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ICA Negotiation

1. Introduction

Welcome to ICA’s Negotiation Manual. This manual will help you with guidance and advice in
how to:

e Create and conduct a renegotiation in ICA’s Supplier Portal for items that are existing

and active today in ICA’s assortment

e Conduct a renegotiation that’s been created by ICA in ICA’s Supplier Portal
Keep in mind that the manual is a living document which may be updated in the future.
Before you take part in a negotiation, always make sure you have the most current version of
the Negotiation Manual at hand.
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2. Process for Negotiations - Overview

Alternative 1 - Supplier initiates:

Negotiation

Offering Supplier initiates renegotiation New agreement is approved
An automatic email
is sent to the buyer

6090 ®0

Assortment decision Supplier offers new prices Negotiation closes

Ty

The supplier creates the renegotiation in the Supplier Portal based on the Price Agreement
(in a new negotiation, there is no existing price agreement, which means the supplier cannot
initiate the process). The supplier initiates the renegotiation with ICA buyer and creates a
first offer. For the supplier, the process of the renegotiation consists of 4 main steps:

Create a Renegotiation in the Supplier Portal

Send in your first offer to the created renegotiation

Attach documents supporting your motivation for renegotiation
Approve new Price Agreement

A wnN

Example of email when supplier initiates negotiation (e.g. 11875):

testsupplier == has initiated a Negotiation 11875

Inbox =

® no-reply <no-reply@icase>  Unsubscribe Thu, Feb 27, 412PM (11 days aga) ¥y

. tome -
Hi Erik
MNegotiation 11875 has been initiated by testsupplier

Please use the following link to access the negotiation and submit your offer.

Link 11875

*This message is automatically generated. Please contact support if you have any questions*
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Alternative 2 = ICA initiates:

ICA invites supplier to Negotation Negotiation closes

renegotation

Supplier offers new prices New agreement is approved

R

ICA creates the renegotiation based on a Price Agreement or, alternatively, based on the
agreement requirements that the buyer or the supplier wish to use as a basis for negotiation.
The buyer will then invite the supplier to a renegotiation which the supplier will be notified of
by a generated e-mail.

After this the negotiation will take place in the system, resulting in a Price Agreement.

For the supplier, the process for this type of negotiation consists of 3 main steps:

1. Review the requirements and acknowledge participation
2. Create and submit an offer
3. Approve Price Agreement

Example of email when ICA buyer initiates negotiation (e.g. 11382):

Invitation to ICA Negotiation 11382 bex » @
€ no-reply <no-reply@ica.... Tue, Jan 28, £47PM (16 hours ago) Yy o
@ ©ore-

Hi testsupplier

Negotiation 11382 has been initiated by ICA Buyer Paul

Please use the following link to access the negotiation and submit your offer. The offer
must be submitted before the negotiation closes 07-Apr-2025, according to the frame
agreement timeframe.

Link 11382

If you have any questions, please contact the Supplier Support Team
supplier.support@ica.se

Best regards,

Purchasing Manager/ EMV Sourcing Manager
ICA Sverige AB

Kolonnvagen 20

Box 4075, 169 04 SOLNA

Sweden
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3. Renegotiation Scenarios

A renegotiation can be started either by ICA or by the supplier. Suppliers can create
renegotiations directly in the Supplier Portal. Here we have listed different scenarios for how
a renegotiation may begin.

Renegotiation:
¢ Renegotiations of existing, active items may be initiated by the supplier directly in
the Supplier Portal
Important! You may be required to provide documentation to support your request
for a price change, e.g. documentation about changes in the costs for raw material
¢ Renegotiations of existing, active items may also be started by ICA through the
buyer contacting the supplier and inviting them to a negotiation

Private Label Items
If you are a supplier of Private Label items, you negotiate these outside the Supplier Portal
unless otherwise agreed with your Purchasing Manager.

Tobacco Supplier
If you are a tobacco supplier, you negotiate your items outside the Supplier Portal. This
applies to both news negotiations and renegotiations. Contact your purchasing manager.

Bargain Deal Items

Bargain deal items will continue to be processed according to existing routines outside the
Supplier Portal. Contact your Category Manager and your Buyer if you wish to negotiate over
bargain deal items.
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Supplier portal - information about the portal

Browser compatibility = Chrome

Supplier Portal is optimized for use with the Google Chrome web browser.
If you are using a different browser and experience technical issues, we recommend trying to
access the portal in Google Chrome before contacting support.

