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Abstract

In modern supply chain operations, efficient pricing strategies are critical for maintaining
competitiveness and operational excellence. SAP's robust pricing framework provides
organizations with the tools to manage complex pricing scenarios, including multiple price lists,
promotions, and discounts. This paper explores advanced pricing strategies in SAP, emphasizing
the configuration and application of pricing procedures to address real-world challenges in global
supply chains. It highlights the technical aspects of SAP pricing, identifies integration challenges,
and proposes a framework for optimization. Through case studies and industry insights, the paper
demonstrates how advanced pricing strategies can streamline operations, enhance customer
satisfaction, and drive overall supply chain efficiency. The findings underscore the importance of
continuous innovation in pricing strategies to adapt to dynamic market conditions and ensure
scalability across diverse business models..
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INTRODUCTION

Pricing strategies play a pivotal role in supply chain management, influencing everything from
operational efficiency to customer satisfaction and overall profitability. In a highly competitive and
rapidly evolving global marketplace, organizations must adapt to increasingly complex pricing dynamics.
Factors such as fluctuating market demand, regional pricing variations, promotional campaigns, and
customer-specific agreements add layers of complexity that require precision and flexibility. The
challenge is not only to determine the right price but to ensure that it aligns with business objectives and
integrates seamlessly with supply chain processes.

SAP, a leader in enterprise resource planning (ERP) systems, provides a comprehensive pricing
framework designed to address these challenges. Central to this framework are SAP’s pricing procedures,
which enable businesses to automate and streamline the management of multiple price lists, promotions,
and discounts. Pricing procedures in SAP are highly configurable, allowing organizations to define rules
and conditions that determine how prices are calculated, adjusted, and applied across diverse business
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scenarios. These features empower organizations to maintain consistent pricing logic while
accommaodating region-specific and customer-specific requirements.

Despite the robust capabilities of SAP’s pricing framework, implementing and managing advanced
pricing strategies in real-world scenarios often presents significant challenges. Organizations must
navigate issues such as scalability across global operations, real-time synchronization of pricing data, and
the integration of pricing strategies with other supply chain processes like inventory management, order
fulfillment, and demand planning. Furthermore, the increasing need for dynamic and personalized pricing
has introduced additional complexity, requiring businesses to leverage advanced technologies such as
predictive analytics and artificial intelligence.

The focus of this paper is to explore how SAP’s pricing procedures can be effectively utilized to
manage these complexities and unlock efficiencies in supply chain operations. By examining the
technical aspects of pricing configurations, the paper provides insights into how multiple price lists,
promotions, and discounts can be managed efficiently within the SAP ecosystem. It also addresses the
challenges faced by businesses in implementing these strategies and proposes solutions to optimize
pricing processes for better scalability and adaptability.

The objectives of this research are threefold:

1. To investigate the structure and functionality of SAP pricing procedures and their application in
diverse industries.

2. To identify the challenges and limitations associated with managing advanced pricing strategies in
supply chain operations.

3. To propose a framework that integrates automation, real-time updates, and predictive analytics to
enhance pricing efficiency and scalability.

The structure of this paper includes a review of the evolution of pricing strategies and SAP’s role in
supply chain optimization in the background section. This is followed by an in-depth analysis of SAP’s
pricing framework, highlighting its technical components and their application. The paper also discusses
common challenges encountered during implementation and proposes a roadmap for optimization. A case
study of a global retailer is presented to illustrate the practical application of these concepts, and the paper
concludes with a discussion on the broader impact of advanced pricing strategies on supply chain
performance.

By bridging technical insights with practical applications, this research aims to demonstrate how
SAP’s advanced pricing strategies can transform supply chain operations, enabling organizations to adapt
to market dynamics while maintaining operational excellence. The findings offer valuable guidance for
businesses seeking to enhance their pricing strategies and achieve a competitive edge in the market.

LITERATURE REVIEW

The role of pricing in supply chain operations has evolved significantly over the years. Traditionally,
pricing strategies focused on cost-plus models, where prices were determined by adding a markup to
production costs. While this approach was straightforward, it lacked the flexibility to accommodate
dynamic market conditions, customer preferences, and competitive pressures. As businesses expanded
into global markets, the need for more sophisticated pricing mechanisms became evident, particularly
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those that could manage region-specific pricing, promotional campaigns, and customer-specific
agreements.

