.
Giveaway / Label: Product Add By Label: Quantity / BOGO Label: Expression
Product Add Factor
< BOGO
¢ BOGO and price
¢ Quantity and price
¢ Quantity expression
e Quantity
Min/Max Target | Label: Target Discount By | Label: Min Amount / N/A
Discount Supported adjustment Fgrec;ine;a}[ge :nd Max Amount
methods: 9
e Amount
e Percentage
Min/Max Target | Label: Target Price By Label: Minimum Price and N/A
Price The only supported value Maximum Price
isPrice.
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Price Rule
Action Type

Label of the Adjustment
Field and Supported
Method

Numeric Field Label

Text Field Label

Min/Max Target
Surcharge

Label: Target Surcharge
By

Supported adjustment
methods:

¢ Amount

e Percentage

Label: Min Amount /
Percentage and Max Amount
/ Percentage

N/A

Price List Only
Condition

N/A

N/A

N/A

Price Override

Label: Price Override By

Supported adjustment
methods:

¢ Expression
¢ External class
e Price and expression

¢ Price

Label: Price

Label: Class/ Expression

In addition, the Small or Largefield
is shown for the price and
expression adjustment.

Rollup Only Rule

N/A

N/A

N/A

Total Order
Discount/Surchar

ge

Label: Discount /
Surcharge By

Supported adjustment
methods:

¢ Amount

¢ Amount and
expression

¢ Expression
e External class

¢ Percentage and
expression

e Percentage

Label: Amount / Percentage

Label: Class/ Expression

In addition, the Small or Largefield
is shown for these adjustment types:

*  Amount and expression

*  Percentage and expression

Price Rule Setup Examples

Here are severa high-level pricing scenarios that Enterprise Pricer supports.

44
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Note. For detailed examples on how to set up price rules to address these pricing requirements, refer to the
Pricing Formula Scenarios section in the Creating Price Rules chapter of the PeopleSoft Enterprise Pricer 9.1
PeopleBook (FSCM).

Applying Discounts or Surcharges

Pricing scenario: Offers different discount values to orders based on product quantity for customer 1005.
Specifically:

+ EUR 10.00 dollars for 1-10 units of product 10050 purchased.
» EUR 20.00 dollars for 11-20 units of product 10050 purchased.
» 3% discount for more than 20 units of product 10050 purchased.

Applying Product Adds or Discounted Giveaways

Pricing scenario A: Gives away one product 10049 at no charge for each order with 20-49 units of product
10050 purchased by customer 1005. The promation is valid through the end of the year.

Pricing scenario B: Gives away one product 10049 at no charge and offers three other units of product 10049
at half price for each order that is made in the month of January by customer 1005.

Applying BOGO (Buy One Get One) Promotions

Pricing scenario: Gives away one product 10049 for free for each purchase of three units of product 10050 by
customer 1005 in the month of January.

Applying Adjustment Caps on Product Unit Prices

Pricing scenario: Puts a cap on adjustments made to the unit price of product 10050, so that the final unit
price falls within the USD 122.50-144.50 range.

Applying Discounts Based on Date Ranges

Pricing scenario: Gives a5 percent discount off the order total for customer 1005 for each purchase of USD
1000.00 worth of product 10050 with an order date and schedule ship date in the month of February.
Applying Discounts Based on Product Price and Quantity Ranges

Pricing scenario: Gives a 10 percent discount off the order total for customer 1005 for each purchase with a
total amount of USD 50,000 or more AND atotal ordered quantity of 500 or more.

Applying Rollup Rule to Price Rules

Pricing scenario: Uses arollup rule to determine the product quantity of the order that will be used to match
against the quantity breaksin an applicable price rule.
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For instance, a price rule called tubs contains several quantity breaks and each break is associated with a
discount rate, the more the quantity ordered the better the rate. Suppose that this price rule references arollup
rule, which calculates arollup quantity by summing up quantities of products that belong to the Bathroom
product group in an order transaction (rule condition of this rollup rule is Product Group = Bathroom). If the
tub price rule matches an order that has three order lines, each line with a product belonging to the Bathroom
product group (for example, tub, faucet, and sink), then the total quantity of these three lines becomes the
rollup quantity, which will be used to determine the level of discount that the tub order line gets. Now,
suppose that only two of these three order lines are for products that belong to the Bathroom product group,
then the total quantity of these two lines becomes the rollup quantity, which may end up falling into lower
guantity break with aless attractive discount rate.

Applying Special Pricing to Certain Quantity of Products Purchased

Pricing scenario: Offers special pricing to any product of product group 1234 at USD $25 a unit for a
maximum of 10000 units. Once the maximum is reached, the regular product price is used.

For more information, refer to the Creating Price Rules chapter of the PeopleSoft Enterprise Pricer 9.1
PeopleBook (FSCM).

Setting Up Price Rules

To set up pricerules, use the Price Rule (EOEP_RULE) component.

This section discusses how to:

Establish price rule conditions.

» Establish pricerule formulas.

« Validate mathematical expressions.
» Review pricerule usage.

» Searchfor pricerules.

Pages Used to Set Up Price Rules

Page Name Definition Name Navigation Usage
Conditions EOEP_CONDITION Pricing Configuration, Price | Select the price by fields,
Rule, Conditions values for the price by

fields, and the operator
(which determines how the

price by fields are related to
the transaction).
Formulas EOEP_FORMULA Pricing Configuration, Price | Define the actions that take
Rule, Formulas place when the price rule

conditions are met.
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Page Name

Definition Name

Navigation

Usage

Expression Validator

EOEP_MATH_EXPR_VAL

Click the Calculator button
next to the Class/Expression
field on the Formulas page.
The Class/Expression field
appears if the selected
discount/surcharge method
iseither Pct & Expr or Anmt
& Expr.

Enter and validate
mathematical expressions
created for the formula.

Price Rule Usage RO_RULEUSAGE Click the Price Rule Usage | Review price rule usage
button on the Formulas information.
page.
Price Rule Advanced EOEP_RULE_SRCH_PG Pricing Configuration, Price | Search for existing price
Search Rule Advanced Search, rules using rule conditions.
Price Rule Advanced
Search

Establishing Price Rule Conditions

Access the Conditions page (Pricing Configuration, Price Rule, Conditions).

Faormulas

Transaction

Order Capture

Mode: Advanced

Save Price Rule As...

*Short Description

Description

Price Rule

ADZ20000101

Change to Basic mode

Price Rule Usage

A020000101
A020000101

Drescription

AD20000101

S5etID

SHARE

#Ctatus | Inactive w

Conditions page (1 of 2)
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Field Name
Offer ID

Product ID

And/Or bt

Maountain Biking Shorts
Supplex Shorts, Men's
AND

B o ]
Identifier Match these Values
% | ||OFFO000104 Q STANDARD 10% DISCOUNT ON MEN'S ﬂ j
v | [10005,10006 Q Mountain Biking Shorts ﬂ j

Supplex Shorts, Men's

Build Rule Definition

The transaction contains the following:
FRODUCT_ID is equal to any in the list

FA_OFFER_ID is equal to any in the list
STANDARD 10% DISCOUNT ON MEN'S SHORTS

Conditions page (2 of 2)

Mode

Save Price Rule As

Price Rule Usage

48

Use to determine the data entry method:

Basic: Enables you to search for values for the field names that you selected. The
Match These Values column is populated with the description of the values that
you selected after you made a selection. Rule conditions are automatically joined
with the And conditional operator.

