General Process from pVelocity to SFDC
Overview

Transactional Pricing is split through the following stages :

® Product manager defines in pVelocity whicg prices to apply to which Sold-To/Material
® Sales Reps commits in Salesforce for the price they have negociated with their customer

® Product Manager need to Approve or Reject the committed price if it is below the asked Target
Price

General Process

Patterns that can usually be observed on a scatter-plot

On a given market & product

Pricefunit 1 dot = one account
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Without transactional pricing, price increases are often focused on
the same customers, with the risk of eventually losing them
llustrative example of classic pricing patterns without transactional pricing
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Transactional Pricing aims at reducing price dispersion amongst
similar customers, and can be applied to most products



Nustrative scatter plot of product A/Region X
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‘Customers below rods-bottom margin
Recommended margin funnel

Customers are grouped into 3 clusters
based on their purchased volume of
product A’

For each tier, a rock-bottom margin (RBM)
is calculated (weighted average or median
ofthe tier)

A target margin is set by the Product
Manager

Customers below target margin have a
proposed price increase, with a minimum
corresponding to the rock-bottom margin

Transactional pricing is a 5-step approach
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Setting commitments + link in Salesforce

® Commitments records are created in pVelocity and go directly to Salesforce from the scatterplots defined by the Prod Manager.
® Sales Reps commit to prices and Product Managers approve or reject commitments directly in Salesforce.
®* When a Commitment is updated in Salesforce, those modifications are sent back to pVelocity.
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* Statuses that can only be set by the Product Manager ’
~ (not the Sales Rep) P

Related articles Need help?

® 04. Quotation


https://wiki.syensqo.com/display/ISAPPSUP/04.+Quotation

To request any support or if you have identified a bug or incident ,
please create a Freshdesk ticket using Solvia platform : https:/solvia.
solvay.com/
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saiiy) We're here to help

you can copy users with email address , default priority is Low , then
Submit . We advise you to put keywords in subject to ease dispatching
to correct Agent : CRM - Complaint for example


https://solvia.solvay.com/
https://solvia.solvay.com/
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