Mac

If you are using a Mac and, for example with the Safari browser, we recommend switching to
Google Chrome for the best functionality.

Managing multiple user accounts at login

If you, as a supplier, have more than one user account (email address) linked to Single Sign-
On (SSO) for logging in to ICA, it is recommended that you use the Google Chrome browser
in incognito mode when switching between accounts.

When you open a hew incognito window, the browser does not retain previous login
information, allowing for a smooth transition between user accounts without previous
sessions affecting the login process.

How to Open Incognito Mode in Google Chrome:

e Open Google Chrome.

e Click the three vertical dots in the upper-right corner of the browser window (1).

o Select "New Incognito Window" from the menu (2).

o A new window will open with a dark background—this indicates that you are now in

incognito mode.
S X

Mew tab Ctrl+T

s
3 MNew window Ctrl+M
=

MNew Incognito window % Ctrl+Shift+N

You can now enter your email address (for your user account) on Microsoft's login page:

B® Microsoft
Sign in

Email, phone, or Skype

Can't access your account?

Q}' Sign-in options
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Refused to connect - Cookies

If you log in to the Supplier Portal and the webpage appears “greyed out” or receive a
message stating that ICA has “rejected the connection,” this may be due to the site not being
allowed in your browser settings. To resolve this, you need to add https://coreportal.ica.se/
as an allowed site in Google Chrome. This issue is especially common when using an
incognito window to access the Supplier Portal:

If you want to use the portal in Google Chrome incognito mode, follow the steps below:

e Go to Google Chrome Settings by clicking the three dots in the upper right corner,
then click on Settings

e Go to Privacy and Security > Third-party cookies

e Under “Sites allowed to use third-party cookies”, click Add-button

o Enter coreportal.ica.se, then click Add

e Refresh the portal

e Done!

Information about Google Chrome
If you want to use the portal in Google Chrome incognito follow the steps below:

* Go to Google Chrome Settings by clicking the three dots in the upper right corner, then click on Settings
* (o to Privacy and security > Third-party cookies.

* Under 'Sites allowed to use third-party cookies', click Add-button.

« Enter coreportal.ica.se, then click Add.

e Refresh the portal.

¢ Done!

Do not show

K 2
0 this again
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4. Negotiation - Start

ICA Supplier portal login

Log in to the Supplier Portal and follow the steps below. The URL to the Supplier Portal is:
https://coreportal.ica.se. Go to the portal and click the "Supplier" button:

ICA

To login, select your role

For suppliers with questions,
please contact:

supplier.support@ica.se

After clicking the "Supplier" button, you will either be logged in automatically or redirected to
Microsoft's login page. There, you will need to enter your login credentials to proceed via
Single Sign-On (SSO). After entering your details, you may be prompted to verify your
identity. If so, open your Authenticator app and enter the number displayed on the screen to
complete the login process:

B® Microsoft

Godkéann begadran om
inloggning

@ Oppna din Authenticator-app och det nummer
som visas far inloggning.

92

Fick du ingen inloggningsbegéran? Svep nedat for
att uppdatera innehdllet i appen.

Jag kan inte anvanda min Microsoft Authenticator-app just
nu



https://coreportal.ica.se/
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Alternatively, you may need to manually enter your credentials (see Managing multiple user
accounts at login)

Enter your email address and click Next.

A verification code will be sent to your email address.
Copy the code and paste it into the Enter code field.
Click Sign in to complete the login process.

MownNE

B® Microsoft

Sign in BE Microsoft
Email, phone, or Skype “ ica.suppliers
Can't access your account? Enter code

We just sent a code to ica.suppliers

Enter code

C% Sign-in options

On the portal's home page, click the “Applications & Tools” menu tab (1), then click the
“Negotiation” icon (2):

ICA SUPPLIER PORTAL 163 B
Dashboard Applications & Tools o

Products
Item Digital VCD
E Item Offer I} Information (EMV & FGB)

Negotiations and Agreements

Negotiation e
=

)
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Overview - Manage Negotiation

This negotiation guide describes the functionality where you, as a user (supplier), can get an
overview of existing negotiations in different statuses. From here you can navigate to the
detailed view of an individual negotiation or create a new renegotiation or new item
negotiation.