Advanced: Basic mode plus additional data entry features. Enables you to
manually enter values for the identifiers or search for identifiers. If adding them
manually, separate the values by commas without a space between values. The
Match These Values column is populated with the description of the identifiers
that you enter.

The Combined Conditions grid is available and automatically populated with the
basic field name and value rule conditions. The Combined Conditions grid
enables you to create rule conditions that you can combine into more complex
conditions. Y ou can use logical And or Or operators.

Advanced mode is the default.
Click to clone anew price rule from the current one.

Click to access the Price Rule Usage page to review the usage log of the price
rule. Information available on this page includes the numbers of customers and
ordersto which the rule has already applied, total price adjustments that have
been made, and so on.

See Chapter 4, "Creating Price Rules," Reviewing Price Rule Usage, page 61.
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Rule Attributes

Transaction

Status

Description

Short Description

Rule Conditions

Error

Field Name

I dentifier

Creating Price Rules

Select avalue from the avail able options to create a new price rule. Select avalue
to populate the list of values for the field names.

Thisfield isvisible only in add mode. Once the rule is created for atransaction,
you cannot change the transaction.

Note. In PeopleSoft Enterprise CRM installations, thisfield is read-only and the
default is Order Capture.

Vaues are:

Deployed: Activates the price rule so that it is used to determine price
adjustments. Y ou must enter data on the Formulas page before you can save the
pricerulein this status. Y ou can also use the simulator to test price scenariosin
this status.

Inactive: The priceruleis no longer active. Use to cancel arule that was
previously in use.

Pending: This status appears by default. Y ou can save the price rule in this status
without adding data on the Formulas page. Use this status when you want to save
the price rule but you don't want the system to process any edits on the rule. You

cannot use arulein this status in the simulator.

Ready to Test: Use this statusto test the rule with the ssimulator. The ruleis
available to the pricing system.

Enter adescriptive text for the pricerule.

Use for the short description of arule. Thefirst 20 characters of the description
appear by default. Thisfield is used as the label on pages and inquiries.

If an error existsin the price rule definition, ared square box appearsin this
column. Correct the error. Thisfield appears only if an error exists.

Select the price by field to use with the rule condition. The valid list of price by
fields is established on the Transaction Price By Keys page by the Peopl eSoft
Enterprise Pricer system administrator. The list of fields available when you
create the price rule is determined by the transaction.

Enter values for the corresponding price by field. Thisvaueis available only if
you are using the advanced maode.
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@ Click to access the Search page (EOEP_SEARCH_PAGE) to find valid values
(search push button) for the selected price by field in the price rule condition.

Note. If you selected values previously, those values remain selected until you
clear them. Y ou can restrict the search further by entering the appropriate ID and
description values at the top of the search page.

Combined Conditions

In the advanced mode, the field names and values that were entered for the rule conditions are included in the
Combined Conditions grid when you click the Build Rule Definition button and select an operator. The items
in the Combined Conditions grid are a foundation used to build more complex conditions. Select two or more
rows to build the complex condition. Every new complex condition that you create is added to the Combined

Conditions grid. Y ou can continue to use the new conditions to create more complex conditions for the rule

definition.

And/Or After selecting two or more combined conditions, select either operator to
combine the conditions. This option is available if you are using the Advanced
mode.

Note. In basic mode, the system automatically uses only the And operator.

Build Rule Definition After selecting the conditions to use and the conditional operator, click this
button to build the rule definition. The new condition is added to the Combined
Conditions grid, and the definition appears in the Rule Definition section.

Rule Definition

Displays the final definition in both advanced and basic modes. When using the basic mode, the system
displays the rule definition automatically. Click Save to save the price rule.

Establishing Price Rule Formulas
Access the Formulas page (Pricing Configuration, Price Rule, Formulas).

See Chapter 2, "Implementing PeopleSoft Enterprise Pricer,”" Setting Up Price Transaction Code Options,
page 9.
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’ Conditions \'Wﬂ

Transaction Price Rule Description SetlID
COrder Capture AD20000101 AD20000101 SHARE
Mode: Advanced Change to Basic mode

| Save Price Rule As... | | Price Rule Usage |

w* Rule Attributes

Price Action Type| Discount/Surcharge .Vl [JApply to Recurring Price
Cascading{Summed| Cascading .Vl [¥] Stop Processing Here
One-Time Dnly| Mo .Vl (I Mutually Exclusive
Rollup By | Transacticn ,Vl L Rollup By UOM
Rounding Rule ID @, For

Formulas page (1 of 2)

+ Date Ranges

D #Pricing Date #Start Date #*End Date

1 [ Order Date ~| |[osro1/2001 B [12/31/2005 ] (=]

+ Formula Ranges

I  *Price Type Minimum Amount Maximum Amount

1| Quantity nl 1.0000/ || 9995.0000 [=]

~ Price Formulas Customize | Find | B | B Fio £
" Formula Definition 18 Break Description =T

;);sbe Range Igmula Range ,ou Currency Discount / Surcharge By Amount / Percentage

1 1 EA % | % |P3rcentage |V| | -10.0000 El

* Price List Customize | Find | View All | B | i First F 1ofl I

Price List ID Currency Code  Description

| @ | Q, (=]

Formulas page (2 of 2)

The price action type that is sel ected determines the additional datathat is required on the price formula. The
date ranges and formula ranges are required for each formula. Y ou must create at least one date range and
formularange. Date range |Ds and formularange | Ds on each formula must point to avalid date and formula
range.
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To apply the formulato atransaction, the transaction must match all the date ranges identified by date range
IDs and all of the formularanges identified by formularange IDs. For example, daterange ID 1 that is
specified in the Price Formulas section indicates that the formula must match the date range conditions for ID
1 that is specified in the Date Ranges section. The same istrue for formularanges: to apply the formula, the
transaction must match all of the formula ranges identified by formularange 1Ds. For example, formularange
ID 1that is specified in the Price Formulas section indicates that the formula must match formularange
conditions for ID 1 that is specified in the Formula Ranges section. Click the Price Formulas: Break
Description section to see atext description of the rule formula

See Chapter 4, "Creating Price Rules," Price Rule Setup Examples, page 44.
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Rule Attributes

Price Action Type

Creating Price Rules

Select the action that the price rule performs when the rule is applied to a
transaction.

Enterprise Pricer delivers alist of price action types and you specify the ones that
are supported by atransaction on the Price Transaction Code page of that
transaction. The completelist of action types includes:

Discount/Surcharge: Apply discounts or surcharges to order lines. It is selected
by default.

Free Period Promation: Define periods and frequency for which arecurring
charge is not applied. The Apply to Recurring Price field is by default selected
and unavailable for edit when this price action type is selected.

Giveaway/Product Add: Apply free or discount products that can be based on the
line or order.

Min/Max Target Discount (minimum/maximum target discount): Compare the
discount adjustment and apply atarget discount.

Min/Max Target Price (minimum/maximum target price): Compare the price
adjustment and apply atarget price.

Min/Max Target Surcharge (minimum/maximum target surcharge): Compare the
surcharge adjustment and apply atarget surcharge.

Note. Use the target price action typesto limit the total adjustments made to the
transaction by the pricing engine. For example, if you define a maximum target
discount for a product as 25 percent, the system applies discounts to the list price
up to 25 percent. If you define a minimum surcharge for a product as 5.00 USD,
the system always applies aminimum 5.00 USD surcharge. If you define a
minimum target price for a product as 50.00 USD, the system applies
adjustments to the base price, but does not discount the price below 50.00 USD.

