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Chapter 3 

Like any other master data, condition records must also be maintained by 
the respective departments of the company. Efficient tools can select the 
relevant subset from a large population of condition records to assist in 
this task.

3 Condition Lists

In addition to the different maintenance transactions, additional tools are pro-
vided to maintain condition records and to evaluate them in order to answer
different questions. For example, you can use pricing reports or personalized
worklists to get an overview of condition records or use price lists for price
information.

In the following sections, we will take a look at executing, configuring, and using
pricing reports. We will also discuss worklist provided for the internal sales rep-
resentative role (SAP_BPR_INT_SALES_REP_14 or SAP_SR_INT_SALES_REP_5), the
use of the net price list, and the performance-optimized price list.

3.1 Pricing Reports

To get an overview of the condition records in the system, you can use special
pricing reports. For example, the condition records can be searched to answer the
following questions:

� Which customer-specific price agreements exist in my sales organization for
specific products?

� Which condition records are stored in the system for certain incoterms?

� What conditions have been created for a specific customer?

In the standard SAP system, there are a number of preconfigured pricing reports,
such as pricing report 16 (Individual Prices). In addition, you can configure fur-
ther pricing reports by a report generator within Customizing (see Section 3.1.2)
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to cover any customer requirements. Let us now take a look at how to handle
pricing reports.

3.1.1 Execution of Pricing Reports

To call a pricing report, choose the menu path SAP Easy Access � Logistics � Sales

and Distribution � Master Data � Conditions � List � Pricing Report (Transac-
tion V/LD).

Let’s look at this tool using the example of pricing report 16 (see Figure 3.1): Ini-
tially, after starting a pricing report, a selection screen appears to restrict the
query. The number of selection fields can be configured, as you will also see in
Section 3.1.2, when creating the pricing report in Customizing. You can also con-
figure the default for the attributes in the field group List screen.

Figure 3.1  Calling the Individual Prices Pricing Report (Transaction V/LD)
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After entering the selection criteria, you can start the pricing report by selecting
Execute or using (F8). The results will displayed (see Figure 3.2). Within the pos-
sibilities offered, the appearance of the result list (e.g., positioning a field on the
page header, group header, or item level) can be configured in the Customizing of
the pricing report.

Figure 3.2  Individual Prices: Result List

From the results list, you can branch to the condition maintenance Transactions
VK11 (Create), VK12 (Change), and VK13 (Display). In the case of display and
change, you jump directly to the condition record marked in the list.

3.1.2 Configuration of a Pricing Report

The configuration of pricing reports cannot be done in the application menu of
the end user, but it is part of Customizing. The settings for the pricing reports can
be accessed via the menu path IMG � Sales and Distribution � Basic Functions �
Pricing � Maintain Pricing Report.

To create a new pricing report, you first select a two-digit abbreviation from the
customer namespace (these are, by definition, all two-digit combinations that
begin with a letter) and a title. In our example report, we will choose the abbre-
viation X0 and the title Conditions per Customer (see Figure 3.3).
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Figure 3.3  Create Pricing Report: Initial Screen

Next, a screen appears with all fields that are part of a condition table in the
underlying development system (see Figure 3.4).

Figure 3.4  Create Pricing Report: Field Selection

When selecting the fields, the challenge is to make a preliminary decision: Which
condition tables and condition types are to be evaluated in the resulting pricing
report? Here, a combination of the fields with AND or with OR is possible. Each
option has an impact on the selection of the condition tables. We opt for the Cus-

tomer (KUNNR) field. As a result, we receive a listing of all condition tables in
which field KUNNR is included, as shown in Figure 3.5.

We select condition tables 005, 007, 305, and 307 and come to the last screen in
the generation sequence (see Figure 3.6), where we can influence the selection
screen and the appearance of the result list.
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Figure 3.5  Create Pricing Report: Selection of Condition Tables

Figure 3.6  Create Pricing Report: Appearance of the Result List
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The system offers the key fields of all previously selected condition tables as selec-
tion fields. In the Positioning column, you can choose between three options:

� 1: Page Header of Pricing Report

� 2: Group Header of Pricing Report

� 3: Item Level of Pricing Report

In the Sort column, the order of the fields in a level (page header, group header,
or item level) can be set. The sort order does not affect the order of the page
header, group header, and item level itself.

In the Text column, you also have three options available:

� 1: Only the key field is displayed

� 2: The key field and the corresponding text are displayed

� 3: Only the corresponding text is displayed

These options apply only to the levels of group header and item level. In contrast,
in the page header, the field name and description are always displayed. Due to
lack of space, either the field name or the associated text should be displayed at
the item level.

In the Selection column, you can deselect some of the selection fields as neces-
sary, though we have not done so in our example. In the Required input column,
the Sales Organization field has been marked as a required entry field. Click
Save to generate the new pricing report X0. A first test run of the new pricing
report shows the result displayed in Figure 3.7.

Figure 3.7  Conditions per Customer: First Test Run
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Since the appearance of the result list is not completely in line with our expecta-
tions, we edit the pricing report again in change mode and replace the attributes
in the Text column labeled 3 - Only the corresponding text is displayed with
the attribute 1 - Only the key field is displayed. A new call of the pricing report
X0 shows the result displayed in Figure 3.8.

Figure 3.8  Conditions per Customer: Second Test Run

Usually several change rounds will be necessary to customize the options of the
result list according to your needs.

3.1.3 Pricing Report for Condition Maintenance via Area Menu

As described in Chapter 2, the pricing reports play an important role in the con-
dition maintenance via area menus. They act as filters, which are assigned to a
node of the area menu in the form of a variant of a pricing report (e.g., in area
menu COND_AV).

If you want to use a pricing report as a filter in an area menu, no specific settings
are required when generating the report. However, the condition maintenance
Transactions VK31 to VK34 provide an adapted selection screen that is controlled
by them. Therefore, the selection screen shown in Figure 3.1 of pricing report 16
(Individual Prices) looks slightly different when used as a filter in the condition
maintenance (see Figure 3.9).
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Figure 3.9  Pricing Report as a Filter in the Condition Maintenance

Pricing reports are by themselves very useful and flexible tools made even more
valuable by their use as a filter element in the condition maintenance via area
menus.

The latest development in condition lists are the worklists introduced for the
internal sales representative role, which are presented next.

3.2 Worklists for the Internal Sales Representative Role

Since SAP ERP 6.0 EHP 2, the Internal Sales Representative business package has
been available. To use it, however, you must activate the business function SD_01
(Logistics: S&D Simplification) with Transaction SFW5 (Switch Framework).

In the accompanying supplied sample user role SAP_BPR_INT_SALES_REP_14 (or
SAP_SR_INT_SALES_REP_5 later with EHP 5), a personal worklist for condition
information is contained. This worklist provides the sales staff with a flexible
overview of the different types of conditions as well as extensive search facilities
to identify condition master data according to different selection criteria. The
individual queries are provided in the form of personal worklists—also called
POWLs (personal object worklists). The salesperson receives different lists with
the customer-specific agreements such as customer-specific prices, discounts, and
free goods. In addition, lists are available with material prices, freight costs, and
price lists.
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This POWL can be adjusted individually by the user with regard to their use of
selection criteria (Change Query), the visibility and the name of the queries (Per-

sonalize), and the presentation of the search result (Settings). In addition, users
can even create their own queries (Define New Query).

Initially, the functionality of the internal sales representative role was exclusively
available via portal usage. Starting with SAP ERP 6.0 EHP 4, there is also the
option to use the role with the SAP Business Client. The functionality relating to
the worklist for condition information is identical. Figure 3.10 shows the worklist
for condition information after accessing the system with the SAP Business Client
and choosing menu node Prices.

Figure 3.10  Screen of the Internal Sales Representative Role

To ensure that you receive insight into the capabilities of POWL, we will discuss
the features of this list in the following sections, using a practical example.

3.2.1 Change Query

The queries in the personal worklist should of course reflect the specific informa-
tion needs of the user. You can adjust existing queries by using the function
Change Query (see Figure 3.10). In our example, we select the query Search

Material Prices in the screen area Active Queries and choose the function
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Change Query. As a result, a selection screen opens with a large number of possi-
ble selection fields, which you can fill in with any combinations (see Figure 3.11).

