
Pricing SOP’s - 2009



Agenda

• New Menu 5.0 – Online Documentation

• DWMQY Tasks and Best Practices

• Customer Class Pricing

– 12.2.8– 12.2.8

• PVCTG – Menu 5.15

• Product Type Pricing

– How to set up

– benefits



New Menu 5.0 Daily Weekly Monthly 

Quarterly Tasks



5.0 Daily/Weekly/Monthly/Quarterly/Annual Tasks



Daily Tasks 5.0.1

Save all of your Pricing EOD emails to an My Documents Folder – Pricing.  

You can create Sub-folders for the different reports to keep them 

organized if you choose.  My Documents/Pricing/EOD Reports/175 

Contracts with Cost Changes



5.0.1.1 – EOD Report 01-175 Contracts 

with Cost Changes



5.0.1.2: EOD Report 01-181 Products 

with Cost Changes



5.0.1.3: EOD Report 01-182 Products 

with List Price Change



5.0.1.4 : EOD Report 01-125 New 

products from Corp Transmission

22:07:02 09 Mar 2009 NEW PRODUCTS FROM CORP TRANSMISSION PAGE 1
USE MENU-12.3.2.8 TO MAINTAIN

A.PROD.NO. DESC.1................... VEND.NO. VEND.NAME................

B17-226 UTR-DPB24T CONDENST PUMP A709 FUJITSU GENERAL AMERICA,
INC.

B99-603 RADS-51B 5K RAC ENRG STR A510 HEAT CONTROLLER, INC.
B99-604 RADS-81B 8K RAC ENRG STR A510 HEAT CONTROLLER, INC.



5.0.1.5 – EOD Report 01-155 List of 

Customers with No Multiplier



5.0.1.6 : EOD 01-141 Price Override Report



5.0.1.7 : EOD Report 01-156 Contracts 

that are Expiring



5.0.1.8 : EOD Report 01-118 File 

Maintenance



5.0.1.9 – JEN Pricing Center 



5.0.1.10 – Event Notification M35.19.4 

Price Override



5.0.1.11 – Event Notification M 35.19.2 

Price Hold 



5.0.1.12 – Event Notification M 35.19.2 

Items Sold Below Cost



Converting EOD Reports to Excel 

Format

• Copy the entire report

• Paste into Excel 

• Click on Column A

• Data/Text to Columns• Data/Text to Columns

• Walk through the wizard – fixed width/create 

your columns/apply text formatting to leading 

zeros - FINISH



Text to Columns



Weekly Tasks 5.0.2

• Review upcoming prices changes (JEN)

• Review price overrides from previous week 

and assign programs/contracts to customers

• Review passwords on screens• Review passwords on screens

• Every 2 weeks send out 5.21 to sales



5.0.2.1 – View JEN Upcoming Price 

Spreadsheet – Pricing Center

Communicate upcoming cost/price changes to Sales Force



5.0.2.2 – Run Menu 5.21 List of 

Customers with Programs assigned by 

SLSM



5.0.2.3 – Review Pricing Passwords



Monthly Tasks 5.0.3

Save all of the above Reports to your My Documents Pricing folder for future 

reference



5.0.3.1 – M 5.23 Contract Price File – New and Old Versions 

3 reports to FT 

New 5.23.1

New 5.23.2

Old 5.23 FT into folder and review, delete programs that have expired

Save ALL 3 in Pricing Folder with Date in the file name IE 5.23 NEW 04.01.2009



5.0.3.2: M 5.36 List Less Pricing Matrix 

FT this report for everything  – and save to your Documents Pricing Folder Report 

name and date IE 5.36 04.01.2009



5.0.3.3 – M 5.35 Matrix Listing

FT this report for everything  – and save to your Documents Pricing Folder Report name and 

date IE 5.35 04.01.2009



5.0.3.4 – M 5.21 List of Programs

This report gives you all customers assigned to your programs.  Also, 

program tracking and performance data.

FT this report for everything  – and save to your Documents Pricing Folder 

Report name and date IE 5.21 04.01.2009



5.0.3.5 : Have Companywide Meeting to Discuss Pricing

• 1) Set/discuss Short Term Pricing Goals

• 2) Measure Short Term Pricing Goals

• 3) Set/Discuss Long Term Pricing Goals• 3) Set/Discuss Long Term Pricing Goals

• 4) Measure Long Term Pricing Goals

• 5) Discuss Previous Month's Override numbers M 

10.35 (Next Slide)

• 6) Communicate upcoming Cost/List Price Changes



5.0.3.6 – Override Report

Release number/Customer Number/Customer name/Finalized Date/Part 

number/Price/EA Price/Cost/OP Name (s)