Price List Only Condition: Use the product list price from the pricelist that is
returned as aresult of matching the price rule condition with related objects of
pricelists.

Price Override: Apply anew price to replace the existing price.

Note. If the price rule is defined only for product 1D, we recommend that you use
the Price List feature to define the base price for the product.

Rollup Only Rule: Indicate that the ruleis used for rolling up quantities.
Total Order Discount/Surcharge: Apply discounts or surcharges to orders.

See Chapter 2, "Implementing PeopleSoft Enterprise Pricer," Setting Up Price
Transaction Code Options, page 9.
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Apply to Recurring
Price

Cascading/Summed

Stop Processing Here

One-Time Only

Chapter 4

Select to indicate that the price rule applies to recurring price calculation.

Thisfield isonly available for edit if the corresponding pricing action typeis
enabled for recurring pricing on the Price Transaction Code page.

See Chapter 2, "Implementing PeopleSoft Enterprise Pricer," Setting Up Price
Transaction Code Options, page 9.

Determines how the system applies the adjustment for the Discount/Surcharge
price action type.

Cascading: Applies the adjustment as the discounts are found. A second discount
isapplied to the previously discounted price, athird discount is applied to a price
that was previously discounted twice, and so on. For example, if the system
encounters two discounts, 10 percent and 20 percent off the list price of 100.00
USD, the system applies the discountsin thisway: 10 percent off of 100.00 USD
and 20 percent off of 90.00 USD. Thus, the unit price for the order schedule line
is72.00 USD.

Summed: When the system finds multiple discounts, it adds them together and
applies the discounts once. For the summed example, the system would combine
the 10 percent and 20 percent discounts for 30 percent off of 100.00 USD. The
resulting unit price for the order schedule lineis 70.00 USD.

Select to prevent the system from applying further price adjustments when the
system finds a match with a price rule. This occurs for total order or line
adjustments. The system stops applying price adjustments after encountering the
first price rule match that has this option selected.

Note. This option applies only for price adjustments. It does not apply for price
lists that are associated with price rules. The stop processing option is handled
separately for total order and line adjustments.

Select to limit the applicability of the rule to only once.

Vaues are:

No: Theruleisnot aone-timerule.

Per Customer: The rule can only be applied once for each customer.
Per Rule: Therule can only be applied once in the system.

One-time rules are typically used for price discounts that are so good they are not
alowed on multiple orders. The are effective for encouraging large first orders
instead of many smaller orders.
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Mutually Exclusive Click to make the price rule the only one that applies to an entire order, if the
price ruleis found to match the order during arbitration. No other discounts or
surcharges apply to the order even if other eligible price rules are available.

Mutually exclusive rules are typically used for discounts that are so good no
other discounts are alowed in conjunction with the discount provided by this
rule. An example of amutually exclusive priceruleis" Spend USD 10,000 or
more, and get 25 percent off the order. No other discounts allowed." If more than
one mutually exclusive price rule is matched, only the first (use the arbitration
plan to specify the order) mutually exclusive price rule is applied. All other price
rules are ignored, including the normal price rule that is sorted before the applied
mutually exclusive rule.

Rollup By Specify the manner in which rollup (totals to select price formulas) is calculated.
Vaues are:

Line: Rollup value isthe order line quantity.

Rollup Rule: Rollup quantity is calculated using the rollup only price rule that is
specified inthe ID field.

Transaction: Rollup is calculated by adding al lines (which match the same price
rule) within the Order Capture transaction.

Rollup is not available to these price action types. Free Period Promotion,Price
List Only Condition, and Rollup Only Rule. For Total Order Discount/Surcharge
pricerules, the Rollup By field is not editable, and the rollup method is aways
by transaction.

ID Enter the rule whose rollup is used to select the matching price formulafor the
current pricerule.

Rollup By UOM (rollup Select to set the rollup to be based on the unit of measure of the transaction.

by unit of messure) This field appearsif the rollup method is by transaction.

Rounding Rule 1D Identify a specific rounding rule to use when determining values such as net price
and adjustments.

For Select which calculations should have a rounding rule applied to them before
arriving at afinal value. Values are:
Adjustment: Round each adjustment.
Both: Round both adjustments and the net price.
Net Price: Round only the net price.
None: Do not round adjustments or the net price.

Date Ranges

Use this section to define various date breaks to be referenced in price formulas.
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Pricing Date
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Select the date of the transaction used for defining the date break.

Available values are established on the Pricing Dates page. For the Order
Capture transaction, delivered values are:

Arb Plan Price Date
Fulfillment Date

Order Date

Requested Arrival Date
System Date

In order to apply a price rule to an order transaction, the actual value of the
selected pricing date for that transaction must fall within the date break that is
specified in the price rule formula.

Start Date and End Date Enter the start and end date to form a date break.

Formula Ranges

Use this section to define various formula breaks to be referenced in price formulas.

Price Type

Minimum Amount and
Maximum Amount

Select the type of transaction value used for defining the formula break.
Available values for the Order Capture transaction are:

Extended Price: Indicates the formula range defined pertains to the order value of
the item purchased in the minimum and maximum purchase ranges identified.

Quantity: Indicates the formularange pertains to the number of units of the item
purchased in the minimum and maximum purchase ranges identified.

In order to apply a price rule to an order transaction, the actual transaction value
(price or ordered quantity) must fall within the formula break that is specified in
the price rule formula.

Enter the lower and higher limits of the range, quantity or purchase total, for the
corresponding price type to form aformula break (formularange).

Price Formulas - Formula Definition

Use this section to define price formulas. A price formula comprises at least a date range and aformularange
that further specifies when and which transactions that the price rule deems applicable. It aso includes the
price action details that the system needs to process the price adjustment when this ruleis applied.

Fields in this section vary depending on the price action type and price type selected.

Date Range I Ds

Enter the ID of the date range that transactions must match for the formulato
apply. If you want to include multiple date ranges to aformula, separate the IDs
by commas (for example, 1,2,3). If multiple IDs are specified, transactions must
meet all the date range conditions in order for the price rule formulato apply.
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Formula Range I Ds

UOM (unit of measure)

Frequency and
Recurrence

Currency

Discount/Sur char ge By

Amount/Per centage

Class/Expression

Creating Price Rules

Enter the ID of the formula range that transactions must match for the formulato
apply. If you want to include multiple formula ranges to aformula, separate the
IDs by commas (for example, 1,2,3). When multiple IDs are specified,
transactions must meet all the formularange conditions in order for the price rule
formulato apply.

Enter the unit of measure that transactions must match for the formulato apply.
If not provided, all unit of measures are considered.

Specify how often and the number of times that price adjustments by this
recurring price rule need to occur. If recurrence is not specified, price
adjustments on the recurring charge are offered as long as the customer of the
order has the service. Frequency isrequired for recurring price rules.

These fields appear if the priceruleis set to apply to recurring price calculations.

Specify the currency in which the price formulais measured. If not provided,
apply to all currencies.

Select how the discount or surcharge adjustment is performed. This field appears
if the selected price action type is Discount/Surcharge or Total Order
Discount/Surcharge.

Values are:
Amount: Indicates that the adjustment is by amount.

Amt & Expr (amount and expression): Indicates that the adjustment isa
calculated value derived by the amount or an expression.

Expression: Indicates that the adjustment is derived from a specific expression.