Evolution of Pricing Strategies

With the rise of global supply chains, pricing strategies have shifted towards customer-centric and value-
based models. These strategies aim to maximize value for both the customer and the business by
considering factors such as demand elasticity, regional market conditions, and competitive benchmarks.
Advanced technologies such as dynamic pricing and real-time inventory updates have further enhanced
the ability to adjust prices based on current market scenarios.

SAP’s Role in Pricing Optimization

SAP’s pricing framework is a cornerstone for many organizations aiming to streamline their supply
chain operations. Through its configurable pricing procedures, SAP enables businesses to define a wide
range of pricing rules, conditions, and calculations. The integration of pricing procedures with other SAP
modules—such as Sales and Distribution (SD), Materials Management (MM), and Global Available-to-
Promise (GATP)—allows for seamless synchronization across the supply chain. This capability is
particularly beneficial for managing complex scenarios such as multi-tier pricing, customer-specific
discounts, and promotional campaigns.

Challenges in Existing Research

While significant advancements have been made in pricing optimization, existing research highlights
several challenges. One major issue is the lack of real-time integration between pricing strategies and
supply chain processes, which can lead to inefficiencies and inaccuracies. Another challenge is
scalability, particularly for organizations operating in diverse markets with complex pricing structures.
Additionally, the integration of emerging technologies like artificial intelligence (Al) and predictive
analytics into pricing strategies is still in its nascent stages, leaving much room for exploration.

Gaps and Research Opportunities

Although SAP’s pricing framework provides robust tools for managing pricing complexities, there is
limited research on how to leverage these tools for real-time pricing optimization. Furthermore, the
integration of SAP pricing strategies with advanced technologies like machine learning and predictive
analytics remains an underexplored area. These gaps present an opportunity to investigate how businesses
can enhance their pricing capabilities to address modern supply chain challenges.

SAP PRICING PROCEDURES: A TECHNICAL PERSPECTIVE

SAP’s pricing framework is a highly customizable and integral part of its ERP system, designed to
accommodate the diverse and complex pricing needs of modern businesses. At its core, pricing in SAP is
managed through a combination of pricing procedures, condition types, access sequences, and
condition tables. This section explores these components in detail and demonstrates how they work
together to enable advanced pricing strategies.
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3.1. Key Components of SAP Pricing Procedures
1. Pricing Procedure

A pricing procedure is a predefined set of rules that determines how the final price of a product or
service is calculated. It orchestrates the sequence of condition types—each representing a specific
pricing element, such as base price, discounts, surcharges, or taxes. The flexibility of pricing
procedures allows businesses to model complex pricing scenarios by defining steps, subtotals, and
conditions.

2. Condition Types

Condition types represent individual pricing elements, such as PROO (base price), K004 (discounts),
or MWST (taxes). Each condition type has specific control parameters, such as whether it is
mandatory, calculated as a percentage, or determined by a formula. Businesses can configure custom
condition types to cater to unique requirements.

3. Access Sequences

Access sequences define the hierarchy of data retrieval for pricing conditions. For example, SAP
might first check for customer-specific prices, then for group-level prices, and finally for standard
prices. This hierarchical approach ensures accurate pricing based on the most specific and relevant
data.

4. Condition Tables

Condition tables store the actual pricing data. They are configured to contain key combinations, such
as material and customer or material and region, to ensure precise and flexible pricing.

Comparison of Traditional vs. Optimized Pricing Strategies

Traditional Pricing
I B Optimized Pricing
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3.2. Managing Multiple Price Lists

SAP’s pricing procedures allow organizations to manage multiple price lists for different regions,
customer segments, or product lines. This is achieved by maintaining separate condition records in
condition tables, linked to specific access sequences. For instance:

e A global business might maintain price lists for North America, Europe, and Asia, each with its
unique pricing structure.

e Access sequences ensure that the correct price list is applied automatically based on the sales
order data, such as customer location.

3.3. Handling Promotions and Discounts

Promotions and discounts are vital for driving sales and enhancing customer loyalty. SAP pricing
procedures provide several options to handle these scenarios:

e Promotional Discounts: Condition types like KOO7 (promotion discount) can be applied for a
limited time using validity periods in condition records.

o Quantity-Based Discounts: Using scales within condition records, SAP can automatically apply
discounts for bulk purchases.

e Cumulative Discounts: Advanced formulas within pricing procedures can calculate cumulative
discounts based on total order value or volume.

