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PRICE NEGOTIATION

Price Negotiation

The Trinity Price Negotiation module provides extra functionality when entering sales
transactions so that various parameters can be used to negotiate a selling price.

The Price Negotiation window allows you to base a selling price on a wide range of cost
options, amend sales margins to give you the best achievable selling price, and will even
convert currencies as required.

The main features of the Price Negotiation module are:

« The facility to negotiate a selling price based on multiple cost parameters

o User-friendly interface makes negotiating a suitable selling price speedy and
straightforward

« The facility to negotiate price direct from sales transaction entry or standalone
o Additional lookups to provide further information when negotiating a price

1. Price Negotiation Setup Window

Tools >> Setup >> Trinity >> Price Negotiation >> Minimum Margin Setup
Use the Price Negotiation Setup window to:

e Set up minimum margin restrictions

Il tcs45 Price Negotiation Setup [:HE|@

EH Save

Enable Margin Checking

Minirnurn b argin % 10.00% Warning Orly

1.1 Setting Up Minimum Margin Restrictions

To set up minimum margin restrictions using the Price Negotiation Setup
window:

1. Click the Enable Margin Checking checkbox to enable the setting up of margin
restrictions.

2. Enter a minimum margin %. If a selling price is calculated in the Price Negotiation
window with a margin percentage of less than that entered here, then a warning will be
displayed.

3. If you do not select the warning only checkbox then when a warning is displayed against
a selling price in the Price Negotiation window you will be unable to transfer that price to
an order.
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PRICE NEGOTIATION

2. Price Negotiation Window
Inquiry >> Trinity >> Price Negotiation >> Price Negotiator

Use the Price Negotiation window to:

o Build a selling price that can be transferred to sales transactions
= AER)
Tranzfer ° Cancel Default | A Clear
(&) Debtor () Prospect
Dehtor 1D t (|
Currency [D ZUs$ i23/[1) US Dallars
Itern Nurnber Q D
Site 40
Seling U of M w
Creditor 1D Q D Last Invoice
Date 12/04/2007 000040000
Base Cost On: Cuantity 1.00 0.o0
Dty $0.00
) Standard Cost $0.00 - -
g c " at[C TS 30,00 Unit Cost used as basis $0.00 $0.00
/o leurrent Lozl 5
) ‘weighted dwerage Cost $0.00 ] )
O Predictedwaht. &v. Cost $0.00 Selling Price $0.00 $0.00
) Orig. Invaice Cost $0.00 Margin Yalue 0.00 $0.00
) Wendar Price $0.00 Margin % 0.00 0.00
) Lot Cost
[ Include Landad Cost $0.00 Price in: ZUss $0.00
Landed Cost Growup 1D 240 [%ﬁ &y, To Prom. ] [Q Outst. P. Orders ]
[g Goods Recwvd. Eng. ] [a P.Order Hist ]
[ﬂ Sales Invaoice History ] [ﬂ All Cust History ]
@

Note that the Price Negotiation window is also available as an Additional option from the
Sales Transaction Entry window and the Sales Item Detail Entry window. You can only
transfer the negotiated selling price if you have opened the Price Negotiation window from
one of these windows.

2.1 Building and Transferring Selling Prices
To build and transfer selling prices in the Price Negotiation window:

1.

Click the Customer or Prospect option to negotiate prices for a Customer or prospect. If
you select prospect then you will be unable to view sales invoice history (see step 10).

Note that if you displayed the window through the Sales Transaction Entry window or the
Sales Item Detail Entry window then the Customer, currency ID, item number, site and
selling u of m will be displayed by default. The creditor ID displayed will be that set as
the default primary creditor ID in the Site Item Quantities window.

Enter a Customer or select one using the lookup.

The currency ID will be displayed by default. If you opened the Price Negotiation
window from a transaction then the originating currency for the Customer will be selected
by default. If you opened the Price Negotiation window from the palette the functional
currency for your system will be selected by default. You can enter or select an
alternative currency as required.
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PRICE NEGOTIATION

Note that all costs are displayed in the system functional currency. Where the originating
currency (displayed currency ID) differs from the functional currency the displayed
selling price will be converted to the originating currency in the Price in field.

4. Enter an item number or select one using the lookup.
Enter a site or select one using the lookup.

6. The Selling U of M and Creditor (see above) will be displayed by default. Use the Selling
U of M drop-down menu and Creditor lookup to select alternatives as required.