Ext Class (external class): Indicates that the adjustment is derived from an
external class.

Pct & Expr (percentage and expression): Indicates that the discount isa
calculated value derived by a percent or an expression.

Percentage: Indicates that the adjustment is by percent.

Important! To indicate a discount, enter a negative value for the amount or
percentage. A positive value indicates surcharge.

Enter the adjustment amount (or percent) if the discount (or surcharge) by value
is either Amount or Amt & Expr.

Important! Enter negative numbers for discounts and positive numbers for
surcharges.

Enter the external class (or mathematical expression) to usein the price formula.
Thisfield appearsif the discount (or surcharge) by valueis Amt & Expr,
Expression,Ext Class, and Pct & Expr.
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Specify which net price (smaller or larger) to use as the final net price.

If the selected price action type is either a discount or surcharge
(discount/surcharge by value: Amt & Expr or Pct & Expr) , or aprice override
(price override by value: Prc & Expr), Enterprise Pricer performs two
calculations and chooses either the larger or the smaller net price based on the
selected value of thisfield.

For example, the product'slist priceis 100 USD. The formulais specified as
discount by amount and expression and the smaller net priceis used. The
discount amount is -10 and the expression is LIST_PRICE * 0.95. Discount by —
10 resultsin anet price of 90. The expression is evaluated as 100 * 0.95=95.
Because 90 is smaller than 95, adiscount of —10 is applied for a net price of 90.

Thisfield appearsif the selected discount (or surcharge) by value is either Amt &
Expr or Pct & Expr, or if the selected price override by valueis Prc & Expr.

Select Quantity as the criterion that is used to apply free promotions to orders
with recurring charges. This field appearsif the selected price action typeis Free
Period Promotion.

When you define a free period promotion price rule, specify the free period by
value as well as the number of times that the recurring charge should be waived
in the Quantity field. For example, if the specified quantity is 3, and the free
period promotion price ruleis applied to an order with a cell phone for 30 USD
per month, then the first three months are free.

If you want the free period promotion price rule to be applicable only to
transactions with certain UOM or frequency (or both), specify the valuesin the
corresponding fields; transactions must match these values for the formulato

apply.
Select how the giveaway or product add is performed.

Values are:

BOGO (buy one get one): Enterprise Pricer computes the quantity of the
promoted item given away by summing the quantities from the order that match
the price rule and dividing them by the BOGO factor, and taking the whole
number.

BOGO & Prc: Discounted giveaway, for example, buy one product and get
another product at half price. Specify the BOGO factor used to calculate the
quantity of the selected product to be given away at a price that is computed
using a mathematical expression.

Qty & Prc: Specify the product add quantity to be given away at apricethat is
computed using a mathematical expression.

Qty Expr: Specify the mathematical expression used to calculate the product add
quantity to be given away.

Quantity: Specify the product add quantity to be given away.
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Quantity/BOGO Factor Enter the quantity to be used in the product add formula, or the factor that is used
to calculate the product add quantity in the BOGO-specific product add formula.

Thisfield appearsif the selected product add by value is any but Qty Expr

Thisisthe formula used to compute the final product add quantity for BOGO-
specific product add formula:

Total Quantity of Lines Matching the Price Rule/BOGO Factor

The resulting number derived from the calculation is truncated so that only the
whole number is used. For example, with aBOGO factor of three, when the
customer buys two they get zero free. When they buy three, four, or five items,
they get one free. When they buy six, seven, or eight items, they get two free
items, and so on.

Target Discount By or  Select how target discount (or target surcharge) is calculated, by amount or by
Target Surcharge By percent.

The Target Discount By field appearsif the price action type is Min/Max Target
Discount; the Target Surcharge By field appears if Min/Max Target Surchargeis
the selected action.

Target Price By Select Price, indicating that the target price is matched by item unit price
Thisfield appearsif the price action type is Min/Max Target Price.

Min Amount/Per centage Enter the lower and upper amounts or percentages for the corresponding target
(minimum discount/surcharge by value.

amount/percentage) and Thisfield appearsif the selected price action typesis Min/Max Target Discount

M ax ;

Amount/Per centage or Min/Max Target Surcharge.

(maximum

amount/percentage)

Minimum Price and Enter both of these values if the selected price action type is Min/Max Target

Maximum Price Price.

Price Override By Select how price override is performed. Values are:
Expression: Indicates that the price is derived from a specific expression.
Ext Class.Indicates that the price is derived from an external class.
Prc & Expr: Indicates two prices, one on the Price field that appears and the
other derived from an expression. The value of the Small or Large field
determines which of the two prices to select as the final net price.
Price: Indicatesitem priceis defined by the pricein the Pricefield.

Price Enter the new price, if the price override by valueis Price.

Thisfield appearsif the price override by valueis Prc & Expr or Price.

Price Formula - Formula Detail

Select the Formula Detail tab.
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Note. This section appears if the selected price rule action type is Giveaway/Product Add.

Product ID

UOM Promo (unit of
measure promotion)

Product Add Type

Select the ID of the product to be given away for free or at a discounted price for
the corresponding price formula.

At the time when an order is being evaluated for pricing, if a product
add/giveaway price ruleisfound to be applicable to an order, the specified
giveaway product will be added automatically to the Line Summary grid of the
Order - Entry Form page, as well as on the Line Details page.

Select the UOM for the product that is given away or added to the order.

Appliesto only giveaways. Specify whether the giveaway is applied to each line
of the transaction (sales order) or applied only once to the header of the
transaction.

Per Line: The system appliesthis giveaway to every line.
Per Order: The system appliesthis giveaway only once to the entire sales order.

Price Formula - Break Description

Select this section to see atext description of the rule formula.

Price List

If apricelist is specified in this section, the pricing engine uses list prices of products that are availablein the
price list as the base price for calculating net or recurring prices.

Access the Expression Validator page (click the Calculator button next to the Class/Expression field on the
Formulas page. The Class/Expression field appears if the selected discount/surcharge method is either Pct &

Expr or Amt & Expr).
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Expression Validator

Price Rule:

LIST_PRICE * 1.5 Ed|

alidate Expression

Variable Name Description Test Value
LIST_PRICE 50.0000
EXT_RECUR_LIST

EXT_RECUR_MNET

MET_PRICE
RECUR_LIST
RECUR_MET
Evaluate with Test Values Result of 75.0000
Evaluation:
oK Cancel

Expression Validator page
Enter the mathematical expression in thetext field and click the Validate Expression button to verify it.

Valid Variables

This section lists the available variables that can be applied in the expression.

Test Value Enter avalue for avariable to be used to test the expression.
Evaluate with Test Click to calculate the result of the expression using the test value.
Values

Reviewing Price Rule Usage

Access the Price Rule Usage page (click the Price Rule Usage button on the Formulas page).
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Price Rule Usage

Transaction CC SetlD SHARE Price Rule DMC0003
Rule Usage Summary Detail Search
Customer Count 1 Business Unitl Q} | Search
Order Count 1 Capture ID| Q:. . Clear
Total Adjustment uso Sold To Customer| Q;

Rule Usage Details = | M 0y or O
Customer 3::2"255 Capture ID Il';lunriber Product ID :fgzstmnt :ﬂi;:f.:mnt
1|Adventure 54 Us0o01 CRQO0307095 1 10000
Price Rule Usage page
Rule Usage Summary
Customer Count Displays the number of customersto whom this price rule has applied.