Figure 3.11  Selection Fields of the Search Prices Query

The available selection fields are defined in the configuration of the underlying
POWL. This configuration can be reached via the menu path IMG � Sales and Dis-

tribution � “Internal Sales Representative” Role � Personal Worklist (New) �
Personal Worklist for Condition Information.
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The main worklist types for sales employees’ work areas are predefined and
assigned to SAP ERP Sales and Distribution (SD):

� Sales: Customer Rebates

� Sales: Customer Free Goods

� Sales: Customer Prices

� Sales: Document Prices

� Sales: Freight

� Sales: Material Prices

� Sales: Price List

Customer-Specific Worklist Types

In addition to the predefined worklist types, customer-specific worklist types can be
created. Nevertheless, for this purpose, Business Add-ins (BAdIs) must be programmed!

As you can see on closer inspection in Figure 3.11, the underlying worklist type
for the query Search Prices is the type Sales: Customer Prices.

3.2.2 Personalize Query

To personalize a query, select the Personalize function in the initial screen of the
query (see Figure 3.10). This will open the screen shown in Figure 3.12. You can
enable or disable the available queries and design your worklist.

Figure 3.12  Personalize Query
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3.2.3 Define New Query

To search condition records according to other aspects, you can create new que-
ries. After selecting the Define New Query function, a wizard starts that guides
the user in three steps through the creation of the new query.

First, select the object type of the query (see Figure 3.13).

Figure 3.13  Define New Query: Step 1

The second step is in the input of the selection criteria (see Figure 3.14). As
already mentioned, the selected query type defines these.

Figure 3.14  Define New Query: Step 2

The third and final step is to specify the description and the category under which
the query should appear in the worklist (see Figure 3.15).
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Figure 3.15  Define New Query: Step 3

After you click on the Finish button, you can use the new query in the worklist
(see Figure 3.16).

Figure 3.16  New Query in the Worklist

As you can see, it can be worthwhile to use the Internal Sales Representative busi-
ness package. In addition to the worklist for price data, it contains many other
interesting areas, such as the customer cockpit. For more information on this, we
recommend a look at the SAP ERP documentation at http://help.sap.com.

3.3 Net Price List

The net price list provides price information on a selected set of products for a
specific customer. The net prices cannot simply be read from a master data table,
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but instead must be calculated. For this purpose, an invoice is simulated (using
function module GN_INVOICE_CREATE) and a corresponding pricing run is per-
formed. Therefore, in the selection screen of the net price list, all information
must be entered that is necessary for a specific pricing procedure determination:
sales area, sales document type (from which the Document Pricing Procedure

field is derived), and the customer (from which the Customer Pricing Proce-

dure field is derived).

The net price list can be accessed via the menu path SAP Easy Access � Logistics �
Sales and Distribution � Master Data � Conditions � List � Net Price List

(Transaction V_NL).

A selection screen is displayed (see Figure 3.17), and the previously mentioned
selection criteria must be entered for the pricing procedure determination.

Figure 3.17  Net Price List: Selection Screen (Transaction V_NL)

You also need the Plant field to identify the country of departure (impact on the
tax determination). The Price Simulation attribute determines whether condi-
tions with release status B – Released for price simulation or C - Released for

planning and price simulation are to be taken into account.
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As a result, an SAP List Viewer (ALV) is displayed with a selected set of fields that
can be edited with the usual procedure in the ALVs (menu path Settings � Lay-

out) (see Figure 3.18).

Figure 3.18  Net Price List: Result Screen

The net price list, which can also contain information such as transfer prices, is
primarily an internal information tool for the department. If such a net price list
is forwarded to the customer, of course, that information must be removed from
the list. Since it is an ALV, a personalization of the columns displayed is easily
possible by choosing menu path Settings � Layout � Current.

3.4 Performance-Optimized Price List

Starting with SAP ERP 6.0 EHP 7, Support Package 3, a performance-optimized
price list is offered with business function LOG_SD_PRICE_LIST and enhanced with
LOG_SD_PRICE_LIST_2 (Support Package 4). Unlike the original net price list, the
performance-optimized price list can handle multiple customers at a time and
has, in general, more options. Its purpose is not so much to provide information
to the department (although this is of course still possible) but to create lists that,
for example, can be sent automatically and on a regular basis to your customers.
The technical realization of this new list is quite different and no longer uses any
document simulation. We will comment on this later when discussing the various
possibilities of customer enhancements in Section 3.4.2, Section 3.4.5, and Sec-
tion 3.4.6.

Let us begin with the creation of an optimized price list and then have a closer
look on the configuration and enhancement possibilities.
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3.4.1 Creation of Price Lists

If the relevant business functions are switched on, the optimized price list can be
accessed via the menu path SAP Easy Access � Logistics � Sales and Distribution �
Master Data � Conditions � List � Net Price List (Transaction V_NLN), thereby
replacing the original list that you can still invoke with Transaction V_NL.

At first glance, the upper part of the selection screen in Figure 3.19 looks very
similar to the traditional price list from Figure 3.17.

Figure 3.19  Selection Screen of the Performance Optimized Price List
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If you look closer, you will see that you can now select several customers at once
and that the selection of the products is more flexible. Net prices are calculated
for each possible customer/material combination.

The lower part of the selection screen offers several new options. There are three
radio buttons in the Output section of the selection screen, as follows:

� Display List

If you choose this button, the prices will be displayed on your screen in the
form of one ALV, including all calculated customer/material combinations. You
can personalize the list to your needs, create different layouts, filter, etc. You
can enter an existing layout in the Layout and Language section. We will
describe later how to control and enhance the available fields in the output list.
A possible result could look like the one shown in Figure 3.20.

Figure 3.20  Example Output of Performance-Optimized Price List

� Upload to FTP Server

Alternatively, you can upload the price list as a CSV file to an FTP server. The
server address, user, and password are defined in the Customizing of the price
list function (IMG � Sales and Distribution � Basic Functions � Pricing � Price

Lists � Selection and Result � Define FTP Settings). Price lists for different
customers are stored in different files, with the customer number being part of
the filename. You may define a prefix for the files in the Layout and Language

section of the report. The system will then put the prefix in front of the file-
names that are composed as follows: <Prefix>_<Customer Number>_<Time-
stamps>.

The files can be stored with or without the column headers (checkbox in the
Layout and Language section).
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� Send by E-Mail

It is also possible to send the price lists via e-mail. The report allows you to
select the e-mail addresses from different sources such as, for example, the
communication data of the customer or the contact person in the customer
master data. You can also set the e-mail addresses manually for each customer
(the Select E-Mail Addresses button) and store them in a report’s variant, or
send all lists to one or several internal e-mail addresses. SAP provides the PRO-
CESS_CUSTOMER_EMAIL method in the BAdI BADI_PIQ_SDPRICELIST, where you
can program you own logic if necessary.

Price lists can be sent in CSV or Microsoft Excel format. For all output options,
the system will take the denoted layout from the Layout and Language sec-
tion into account and send one list per customer. You can specify a default
language for all texts or decide to retrieve the language for each customer sep-
arately from the sold-to master data record. You can also create language-
dependent SAPscript texts for the e-mail header and body in Transaction SO10
and specify them on the selection screen. The texts can also be filled in using
the method PROVIDE_EMAIL_TEXT_NAME of the BAdI BADI_PIQ_SDPRICELIST.

The advanced settings section offers options to influence the result of the price
list, as follows:

� Filter Pricing Procedure

When creating a price list, you may not need all lines of your pricing procedure.
Maybe you do not care about the freight cost or you are not interested in the
cost conditions. The new price list Customizing offers the definition of filter
variants for pricing procedures where you mark non-relevant steps. These steps
are then ignored or skipped during the price calculation, thus improving perfor-
mance. You can maintain one or more filters for a pricing procedure here: IMG

� Sales and Distribution � Basic Functions � Pricing � Price Lists � Selection

and Result � Define Filter for Pricing Procedure. Just flag the rows in the
procedure that you do not need in the price list calculation (see Figure 3.21).