7. Costs will be displayed automatically as follows:

Standard Cost Set in the Item Maintenance window.

Current Cost Set in the Item Maintenance window.

Weighted Average Cost | The average unit cost of all on hand stock of the selected
item number.

Predicted Wght. Av. Cost | The average cost of all on hand stock and stock on purchase
orders of the selected item number.

Orig. Invoice Cost Set in the Item Creditors Maintenance window.

Vendor Price The price set for the displayed creditor using the Trinity
Vendor Price Management module.

Lot Cost The cost associated with the lot that stock is booked into. If
this option is selected then select a Lot Number using the
Price Negotiation Lot lookup. Having selected a lot, you
can use the Lot Number link to open the Lot Number
Inquiry window.

Click to select which cost you want to base the unit cost on. The Unit Cost used as basis,
Margin Value and Margin % fields will be updated automatically to take account of the
cost option that you select. See Appendix B for details of how to set up margin
calculations.

You can choose to select an alternate Base Cost On option at any point.

8. Where a landed cost group ID has been assigned to the selected item/site combination in
the Item Quantities Maintenance window, this will be displayed by default in the Landed
Cost Group ID field. If there is no landed cost group ID assigned to the item/site, then
where one is assigned to the selected creditor this will be displayed.

Click the lookup to select an alternate landed cost group ID.

If a landed cost group 1D is displayed, click the Include Landed Cost option to include the
landed cost in the price negotiation. The Unit Cost used as basis, Selling Price, Margin
Value, Margin % and Price in fields will be updated automatically to take account of the
landed cost. Click the Include Landed Cost button again to remove the landed cost from
the price negotiation.

Note that if you have selected a Base Cost On option of current cost, weighted average
cost or predicted weighted average cost then the option to include landed costs will be
disabled. Landed costs are included by default in these costs.
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9. The Date, Quantity, Unit Cost used as basis, Selling Price, Margin Value, Margin % and
Price in fields are all calculated based on the selections that have been made. The margin
value is the selling price less the unit cost used as basis. The margin % represents the
margin value. The last invoice details for the selected Customer / currency / item number
/ site / selling u of m combination will also be displayed.

If the selling price is based on a promotion then it will be denoted with a P. If the selling
price is based on a quantity break then it will be denoted with a Q.

Note that if the margin percentage is less than that set in the Price Negotiation Setup
window then a warning symbol will be displayed.

Click the Selling Price link button to display the Price Trace Inquiry window where you
view the source of the displayed selling price. If you did not select the Warning Only
checkbox then you will not be able to transfer this price to a sales transaction.

Any of these fields (with the exception of the Price in field) can be amended to produce a
new selling price. Where a field is amended, other fields will be automatically updated to
take this into account. If cost details are amended then the margin details will be

recalculated. If the margin details are amended then the selling price will be recalculated.

The Price in field will display the currently displayed selling price in the selected
currency ID.

Note that you can click the Default button at any point to set all fields back to the defaults
based on the selections made.

10. You can view further information on the selection that you have made by clicking the
following buttons:

(bt A To Prom, | | Displays the Available to Promise window. Requires access to
the Microsoft Dynamics™ GP Available To Promise module.

o] GoodsFecvd Eng | | Displays the Goods Received Inquiry window.

[ 1] Sales Invoice History ] Displays the Invoice History Inquiry window (see page 9).

[ ol Outst. P. Orders | | Displays the Outstanding P.O. Inquiry window (see page 10).

[al E Oirder Hist | | Displays the Purchase Order Processing Item Inquiry window.

[j All Cust History ] Di;plays the Item Invoice History Inquiry window (see page
13).

11. If you opened the Price Negotiation window from the Sales Transaction Entry window or
the Sales Item Detail Entry window, clicking the Transfer button will transfer the price
displayed in the Price in field to the current transaction. If the Unit of Measure on the
Price Negotiation window is not the same as the Unit of Measure on the sales document
line, an equivalent price in the sales document unit will be calculated before the price is
transferred.