Real-life Example:

A retailer might use a promotional discount for a holiday season sale. By configuring a specific
condition type and validity period in the pricing procedure, the discount is automatically applied to all
qualifying sales orders during that time.

3.4. Integration with Other SAP Modules
SAP pricing procedures seamlessly integrate with other modules to ensure consistency and efficiency:

e Sales and Distribution (SD): Pricing directly impacts sales orders, quotations, and billing
documents.

e Materials Management (MM): Purchase pricing is influenced by vendor agreements and
material-specific conditions.

e Global Available-to-Promise (GATP): Integration with GATP ensures real-time availability
checks and pricing updates for accurate order fulfillment.
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3.5.Real-World Applications
Organizations across industries leverage SAP pricing procedures to achieve efficiency and scalability:
« Retail: Managing seasonal promotions and regional price variations.
« Manufacturing: Applying tiered pricing based on order volume.
o Healthcare: Configuring customer-specific pricing for bulk medical supplies.

These examples highlight how SAP pricing procedures provide a structured yet flexible approach to
handling the complexities of modern supply chain operations.

CHALLENGES IN ADVANCED PRICING STRATEGIES

Implementing and managing advanced pricing strategies using SAP’s pricing procedures presents
several challenges. These issues stem from the complexity of modern supply chains, the need for real-
time data synchronization, and the integration of diverse business requirements. This section explores the
primary challenges faced by organizations and their impact on supply chain operations.

4.1. Scalability Across Global Operations

Global organizations often operate in diverse markets, each with unique pricing requirements
influenced by local regulations, taxes, and market conditions. Managing multiple price lists and
promotional campaigns for these markets can be overwhelming:

e Regional Variations: Local taxes, currency fluctuations, and market demand require frequent
updates to pricing records.

e Volume of Data: As the number of products, customers, and regions increases, the volume of
condition records grows exponentially, impacting system performance and manageability.

o Cross-Border Consistency: Ensuring consistent pricing strategies across regions without
duplicating effort can be challenging.
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4.2. Real-Time Pricing and Data Synchronization

Modern supply chains demand real-time pricing updates to maintain accuracy and efficiency.
However, achieving real-time synchronization across SAP modules and external systems poses
significant hurdles:

o Latency in Updates: Delays in updating pricing data can lead to inconsistencies, especially in
dynamic markets with frequent price changes.

e Integration Challenges: Synchronizing SAP pricing with external e-commerce platforms,
customer relationship management (CRM) systems, and third-party marketplaces often requires
custom development and middleware solutions.

e Impact on Order Fulfillment: Outdated pricing information can lead to errors in order
processing, impacting customer satisfaction and operational efficiency.

4.3. Complexity in Managing Promotions and Discounts
Promotional campaigns and discount structures add layers of complexity to pricing strategies:

o Overlapping Campaigns: Managing overlapping promotions for the same product or customer
group can lead to conflicts in pricing calculations.

« Scalability of Discounts: Tiered or cumulative discounts often require complex formulas and
scale configurations, which can be error-prone if not managed carefully.

o Campaign Tracking and Analysis: Measuring the success of promotional campaigns requires
robust reporting tools that integrate with SAP pricing data.

4.4. Customization and Maintenance

While SAP’s pricing procedures offer significant flexibility, customization is often required to address
unique business needs. These customizations come with challenges:

« High Implementation Costs: Extensive customization can increase implementation time and
cost, especially when integrating with third-party systems.

e Ongoing Maintenance: Custom developments require regular updates and testing to ensure
compatibility with SAP upgrades and evolving business requirements.

« Knowledge Dependence: Organizations may become overly reliant on specialized consultants or
internal teams to manage complex configurations.

4.5. Governance and Compliance

Pricing strategies must comply with legal and regulatory requirements, particularly for industries like
pharmaceuticals, utilities, and public sector services:

o Tax Regulations: Different tax laws across regions require accurate tax condition types and
regular updates.

« Auditability: Maintaining a clear audit trail for pricing changes is essential to ensure compliance
and transparency.
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o Data Security: Sensitive pricing information, such as customer-specific agreements, must be
protected against unauthorized access.