� Display Pricing Elements

The previous net price list provides net price and tax information but no infor-
mation about individual price elements or subtotal lines, for example the over-
all discount or a special sales deal. In a similar way to filtering some lines from
the pricing procedure, you may define display variants where you mark those
lines in the procedure that will be available for output in the price list result.
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Figure 3.21  Definition of a Filter Variant: Rows in the Pricing Procedure Irrelevant for the Net 
Price List Result Are Marked to be Skipped

The relevant Customizing is located in IMG � Sales and Distribution � Basic

Functions � Pricing � Price Lists � Selection and Result � Define Pricing Ele-

ments Display. We will explain the exact setting needed to make the flagged
elements part of the output list in Section 3.4.6.

� Display Scales

The performance-optimized price list supports the display of scale information
in the result. If you flag the Display Scales checkbox, the system will evaluate
all scales involved in the calculation of the net price and will deduce the quan-
tities where it expects the effective net price to change. For these quantities, the
system recalculates the price and adds corresponding lines to the result (see
Figure 3.22). You can thereby inform your customer about the opportunity to
get better prices if they purchase higher quantities.
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The number of additional quantities can be limited by the Scale Level Limit

field. If you leave it empty, the price list will calculate and display all relevant
quantities. If you enter “4”, for example, you will receive up to four additional
lines or five in total.

The net price list supports any mixture of value, quantity, weight, and volume
scales and has a from-scale notation in the output; i.e., the listed price is valid
from the indicated sales quantity upwards. Graduated scales are not permitted
since they result in different prices for each sales quantity. Scale-base formulas
may interfere with the calculation of the sales quantities in an unpredictable
way and are similarly not allowed. However, BAdI BADI_PRC_NPL_SCALES allows
you to overrule these restrictions and to give your own set of sales quantities to
be calculated.

Figure 3.22  Output of the Price List with Scales Displayed

� Consider Minimum Order Quantity

Usually the price list will calculate the net price and value for the quantity 1 in
sales units of measure. If you mark this checkbox, the prices will be calculated
for the minimum order quantity instead.

� Hide Item When Price is Zero

Customer/material combinations with a zero net price will be excluded from
the result list.

� Hide Items with Pricing Error

Customer/material combinations with errors in the price calculation will be
excluded from the result list.

� Display Message Log

We will explain in the next section how the necessary data for the pricing call
is gathered. Especially in the setup and test phases, the message log can give
you valuable hints if the required Customizing settings for the data retrieval
are not complete.
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3.4.2 Customizing and Customer Enhancements

We already mentioned that the performance-optimized price list does not use any
kind of business document simulation, so user exits, like those found in the sales
order or billing document, are not called. Instead, the price list coding analyzes
the access sequences, user exits, formulas, and requirements used in the relevant
pricing procedures to determine the actual list of required fields for the pricing
communication structures KOMK and KOMP. Only the relevant fields are then
determined, with as few database accesses as possible.

While the system can identify fields needed in access sequences reliably, this is
not possible for fields used in formulas or requirements. That is why this infor-
mation is stored in a dedicated customizing table. To allow an effective and flexi-
ble bundling of database selects, the necessary table accesses for data retrieval are
also stored in customizing tables in form of metadata.

If you use customer-specific fields in access sequences, user exits, formulas, or
requirements, you need to include the same information (which fields are needed
and how they are determined) in the customer areas in Customizing.

Note

We will now explain the necessary settings with an example. In doing so, we have to
assume some technical knowledge and need to delve into some details and enhance-
ment concepts described later in the book, especially topics covered in Chapters 9 and
11. If you are more of a novice in pricing, you may want to skip the following sections
for now and continue with Chapter 4.

You will find all necessary activities under the node IMG � Sales and Distribu-

tion � Basic Functions � Pricing � Price Lists.

3.4.3 Registration of Fields

Let’s assume that we have added the fields ZZMVGR1, ZZMVGR2, ZZSIZECAT,
and ZZPROMO to the item communication structure of pricing KOMP. ZZM-
VGR1 and ZZMVGR2 correspond to the fields MVGR1 (material group 1) and
MVGR2 (material group 2) from the sales data in the material master record.
ZZSIZECAT is stored in our own table ZZTSIZECAT with the material number as
the key field. ZZPROMO is derived by some dedicated business logic. We assume
that we use ZZMVGR1 in one of our condition accesses, while ZZMVGR2,
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ZZSIZECAT, and ZZPROMO are used only in our requirement 999 (see Figure
3.23). ZZPROMO is used inside function module Z_CHECK_RELEVANCE.

Figure 3.23  Requirement 999 Using Fields ZZMVGR2, ZZSIZECAT, and ZZPROMO

The performance-optimized price list tries to identify all needed fields for a spe-
cific price calculation. Therefore, it scans all access sequences of the pricing pro-
cedure involved and thus becomes aware of ZZMGR1. However, fields required
in the execution of user exits, customer-specific formulas, or requirements must
be explicitly published in Customizing. To do so, choose the IMG activity IMG �
Sales and Distribution � Basic Functions � Pricing � Price Lists � Edit Fields

Used in Pricing Enhancements.

On the entry screen, we restrict the view to the relevant pricing procedure and
decide that we want to see only customer-developed enhancements. We navigate
to requirement 999. A double-click on include RV61A999 would lead us to the cod-
ing, but we double-click the node 999 instead.

We now have the list of fields automatically found by means of a simple code
scans: ZZMVGR2 and ZZSIZECAT. However, the field KOMP-ZZPROMO is “hid-
den” behind a function module call and hence was missed. Therefore, we register
it manually by clicking the Add Field Manual button and entering the necessary
data. You can see the result in Figure 3.24, where the found fields have not yet
been confirmed and the ZZPROMO field has been added manually.
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Figure 3.24  Result of the Generic Code Scan for Requirement 999 Searching for Relevant Fields

In the second step, we have to select all fields that must be filled in a price list run
(there may be fields that are not relevant) and confirm them explicitly. For this,
we select the field(s) and click the Select Fields button . The status of the
fields then changes to Selected (Figure 3.25). You can remove fields that are not
relevant for the price lists calculation again with the Deselect button .

Figure 3.25  Fields Have Been Selected as Relevant

Since the automatic code scan is quite basic, you should always check the system’s
proposal for your routines and user exits.

After reviewing and completing all entries, you finalize and document your set-
tings by clicking on the Mark implementation as checked button. Only now will
the net price list take your settings into account.

Note

You can undo your settings any time by clicking the Mark implementation as un-
checked button. Manually added fields will automatically be removed.



Condition Lists3

108

In addition to specifying which fields are required in your pricing exits, you may
also specify a processing level for your requirements (Figure 3.26). If, for example,
a requirement uses only fields from the header communication structure KOMK
(so-called header fields), it is usually sufficient to test it only once per pricing
header and buffer the result for the following items.

The available processing levels are Header, Item, Condition Type (the hat, list,
and coin icons, respectively) and Standard Processing Level (the green square
icon). The Standard Processing Level corresponds to an unmaintained process-
ing level. Here nothing is buffered and the requirement is processed each time it’s
necessary. In simple cases, this is often faster than writing and reading a buffer.
That is why SAP has not maintained any level for many standard requirements.

Figure 3.26  Setting the Processing Level of a Requirement

When setting the processing level, you need to be aware that, for performance
reasons, the flow logic of pricing is slightly different in the price list processing.
The condition accesses are not performed on each item separately in the pricing
function module, but for all items together prior to pricing. Consequently, the
call of the requirements is brought forward too, and takes place outside of pric-
ing. Hence, if you do more in your requirement than simply check the relevance
of a condition, you should assign the standard level or no level at all. By doing so,
you ensure that the requirement is called again at the usual place. An example of
such a routine is the standard requirement 62, which fills the internal table XKOM-
PLOOP.

3.4.4 Define the Data Determination

We have already mentioned that the new price list tries to bundle database
accesses. This applies in particular when filling the communication structures in
pricing. Thus, in order to enable the system to identify collectable accesses in a
generic way, the necessary information is stored in the form of metadata. It is
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important that you understand how the price list determines its data since you
must provide the same information in your own fields. For this purpose, we will
have a closer look now at the definition of the table accesses and the correspond-
ing source fields (including customer-specific fields).

Define Table Access

Setting up the metadata consists of two steps. First, you need to specify how a
database table will be accessed. This happens in IMG � Sales and Distribution �
Basic Functions � Pricing � Price Lists � Price Inquiry � Define Table Access.