If the price rule has applied to the only one customer multiple times, the
customer count is 1.

Order Count Displays the number of orders to which this price rule has applied.

Total Adjustment Displays the total adjustment value that has been made thus far by this rule.

Detail Search

Use this section to perform specific search on price rule usage by business unit, order ID, sold to customer, or
any of the combination.

Rule Usage Details

This section displays the summary of al pricing adjustments that were made by this price rule.

Searching for Price Rules

Access the Price Rule Advanced Search page (Pricing Configuration, Price Rule Advanced Search, Price
Rule Advanced Search).
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Price Rule Advanced Search

+getrp |Degins with ¥ | |SHARE Q
Price Rule | DEQINs with (»

|
Recurring Price|= v| | v|
Description |
Price Action Type | begins with V| | V|
Adjustment Method | = V| | V|
Price Rule Status | = b | | - |
Stop Processing Here | = V| | V|

Rule Conditions

Customize

Field Name ;:E";fg . Identifier
[ offer 1D v| [= | [oFFoooo106 @, [=]
| Search || Clear |

Search Results

Price Rule Description

A020000103 A020000103

Price Rule Advanced Search page

In addition to the search fields that are available on the search page of the Price Rule component, the Price
Rule Advanced Search page provides the ability to find price rules by conditions. Y ou can enter price-by key
field and value pairs as criteria of a price rule search. Y ou can also look up price rules that are applicable to
recurring pricing.
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Chapter 5

Using the Arbitration Plan

This chapter provides an overview of arbitration plans and discusses how to set up an arbitration plan.

Understanding Arbitration Plans

The arbitration plan is the arbiter when multiple price rules match the transaction. It decides the order in
which the price rules are applied to the transaction base price. For price rules that match on the same criteria,
you can define the arbitration plan to break those ties and tell the system which rule to apply first. Y ou can
also use the arbitration plan to filter the price rules that can be applied to the transaction. The definition of the
arbitration plan nodes and the placement of the decision nodes determine the filtering power of the arbitration
plan. To verify that the arbitration plan is performing as you expect, use the pricing simulator to test the
arbitration plan and price rules.

Placement of certain price action types in the arbitration tree will not affect the order in which the adjustment
is applied to the transaction, but it may affect the Stop Processing Here option defined on the pricerule.
These price action types are:

e Summed.
Adjustments are always summed and applied after al other adjustments are made.
» Tota Order Discounts/Total Order Surcharge.

Adjustments are aways summed and applied to the total order value after all other line level adjustments
are made.

Arbitration Plan Use for Non-recurring and Recurring Price Rules

The same arbitration plan is used to support the arbitration of both non-recurring and recurring price rules for
PeopleSoft Enterprise CRM. It means that there can be multiple price rules matching the conditions of an
order capture transaction, and these price rules can be blend of non-recurring and recurring ones.

The arbitration plan does not differentiate non-recurring price rules from recurring ones in times of
arbitration. In the case where two price rules (for example, one for non-recurring charges and one for
recurring charges) that serve the same purpose (for example, a discount to product XY Z) are returned for an
order capture transaction, one or both price rules may apply depending upon the options specified in the
decision selected for the associated node. Suppose that the default arbitration plan for the Order Capture
transaction has a node called Discounts for arbitrating discount price rules and its last subnode is a decision
arbitration type with the value Highest Discount First. Assume that an order with the purchase of product
10000 is matched by these two price rules:

1. Pricerulefor non-recurring price to offer discount of 5 percent for product 10000.
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2. Pricerulefor recurring price to offer discount of 10 percent for product 10000.

Based on the arbitration decision type (Highest Discount First), rule #2 with 10 percent discount will be
applied first. The pricing engine applies rule #1 subsequently if the decision arbitration typeis set up to apply
more than one price rule adjustment. Now, if either price rule is set to be mutually exclusive, the pricing
engine applies the mutually exclusive rule to the corresponding order price and ignores that other one.

See Also

Chapter 6, "Working with the Pricing Simulator," page 77

Arbitration Plan Examples

The arbitration plan component provides a robust architecture that supports the setup of arbitration plans with
awide range of complexity. A company with only discount-specific price rules may simply need a plan that
makes a decision to apply a price rule with the highest discount; for a company that has a short list of price
rules with different actions, a multi-node arbitration plan addressing all the involved price rule actions would
be necessary. Here are several sample arbitration plans that address simple and some of the more complex
scenarios.

Arbitration Plan 1: Apply Discounts Only

Thisis an example of abasic arbitration plan, which uses essentially one node to determine how all price
rules with conditions that match the transaction are sorted. In this example, the arbitration plan usesthe
Highest Discount First decision to rank all matching price rules for atransaction. The value in the Apply
Only field suggests that only the first price rule with the highest discount value would be applied, and there
will be no more pricing adjustments afterwards.

This arbitration plan is applicable to situations where you are certain that price rules are defined for only
discounts (no price overrides or giveaways).

[= Highest Discount First Arbitration Type | Decisicn w
Decision | Highest Discount First W

Apply Only 0

Stop Processing | V&5 £

Update Tree

Example of Arbitration Plan page using the Highest Discount First decision
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Arbitration Plan 2: Apply Surcharge Rules Before Discount Rules

This sample arbitration plan applies to situations that involve price rules of these two action types, surcharge
and discount.

In this example, the system selects all price rules with conditions that match the transaction and sorts them
first by surcharges and then by discounts. If there are multiple surcharges, the first two rules with the lowest
surcharge values are applied. After al the surcharges are applied, the first two discount rule with the are
highest discount values are applied. Pricing adjustments stop after all discounts are applied.

el BoY Ol G2 e

[= Surcharge Arbitration Typel Decision v|
[= Lowest Surcharge First -
[= Discount Decision | Lowest Surcharge First v|
= [Mew Mode
Apply Dnlvl 0

v

Stop Processing | Mo

[ Update Tree

Example of Arbitration Plan page using surcharge and discount decisions (1 of 2)

mElh h  RBoY Odw |22

[= surcharge Arbitration Typel Decision vl
= Lowest Surcharge First . - .
[= Discount Decision | Highest Discount First v|
[~ Highest Discount First
Apply Dnh_.rl 0
v

Stop Processing | No

: Update Tree

Example of Arbitration Plan page using surcharge and discount decisions (2 of 2)

Y ou can use the arbitration plan as afilter to apply certain price rules to atransaction and not others.
Although some price rules might match the transaction according to the conditions of the price rule, you can
define the arbitration plan to bypass some price rules. This example isaso afilter because it applies only
surcharges and discounts to the transaction. If giveaway or price override price rules that match the
transaction are defined, they are not applied when using this arbitration plan.
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Arbitration Plan 3: Apply Price Override, Surcharge, Discount and Giveaway Rules

This example continues the previous example and shows an arbitration plan applying various (price override,
surcharge, discount and giveaway price rules):

[ Price Override Arbitration Type | Action Type had
Lowest Price Override First
[= surcharge
[=r Lowest Surcharge First
[= Discount Update Tree
[ Highest Discount First
[e= Giveaway / Product Add

Price Action Type | Giveaway / Product Add b

Example of Arbitration Plan page using price rules with various actions

In this example, the system selects all price rules with conditions that match the transaction and sorts them
first by price overrides, followed by surcharges, discounts and lastly giveaways/product adds. If there are
multiple price overrides, the first n number of price rules (specified in the Apply Only field) with the lowest
price override values are applied. After all the price overrides are applied, matching surcharge price rules are
applied, followed by eligible discount and giveaway rules.