FT this report for the entire month  – and save to your Documents 

Pricing Folder Report name and date IE Monthly Override 04.01.2009



Quarterly Tasks 5.0.4



5.0.4.1 : Customer Review by Salesman 

use M 11.2.9 Comparative Sales by 

SLSM



5.0.4.2 – M 12.2.40 Customer ABC 

Report and Executive Reporting : 

Review Customer Classes



Executive Reporting – Customer 

Vendor Detail



5.0.4.3 : Review Programs M 11.16 

Vendor Descending Sales



5.0.4.3 : Review Programs - M 6.9 Hits 

Report – Review Products included on 

Programs



Annual  Tasks 5.0.5



5.0.5.1

• Annual Task # 1: Review All Programs –

Product groupings

1) Use Menu 5.23 – Contract Price File for 5.3 1) Use Menu 5.23 – Contract Price File for 5.3 

programs to get a listing of products on this 

Contract

2) Use Menu 5.35 and 5.32.2 to get a Matrix 

Product Listing – TEST Account



5.0.5.2 – Review all Customers 

assigned to Programs and 

Program/Customer Performance



5.0.5.3 – Review LPM M 12.2.40 

Customer ABC Report



5.0.5.4 – Review Customer Specific 

Pricing – 5.3 and 5.15

• 1)  Use Menu 5.23 Contract Price File to 

review ALL customer specific pricing. We 

recommend ALWAYS placing an expiration 

date on these. date on these. 

• 2)  Use Menu 5.35 for ALL Pricing to pull out 

the customer's with customer specific 

pricing. Then, use Menu 5.32.3 to get the 

customer Specific Sell Prices for review.



Pricing FAQ’s : M5.0.19



2009 Pricing Development: M 

5.0.20



Pricing Strategy and Best Practices

• Identify your top customers – Customer ABC Report

• Place into segments/customer classes 

• Identify which products they are “price sensitive” to

• Create Matrix programs

Assign to customer classes/customers• Assign to customer classes/customers

• Monitor success

• Make adjustments where necessary

• Menu 5 and 12.2.2.2 screen 2 programs – allow limited 
access

• COMMUNICATION!!



Customer Class Programs:

Set up your programs in Menu 5.15 or 5.3 and 

then assign to customer classes in 12.2.8



Which PVCTG should I use?
• P  (Product)- Use this option to be specific down to a product for a customer, 

program, or customer class. This option can also be used for All products.

• V (Vendor) – Use this option to price a specific vendor for a customer, 
program, or customer class. This option is great to use when making an 
agreement with a customer for discounts on an entire vendor line. 

• C (Class)– Use this option to price a product class for a customer, program, or 
customer class. Before using this menu, be sure to look over menu 12.3.33 
Product List - P/C, P/T, Category and review the content of the product class to 
make sure it meets your expectations for products. You should review this at 
least on a quarterly basis to make sure the content still meets your 
expectations. Corp maintains the product class field and can change this 
without notice to you. It can be blocked from Corp changes, by product, in 
menu 5.13.

• T (Type) – Use this option to price a product type for a customer, program, or • T (Type) – Use this option to price a product type for a customer, program, or 
customer class. On the initial new product download from Corp, they use 
product class 001 thru 014. After the download, Corp will never touch this 
field again. No need to block. You can manipulate this field as you wish. Great 
way to price groups of products after a little work. Example: If you want to 
price your A coils for a specific markup %, and your Air Handlers with a 
different % for the same vendor, this is the best way to do so.

• G (Category)– Use this option to price customer, programs, or customer class. 
Before using this menu, be sure to look over menu 12.3.33 Product List - P/C, 
P/T, Category and review the content of the product category to make sure it 
meets your expectations for products. You should review this at least on a 
quarterly basis to make sure the content still meets your expectations. Corp 
maintains the product category field and can change this without notice to 
you. It can be blocked from Corp changes, by product, in menu 5.13.   Another 
good report to use to see what products are setting in this category is Menu 
12.3.32 Category On Hand Report.



Product Type Pricing

• T – Use this option to price a product type for a customer, program, or 

customer class. On the initial new product download from Corp, they 

use product class 001 thru 014. After the download, Corp will never 

touch this field again. No need to block. You can manipulate this field 

as you wish. Great way to price groups of products after a little work. 

Example: If you want to price your A coils for a specific markup %, and Example: If you want to price your A coils for a specific markup %, and 

your Air Handlers with a different % for the same vendor, this is the 

best way to do so.

• Use Menu 12.3.4 Product Type Maintenance to set up New/Maintain 

Product Types



Questions?? 


