Pricing
NHS - The NHS request that they are given 30 days notice of any pricing increases. We have been notified of this on numerous occasions.
We provide quotes to customers with 30 days validity. All quotes generated by Opera state 30 days validity.
If we were to change a price at any point and not provide the notice then when a customer comes to place their order, after they have had it signed off or received funding, the price might have increased and therefore have to go through the process again. This is increasing admin time.
If we change a price from day to day then we will have more orders which need amending when the order is placed, this therefore slows down the processing time and increases the number of orders in the hold tray (priority 8).
We provide a date of the 30th June each year for pricing updates, if we were to only give them a daily rate we would be completing pricing spreadsheets on a daily basis. Each time a price expires they send us a manual or automated email to update the prices. This is therefore increases admin time for both the customer and us.
We had chosen to review and provide pricing once a year as otherwise we would be receiving calls and emails all year round querying why prices have changed and having to justify them.
Distributors - Distributors sell our products to end user at certain prices, they also have set pricing. If we are to change the pricing without notice they are not going to be happy as they have already agreed a price with their customer. This will upset distributors and may cause them to look elsewhere.
Back orders - Back orders with different pricing? We would have to hold the price they have placed the order at anyway.
Price Lists – if a product is on multiple price lists this means all these price lists have to be regenerated. Price lists are put in Z for L and rely on Steve putting them into L drive. Also, price lists can be duplicated in L drive and therefore if not updated in multiple folders we may be providing pricing incorrectly.
Ultimately it is inconvenient for the customer and would be bad for customer relationships if we are constantly changing prices.
30 days’ notice is common curtesy. 30 days’ notice gives us time to justify the reasons for the increase. We could also issue a statement on our website in the terms which states why prices may change i.e. increasing running costs, increased freight costs, increased tariffs etc. In the terms we could also state that to receive notifications they must email notifications@viamed.co.uk and Catrin can add them to the relevant mailing group.
Customers may put office staff in a difficult position as they may ask them to bend the rules and process the order at the previous price.


Suppliers
We get annoyed when suppliers change their pricing when we place an order, this would be the same to our customers. We have tried to instigate (November 2016) a supplier review (attached) previously to ask suppliers to let us know when they review their pricing and how we can be notified when this happened. This was not done. We could also see if they have any pricing terms in place of how long they hold prices for. 
We could have a system in place where it is flagged up if we have placed an order with a supplier for a product and the price has increased from what we have in the system. This can then give us a working list on products we need to look at amending the pricing for. This would also give us a place to update pricing when it is received.
Providing notice requires the following stages:
1. Pricing provided by director
2. [bookmark: _GoBack]Pricing inputted into Opera (currently manually)
3. Awaiting pricing to be transferred into Intrastats.
4. Price lists generated.
5. Price lists checked.
6. Pricing spreadsheet generated.
7. Email notification sent to UK Pricing Updates Group.
8. Manually obtaining email addresses for products concerned and notifying both end users and then also Export distributors (some may have provided pricing in a tender process and therefore be upset when changes – I appreciate with 30 days notice we may still have this issue but does give us time to work it out with them rather than potentially changing the price each time they order).
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