Arbitration Plan 4: Apply Filters in Rules

Any arbitration plan that does not have adecision point at the top level of the treeisafilter. Wherever you
place the decision node in the tree is where you tell the pricing engine you don't care to further differentiate
the price rules, just apply whatever rules match the transaction at that point in the order of the decision.

For example, you want to define an arbitration plan that selects only discount price rules that match certain
fields on atransaction. In this case, you define the order in which those matching price rules are applied to the
transaction. In this example, let's say you want to match price rules defined only by sold-to customer, product,
and region ID. Once the system finds the matching price rules:

» First apply those rules that match all three criteria.
« Then apply the rules that match only the product.

« Lastly apply any discounts that are defined for our favorite customers.
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[= Pricing Key Arbitration Type | Pricing Key v
=¥ sold To Customer
E= % product ID
=% gegion 1D

Description |Sold-to, Product and Regicn

[= Erice Override Key field code
= Lowest Price Override First

(= Surcharge ) Sold To Customer ~ (+] [=]
[ Lowest Surcharge First

[= Discount Product ID hd ﬂ j
[ Highest Discount First

(= Giveaway / Product Add Region ID w =+ [=]

Update Tree

Example of Arbitration Plan page using a filter

This arbitration plan considers only discount price rules that are defined by sold-to customer, product, and
region; product; or sold-to customer only. It applies the formulas for those price rulesin that order. If thereis
atie within anode, that is, there are two price rules defined for the product ID, the system sorts those two
rules and applies the highest discount first.

In the event where two rules match the same node in the tree, the system finds the next node that is used for
each rule until adifferent nodeis used by each rule or a decision point is reached. When searching for the
node, if the rule does not match atop-level node, it skips any child node and eval uates the next node, which is
at the same level or alevel higher asthe node that is evaluated last. If the rule does not match any node in the
tree and there is no final decision point defined at the top level of the tree, the rule isignored. Every node that
isused to break atie endsin adecision.

Y ou can create price rules without an arbitration plan, but the system does not apply the price rules unless you
create an arbitration plan.

Note. The tree nodeis similar to a sequence used in previous releases. The node is represented as a sequence
in the tree.

Important! For more examples on supported basic and complex arbitration plan setup, please refer to the
Using the Arbitration Plan chapter (the Understanding Arbitration Plans section) of the PeopleSoft Enterprise
Pricer 9.1 PeopleBook (FSCM).

Rounding in Arbitration Plans

The arbitration plan, by default, rounds adjustments and prices to a decimal point of 4, or by currency.
However, you might want the arbitration plan to round the net price only or the net price and each adjustment
before the adjustment is applied, using specific rounding criteriathat you define. Enterprise Pricer enables
you to define rounding rules that are referenced on the arbitration plan. These rules define how Enterprise
Pricer rounds the net price and adjustments during the arbitration process.

Many companies use a break structure for rounding rules, which allows them to get significant additional
margin. For example:

« If the unit priceislessthan USD 0.10, round to three decimal points.

» If theunit priceislessthan USD 1.00, round to two decimal points.
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» If theunit priceislessthan USD 100, round to one decimal points.

 If the unit price is greater than USD 100, round to zero decimal points.

Chapter 5

Y ou can specify whether to round each adjustment before it is applied, or only round the net price after al the
adjustments are applied, or both, or none.

Note. The rounding rule and rounding flag on the price rule aways overrides the rounding rule and rounding
flag specified on the arbitration plan. For example, if the rounding value on the arbitration plan is set to use
rounding rule 3 which rounds everything to three decimal points, but the price rule rounding flag is set to
None, the price and adjustments are not rounded when the price ruleis used. The rounding rule and flag
defined on the arbitration plan are ignored and the rounding rule specified on the price rule is used. If the
arbitration plan and the price rule both do not specify arounding rule, then the application default rounding is

applied. In the case of PeopleSoft Enterprise CRM, default rounding is by currency.

The Rounding Rule and Rounding Flag fields appear on the Arbitration page only if they are defined.

Setting Up an Arbitration Plan

To set up an arbitration plan, use the Arbitration Plan (EOEP_ARB_PLAN) component.

This section discusses how to set up an arbitration plan.

Page Used to Set Up an Arbitration Plan

Page Name

Definition Name

Navigation

Usage

Arbitration Plan

EOEP_ARB_PLAN

Pricing Configuration,
Arbitration Plan, Arbitration
Plan

Define how price rules
apply to the base or list
price when pricing a
transaction.

Setting Up an Arbitration Plan

Access the Arbitration Plan page (Pricing Configuration, Arbitration Plan, Arbitration Plan).

70
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Arbitration Plan

Arbitration Plan Transaction Description SetID

PAOOO01001 oC Order Capture CRMO1

*Description [Default Flan CRMO1

Rounding Ru|e| Vl Rounding F|a|_:|| Vl

Price Date| hd | O pefault

ol BOoX Ol dilee

Arbitration Type | Action Type v |

[= Default Pricing Arbitration
Free Period Promotion
[ Bule Name in Ascending Order
[= Sold-te, Product and Reqion
= sold To Customer
=% product ID
=™ geqion ID
[= Price Override
[=r Lowest Price Override First
[= surcharge
Lowest Surcharge First
[= Discount
[= Highest Discount First
= Giveawav / Product Add

Price Action Type| Free Period Promotion v|

: Update Tree

Arbitration Plan page

Transaction Displays the transaction to be priced in this arbitration plan. In PeopleSoft
Enterprise CRM, the delivered transaction is Order Capture.

Arbitration plans are defined by pricing transaction. The system uses thisfield to
verify and limit the price by keys.

Rounding Rule Select arounding rule to be used in the arbitration plan. The CRM system
delivers the Standard rounding rule and values are to be rounded by currency.
Rounding Flag Select to which value the specified rounding rule applies.
Values are:

Adjustment: Apply rounding to adjustments only.

Both: Apply rounding to both net prices and each adjustment before the
adjustment is applied.

Net Price: To apply rounding to net prices only.
None: No rounding to be applied.
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72

Price Date Select the transaction date that you want the system to use when evaluating date
ranges on the price rules that are defined as Price Date. Thisisthe date that is
used for the start date of individual products that are on the price list.

Vaues of thisfield are established on the Pricing Dates page.
Delivered Values are
Fulfillment Date; The date that the order is fulfilled.

Order Date: The date that the order header is created. The system uses the
current date as the default date on a sales order header, but you can enter another
date.

Request Arrival Date: The date that the customers want the order to arrive at
their site.

System Date: The system date on the application server when the transaction is
processed.

Default Select to establish the default arbitration plan. The system uses the default
arbitration plan when a customer doesn't have another associated arbitration plan
or doesn't belong to a customer group that has an associated arbitration plan. You
must have one default arbitration plan for each transaction.

Note. Customers are associated with customer groupsin the Customer Group
Link page. Both customers and customer groups can be linked to arbitration
plans through price rules.

Arbitration Tree

Use the buttons in this section to edit and navigate the arbitration tree.

Note. Y ou can copy, cut, and paste between different arbitration plans or from an existing arbitration plan to a
new one using the buttons.

