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Matrix Style Price Rules Transcript 

Matrix style price rules allow you to fine tune customer pricing to maximize profit 

and margins. In this course, we’ll start with an overview of these rules. Then we’ll 

show you how to add them and use price rules on a sales order. 

Giving customers the best prices on products they buy most often helps to ensure 

repeat business. However, it may not be necessary to use this same strategy 

when they buy other items less frequently. Matrix style price rules allow you to 

use a combination of Customer characteristics and Products to set prices. 

For example, a standard-volume Drywall customer may get your best price on 

Drywall items but pay regular price on all other products. Before adding price 

rules, you need to define Price Profiles for your customers. You do this in 

Customer Properties. In this example, you have two Drywall profiles available that 

differentiate between sales volume. For more information on Customer Price 

Profiles refer to the Training on Demand course, Customer Master Tables. 

Matrix style price rules are set using the Selling Price Rules option found on the 

Inventory tab. You can use browser filters to Find existing rules. There are four 

selling price rules for Drywall High Volume accounts. The first three are for 

specific drywall groups.    

The fourth rule encompasses all other products. Each has a unique method for 

calculating selling prices. The first two are based on a markup from the standard 

buying price, the third a discount from the standard selling price, and the fourth 

uses a Price Band. This strategy gives customers the most competitive pricing on 

the items they buy most often and a standard smaller discount on all other 

products. 

Matrix style pricing strategies use a combination of selling price rules. In this 

example, we’ll add rules for the Price Profile Commercial Painter. From the Selling 

Price Rule window, select Add. Begin by setting the Branch for the rule. Then set 

the Rule type.  
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There are 20 Rule types available that allow for a variety of pricing strategies. The 

order that BisTrack lists the rules implies their priority or hierarchy. Select Price 

Profile and Product Group. Select the Price Profile by typing the partial name. 

Alternatively click the button to search for it. 

Now select the Product Group by entering it in the dialog box or search for it 

using the Product Group button. The selection makes all items in the Interior 

Paint group subject to this rule. When you want this rule to override all other 

matching price rules, regardless of hierarchy, enable the Absolute check box.   

Typically, this is left unchecked, and the natural hierarchy of the more specific 

rule prevails. You can base the Calculation on a price band, various costs, or 

prices. Here, we selected the Standard Buy Price. When based on the buy or cost 

price, you’ll enter a Markup or Margin increase. Next, enter the value and then 

indicate if this is a percentage or dollar amount. With the details of the rule set, 

click the Add button. 

Most of the entries from the last rule added are retained for use with the next. 

Now, we’ll set the Product Group to all other products in the Paint group. We 

disable the Absolute check box to allow for Promotions or Special Pricing to 

override this rule, when applicable. This time, we’ll select the Standard Selling 

price as the Calculation method. 

The values entered will be Discounts instead of Markups or Margins. Up to two 

levels of Discounts can be entered and these can represent a percentage or dollar 

amount. Click the Add button to complete the entry and then close the window. 

The two selling price rules are displayed in the Selling Price Rules window. 

Customers with this Price Profile receive preferential pricing on Interior Paint 

products and a 30 percent discount on other items in the Paint group. All other 

products get priced at either the Branch or Company standard selling price. 

With the pricing strategy in place, we will use it on a sales document. A new sales 

order is started for a customer assigned to the Commercial Painter Price Profile. 

Three products have been added to the order. To view how the Sell Prices are 

calculated, select the first line and then click the Edit button. 
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At the Order Line Properties window, open the Price Calculation tab. This item is 

from the Interior Paint group. We see that a Price Profile and Product Group rule 

is being used Based on the Standard Buying Price plus 25 percent. Click the down 

arrow to see the Price Calculation used for line two. This one is from within the 

general Paint Product Group. The rule used is Based on Selling Price minus 30 

percent. Finally, the third line on the order has an item from a non-Paint group. 

The price used is the Standard Selling Price as set for either the Branch or 

Company. 

Matrix style selling price rules are an effective way to achieve customer loyalty 

while maximizing profitability. We reviewed the features of this pricing style, the 

requirements for their use, and the Selling Price Rule browser window. Then, we 

showed you how to add rules to create a matrix style pricing strategy, and how to 

confirm its use on sales documents. 

 



 

 

 

About Epicor 

Epicor Software Corporation drives business growth. We provide flexible, industry-specific software that is designed 

around the needs of our manufacturing, distribution, retail, and service industry customers. More than 40 years of 

experience with our customers’ unique business processes and operational requirements is built into every solution—in 

the cloud, hosted, or on premises. With a deep understanding of your industry, Epicor solutions spur growth while 

managing complexity. The result is powerful solutions that free your resources so you can grow your business. For more 

information, connect with Epicor or visit www.epicor.com. 

 

Corporate Office 

804 Las Cimas Parkway 

Austin, TX 78746 

USA 

Toll Free:  +1.888.448.2636 

Direct:   +1.512.328.2300 

Fax:  +1.512.278.5590 

Latin America and Caribbean 

Blvd. Antonio L. Rodriguez #1882 Int. 104 

Plaza Central, Col. Santa Maria 

Monterrey, Nuevo Leon, CP 64650 

Mexico 

Phone:  +52.81.1551.7100 

Fax:  +52.81.1551.7117 

Europe, Middle East and Africa 

No. 1 The Arena 

Downshire Way 

Bracknell, Berkshire RG12 1PU 

United Kingdom 

Phone:  +44.1344.468468 

Fax:  +44.1344.468010 

Asia 

238A Thomson Road #23-06 

Novena Square Tower A 

Singapore 307684 

Singapore 

Phone:  +65.6333.8121 

Fax: +65.6333.8131 

Australia and New Zealand 

Suite 2 Level 8,  

100 Pacific Highway 

North Sydney, NSW 2060 

Australia 

Phone: +61.2.9927.6200 

Fax: +61.2.9927.6298 

The contents of this document are for informational purposes only and are subject to change without notice. 

Epicor Software Corporation makes no guarantee, representations or warranties with regard to the enclosed 

information and specifically disclaims, to the full extent of the law, any applicable implied warranties, such as 

fitness for a particular purpose, merchantability, satisfactory quality or reasonable skill and care. This document 

and its contents, including the viewpoints, dates and functional content expressed herein are believed to be 

accurate as of its date of publication. The usage of any Epicor software shall be pursuant to the applicable end 

user license agreement and the performance of any consulting services by Epicor personnel shall be pursuant to 

applicable standard services terms and conditions. Usage of the solution(s) described in this document with other 

Epicor software or third party products may require the purchase of licenses for such other products. Epicor, the 

Epicor logo, and are trademarks of Epicor Software Corporation, registered in the United States and other 

countries. All other marks are owned by their respective owners. Copyright © 2016 Epicor Software Corporation. 

All rights reserved. 

 

http://www.epicor.com/company/connect-with-epicor.aspx
file:///C:/Users/csandoval/Desktop/working%20on/Epicor%20Rebrand/Generic-Word-Templates/Epicor-Generic-Word-Template-0116/www.epicor.com