In Figure 3.27 you will see that for the table containing the sales data of the cus-
tomer master KNVV, three DB or table aliases are defined. For table KNVV, three dif-
ferent aliases are specified: KNVV, KNVV_RG, and KNVV_WE. Each of them accesses the
table with different fields.

Figure 3.27  Definition of Table Alias

If we navigate to the DB Alias Key node, we realize that the three aliases differ in
their access fields. The alias KNVV accesses the table with the contents of the source
fields KUNNR, SPAKU, VKORG, and VTWKU, reading data from the sold-to party.
The alias KNCC_RG, on the other hand, reads data from the payer, accessing the same
table as the KUNRG, SPAKU, VKORG, and VTWKU fields (Figure 3.28). The DB
alias thus defines the table and the Where clause of the required Select statement.

Figure 3.28  The DB Alias KNVV_RG Accesses the Sales Data of the Payer
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What does the Source Type in Figure 3.28 represent? It defines where the source
field comes from, or technically speaking, in what internal structure the field
resides. We distinguish the following fields:

� Global Prefilled data is relevant for the whole price list, such as organiza-
tional data or the price date

� Head Prefilled data is usually derived from the customer and relevant for all
products

� Item Prefilled data is usually derived from the material

� HeadItem Prefilled data depends on customer and material combination

� Direct Value is a constant that can be set in Customizing

Simply put, prefilled data is data whose determination is hard-coded in the price
list. It is also possible to preempt your own data via a BAdI implementation. In
this case, you have to choose the additional data source types (Global, Head,
Item, or HeadItem).

Finally, there is caller data. Roughly speaking, this is additional data coming from
the outside, especially if the price determination is called outside the net price list
via the dedicated function PIQ_CALCULATE. We will come back to this very techni-
cal detail in Section 3.4.8. For the moment, it is sufficient to know that the (F4)
help on the source field will provide you with all possible fields for the selected
source type.

To summarize, the DB alias KNVV_RG can be translated into as follows:

select <?> from KNVV into <?> where KUNNR = (Head Prefilled)-KUNRG.

Maintain Sources for Communication Structures

In IMG � Sales and Distribution � Basic Functions � Pricing � Price Lists � Price

Inquiry � Sources for Communication Structures we define how the fields rel-
evant for pricing are determined in detail. In Figure 3.29 you can see the fields of
the header communication structure KOMK. The distribution channel VTWEG is
transferred from prefilled data. Other fields like the payment terms ZTERM are
determined using a DB alias. Let’s have a closer look at the ZTERM field. The line
you see in Figure 3.29, together with the definition of the DB alias KNVV_RG,
means that the field ZTERM is filled from the field ZTERM from table KNVV using
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the payer KUNRG to access the table, i.e., the payment terms are read from the
sales area data of the payer.

Figure 3.29  Sources of the Fields from the Pricing Communication Structures

Together with the DB alias definition, the following select will be performed:

select ZTERM from KNVV into KOMK-ZTERM where KUNNR = (Head Prefilled)-KUNRG.

After evaluating all metadata, the price list can optimize the access and read all
required fields from a database table together.

Available Fields with Standard Sources

The price list report does not yet support all fields from the communication structure.
You can find out which fields are available by displaying the standard sources in the
IMG. If the required field is not listed there, you need to add a corresponding entry in
the customer section. Customer entries will always overrule standard settings.

Add Customer Fields

It is time to come back to our example. With what you have just learned, you can
now enter the necessary data to determine the fields.

ZZMVGR1 and ZZMVGR2 correspond to fields MVGR1 and MVGR2 from table
MVKE. We quickly find a suitable DB alias: Alias MVKE reads from table MVKE with
material number and organizational data. Therefore, all you need to tell the sys-
tem is that you want to select material groups 1 and 2 and have them transferred
into the fields ZZMVGR1 and ZZMVGR2 (see Figure 3.30).
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Figure 3.30  Define the Sources of Customer Fields

Table Alias

All data derived by the same table alias is selected together. You should therefore
always check if you can reuse an existing DB alias to avoid additional, unnecessary data-
base accesses.

We store the field ZZSIZECAT field in our own table so we need to create a new
DB alias first. We define that we want to access table ZZTSIZECAT (Figure 3.31)
with the prefilled material number (Figure 3.32).

Figure 3.31  Creating an DB Alias for Accessing Table ZZTSIZECAT

Next, we need to request the selection of field ZZSIZECAT. Go back to the activity
IMG � Sales and Distribution � Basic Functions � Pricing � Price Lists � Price

Inquiry � Define Sources for Pricing Communication Structure and enter the
third line shown in Figure 3.30.

We have assumed that our last field ZZPROMO cannot be determined using a
simple select. For such cases, SAP provides the BAdI BADI_PIQ_PREPARE, where
you can program your own logic. We nevertheless maintain an entry in Customi-
zing for ZZPROMO with the source type Postprocessing BAdI (see Figure 3.30).
This will prevent the system from issuing warnings indicating that the source of
the field is unknown.
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Figure 3.32  Defining How to Access Table ZZTSIZECAT

You find BAdI BADI_PIQ_PREPARE in IMG � Sales and Distribution � Basic Func-

tions � Pricing � Price Lists � Business Add-Ins (BAdIs) � BAdI: Price Inquiry

Preparation. As mentioned, the underlying price inquiry function can run in
different scenarios. Each scenario has a specific caller ID (see Figure 3.33) that
defines how to access table ZZTSIZECAT.

Figure 3.33  BAdI Implementations Need Filter Value PL to be Relevant for Net Price List 
Calculations

The method ADAPT_KOMK_KOMP_DATA substantially corresponds to the known user
exits in the various documents and allows you to change the content of the pric-
ing communication structures. You will find some tips how to reuse your user
exit coding in SAP Note 2019242. Looking at the signature of the method, you
can see that apart from the header and item table, there is an additional table
called CT_KOMP_HEADFIELDS. It contains all fields that simultaneously can depend
on the customer and the material. The plant is a prominent example. The plant is
therefore empty in CT_KOMK and filled in CT_KOMP_HEADFIELDS instead for each
customer/material combination. So, if you have added fields to KOMP or KOMK
whose content also depends on header data, you need to add these fields to KOMP_
HEAD_FIELDS.

The BAdI interface has a second method called ADAPT_HEAD_ITEM_DATA. You can
add fields to the already mentioned source Additional Data here. It is useful if
you have fields you want to use in DB aliases because ADAPT_HEAD_ITEM_DATA is
processed before the database selects.
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Similar to user exits and formulas, you can request the determination of additional
fields from KOMK and KOMP for your implementation of method ADAPT_KOMK_
KOMP_DATA. To do so, go to IMG � Sales and Distribution � Basic Functions � Pric-

ing � Price Lists � Business Add-Ins (BAdIs) � Define Fields used in BAdI: Price

Inquiry Preparation and enter the required fields (see Figure 3.34).

Figure 3.34  Publishing Fields Needed in the Implementation of Method ADAPT_KOMK_KOMP_
DATA

The activity works very similarly to Edit Fields used in Pricing Enhancements;
however, there is no code scan. The system will fill the fields requested here,
even if the price determination does not need them.

As you can see, the setup of the new price list function requires a certain amount
of effort. However, you are usually rewarded with significantly shorter run times.

Check Reports

Currently, two reports exist that allow some control of the settings:

� SD_PRC_MULTI_ITEM_CHECK
Examines the new bundled access to condition tables, but not the data determina-
tion for the KOMK and KOMP fields and is therefore of limited use to the end user.
It may be helpful in isolating the cause if the result of the price list is not as expected.
It has a very detailed protocol that makes it easy to find inconsistent conditions.

� SDPIQAPICOMPARE
Compares the price list result with that from an order simulation or the traditional
net price list run. The protocol is not as detailed as in SD_PRC_MULTI_ITEM_CHECK.

3.4.5 Enhancements of the Selection Screen

You can extend the selection criteria and the result fields of the price list. Let’s
assume that we want to use the customer price group KONDA as additional selec-
tion criteria. To enhance the selection screen, we will have to enhance the price

Performance-Optimized Price List 3.4

115

list report SDPIQPRICELIST using enhancement spot ES_PIQ_SDPRICELIST. In
enhancement point ES_PIQ_SDPRICELIST_EXT1, we add the field to the screen. We
use enhancement point ES_PIQ_SDPRICELIST_EXT7 to add a field label and
enhancement point ES_PIQ_SDPRICELIST_EXT6 to transfer our selection option to
the program using ABAP macro transfer_select_option. Listing 3.1 shows the
necessary coding.