(expand all) Click this button to expand al foldersin the tree.
(collapse all) Click this button to collapse al foldersin the tree.
i3 (add sibling) Click this button to add a new node to the same level as the selected node.
§i (add child) Click this button to add a new node under the selected node.
Click this button to copy the selected node to the clipboard so you can paste them
(copy) somewhere el se.
(copy branch) Click this button to copy the selected node and any nodes under it.
(cut) Click this button to remove the selected branch from the tree. The nodes are

copied to the clipboard so that you can paste them elsewhere.
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@l (delete) Click this button to remove the branch from the tree. The nodes are not copied to
the clipboard.

o Click this button to paste the nodes from the clipboard. The nodes are inserted at
El (paste as sibling) the same level as the selected node.

- Click this button to paste the nodes from the clipboard. The nodes are inserted as
[17] (peste aschite achild of the selected node.
= (move up) Click this button to move the selected node up one level.
(move down) Click this button to move the selected node down one level.

Selection Detail

Arbitration Type Select from the following options to add nodes to the arbitration tree to instruct
the system how to apply the price rules. Values are:

« Action Type.

« Cascading/Summed.
» Decision.

« PriceRule.

» PriceRule Type.

e Price Type.
e Pricing Key.
e [Folder].

Use this option to rename nodes and subnodes in the tree. To do so, select a
node and select [Folder] as the arbitration type. Then enter the new name as
the description and update the tree. Y ou can group nodes of atree and name
them. The nameis used for information purposes only.
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Price Action Type

Cascading/Summed

Chapter 5

Select an action type if Action Type is selected as the arbitration type. Values are:

Discount.

Free Period Promotion.
Giveaway/Product Add.
Price Override.

The price overrideis applied at whatever point you define it in the arbitration
plan.

Surcharge.
Total Order Discount.
Total Order Surcharge.

Total order adjustments are always applied to the total net order value after
al other adjustments are applied. Setup of total order action typesin the
arbitration plan adds to the filtering function of the arbitration plan, and it
helps to define the sort order of the price rules when performing stop-search
processing.

Thisfield appearsif Cascading/Summed is selected as the arbitration type. Select
either Cascading or Summed, which are specified as valid adjustment methods on
the Price Transaction Code page.

Summed price rule adjustments are always totaled and applied to the net price
after cascading adjustments are applied. Using Cascading/Summed in the
arbitration tree helps to define the sort order of the price rules when processing
stop-search pricerules. It does not affect the way in which the summed price rule
formulas are applied to the transaction.
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Decision

Apply Only

Stop Processing

Description and Price
Rule

Rule Type

Price Type

Using the Arbitration Plan

Select adecision that is used to break atie in case the system encounters two
nodes that match the rule. Thisfield appears if Decision is selected as the
arbitration type. Values are:

e Highest Discount First.

» Highest Price First (highest net price first).
« Highest Price Override First.

« Highest Surcharge First.

« Lowest Discount First.

« Lowest Price First (lowest net pricefirst).
» Lowest Price Override First.

e Lowest Surcharge First.

« RuleNamein Ascending Order.

+ Rule Namein Descending Order.

Specify the number of adjustments allowed for the selected decision type. This
field appearsif Decision is selected as the arbitration type.

Select either Yes or No to indicate if the arbitration plan should stop applying
further price adjustments once current matching price rule(s) are applied. This
field appearsif Decision is selected as the arbitration type.

Enter a description and select aprice rule. These fields appear if Price Ruleis
selected as the arbitration type.

Select the type of price rule to arbitrate. Select:

e Mutually Exclusive: to build a node that addresses how Enterprise Pricer
should arbitrate mutually exclusive price rules.

* Regular: to build anode that addresses how Enterprise Pricer should arbitrate

regular pricerules.

Thisfield appearsif Price Rule Type is selected as the arbitration type.

Select either Extended Price or Quantity as the price type used for arbitration.
Thisfield appearsif Price Typeis selected as the arbitration type.

If you specify a price type node (for example, extended price) in the arbitration
plan, price rulesthat use extended price as the price type in their formularanges
will be considered for arbitration.
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Description and Pricing  Enter adescription and select pricing key fields for use in the arbitration plan.
Thelist of valuesis based on the pricing keys established for the transaction type.

Keys
Y ou can define anode similar to the price rule sequence used in previous
releases.
These fields appear if Pricing Key is selected as the arbitration type.
Update Tree Click this button to apply the selections to the arbitration tree.
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Working with the Pricing Simulator

This chapter provides an overview of the pricing ssmulator and discusses how to run the pricing simulator.

Understanding the Pricing Simulator

The pricing simulator enables you to test the pricing information that you set up. Use it to view the outcome
of pricing under different scenarios or useit to test specific pricing criteriawith a particular customer. Y ou
can adjust the price rules, pricelists, and arbitration plan until you receive the desired pricing adjustments.

Note. This pricing simulator framework is used for testing both non-recurring and recurring price rules.

Running the Pricing Simulator

This section discusses how to:
* Run the pricing simulator.
« Update line level pricing keysin the ssmulation.
» View order level adjustmentsin the simulation.

« View linelevel adjustmentsin the simulation.

Pages Used to Run the Pricing Simulator

Page Name Definition Name Navigation

Usage

Simulator EOEP_TEST Pricing Configuration,
Simulator, Simulator

Test the pricing information
setup with PeopleSoft
Enterprise Pricer and select
values for the transaction
price by keys used in the
pricing simulation.

Pricing Criteria EOEP_TEST_LN_KEY Click the Pricing Criteria
button on the Simulator
page.

Select and view theline
level pricing criteriaused in
the pricing simulation.
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Page Name

Definition Name

Navigation

Usage

Header Adjustments

EOEP_TEST_HD_ADJST

=3

Click the| 5= | button in
the Transaction Total
section of the Simulator

page.

View the details of the
adjustments that apply at
the order level. Thefields
on this page are the same as
those that you set up on the
Price Rule and Price
Arbitration page.

Line Adjustments

EOEP_TEST_LN_ADJST

=13

Click a| = | button in the
Line Information section of
the Simulator page.

View the details of the
adjustments that apply to
theline. The fields on this
page are the same as those
that you set up on the Price
Rule and Price Arbitration

page.

Running the Pricing Simulator

78

Access the Simulator page (Pricing Configuration, Simulator, Simulator).

Simulator

Transaction Description

Currency Code [USD
Base Currency [USD

Description

Key field code

Business Unit

O Order Capture

Price Test IDv

COM 1

Order Date [10/14/2002 [

Arbitration Plan |DEFAULT

Value

ComMol

OJ

=]

Simulator page (1 of 2)
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b @ E - La
i ) Additional Information Pricing Details
A A R e
1 TELz000/@, |[ERQ Q@ 1.0000 35.0000 35.0000 19.9900 Monthly B~ B [#]|[=]
2 [rELzoo0l@ |[EA@ @, [ 1.0000 75.0000 75.0000  0.0000 B S [+ [=]
3 TEL2000/@, |[EAQY @, 1.0000 -25.0000 0.0000 199.9900 Monthly B B [+]|[=]
4 TELz000/@, [EA@, @, 1.0000 15.0000 15.0000  3.0000 Monthly B B [+ [=]
Total Net Price 125.00 Number of Rules Used o of 153
Adjustment Amount 0.00 Number of Adjustments Applied 0
Transaction Total 125.00 Number of Product Adds Found 0
Calculate

Simulator page (2 of 2)

Note. Y ou update the pricing keys in the simulator in two places. Update the header level pricing keysin the
Header Information section of the simulator, or the line level pricing keys on the Pricing Criteria page (by
clicking the Pricing Criteria button).