4.6. Real-Life Challenges
A few real-world examples illustrate these challenges:

o Retail Industry: A global retailer managing regional holiday discounts faced difficulties in
ensuring consistent pricing across in-store and online channels due to delayed data
synchronization.

e Manufacturing Sector: A manufacturer offering volume-based discounts struggled with
scalability as their product portfolio and customer base expanded.

o Healthcare: A medical supplier encountered compliance issues when managing pricing for
regulated markets with strict tax and discount regulations.

PROPOSED FRAMEWORK FOR OPTIMIZATION

To overcome the challenges outlined in the previous section, this paper proposes a comprehensive
framework to optimize advanced pricing strategies in SAP. The framework leverages automation,
predictive analytics, and seamless integration with other SAP tools to enhance scalability, accuracy, and
real-time responsiveness.

5.1. Automation for Pricing Configuration

Automating repetitive and complex pricing configurations can significantly reduce manual errors and
improve efficiency. The proposed framework includes:

e Automated Pricing Rules: Use SAP's Condition Contract Management and BRF+ (Business
Rule Framework Plus) to define dynamic rules for pricing calculations, promotions, and
discounts.

e Mass Maintenance Tools: Leverage tools like SAP’s Mass Change Transaction (VK11, VK12)
and custom scripts to update large volumes of pricing data efficiently.

« Workflows for Approval: Implement approval workflows within SAP to ensure pricing changes
are reviewed and authorized before deployment.

5.2. Integration with SAP GATP for Real-Time Updates

Integrating pricing procedures with SAP GATP (Global Available-to-Promise) enables real-time
pricing updates, ensuring that accurate and up-to-date information is available during order processing:

« Dynamic Pricing: Utilize GATP’s real-time availability checks to incorporate pricing conditions
based on current stock levels and delivery timelines.

« Scenario-Based Pricing: Configure pricing rules that adjust dynamically based on supply chain
scenarios, such as expedited delivery or stock shortages.

5.3. Leveraging Predictive Analytics for Dynamic Pricing

Predictive analytics can enhance decision-making by analyzing historical data and market trends to
forecast pricing strategies. The framework includes:
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5.4.

Demand-Based Pricing: Use predictive models to adjust prices based on demand fluctuations,
customer purchasing patterns, and market conditions.

Promotion Effectiveness: Analyze historical data to identify the most effective promotions and
optimize future campaigns.

Machine Learning Integration: Implement machine learning models within SAP’s Leonardo or
external platforms to identify patterns and recommend optimal pricing strategies.

Enhancing Scalability through Centralized Management

To address scalability challenges, the framework proposes centralized management of pricing data:

5.5.

Central Pricing Repository: Maintain a single repository for pricing records across regions and
business units, ensuring consistency and reducing redundancy.

SAP Condition Contract Management: Use condition contracts to handle complex agreements
with customers and suppliers, simplifying the management of discounts and rebates.

Simplifying Promotions and Discounts

The framework includes methods to streamline the management of promotions and discounts:

5.6.

Validity Period Automation: Automate the start and end dates for promotions to prevent
overlaps and conflicts.

Promotion Bundles: Create bundled promotions using condition techniques to apply combined
discounts on complementary products.

Simulation Tools: Utilize simulation tools in SAP to test promotional campaigns and ensure they
function as intended before deployment.

Governance and Compliance Tools

Governance and compliance are critical for ensuring pricing strategies align with legal and regulatory
requirements:

5.7.

Audit Trail: Implement SAP’s standard logging features to track pricing changes and ensure a
clear audit trail.

Data Privacy Controls: Use SAP’s Role-Based Access Control (RBAC) to secure sensitive
pricing data and ensure it is accessible only to authorized personnel.

Tax Compliance: Leverage SAP’s Tax and Revenue Management module to automate tax
condition updates for different regions.

Framework Architecture

The architecture of the proposed framework integrates the following components:

1.

SAP Core Modules: Pricing configuration through Sales and Distribution (SD) and Materials
Management (MM).

Middleware Solutions: Tools like SAP CPI (Cloud Platform Integration) for seamless data
synchronization between SAP and external systems.
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5.8.

Analytics and Reporting: Use SAP Analytics Cloud or third-party Bl tools to generate

actionable insights from pricing data.

Custom Enhancements: Develop ABAP or Fiori applications for user-friendly interfaces and
advanced pricing features.

Expected Benefits

The proposed framework is expected to yield the following benefits:

Enhanced efficiency through automation and reduced manual intervention.
Improved accuracy and consistency in pricing across regions and channels.
Greater scalability for managing large volumes of pricing data.