REPORT sdpiqpricelist.
...
ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT1 SPOTS

ES_PIQ_SDPRICELIST STATIC .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT1---------------------
ENHANCEMENT 4 ZZ_NPLTEST. "active version
Select-OPTIONS: konda for knvv-konda.

ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT1---------------------
...
Customer extension: change of selection field texts
ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT7

SPOTS ES_PIQ_SDPRICELIST .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT7---------------------
ENHANCEMENT 3 ZZ_NPLTEST. "active version
loop at screen.
if screen-name = '%_KONDA_%_APP_%-TEXT'.

%_KONDA_%_APP_%-TEXT = 'Customer Price Group'.
exit.

endif.
endloop.

ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT7---------------------
...
transfer the search criteria of customer extension fields to price list
API

ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT6 SPOTS ES_PIQ_SDPRICELIST .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT6---------------------
ENHANCEMENT 2 ZZ_NPLTEST. "active version
transfer-select_option 'KNVV' 'KONDA' konda.

ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT6---------------------

Listing 3.1  Adding the Customer Price Group KONDA as Selection Criteria

Finally we make an entry in IMG � Sales and Distribution � Basic Functions �
Pricing � Price Lists � Selection and Results � Define Fields because we need to
tell the system from which master data table the KONDA value can be derived
and how it is connected to the customer or material data (see Figure 3.35).
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Figure 3.35  Inform the Price List That Field KONDA Can Be Selected from Table KNVV with Alias 
KNVV

Similar to the data determination for the pricing communication structure, the
information for the generic selection of customers and materials is stored in the
form of metadata. The table entry in Figure 3.35 tells the system that, while select-
ing the customer, it can find the relevant customer group information in field
KONDA of table KNVV. The table alias KNVV is the DB alias you saw in Figure 3.27.

The KONDA field is now available as selection criteria on the selection screen (see
Figure 3.37) of the price list.

Additional Fields for Selection and Output

The price list report uses tables KNVV and MVKE to retrieve all necessary data for selection
and output. You can only add fields from related tables such as KNA1 or MARA. The
program creates a generic select statement joining all necessary tables during runtime.
BAdIs exist for more complex cases.

In a very similar way, you can extend the selection screen by your own input
parameter. Let’s assume you want to provide the price list currency. In this case,
you add the code in Listing 3.2.

REPORT sdpiqpricelist.
...
* Customer extension: further criteria in control block
ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT3 SPOTS

ES_PIQ_SDPRICELIST STATIC .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT3---------------------
ENHANCEMENT 8 ZZ_NPLTEST. "active version
PARAMETERS Waerk like komk-waerk OBLIGATORY.
ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT3---------------------
SELECTION-SCREEN END OF BLOCK control.
...
Customer extension: change of selection field texts
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ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT7 SPOTS ES_PIQ_SDPRICELIST .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT7---------------------
ENHANCEMENT 3 ZZ_NPLTEST. "active version
loop at screen.
if screen-name = '%_WAERK_%_APP_%-TEXT'.

%_WAERK_%_APP_%-TEXT = 'Price List Currency'.
exit.

endif.
endloop.

ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT7--------------------
…
transfer the search criteria of customer extension fields to price list
API

ENHANCEMENT-POINT ES_PIQ_SDPRICELIST_EXT6 SPOTS ES_PIQ_SDPRICELIST .
*$*$-Start: ES_PIQ_SDPRICELIST_EXT6---------------------
ENHANCEMENT 2 ZZ_NPLTEST. "active version
add_name_value 'WAERK' WAERK 'KOMK'.

ENDENHANCEMENT.
*$*$-End: ES_PIQ_SDPRICELIST_EXT6---------------------

Listing 3.2  Adding the Document Currency as Control Parameter

To inform the price list that, from now on, it has to read the currency from the
caller data and not from the customer master data, you add the entry shown in
Figure 3.36 in IMG � Sales and Distribution � Basic Functions � Pricing � Price

Lists � Price Inquiry � Sources for Communication Structures.

You might have noticed the addition of OBLIGATORY in Listing 3.2. This is necessary
because with the entry from Figure 3.36, the currency is no longer read from the
customer master. Therefore, you must require that the user supply a currency on
the selection screen. Alternatively, we could fill the currency in method ADAPT_
KOMK_KOMP_DATA of BAdI BADI_PIQ_PREPARE in case it has not been set by the user.

Figure 3.36  Retrieve the Currency from the Caller Data

You can see the result of these enhancements in Figure 3.37.
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Figure 3.37  Selection Screen Now Enhanced with Customer Price Group and Currency

In addition to the enhancement spot ES_PIQ_SDPRICELIST, SAP provides the BAdI
BADI_PIQ_SDPRICELIST to influence the selection of the price list. Here, the meth-
ods GET_CUSTOMER_DATA and GET_MATERIAL_DATA are particularly worth mention-
ing. They allow you to add or remove customers and materials from the price list
processing. Method PREPARE_PRICING permits final changes to global, control,
head, and item data before the underlying price inquiry API is called.

3.4.6 Enhancements of the Price List Result

You can also adjust the output to your needs. Suppose that in addition to the cus-
tomer number, we also want to display the customer’s name. We know that the
customer’s name is stored in the field NAME1 of the customer master table KNA1.
Selecting the path IMG � Sales and Distribution � Basic Functions � Pricing �
Price Lists � Selection and Results � Define Table Mapping, we find that an
access to table KNA1 with the customer number is already available as the DB alias
KNA1. Since only the tables KNVV and MVKE (sales area data for customer and mate-
rial) are used for the selection and the output of the price list, we need to tell the
system how KNA1 relates to KNVV. The system can then select the data with one
access by joining the two tables. We choose the customer section using IMG �

Sales and Distribution � Basic Functions � Pricing � Price Lists � Selection and

Results � Define Table Mapping and specify that the customer number KUNNR
of KNVV must be equal to the customer number KUNNR of KNA1 (see Figure 3.38).

Next, we have to define that the field NAME1 is retrieved from KNA1. We go to
Customizing activity IMG � Sales and Distribution � Basic Functions � Pricing �
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Price Lists � Selection and Results � Define Fields and enter the line shown in
Figure 3.39 in the customer section.

Figure 3.38  Specifying the Relation between Two Tables

Figure 3.39  Selecting the Customer Name for Display in the Price List Result

Now the price list will read field NAME1 from table KNA1 with the key field
KUNNR being the same as in KNVV. We flag the checkbox Output to add the field
to the output data.

In addition, we want to display a particular discount in the price list. As discussed
earlier in the chapter, we need to create a display variant to make the selected
lines of the pricing result available.

We create a variant and select the rows in the pricing procedure in IMG Customizing
activity IMG � Sales and Distribution � Basic Functions � Pricing � Price Lists �

Selection and Results � Define Pricing Elements Display (see Figure 3.40).

Figure 3.40  Display Variant: Data from the Gross Price Subtotal Line and the Condition Line KA00 
Are Provided for the Result List
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Similar to the NAME1 fields, we need entries in the customer-specific fields list to
make the pricing element details available in the output. First, we have to realize
what fields we need. In our case, we want the condition amount KBETR and its
currency WAERS from the KA00 condition that is the second price element in our
display variant (see Figure 3.40). Therefore, we add the lines shown in Figure
3.41. Price elements are always read from the price result (item condition details)
and the corresponding source table is PIQS_CALCULATE_COND_RESULT (the excep-
tion to this rule is the description of a price element or subtotal line, which is
stored in PIQS_CALCULATE_STEP_DESCR). Since we need the second line of the vari-
ant, we add the Sequence Number 2. To ensure the correct formatting of the
amount, we also enter a reference field.

Figure 3.41  Adding Fields to the Output

Last but not least, we want to add a text field where we can write a short notice.
For more complex field determinations, SAP provides the method PROCESS_
RESULTS in BAdI BADI_PIQ_SDPRICELIST where you can fill your output fields
dependent on other result data. We add the third line from Figure 3.41, indicat-
ing that we will fill the fields in the BAdI. Nevertheless, we have to supply a
source table and field to define the technical properties of our field.