The Manage negotiation page is divided into three different tabs:

All, Open and Completed:

ICA SUPPLIER PORTAL Negotistion ® 2t
Home Manage Manage Ag
All Open Completed

Draft negotiation- Requires user Input

Offer status 11 Negotiation number 14 Negotiation title 14 Buyer 1L Gtyotitems 14 Closedate 14 Number of offers 11
No offer induded 11674 RS_ AB_STOCKED_Draft Erik 21 18-Apr-2025 (66 days left) o
Q Search for negotiation number, title, description Create negotiation

Ongolng negotiations

2negotiation(s)

Offer status T4 Negotiation number 7 Negotiation titie 11 Buyer 14 Gtyofitems 7L Closedate 1L Number of offers 14
Waiting for roply 11543 RN AB_STOCKED_20250207 Katarina a 11-Apr-2025 (59 days left) 2
Offer received 11542 RI_v-= W AB_STOCKED_20250207 Katarina a1 11-Apr-2025 (59 days left) 1

ICA SUPPLIER PORTAL Negotiation ®

Home Manage Negotlation Manage |

All Open Completed

In the All tab, it is possible for the supplier user to view all negotiations statuses.

o Search functionality: (Negotiation number, title, description) (One search bar for all).

Home Manage Negotiation Manage Agreements

Al Open Completed

Q, search for negotiation number, tre, description

All negotiations

3 negatiationts)

Offer status 11 L Negotiation title 1| Buyer 1. atyof ems 1, Closedats 17 Number of offers 1)
Noottermeiod 5988 RS S s AB_DIRECT_Draft Victer s 13-1a0-2025 (73 diays left) [}
e 5808 NI S S AB_DIRECT 20241029 Paul 1 09-Feb-2026 (465 days left) 1
e 5728 RIS - W4l AB_STOCKED_20241029 David 15 13-1an-2025 (73 diays left) 2
Offar recorved 5636 RIS . S S AB_DIRECT 20241031 ‘Qustav 1 30-Now-2024 (29 days left) 3
r— 5631 RIS - W AB_STOCKED_20241028 Qustay a 29-Now-2024 (28 days left) 1
- 1839 RIS s AB_STOCKED_20241022 qustav 6 06-Jan-2025 (66 days left) 2
Ot recemt 1806 N S S AB_DIRECT 20241022 Kare 10 12-Jan-2026 (437 days left) 1
Woofte wokded 3990 RS0 00 S S AB_EHL DELIVERY_20241016. Swapnil 1 23-Dec-2024 (52 davs left) 0
[rmr— 3932 RIS W S AB_EHL DELIVERY 20241001 Javed 1 16-Dec-2024 (45 days lefl) 1
Nooftes mcheled 3921 RS W S AB_DIRECT Draft Victor 1 16-Dec-2024 (45 days left) [}
Waitng foe reply 915 RS S S AB_STOCKED_20241003 Paul 1 16-Dec-2024 (45 days lef) 1

10
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In the Open tab, the supplier user can view all open and draft negotiations.
Upper segment “Draft negotiations - requires user input” (A) - requires user action to move
from Draft to Open status. Lower segment “Ongoing negotiations” (B) are ongoing open

negotiations.

e Search functionality (Negotiation number, title, description) (One search bar for all).

Offerstotus 7,
Mo offor Inchadad
Mo offr inchuded
Noctfor inchaded
e er—
Mo ctfor inchadod
Hooffr inchaded

N offerinchatedt

T )

7 nogatiation(s)
Offorstatus 11
Offer rocetved
Offe rocstved
N offerinchatert

Offer rocerven
Warting forregiy

Warting forrapiy

No otfar inchtes

Homa Manage Negotiation

Q) search for negotiation number, tite, description

Al Open Completed

Draft negotiation- Requires user input 0

B 1

5988

3921

3902

3901

3900

3899

3873

5636

4806

3990

3932

3915

3780

Manage Agreaments

Megotiation this 1,

RS - W w8_DIRECT Draft
RS, s . s w8 _DIRECT Draft
RS, - #94 #4_EHL DELIVERY_Draft
RS S S 8_EHL DELIVERY_Draft
RS - #4 4_EHL DELIVERY Draft
RS s - ——_DIRECT_Drait
RS - #4 #_STOCKED_Draft
Negotistion ttle 11
RI_ - W AB_DIRECT_20241031
L0 S S AB_DIRECT 20241022
Rl - W AB_EML DELIVERY_20241016
AL S s AB_EHL DELIVERY_20241003
RS - #4 AB_STOCKED_20241003
RI_ S S AB_EHL DELIVERY_20241001
RI - 4 AB_EHL DELIVERY_20240930

qusta

Kare

Swapnil

Javed

Paul

Paul

Pau

Qtyofitams 1
8
1
1
&
1
1
3
Qyolitoms 13
1
10

Closadate 1,
13-1an-2025 (73 days left)
16-Dec-2024 (45 days left)
16-Dec-2024 (45 days lef)
16-Dec-2024 (45 days lef)
16-Dec-2024 (45 days left)
16-Dec-2024 (45 days left)

