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NEPTUN - evaluation

The pricing process (for electricity and natural
gas commodities) is managed by a proprietary
module and the output can be a price

or a step-up factor. The valuation is carried out
through the so-called Proposal request, which
summarises the input information, then goes
through the steps leading to the creation of the
valuation and then the offer. At the same time,
this module covers the area of creating
purchase documents, i.e., purchase envelopes
and tranches for staged purchases.
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The input information is centralised in the Valued entity
module, which contains the master data of the entity, the
customer points to be valued, and then the diagram
(consumption, billing) that the customer supplied with
the master data. During the registration of the valued
entity, the preparation of the plan in terms of the creation
of predicted diagrams for the required period is also
carried out. The prediction is done by shifting the chart in
time, applying holidays and weekends. The resulting
diagrams are ready to be awarded.

During the valuation process, a requirement is created
that ensures the pass-through and acceptance of the
purchase price across different departments. This
process is managed by Workflow, which sorts and
delegates to responsible persons in turn, €.g., approval of
margin, coefficients, etc. The output of the request is the
approval of the acceptance of the award.

The output of the valuation request is different valuation
options given input parameters, e.g., offer length, produ-
ct, etc. These outputs - different types of valuation — can
then be used to create the offer. The valuation acceptance
process moves the entire process to the stage of
securing the valuation by purchase.

Offers are documents that are generated directly from
the system with the addition of basic customer data and
the possibility of individual intervention of the sales
manager (e.g. creation of contractual terms). Each offer is
accompanied by the company’s Cl. There are two types of
offers, indicative and binding. Once the offer is accepted,
itis then moved to the purchase basis.

The reinsurance module defines the options and produ-
cts that will cover the offer. Once the offer is accepted,
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the ‘awarded entity’ ends up in the so-called envelope.
The envelope has the basic function of containing all the
documents for the purchase underneath. The envelopes
can be set according to the type of offer (unit price,
tranches, buy-ins/buy-outs).

Splitting the accepted offer into several purchases with
counter-party definition, these are tranches. The envelo-
pes/tranches are therefore buying plans, documents for
the trader.

Due to the wide range of pricing options, the possibility
of configuring purchase products or products for
business partners goes hand in hand. A separate module
allows you to set various parameters and formulas/mo-

dels for buying and selling products.
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