We decide to add text if the discount exceeds a certain limit (see Listing 3.3).

METHOD if_badi_piq_sdpricelist~process_result.
FIELD-SYMBOLS: <ft_result> TYPE STANDARD TABLE,

<fs_result> TYPE any,
<fv_kbetr> TYPE kbetr,
<fv_remark> TYPE text30.

DATA: lv_limit TYPE kbetr VALUE '-25.00'.
DATA: comp1 TYPE komp_type VALUE 'KBETR2',

comp2 TYPE komp_type VALUE 'REMARK'.
ASSIGN cr_result->* TO <ft_result>.

LOOP AT <ft_result> ASSIGNING <fs_result>.
ASSIGN COMPONENT comp1 OF STRUCTURE <fs_result> TO

<fv_kbetr>.
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CHECK <fv_kbetr> IS ASSIGNED.
IF <fv_kbetr> LE lv_limit.
ASSIGN COMPONENT comp2 OF STRUCTURE <fs_result>

TO <fv_remark>.
CHECK <fv_remark> IS ASSIGNED.
<fv_remark> = 'greatly reduced'.

ENDIF.
ENDLOOP.

ENDMETHOD.

Listing 3.3  Adding Text if the Discount Exceeds 25%

Finally, we want to adjust the labels of our new columns. To do so, we go to IMG �
Sales and Distribution � Basic Functions � Pricing � Price Lists � Selection and

Results � Define Labels of Result Fields and enter suitable descriptions (see
Figure 3.42). We can define the labels in general or depending on the particular
pricing procedure. However, be aware that procedure-related labels do not appear
in the Display List option. This output option can combine several customers in
one list and there may be more than one pricing procedure involved. The column
label needs to be unique, however.

Figure 3.42  Adjusting the Column Header of the Price List Result

After adjusting the layout of the price list report, the final list will look something
like the one shown in Figure 3.43 (Customer Name, Reduced by, and Note have
been added).

We do not want to finish this section without pointing out another BAdI. The
method PROCESS_OUTPUT of BAdI BADI_PIQ_SDPRICELIST_OUTPUT allows you to
program your own output options. You can, for example, decide to store the price
list result in a database table for analytical purposes.
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Figure 3.43  The Final ALV Output of Price List Example

SAP Note 1949280 provides some detailed descriptions if you want to engage
more deeply in selection and output enhancements.

3.4.7 Customizing Overview

This section serves as a recap and brief overview of the Customizing and Enhance-
ment options of the performance-optimized price list. Figure 3.44 shows the rel-
evant part of the IMG.

Figure 3.44  IMG Activities for the Performance-Optimized Price List

It helps to understand the structuring, if you know that the price list technically
has two layers. The outer one, the price list layer, processes the data from the
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selection screen and builds up the caller data we have seen before. It calls the
inner layer, the price inquiry layer, and processes the result of the price calcula-
tion, for example, by sending the lists to the customers via e-mail. The inner layer
is responsible for taking the caller data, deriving from it all necessary information
for pricing, performing the call to pricing, and passing the result back to the
caller. The price inquiry layer can be called stand-alone and distinguishes its call-
ers by their caller IDs. The price list has the PL caller ID.

The most important activities in the Customizing are as follows:

� Edit Fields Used in Pricing Enhancements

In this activity, you register fields you need in formulas, requirements, and user
exits. With this information, the price inquiry will identify the relevant fields
for the price calculation.

� Define Table Mapping

Either display the standard table aliases and relations, or register your own
tables for database selects. You need to define how they relate to KNVV or MVKE.
KNVV and MVKE are the core tables for the selection of customers and products
for the price list processing. The defined relation allows a Join statement to
select all necessary data.

� Define Filter for Pricing Procedure

In a filter variant, you select lines in a pricing procedure to be skipped during
the pricing call. This reduces the runtime of the price list.

� Define Pricing Elements Display

Lines selected in a display variant are available for output in the price list pro-
cessing.

� Define Fields

Display standard fields or register additional fields for selection or output.

� Define Labels of Result Fields

Adjust the column labels in the output list.

� Define FTP Settings

Register the server address, user, and password for storing the price list result
on an FTP server.

� Define Table Access

Display the DB aliases of standard table accesses or define new ones. DB aliases
define how to access a database table.
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� Define Sources for Pricing Communication Structure

Display the sources of standard fields or define how your own fields can be
determined.

� Check Consistency of Customizing

Check the consistency of the Customizing.

� BAdI: Price Inquiry Preparations

BAdI to fill fields in the pricing communication structures.

� Define Fields Used in BAdI

Price Inquiry Preparation: Register fields you need in your BAdI implementa-
tion. The system will then provide the necessary information if possible.

� BAdI: Price List Processing

Allows influencing parameters for the price inquiry call. Allows influencing the
result.

� BAdI: Price List Output

You can program your own output options here.

� BAdI: Control of Calculation Regarding Scale Information

Influence the standard algorithm and how the relevant quantities are calcu-
lated.

3.4.8 Important Programs and Function Modules

Following are the most important programs and function modules of the perfor-
mance-optimized price list:

� SDPIQPRICELIST

This is the standard report for the creation of price lists. It has a dedicated selec-
tion screen allowing you to select customers and products and to choose from
various options. You can enhance the report’s screen by implementing
enhancement spot ES_PIQ_SDPRICELIST.

� API_PIQ_SDPRICELIST

You can use this function module if you want to access the price list function-
ality from within another program. The interface corresponds more or less to
the selection screen of the price list. SAP Note 1949280 provides a detailed
description.
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� BAPI_PIQ_SDPRICELIST

With BAPI_PIQ_SDPRICELIST, you can call the price list functionality remotely.
It is very similar to the function module API_PIQ_SDPRICELIST but allows you
to disable the consistency check on the input table for performance reasons. In
addition, SAP note 1949280 gives a more detailed description of BAPI_PIQ_
SDPRICELIST.

� PIQ_CALCULATE

PIQ_CALCULATE is an RFC-enabled function module and can be useful if you
need to calculate prices outside a document simulation with good performance.
It requires some control data and a list of customers and materials. It reads
metadata from Customizing to optimize the database accesses. Different callers
can register different caller IDs in table PIQC_API_CALLER or use the standard ID
STD. When using your own caller ID, you need to define the sources for the
pricing communication structure for your fields and your new ID in table PIQC_
PREP_FLD_C. Unlike the price list APIs, the price inquiry can trigger a group pro-
cessing for items belonging together.

If you’re using PIQ_CALCULATE, keep in mind that it does not create any docu-
ment simulation. Hence, not all functionality related to pricing is available.
Examples are free goods, product substitution, down payment functionality,
EAN numbers, batch determination, etc.

3.5 Summary

With the ability to configure pricing reports, you can ensure, for example, as
department supervisor, that pricing reports are provided for your departments
that are adapted to their specific information needs. Pricing reports can be cre-
ated without programming by a kind of list generator in Customizing for pricing.

In addition to the traditional pricing reports, which have also been introduced as
a filter medium in the condition maintenance via area menus, we have—starting
with SAP ERP 6.0 (but subject to the activation of the business function SD_01)—
the worklist for price data from the Internal Sales Representative role as a new
development.