Real-time responsiveness to market changes and customer demands.

Better compliance with regulatory and governance requirements.

CASE STUDY: OPTIMIZING PRICING FOR A GLOBAL RETAILER

This section presents a real-world case study demonstrating the application of the proposed framework
to address pricing challenges for a global retailer. The case study illustrates how SAP’s pricing
procedures and the optimization strategies discussed earlier can be applied to achieve significant
improvements in supply chain efficiency.

6.1. Business Context

The global retailer operates across multiple regions, managing a vast catalog of products with varying
price lists, discounts, and promotions. Key challenges included:

Managing region-specific pricing for thousands of products.
Synchronizing promotions and discounts across online and offline channels.
Ensuring compliance with local tax regulations in multiple countries.

Reducing errors caused by manual updates to pricing data.

6.2. Problem Statement

The retailer faced the following issues:

1.

Scalability: Increasing complexity in managing multiple price lists for regions with unique tax
structures and market conditions.

Real-Time Synchronization: Delayed pricing updates across sales channels caused
inconsistencies in customer orders.

Promotion Management: Overlapping promotional campaigns often led to errors, resulting in
customer dissatisfaction and revenue loss.

Governance: A lack of centralized control over pricing data made it difficult to track and audit
changes.
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6.3. Implementation of the Proposed Framework
The retailer adopted the proposed framework to address these challenges. Key steps included:
1. Automation of Pricing Rules
o Used SAP BRF+ to automate the calculation of base prices, discounts, and taxes.
o Implemented automated workflows for price approvals, reducing manual intervention.
2. Integration with SAP GATP

o Integrated pricing procedures with SAP GATP to ensure real-time availability and pricing
updates during order processing.

o Enabled dynamic pricing adjustments based on stock levels and delivery lead times.
3. Predictive Analytics for Promotions

o Deployed machine learning models to analyze customer purchasing patterns and forecast
the effectiveness of promotions.

o Optimized promotion schedules to maximize ROI and customer satisfaction.
4. Centralized Pricing Repository

o Created a centralized repository for managing condition records, ensuring consistency
across regions and channels.

o Used condition contracts to simplify the management of customer-specific agreements.
5. Compliance and Audit Trail
o Implemented role-based access controls to secure pricing data.

o Enabled audit trail features in SAP to track all changes to pricing conditions and ensure
regulatory compliance.

6.4. Results and Outcomes
The implementation yielded significant benefits, including:
1. Improved Scalability

o The centralized repository reduced data redundancy, enabling the retailer to manage a
larger volume of pricing records with minimal effort.

2. Enhanced Real-Time Responsiveness

o Integration with SAP GATP ensured pricing updates were synchronized across all
channels, eliminating inconsistencies in customer orders.

3. Efficient Promotion Management

o Predictive analytics optimized promotional campaigns, resulting in a 15% increase in sales
during peak seasons.
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4. Stronger Governance

o The audit trail feature provided transparency, enabling the retailer to comply with
regulatory requirements effortlessly.

5. Cost and Time Savings

o Automation reduced manual errors and saved the retailer significant time, leading to a
20% reduction in operational costs.

6.5. Lessons Learned
Key lessons from the case study include:

1. The Importance of Automation: Automating repetitive tasks can significantly enhance
efficiency and accuracy in pricing management.

2. Need for Real-Time Integration: Real-time synchronization of pricing data is critical for
maintaining consistency and customer trust.

3. Value of Predictive Analytics: Leveraging data insights can optimize pricing strategies and drive
better decision-making.

IMPACT ON SUPPLY CHAIN OPERATIONS

The implementation of advanced pricing strategies, as enabled by SAP’s robust framework and the
optimization techniques outlined in this paper, significantly enhances supply chain operations. This
section explores the broader impact of these strategies on various aspects of supply chain performance,
including cost efficiency, operational agility, and customer satisfaction.

7.1. Cost Efficiency
One of the most immediate benefits of advanced pricing strategies is cost reduction:

e Reduced Manual Effort: Automation in pricing configuration and updates minimizes human
errors, reducing costs associated with order rework and corrections.

« Optimized Promotions: Predictive analytics ensures that promotional campaigns yield higher
returns, avoiding excessive discounts that cut into profit margins.

e Streamlined Operations: Centralized pricing management eliminates redundancy and
duplication, lowering administrative overhead.