16-Dec-2024 (46 days left)

Create new negotiation

Close date 11

30-Nov-2024 (29 days left)
12-Jan-2026 (437 days left)
23-Dec-2024 (52 days left)
16-Dec-2024 (45 days left)
16-Dec-2024 (45 days left)
16-Dec-2024 (45 days left)

16-Dec-2024 (45 days left)

In the Completed tab, the supplier user can view negotiations with status completed.

e Search functionality (Negotiation number, title, description) (One search bar for all).

Home Manage Negotiation

Al Open Completed

Manage Agreements

‘ Q) search for negotiation number,tte, description

Completed negotiations

8 negotiation(s)

Offer status 1.

D1

5808

5728

5623

4889

3878

Negotiationtitle T{

NI -
RI -

RI -

RI -

“4 AB_DIRECT_20241029
S AB_STOCKED_20241029

4 AB_STOCKED_20241028
5 AB_STOCKED 20241022

# AB_EHL DELIVERY_20241002

Buyer 11

Paul

David

qustav

gustav

Paul

Qtyofitems 1L

15

Closedate T

09-Feb-2026 (455 days left)

13-Jan-2025 (73 days left)

29-Nov-2024 (28 days left)

06-Jan-2025 (66 days left)

16-Dec-2024 (45 days left)

11
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Independent on which tab the user is on:

o Clicking on a negotiation row should take the user to that specific negotiation
overview page.
o Clicking on the “Offer status badge” takes the user directly to the offer tab of
that negotiation.

e The attribute latest offer status is used to visualize for the user about the current
status of the negotiation and if an action needs to be performed by the supplier or
the buyer:

o Draft: Only shown if there are no other offers
No offer included: No offers are included in the negotiation
Waiting for reply: Offer is sent to counterpart (ICA)
Offer received: Offer is received from counterpart (ICA)
Awarded: Offer is awarded by the buyer, and prices are updated on an
agreement. Negotiation is completed.
Offerstatus 1L

O O O O

No offer included
Awarded
Awarded

No offer included
Offer received
No offer Included

Waiting for reply

12
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New Negotiation = important info @

In a new negotiation, there is no existing price agreement, which means the supplier cannot
initiate a new negotiation. ICA is responsible for initiating a new negotiation. If you have any
questions regarding new negotiation, please contact your ICA buyer.

la. ICA initiates negotiations

If ICA initiates a negotiation, you as a user (supplier) should receive an email from the ICA
buyer, inviting you to the negotiation:

Invitation to ICA Negotiation 11382 b » e B
. no-reply <no-reply@ica.. Tue, Jan 28, 447 PM (16 hours ago i =
g9 ome-

Hi testsupplier

Negotiation 11382 has been initiated by ICA Buyer Paul

Please use the following link to access the negotiation and submit your offer. The offer
must be submitted before the negotiation closes OF-Apr-2025, according to the frame
agreement timeframe.

Link 11382

If you have any questions, please contact the Supplier Support Team
supplier.support@ica.se

Best regards,

Purchasing Manager/ EMVY Sourcing Manager
ICA Sverige AB

Kolonmvagen 20

Box 4075, 169 04 SOLNA

Sweden

To start negotiation, click on the link in the email or log in to the Supplier portal.

13
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1b. Create renegotiation

Follow these steps below to create a renegotiation and offer which can then be published to
ICA. A supplier initiates a renegotiation with ICA by going to Manage Negotiation and click
Create negotiation button:

Al Open

Offer status 11

No offer inchuded

o offar inchuded

o offarincuded

0 afferincuded
Mo afforinchuded

Mo affer inchuded

Q) searchfor negotiation

Ongoing negotiations

7 negotiation(s)
Offer status 11
Offerreceived

Offerrecaived

No offar incuded

Home Manage Negotlation Manage Agreements

Completed

Draft negotiation- Requires user Input

L Negotiation title 1L
5988 RS_|

3921 RS_ -
3902 Rs_|

3901 RS_|

3900 RS_|

3899 RS_|

3873 RS_|

number, title, description

ot Negotiation e 1.
5636 RI
4806 N -
3990 RL

W4 AB_DIRECT_Draft

AB_DIRECT_Draft
WS AB_EHL DELIVERY_Draft
WS AB_EHL DELIVERY_Draft
# AB_EHL DELIVERY_Draft
W AB_DIRECT_Draft