With the net price list or its successor, the performance-optimized price list, you
can give your customers individual price information for a large number of prod-
ucts.
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This chapter marks the end of the first part of this book about the condition tech-
nique. We now move on to the second and central part of this book, standard
pricing configuration.
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recalculation, 497
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VA00, 641
VPRS, 288, 643
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Z030/Z031, 405
Z902, 338, 344
Z905, 338
ZB00, 475
ZBUP, 472, 645
ZDB1, 646
ZH01, 435, 650
ZH02, 435, 652
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ZPRA, 470, 471, 647
ZPRB, 470, 472, 648
ZPRC, 473
ZPRD, 473, 650
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905, 477, 646
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Copying control, 241
Copying rule, 210
Cost, 231, 276

treatement, 277
Costing-based CO-PA, 198
Counter, 162
CPF, 160, 172, 386, 479

condition record assignment, 181
creation, 173
data source routine, 485
parameter catalog, 480
scales, 487
usage task, 479

CPF formula, 182, 184, 188, 490
scales, 189

CPF routines, 192
Create with template, 206
Credit memo request, 285
Cross-company process, 309
Cross-company stock sale, 278
Cross-condition table, 75
Cross-condition type, 75
Cumulative condition, 152
Cumulative graduated scale, 197
Currency conversion, 157, 281, 286
Custom structures, 187
Customer hierarchy, 54
Customer invoice, 279
Customer namespace, 44

for pricing reports, 87
rounding rules, 210

Customer-specific condition type, 498, 522
Customizing table, 105

D

Data determination, 323, 329
during access, 83
in pricing, 343

Data Dictionary (DDIC), 516
Data model, 59

free goods, 59
pricing, 59

Data retrieval, 194
Data source, 176
Data source routine, 192
Database access, 516
Date dependency, 49
Date-dependent relationship, 58
DB alias, 110
Del credere commission, 315
Deletion indicator, 220
Determination analysis, 64
Determination procedure, 46, 63

definition, 64
Different validity period (rebate), 566
Direct values, 57
Discount, 263, 521
Discount condition type, 301
Display scale information, 103
Display variant, 102
Document condition, 531
Document currency, 282
Document item field, 343
Document pricing procedure, 592
Drop shipment, 278
Duplicated condition, 152

E

Electronic Data Interchange (EDI), 37, 
501, 533

Error handling, 428
Error message, 428

301 (fields missing for access sequence), 138
Exchange rate, 281, 283

currency customizing, 286
date, 282
document chain, 285
for accounting, 283

Index
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Exclusion, 158
rebate, 600

Exclusion group, 259
Exclusive free goods, 274
Expense accounting, 280
Extended rebate processing, 582
External tax interface, 272

F

Fast entry screen
additional data, 72
condition supplements, 74
details, 71
free goods, 74
scales, 73
status Information, 74
validity periods, 74

Field catalog, 46
and communication structures, 45
definition, 46

Field order, 521
Field sequence, 520
Filter variant, 102
Final settlement, 568
Final settlement (rebate), 553
Fixed price contract, 246
Formulas, 521
Formulas (CPF), 232
Free goods, 273
FTP server, 101
Function module, PRICING_COPY, 378

G

Global data, 497
Graduated scales, 195
Graduated-to interval scale, 157
Group condition, 152, 255, 368, 374, 521

definition, 256
header condition with fixed amount, 256
percentage based header condition, 256
scale based condition with group key, 257
scale based condition without group key, 257
with condition record, 257

Group key routine, 152, 370

H

Header condition, 232, 256
percentage based, 256
screen, 232
with fixed amount, 256

Header discount, 234
Horizon, 243

I

Inactivity indicator, 226, 228
Inclusive free goods

with item generation, 274
without item generation, 274

Incoterms, 85, 151
Indirect sales volume (rebate), 582
Initial indicator, 149
Internal Sales Representative business 

package, 92
Internal table

GKOMV (group conditions), 372
KONDTAB, 364
STEU (pricing types), 359
TKOMV (pricing result), 357
TKSCHL (conditions to be redetermined), 381
XKNUMA, 305
XKOMPLOOP, 305

Invoice list conditions, 315
Item category, 523

TAO, 246
WVN, 242

K

KAEND_TYP (condition categories), 387
KKURS (conversion rate), 422
KNPRS (Pricing Types), 359
KONAU_TYP (condition categories), 388
KOUPD (condition update), 414
KZWIW (indicator

condition subtotal), 415
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L

Limit, 264
condition basis value, 264
condition value, 264
number of orders, 264

Linear tax function, 511
Local currency, 282

M

Maintain conditions
transfers, 205

Maintenance contract, 307
Maintenance dialog, 60
Maintenance task, 70
Make-to-order, 280
Mass change, 206
Master data maintenance, 324
Material group hierarchy, 336, 337, 342

definition, 336
nodes, 336

Milestone billing, 246, 251
Minimum order quantity, 275
Missing field assignment, 138
Module pool, 36
Multidimensional scale, 513
Multiple fields, 324

N

Name range for routines, 168
Net item value, 301
Net price, 101
Net price list, 97, 104
NETWR (net value), 414, 463, 475
Newton iteration, 511
NRFAKTOR (factor for free goods 

[inclusive]), 276

O

Oil & Gas industry solution, 493
Origin of the condition, 228

P

Parameter catalog, 187
Parent material group, 337
Partial buffering, 516
Payment procedure, 568
Payment procedure (rebate), 547, 574
Payout currency (rebate), 538
Percentage based header condition, 256
Percentage tax, 510
Performance, 427, 515
Performance analysis, 529
Performance-optimized price list, 99, 105

additional fields, 116
creation, 100
customization and enhancements, 105
Customizing, 122
data determination, 108
enhancements, 114, 118
programs and function modules, 124
registration of fields, 105

Planned costs, 276
Plant determination, 455
Plus/minussign, 150
Points in time, 385
POWL (personal object worklist), 92
Predefined price element, 224, 236
Prefilled data, 110
Prestep, 43, 391, 517, 523
Price agreement, 84, 237, 245, 309, 382

condition types, 238
creation, 237

Price book, 83, 303
Price element, 231
Price increase, 245
Price inquiry, 113
Price inquiry layer, 123
Price list, 101, 119

advanced settings, 102
layer, 122

Price list report, 111, 121
Price list run, 107
Pricing

complex pricing, 170
configuration, 129
for industry solutions, 493
in accounting, 505

Index
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Pricing (Cont.)
in selected applications, 493
new fields, 167
programs, 355
shipment costs, 513
special functions, 255
user exits, 169

Pricing analysis, 220
Pricing communication structure, 116
Pricing date, 159, 282
PRICING function module, 326
Pricing log, 229
Pricing modules, 325
Pricing procedure, 67, 129, 161

business processes, 295
ICAA01, 310
PABR02, 238
production system, 297
PSER01, 307
PSER02, 308
RM0000, 502
RVAA01, 143, 268, 298
RVAA02, 83, 303, 344
RVAB02, 306
RVAXUS, 272
ZVAA02 (standard consolidated), 465
ZVAAEU, 271
ZZVBKD (data determination 

VBAK/VBKD), 453
Pricing procedure determination, 129, 144
Pricing procedures, 295
Pricing program, 326
Pricing report, 75, 85

configuration, 87
execution, 86
for condition maintenance, 91

Pricing result, 379
Pricing type, 356, 363, 387, 389, 498

B, 230
C, 498
customer-specific, 241
F (group valuation), 408, 428
I (redetermine rebate conditions), 559

Print formatting, 289
order item values, 291
output processing, 289

Printing indicator, 164, 292

Processing level, 108
Processing status, 63, 202

material, 204
Profit margin, 231, 475
Profitability Analysis (CO-PA), 198, 202, 280, 

310, 522, 526
Program

BADI_CPF_SCALE_EVALUATION, 487
BADI_PR_CPF_BASE, 193
BADI_PR_CPF_DATA_RTRVL, 193
BADI_PR_CPF_DATA_SOURCE, 187, 192
BADI_PR_CPF_DATASOURCE, 485
BADI_PR_CPF_RATE, 193
BADI_PR_CPF_VALUE, 193
BADI_PRICING_CPF_UI_FIELD, 198
BADI_SD_REBATES, 595
BON_ENH_SETTLE, 586
CALCULATE_TAX_ITEM, 508
GN_INVOICE_CREATE, 98
PRICING, 356
PRICING_COMPLETE, 256, 258, 367, 404
PRICING_COPY, 252, 318, 360, 392, 456
PRICING_GET_KOMK_KOMP_XKOMV, 198
PRICING_LOAD_CONDITION_TYPS, 381
PRICING_REFRESH, 380
RBT_ENH_RMCSS469, 588
REBATE_GENERAL_ANALYZE, 579
RSNAST00, 289
RV_PRICE_PRINT_HEAD, 293
RV_PRICE_PRINT_ITEM, 293
RV15B001, 571
RV15B003, 571
RV15B004, 578
RV15C005, 578
RV15C006, 578
RV15CC01, 213
SD_COND_ACCESS, 63, 361, 518
SD_COND_READ_FROM_MEMORY, 364
SD_COND_STATISTICS_READ, 400, 433
SD_MOVE_A004_TO_A304, 202
SDBONT06, 559, 576
SDNETPR0 (Net Price List), 202
SDS060RB, 572
SDVPRSUPDATE, 278
TP_MATERIAL_PRICES_GET, 624
USEREXIT_XKOMV_FUELLEN, 484