Description Enter descriptive text for the smulation. Y ou can save asimulation for later use.

Header Information

Select information to simulate the transaction header and lines.

Currency Code Enter the currency code of the simulated transaction.

Base Currency Enter the base currency of the business unit for the simulated transaction.

Order Date Use to determine applicable price formulas. The current date appears by default.
Arbitration Plan Thelist of available options is based on the transaction that you selected. If you

don't select an arbitration plan, the default is used.

Pricing Keys

The datain this section represents the transaction header and line information.

Key field code Represents the transaction field used to match to the price rules. The available
values are based on the pricing keys established for the transaction.

Value Represents the transaction value of the key field code. The available values are
based on the selection in the Key field code field.
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Line Information
Select the Line Information tab.
b @ D - L
i ) Additional Information Pricing Details
- Pricing Unit List Net Unit Recurring Net Recurring Price
Line  Product ID 1L UoM Qty Cost Price Price Price Price FIELEET Protected
1 TEL2000/9, |[E4Q, 1.0000 35.0000 35.0000 19.9900 Monthly B B [+]|[=]
2 [rELzoo0/@ [EAQ 1.0000 75.0000 75.0000  0.0000 B S [+ [=]
3 TEL2000, [E2@, 1.0000 -25.0000 0.0000| 199.9900 Monthly B B [+]|[=]
4 TELz000/, |[EAQ, 1.0000 15.0000 15.0000/  3.0000 Monthly [ B [+ [=]

80

Line Information: Line Information section of the Simulator page

Select product, unit of measure, and quantity to simulate the transaction line detail.

List Price

Net Unit Priceand Net
Recurring Price

Recurring Price and
Frequency

Free Periods
Price Protected

Pricing Criteria

Line Adjustments

Displaysthe list or base price for the product.

Displays the one-time and recurring prices after the adjustments are applied.

Displaysthe list recurring price defined for the corresponding product. The origin
of these field valuesis as specified in the List Price Origin field in the Pricing
Details tab.

Indicates any applicable free period promotion.
Select if the product is price protected on the applied pricelist.

Click to access the Pricing Criteria page to edit or view the pricing keys for
additional line level transaction information (in addition to the pricing keys on
the Simulator page). The available values are based on the pricing keys
established for the transaction.

Click to access the Line Adjustments page to view the line level price
adjustments for the smulation. The button isvisible only if header or line
adjustments exist that match the criteria of the price simulation.

Select the Additional Information tab.
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+ Line Information

Line Pricing Option Sch Shp DE/Tm Requested Arrival Date

1 [Regular v/ |[11/08/2006 E) [og/09/2009 Bl [+ |[=]
2 [Regular | [11/08/2006 E) [o9/09/2009 B [+ | [=
3 [Regular | [11/08/2006 Y [o9/09/2009 1 (+]|[=]
4 [Regular | [11/08/2006 E) [o9/09/2009 B [+ | [=

Line Information: Additional Information section of the Simulator page

Default schedule ship and arrival dates for the order are available here and they can be updated as necessary.

Select the Pricing Details tab.

¥ Line Information

Line Information Additional Information
oo PSS pice  paceust DITOSSR PIOmUSt BN O e T e vloted

1 0.0000 0.0000 0.0000 =
2 0.0000 0.0000 0.0000 [+ [=]
3 0.0000 0.0000 0.0000 [+ (=]
4 0.0000 0.0000 0.0000 =

Line Information: Pricing Details section of the Simulator page

List Price Origin Displaysthe origin of thelist price. Vaues are:

PriceList: The priceisretrieved from aprice list. The pricelist ID appears next
to the Price List Origin field.

Price List (base): The priceisretrieved in the base currency from apricelist. The
price list ID appears next to the Price List Origin field.

Product Price: The priceisretrieved from the Product Price definition.

Product Price (base): Thelist priceisretrieved in the base currency from the
Product Price definition.

PriceList ID Displaysthe ID for the price list from which the list price was retrieved. It
appliesto the Price List (base) origin.

Pricing Base Price Displays the base price for the item in the pricing UOM.

Pricing List Price Displaysthelist price for the item in the pricing UOM.

Pricing Net Unit Price  Displaysthe net unit price for the item in the pricing UOM.

Pricing Recurring Price Displays the recurring price for the item in the pricing UOM.
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Payment Terms Displays the terms retrieved from the price rule that match the simulation.

Note. This option is used in PeopleSoft Enterprise SCM installations only.

Margin Violated This box is checked if the line violates any minimum or maximum margin rules.

Product Adds

This section, if applicable, displays any giveaway/product adds price rules that applied to any given order
linesin the smulation.

- i
Formula Break Description
#ine Price Rule ETEE] Product ID  UOM Quantity Price Formula List Price
ag Type
1 DMO0003 Per Line 10002 EA 2.0000

Product Adds section of the Simulator page

Transaction Total

View thetotal net price (one-time charge) for the simulated transaction including adjustments that apply to
the entire order (total order discounts and total order surcharges).

Statistics

This section displays statistical results of the simulation.

Calculate

Calculate Click to calculate or recalculate the price simulation and view the price
adjustments.

Updating Line Level Pricing Keys in the Simulation

Access the Pricing Criteria page (Click the Pricing Criteria button on the Simulator page).
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Pricing Criteria

Line Information

Product ID oM Oty List Price Unit Price RE'“:'g Frequency Protected
10000 EA 25.0000 20.0000 20.0000 0.0000

Pricing Keys

Key field code Valua
Product 1D | [10000 @, (=
User Dates Customize | Find | H | ui First
Pricing Date Name Description Date Value
@, 09/09/2009 |5} [=]
User Variables Customize | Find | H | ui First Kl 1of1
Pricing Variable Name  Description MNumearic Value
| @, [=]

Pricing Criteria page

Line Information

Represents the transaction line level information.

Pricing Keys

Key field code Displays values based on the pricing keys established for the transaction. Y ou
can select different value to create different pricing simulations.

Value Displays values based on the selection in the Key field code field. After updating
the field, click the Calculate button on the Simulator page to view the results.

User Dates

Displays the dates that are used in the simulation.

User Variables

Displays any pricing variables that are used in the simulation.
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Viewing Order Level Adjustments in the Simulation

Access the Header Adjustments page (click the Line Adjustments button in the Transaction Total section of
the Simulator page).

This page lists the price rule adjustments that are applied at the order level in the simulation. The Adjustments
section of the Header Adjustments page and the Line Adjustments page is the same.

Viewing Line Level Adjustments in the Simulation

Access the Line Adjustments page (click the Line Adjustments button in the Line Information section of the
Simulator page).

Line Adjustments

Line Information
Product ID  UOM

Qty List Price

Recurring e Pricing
Unit Price Price Reu:l.l'lmg B Prica Frequency Price Protected
Price
10000 EA 25.0000 20.0000 20.0000 0.0000

0.0000 20.0000
Pricing Schedules

Pricing Schedule Number

Unit of Measure Ea

Met Unit Price
Order Qty

m Formula Break Dezcription

20.0000
25.0000

Net Recurring Price

Key Used
- - - Adjustment . Adjustment Pricing Nat .
Seq Price Rule Recurring  Action Type Methed Adjustment Type Amount Unit Price Adjustment Type
Giveaway /
LEReTres Product Add

20.0000 Off-Invc

Return -

Line Adjustments page

This page lists the price rule adjustments that are applied to the order line being viewed in the simulation.
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