Note that you can click Clear at any point to clear any selections made, or Cancel to close the
window.
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3. Invoice History Inquiry Window

Inquiries >> Trinity >> Price Negotiation >> Invoice History Inquiry

Use the Invoice History Inquiry window to:

e View invoice history with associated costs, selling prices and margins

|

@ ox
Cugtomer [0
Currency 1D
Itern Hurmber
Site 1D

Docurnent [0
1 Of

STDIMW 2044
STDIMW 2030
STOIMW2029

tcsd5 Invoice History

File Edit Tools Options Help Debug

Clear g Redizplay

AARONFITOOM
ZU5%

100=LG
WAREHOLUSE

Invoice Date
Guantity
2742026
1/27./2026
1/26/2026

p Aaron Fitz Electrical
A2 Us Dollars
p Green Phone

15 Main Site

IIrit Price
Init Cost

_I:I-

=a Fabrikam, Inc. 4/12/2027

kargin %
Margin WV alue
$55.95
$59.95
$53.95

D

FA2E A
7A42%
7A2%

e

2@

Note that this window can also be displayed from the Price Negotiation window.

3.1 Viewing Invoice History

To view invoice history with associated costs, selling prices and margins in
the Invoice History Inquiry window:

1. Enter or use the lookups to select a Customer ID, currency ID, item number and site 1D.

If you have displayed this window from the Price Negotiation window then these
selections will be made automatically.

Note that you if display this window from the palette then the system functional currency
ID will be automatically selected. When you enter a Customer ID the currency will
default to the Customers originating currency (where relevant). You can select an
alternate currency ID as required.

2. All relevant document I1Ds and associated costs, selling prices and margins will be
displayed in the scrolling window.

3. Click OK to close the window.
Note that you can click Clear at any point to clear your selection or Redisplay to update your

selection with any changes that have been made.
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4. OQutstanding P.O. Inquiry Window
Inquiries >> Trinity >> Price Negotiation >> Outstanding Purchase Order Inquiry
Use the Outstanding P.O. Inquiry window to:

e View outstanding purchase orders with associated costs

i tcs45 Outstanding Purchase Orders = | = -
File Edit Toocls Options Help Debug sa Fabrikam, Inc. 4/12/2027
I_‘Ejjl oK Clear $ Redisplay
Wendor [0 ACETRAVEDQD P & Travel Company
Currence 1D Z5% P 115 Dallars
[tern Murmber 100LG P Green Phone
Site 1D WAREHOUSE P b ain Site
Docurnent [0 Fromized Ship Date rit Cost Landed Cost
I OF b4 Cuantity Originiating Unit Cozt Landed Cozt Group 1D @
PO2071 41242027 $28.46 $0.00) ~
PO2071 A1 242027 $28.4E $0.00
PO2071 41242027 $28.4E $0.00
PO2071 41242027 $28.45 $0.00
PO2071 AN 202027 $28 48 $0.00
PO2071 A1 242027 $28.4E $0.00 -
PO2071 41242027 $28.4E $0.00) -
PO2071 41242027 $28.45 $0.00
PO2071 AN 202027 $28 48 $0.00
PO2071 A1 242027 $28.4E $0.00 .
r

Note that this window can also be displayed from the Price Negotiation window.

4.1 Viewing Outstanding Purchase Orders

To view outstanding purchase orders with associated costs in the Outstanding
P.O. Inquiry window:

1. Enter or use the lookups to select a creditor ID, currency ID, item number and site ID.

If you have displayed this window from the Price Negotiation window then these
selections will be made automatically.

Note that if you display this window from the palette then the system functional currency
ID will be automatically selected. You can select an alternate currency ID as required.

2. All relevant document 1Ds and associated costs will be displayed in the scrolling window.
3. Click OK to close the window.

Note that you can click Clear at any point to clear your selection or Redisplay to update your
selection with any changes that have been made.
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5. Item Invoice History Inquiry Window

Inquiries >> Trinity >> Price Negotiation >> Item Invoice History Inquiry
Use the Item Invoice History Inquiry window to:

e View invoice history for items

s tcs45 Item Invoice History \;Ii-

File Edit Tools Options Help Debug sa Fabrikamn, Inc, 4/12/2027
f@j 1] 4 Clear $ Redizplay