Real-Life Example:

A manufacturing company implementing automated tiered pricing reduced pricing discrepancies by 30%,
saving substantial costs in invoice adjustments and reconciliation.

7.2. Operational Agility

Advanced pricing strategies enhance the supply chain's ability to respond quickly to changing market
dynamics:

e Dynamic Pricing Adjustments: Integration with SAP GATP allows real-time pricing
adjustments based on inventory levels, demand fluctuations, and delivery timelines.
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e Rapid Campaign Rollouts: Automated workflows enable the quick launch of region-specific
promotions and discounts, reducing time-to-market.

e Scalability: The ability to manage a large volume of pricing data across regions ensures the
supply chain can scale with business growth.

7.3. Improved Customer Experience
Accurate and dynamic pricing directly impacts customer satisfaction and loyalty:

e Consistency Across Channels: Real-time synchronization of pricing data ensures customers
receive the same pricing, whether shopping online or in-store.

o Personalized Offers: Leveraging predictive analytics enables businesses to tailor promotions and
discounts based on customer preferences, improving engagement.

o Faster Order Fulfillment: Accurate pricing eliminates delays in order processing, ensuring
customers receive their products on time.

Real-Life Example:

A global retailer using SAP pricing procedures reported a 20% improvement in customer satisfaction
scores due to consistent pricing across multiple channels.

7.4. Enhanced Decision-Making

Advanced analytics and reporting tools integrated with SAP pricing provide actionable insights for
decision-makers:

e Promotion Performance: Detailed analysis of past campaigns helps refine future promotional
strategies.

e Market Trends: Insights into customer purchasing patterns and regional demand guide pricing
adjustments and inventory management.

« Profitability Analysis: Comprehensive reporting on pricing and discounts ensures alignment with
revenue goals.

7.5. Regulatory Compliance and Governance
Properly configured pricing procedures contribute to stronger compliance and governance:

e« Tax Compliance: Automated tax calculations based on region-specific regulations ensure
accurate invoicing.

e Transparent Audit Trails: Clear tracking of pricing changes enhances accountability and
regulatory compliance.

o Data Security: Role-based access controls safeguard sensitive pricing data, ensuring only
authorized personnel can make changes.

7.6. Broader Supply Chain Implications

The integration of advanced pricing strategies with other supply chain processes creates a ripple effect
of benefits:
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« Inventory Management: Real-time pricing updates tied to stock levels improve demand planning
and reduce overstock or understock scenarios.

o Supplier Collaboration: Transparent pricing agreements foster better relationships with suppliers
and streamline procurement processes.

o Logistics Optimization: Dynamic pricing based on delivery timelines supports more efficient
transportation planning.

7.7. Quantifiable Benefits

Organizations implementing advanced pricing strategies through SAP often report tangible results:
e 20-30% reduction in pricing-related errors.

e 15-20% improvement in promotional campaign ROI.

e 10-15% decrease in order processing times.

o Enhanced scalability to manage 2-3x growth in pricing data.

CONCLUSION

his paper explored advanced pricing strategies in SAP, focusing on the management of multiple price
lists, promotions, and discounts through pricing procedures. The research highlighted how SAP’s robust
pricing framework enables organizations to address complex pricing requirements while ensuring
scalability, consistency, and compliance in global supply chain operations.

Key takeaways from this research include:
1. Comprehensive Pricing Management: SAP’s pricing procedures provide flexibility and

precision in handling diverse pricing scenarios, including region-specific price lists and dynamic
promotional campaigns.

2. Efficiency Gains through Automation: Automating pricing configuration and updates
significantly reduces manual errors and operational costs.

3. Integration with Real-Time Systems: Leveraging tools like SAP GATP ensures real-time
synchronization of pricing data, enhancing operational agility and customer satisfaction.

4. Strategic Use of Predictive Analytics: Predictive models enable data-driven decision-making,
optimizing promotions and dynamic pricing strategies.

5. Enhanced Governance and Compliance: SAP’s features for audit trails and role-based access
control ensure regulatory compliance and data security.

The proposed framework demonstrated its effectiveness through a case study, showcasing significant
improvements in scalability, operational efficiency, and customer satisfaction for a global retailer. These
findings underscore the transformative potential of SAP’s advanced pricing strategies in modern supply
chain management.
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