Promotion, 80
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Proofreading, 520
PRSDT (pricing date), 523

Q

Quantity contract processing, 296

R

Rebate, 83
Rebate condition type, 560
Rebate index, 555, 595
Rebate method, 552
Rebate processing, 537
Rebate recipient, 538, 590
Rebate relevance, 542, 569
Reconciliation account determination, 38
Reference condition type, 155
Release status, 63, 132, 201

defied values, 202
in agreements, 203
in condition record, 202

Rent processing, 296
Rental contract, 307
Report

SD_MOVE_A004_TO_A304, 201
SD_PRC_MULTI_ITEM_CHECK, 114

Requirement
002 (item with pricing), 557
003, 65
006, 502
008, 318
009, 315, 640
014, 315, 640
024, 302, 541
055, 302
057 (not for free goods), 448
062, 305
063, 352
106, 389
202 (price book - base price), 305
55, 275
902, 338, 341
957, 616
definition, 66

Requirement routine, 35

Requirements, 388
Resource-related billing, 252
Result list, 91
Retroactive rebate agreements, 551
Revenue account determination, 38
Rounding, 445
Rounding difference, 288, 373
Rounding difference comparison, 153, 

256, 257
Rounding effect, 288
Rounding rule, 151, 208, 210
Routine

GKOMV_bewerten, 375
komt2_aufbauen, 362, 391
kondition_pruefen (check condition), 426
konditionen_lesen, 363, 391
konditionsvorstep, 362, 391, 419, 523
konp_2_xkonp, 363
kwert_ermitteln, 402
preisfindung_vorbereiten, 371
pricing, 530
provide_condition_data, 436
userexit_change_pricing_rule, 424
userexit_field_modification, 425
userexit_move_field_to_vbap, 451
userexit_move_field_to_vbkd, 453
userexit_new_pricing_vbap, 498
userexit_new_pricing_vbkd, 499
userexit_pricing_check, 428
userexit_pricing_copy, 419, 457, 532
userexit_pricing_prepare_tkomk, 167, 

496, 529
userexit_pricing_prepare_tkomp, 167, 359, 

381, 497
userexit_pricing_rule, 419
userexit_print_head, 420
userexit_print_item, 421
userexit_xkomv_bewerten_end, 421
userexit_xkomv_bewerten_init, 421, 450
userexit_xkomv_ergaenzen, 422
userexit_xkomv_ergaenzen_manu, 423
userexit_xkomv_fuellen, 365, 423
userexit_xkomv_fuellen_o_konp, 423
xkomv_aufbauen_aus_komt1, 391
xkomv_aufbauen_pruefen, 363, 366
xkomv_bewerten, 281, 398
xkomv_ergaenzen, 363

Index

663

Routine (Cont.)
xkomv_fuellen, 365
xkomv_kkurs_ermitteln, 285

Routine number, 187

S

Sales deal, 204
Sales document

pricing, 223
type, 236

Sales document category, 496
Sales order, 522
SAP Business Client, 93
SAP Customer Relationship Management 

(SAP CRM), 40
SAP ERP Financials (FI), 206, 284
SAP ERP Materials Management (MM), 158
SAP ERP Sales and Distribution (SD), 95, 198, 

206, 505
SAP List Viewer (ALV), 99
SAP R/3, 206
SAPscript, 102
Scale base, 197, 257
Scale base formula, 400

023 (Partial Quantity), 393, 400
043 (tax license France), 433

Scale evaluation, 185, 194
Scale evaluation routine, 194
Scale group, 579
Scale rebate, 601
Scale-based conditions

with group key, 257
without group key, 257

Service charge settlement, 160
Service processing, 296
Settlement material, 540, 549, 601
Settlement period (rebate), 547, 568
Shipping costs, 447
Ship-to party, 336
Simple condition exclusion using 

requirements, 258
Sold-to party, 336
Source (condition) table, 211
Source condition type, 210
Special condition type, 302

Statistical group condition, 317
Status (rebate agreement), 553
Stock sale (no cross-company), 277
Stock sale/drop shipment, 295
Structure

KOMG, 324
KOMK, 43, 325, 387, 522, 526
KOMKAZ, 167
KOMP, 43, 325
KOMPAX, 327, 344
KOMPAX (pricing result), 410
KOMPAZD, 43, 58, 327, 331
KOMPLOOP, 327
KOMV, 325
PRCS_PRICING_CPF_CONTEXT, 178
RKOMV, 349
RKONP, 348
SAP_REFERENCE_RATE, 186

Structure condition, 151
Sub-parameters, 186
Switch Framework, 92

T

Table
A053, 507
conditions not to be redetermined, 389
CPFC_USAGETASK, 489
FPGA/FPLT (billing plan), 382
GKOMV, 328
KOMT2, 328
KONP, 328
KONV, 426
KOTE001, 565
MBEW, 277
S060, 264, 302, 543
S071, 264, 434
S136, 560, 571, 577
S469, 302, 583
STEU, 328
T001, 282
T052, 315
T681Z, 41
T682V, 518
T685, 58
TKOMVD, 293
TKSCHL, 328, 389
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Table (Cont.)
TKSCHLEXCL, 328
VBOX, 555, 569, 571
XKOMPLOOP, 350
XKOMV, 326

Table alias, 109, 112
Table buffering, 516
Tax calculation, 510
Tax calculation procedure

TAXEUR, 506
TAXUSX, 508

Tax classification, 269
Tax determination, 267

in accounting, 506
in sales document, 508
sales pricing, 270

Tax determination procedure
TAXD, 267
TAXES, 269
TAXUSX, 272

Tax increase, 273
Tax jurisdiction code, 273
Tax trigger, 269
Terms of payment, 450
Testing, 515, 531

pricing scenario, 145
Text determination, 161
Text determination procedure, 218
Time-dependent calculation types, 308
Transaction

8KEV, 505, 506
DP90, 252, 280, 308, 312, 612
FTXP, 267, 507
OKOZ, 505
OMO1, 560
OV77, 61
OVB3, 571
OVG1, 571
RBT_ENH_VB7, 586
SE11, 516
SE30, 530
SE43, 75
SE80, 480
SFW5, 92
SM30, 41, 216

Transaction (Cont.)
SO10, 102
ST05, 531
V_I7, 79
V_NL, 98
V_NLN, 100
V.25, 314, 413, 436, 441, 611
V/16, 240
V/I5, 79
V/I6, 79
V/LD, 86
VA01, 529
VA01, VA02, 499
VA05, 454
VB(7, 547, 553, 573
VB(8, 579
VB(D, 578
VB22, 203
VBN1, 274
VBO1, 538
VBOE, 578
VBOF, 552
VF01, 524
VF31, 289
VFSN, 572
VFTA and VTFL, 283
VK01, 50
VK03, 48
VK05, 48
VK11, 62, 69, 87, 335
VK12, 69, 87, 204, 208
VK13, 69, 87
VK14, 69, 206
VK31, 62, 75
VK31 to VK34, 91, 215
VK32, 75, 77
VK33, 75
VK34, 75
VOB3, 573
VOBF, 576
VOFM, 65, 168, 210, 385, 525

Transaction-specific pricing procedure, 
550, 563

Turnover update, 83
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U

Update prices, 235
Usage, 37

3:Campaign Determination, 40
A:Pricing, 37
B:Output, 37
C:Account Determination, 38
D:Material Determination, 38
E:Rebate, 39, 537
G:Material Listing and Exclusion, 39
N:Free Goods, 39
T:Data Collection, 40

Usage of condition tables, 35
Usages of conditions, 41
User exit, 113, 418

V

VAKEY, 49, 596
Validity period, 62, 80, 132, 206, 207

rebate, 538
rebate agreement, 566
rebate condition record, 539

Validity period split, 207, 208

Valuation, 376
Value contract processing, 296
Value Formula 038, 261
Variant, 77

condition, 158
definition, 77

VBOX, 555
Verification level, 544, 566
View V_T683V, 499
VPRS (Cost), 415

W

WAVWR (cost in document currency), 277, 
414, 463

Worklist, 92
change query, 93
customer-specific type, 95
define new query, 96
personalize query, 95

Z

ZTERM (terms of payment), 323
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