Itermn Murnber 100=LG ;p Green Phone

Site ID WwAREHOUSE p b ain Site
Document [0 Irvoice D ate Customer L Of M Quantity Uit Cogt Urit Price Margin Value 4 @
Customer Mame Ship To Address Address Mame
STOIMNYZ2218 2402027 ASTORSUIOO01  |Each 8 45560 $h9.95 440 TAZE A
STOIMNY2215 3027 BLUEYOMDOODT | Each 1 $55.50 $59.95 $4.45 0 Fd2x
STOIMYZ2109 2402026 ASTORSUIOO01  |Each a $55.50 $59.95 445 T42%
STOIMYZ2108 3232026 BLUEYOMDOOOT | Each 1 45560 $h9.95 $4.48 0 Va2E
STOIMY20E2 2222026 METROPOLOOOT | Each 1 $55.50 $59.95 445 Va2 =
STOIMNY2170 202202026 METROPOLOOOT | Each 1 $55.50 $59.95 445 T42%
STOIMYZ20E1 2/21/2026 & GMIFICO00 Each 4 45560 $h9.95 $4.45 ) Fa2E
STOIMY2189 202142026 MAGHIFICO00 Each L) $55.50 $59.95 $4.45 0 Fd2x
STOIMY 2044 24772026 AAROMFITOOD | Each 5 $55.50 $59.95 445 T42%
STOIMY2043 2/6/2028 WYANMCOUEDDD | Each 2 45560 $h9.95 $4.45  Fa2E
STOIMY2035 21,2028 MAGHIFICO00 Each 10 $55.50 $59.95 $4.45) Fd2x
STOIMY2034 173142026 CEMTRALCOODT  Each 5 $55.50 $59.95 445 VA2

O

Note that this window can also be displayed from the Price Negotiation window.

5.1 Viewing Invoice History for Items

To view invoice history for items using the Item Invoice History Inquiry
window:

1. The item number will be selected by default. Enter or use the lookup to select an alternate
item number if required.

2. The site ID will be selected by default. Enter or use the lookup to select an alternate site
ID if required.

All invoices for the selected item / site will be displayed in the scrolling window.
Click OK to close the window.
Note that you can click Clear at any point to clear any entries made in the window.
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6. Price Negotiation Lot Lookup Window
Inquiry >> Trinity >> Price Negotiation >> Price Negotiator >> Lot Number lookup

Use the Price Negotiation Lot Number lookup window to select a lot on which to base the
cost for Price Negotiation:

=yl tcs45 Price Negotiation Lot Lookup |ﬂ|
e Edit Tools Help Debug sa Fabrikam, Inc. 12/04,/2017

ltemn Mumber | ROYAL GALS APFLES rowal gala apples %

Site ID WAREHOUSE b ain Site

Lat Mumber Buantity Available (uantity Type  Bin Cost g, Date Exp. Date o

RG1 50.00 | On Hand 0.89| 00/00/0000 310142009 /Oy -
Country origin | HZ Guality 1
Best before 31/01/2009 00/00,/0000 Receipt D ate 12/04/207

RG2 50.00 | On Hand 0.89| 00/00/0000 16/01/2009 Ay
Country origin | LK, Cuality 1 =
Best before 15/01/2009 00/00/0000 Receipt D ate 12/04/2M7

RG3 50.00 | On Hand 0.89| 00/00/0000 15/08/2017
Courtry origin | N2 Quality 1
Best before 31/06/2017 00/00,/0000 Receipt D ate 12/04/2M7

Ly @ Select | | Cancel

S

6.1 Selecting a lot for Price Negotiation

To view lot details in the Lot Number Inquiry window:
1. In the Price Negotiation window, select to negotiate prices for a lot tracked item.
2. Select the option to Base cost on Lot cost.

3. Select the Lot Number lookup button. When expanded to multi-line view, the Price
Negotiation Lot Lookup window shows the lot quantities and attributes for the selected
item.

4. Select a lot from the lookup to return to the Price Negotiation window.

PRICE NEGOTIATION USER GUIDE 10



PRICE NEGOTIATION

7. Lot Number Inquiry Window

Inquiry >> Trinity >> Price Negotiation >> Price Negotiator >> Lot Number link
Note that this window is also available as a menu option:

Inquiry >> Trinity >> Lot Number Inquiry

Use the Lot Number Inquiry window to:

ey tcs00 Lot Number Enquiry N =NECH| X

File Edit Tools Help Debug h sa Fabrikam, Inc. 12/04,/2017
/ 0K A Clear

Itern Murnber ROYAL GaLa APPLES )

royal gala apples

Site 1D 4 'WaAREHOUSE bl

Lat Murnber RG3 )

