
Special Pricing Scenarios 

 

We have reviewed how you can set pricing strategies by category and by price schedule to 
enhance your strategy to focus on key customer segments.  At times, however, you need to 
create special arrangements for a particular customer, particular product or situation.  The 
following tools can be helpful in doing so.  Consider these tools individually and how they fit in 
with your overall pricing strategy. 

 

Contract Pricing 

To enhance your business arrangement with a key customer you can offer special pricing on 
specific products for a specific time frame.  Creating a contract with the client that links them to 
you.  Though this is common in certain industries it may not be in yours.  Consider identifying 
key customers and locking in their business by offering aggressive pricing on the products that 
drive your success with them.  Contracts can also be shared across a group by the creation of a 
master contract. 

To find the Contract pricing tab visit the customer record as below: 

 

 

 

The interface for Contract pricing is presented as follows: 

 

1. Parts and Prices – is viewed as above here I am able to select a lower price for a 
specific product and compare this to the price the client would pay on their normal 
schedule. 



2. Expiry Date – allows you to set the Expiry date for the contract or select that it does not 

expire.  
3. Master Contracts: Shows you the master contract this customer has been added to.  

The original contract you created. 

 
4. Customers also use this contract:  this tab allows you to share a contract you have built 

for one client with another client(s).  Use this strategy once you find something that 
works through your tests.  One you add someone, their customer record will hold this 
one as the master in the Master Contracts tab.  See above.

 
5. Contract Price: The new price on the product in question. 
6. Schedule Price: The former or non-contract price. 
7. Expiry date: date of expiry on this product or contract. 
8. Edit Tool bar: allows you to add and remove products from the contract. 

Once you have this setup pricing contract it will operate automatically on an invoice just like a 
price schedule.  As you see here: 

 

Contracts are another type of experiment you can run on your prices.  If you find that a contract 
is working well to win business of a certain type you can adjust your marketing and sales 
approach to attract more of this business and repeat the process.  This is a great way to pass 
on savings you have earned yourself through vendor relationships to strengthen customer 
relationships. 

 

Advantages of using Contract pricing in my business are: 

 

 



Disadvantages of using the Contract pricing in my business are: 

 

 

I am going to start using this tool in my business on _________________ 

To address the following problems 

 

 

 

 

Price Schedule Exceptions 

 

Price schedule exceptions allow you to grant a customer a specific price schedule on a broad 
group of products or services by category or vendor.  You also find this in the customer record 
here: 

 

 

The Price Schedules tab appears as follows: 



 

1. Setup a specific price schedule to take effect when this vendor is purchased from. 
2. Designate the vendor specific price schedule here. 
3. Setup a specific category to trigger a price schedule here. 
4. Designate the category specific price schedule here. 

Using this strategy in combination with price schedules to segment your clients and target key 
products and services that drive business with them can build a unique value proposition with 
each individual client or segment.  Experiment with these exceptions until you find a winning 
combination. 

 

Advantages of using Price Schedule exceptions in my business are: 

 

 

Disadvantages of using the Price Schedule exceptions in my business are: 

 

 

I am going to start using this tool in my business on _________________ 

To address the following problems 

 

 



 

 

 

 

 

 

 

Quantity Discounts 

 

Quantity discounts can help drive high volume business and do not make sense in all instances.  
If you have a quantity discount with a vendor this can be an excellent way to pass that on to 
your customer.  In some businesses you are keeping a lot of products on hand to satisfy 
immediate need, but this has a high cost due to available warehouse space.  Let your customers 
who buy something frequently store their own product by offering them a discount to take a 
supply with them.   

Quantity discounts take place in the Inventory record and apply to ALL customers.  They rely on 
price schedules being set up.  After purchasing a given quantity a customer will be granted a 
better price schedule for that purchase. 

To set up a Quantity discount head to the item record and to the Retail Tab. 

 

Here you will see your list of price schedules as before.  To add quantity discounts, enter a 
quantity that will trigger the client to be charged a given price schedule.   

NOTE:  these work best in descending order.  

Here you can see the above items sold at full price, then at lower price schedules as the 
quantity increases.   

 

 



 

This is a very simple feature to implement.  It makes sense to provide quantity discounts in the 
same places where your vendors provide them to you.  Consider which products you can benefit 
from mass orders on and then motivate customers to make larger purchases to get a better 
price. 

Advantages of using Price Schedule exceptions in my business are: 

 

 

Disadvantages of using the Price Schedule exceptions in my business are: 

 

 

I am going to start using this tool in my business on _________________ 

To address the following problems 

 

 

 

 

 

 

 

 

 

 

Putting a product on sale 

 

Another simple method of adjusting and maintaining prices is to use a sale.  You can quickly 
and easily set a different price point by price schedule for a period of time.  This takes effect 
automatically. 

To put an item on sale, go to the inventory record and head to the retail tab once again.  First, 
set the prices you want to take effect for each price schedule on the right.  In my example I 



simply increased the discount.  However, you can completely change the pricing method or 
strategy as well.   

 

The 2nd step is to set the sales dates which you handle on the primary inventory record area, as 
you see here. 

 

Try sales on different products and compare the sales results during the sales period to a 
period of regular pricing to see if lower prices drive more sales.  Note that you can also use the 
design inventory report or the default items areas to set sales to groups of products. 

 



Advantages of using Price Schedule exceptions in my business are: 

 

 

Disadvantages of using the Price Schedule exceptions in my business are: 

 

 

I am going to start using this tool in my business on _________________ 

To address the following problems 

 