Cluartity Type On Hand Creditar 1D

Cluantity Received a0.00 Date Received 12/04/2017

(uantity Allocated 0.0o M anufactured Date Q00040000

Cluantity Sald 0.00 E =piration [ ate 1520542017

Cluantity Awvailable R0.00

Cost $0.83 Bin

Country arigir MHZ Best befare MNA05L2MT

Cluality 1 00/00,/0000

iy @

7.1 Viewing Lot Details
To view lot details in the Lot Number Inquiry window:
1. Inthe Price Negotiation window, select to negotiate prices for a lot tracked item.
2. Select the option to Base cost on Lot cost.
3. Select the lot number from which to derive the item cost.
4

Click the lot number link to open the Lot Number Inquiry window, showing the lot
quantities and attributes.

5. Click OK to close the window.

PRICE NEGOTIATION USER GUIDE 11



APPENDIX A

Appendix A
Price Negotiation — Access to Windows

Window Name

% Menu Access

% Other Access

Invoice History
Inquiry

Inquiries >> Trinity >>
Price Negotiation >>
Invoice History Inquiry

Inquiry >> Trinity >> Price Negotiation
>> Price Negotiator >> Sales Invoice
History button

Item Invoice
History Inquiry

Inquiries >> Trinity >>
Price Negotiation >> Item
Invoice History Inquiry

Inquiries >> Trinity >> Price Negotiation
>> All Cust History button

Lot Number
Inquiry window

Inquiries >> Trinity >> Lot
Number Inquiry

Inquiries >> Trinity >> Price Negotiation
>> Lot Number link

Outstanding P.O.
Inquiry

Inquiries >> Trinity >>
Price Negotiation >>
Outstanding Purchase Order
Inquiry

Inquiry >> Trinity >> Price Negotiation
>> Price Negotiator >> Outst. P. Orders
button

Price Negotiation

Inquiry >> Trinity >> Price
Negotiation >> Price
Negotiator

Sales >> Sales Transaction Entry >>
Additional >> Price Negotiation

Price Negotiation
Setup

Tools >> Setup >> Trinity
>> Price Negotiation >>
Minimum Margin Setup

PRICE NEGOTIATION USER GUIDE
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Appendix B
Margin Percentage Setup Window

Tools >> Setup >> Trinity >> Margin Percentage Setup
Use the Margin Percentage Setup window:
e Set up document margin calculation details

Bl tcs00 Margin Percentage Setup E“E|E|

Baze Margin Percentage On Sales w

The settings made in this window will define how document margins displayed in the Price
Negotiation window are calculated. See below for further details.

Note that the settings made in this window also set how the margin is calculated in the Item
Catalogue and Search window (see Trinity Catalogue Based Sales) and the Document
Margins window (see Trinity Distribution Enhancements).

Setting Up Document Margin Calculation Details

To setup document margin calculations in the Margin Percentage Setup
window:

1. From the Base Margin Percentage On drop-down menu, select Costs or Sales.

The margin is the sum of all extended prices minus the sum of all unit cost prices for
items on a transaction. The margin percentage is calculated dependant on your selection:

Sales Margin / Total sales value for document lines

Costs Margin / Total cost value for document lines

2. Click OK to save your settings and close the window.
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Appendix C

About Trinity

Help >> About Microsoft Dynamics GP >> Additional >> About Trinity Suite

Use the About Trinity Suite window to check your registration information and installation
details. The window will tell you which Trinity modules you are registered to use and which
have been installed on your system.

5 tcs00 About Trinity Suite - TWO (sa) I;‘i-

. o) a—
[O] ‘lf ! .;9]
Nl |
OK File Tools | Help

-

- -

Actions | File Tools | Help

dynavistics NNA

Licenze Infarmation

Compary Mame
Max Users

Key 1 Kep2

Key 3 Key 4

Key 5 Required Key Version | 18.2

Imztallation Dietail:

Company 1D Fabrikam, he.
Installer Yersion | 19.2.33 Dictionary Build 18.2.32.0
Trinity Extensions Build 18.0.00
todule Fegistered Installed

Additional Charges

Adv. [nventory Replenishment =
Autormated Data Capture
Call Scheduling

Catalog Bazed Sales
Catchweights
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