# AB_STOCKED_Draft

W AB_DIRECT_20241031

W4 AB_DIRECT_20241022

% AB_EHL DELIVERY_20241015

Buyer T4 Gtyofitems 1L

8
1
1
Victor 6
1
1
3

Buyer 11 Qtyornems 14
qustav 1
Kire 10

Swapnil 1

Closedate 14

13-Jan-2025 (70 days left)
16-Dec-2024 (43 days left)
16-Dec-2024 (42 days left)
16-Dec-2024 (42 days left)
16-Dec-2024 (42 days left)
16-Dec-2024 (42 days left)

16-Dec-2024 (43 days left)

Cosedate 1

30-Nov-2024 (26 days left)
12-Jan-2026 (434 days left)

23-Dec-2024 (49 days left)

Mumber of offers T,

oo o o o a8 e

Humber of offers 1L

In this view the user (supplier):

o Select items from one of your agreements along with one of the ICA buyers in the

agr

e The supplier selects items and clicks Create negotiation (3).

eement

o Select agreement - List all open agreements from the supplier that the user is
logged in as
= Concatenate the following values
[Agreement number - Delivery mode - Freight terms]
o Buyer - List of all buyers that are associated with the agreement
o Can further filter on Category, Subcategory and brand
o Search functionality for GTIN and Item description

e Itis only possible for a supplier to create one negotiation at the same time (but you
can have several drafts).

All

Home

ICA SUPPLIER PORTAL

Open

Negotiation ®

Manage Negotlation o Manage Agreements

Completed

‘ Q Search for negotiation number, title, ... ‘

Waiti

Offerstatus 11

Ongolng negotlations

2 negotiation(s)

ing for reply 11543

Offer received 11542

Negotlation number Tl

RI_|

RI_

Negotiation title

B

B

n

Buyer Tl Qty of ltems 11

. Katarina Lil.. 4

. Katarina Lil.. 41

21

[=

Create negotiation 3

Close date Tl Number of offers Tl

11-Apr-2025 (.. 2

11-Apr-2025(.. 1

14
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To create a renegotiation, you select an agreement with desired values for Delivery mode
and Freight term (1) which appear in the drop-down list as shown in image:

ICA SUPPLIER PORTAL Negotistion ® 2w [
x Select items from agreement Cancel Create draft negotlation
Select agreement and corresponding buyer Filters
relect agre.  w lg  Buyer v | | category w ] subcat.. W l [ Brand - l l Q searchonGrl.. Clear filter

1

132713 - STOCKED - DDP
) Private Supplier item Price Price

BU/TU 1Tl  Suppller 1l Category () T Buyer Tl T T T
I 132705 - STOCKED - DDPl Label number uoM Agreement

You then select the Buyer (1) in the drop-down list and click on the buyer's name:

ICA SUPPLIER PORTAL Negotiation ® 2 b
& Select items from agreement Cancel Create draft negotlation
Select agreement and corresponding buyer Filters
Select agre... uyer
1705-¢ ¥ ] & | f‘ :_;jn Category A ] Subcat. w ] [ Brand - ] [ Q Search on GTI... Clear filter
0item(s) selected
Amanda
[0 tem 1 Brand py @ frvae 1L Buyer 14 Supplleritem 1 e o :gf-,gmm o
Anna
No data to display.
Eleonora
Erik

Now suppliers existing items appear on this agreement and which buyer.
The user can use the filter function on Category, Sub-category and Brand to more easily find
the items to negotiate the price of:

X Select items from agreement Cancel Create draft negotlation
Select agreement and corresponding buyer Filters
i‘g‘i‘?&g’fgnfg‘& - I & E‘;i‘ﬁ’ - ‘ | Category - I Sub category - ] Brand - ||| Q Search on GTIN,De... Clear filter
0 item(s) selected
. supplier
O tem 1 Brand 1L BWTU 1L Suppller 1L Category ) pvate g puyer 11 em 1L om T e ent T

15
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Click on the items you want to negotiate v by checking boxes on the left.
By clicking the checkbox Item at the top (1), you select all items:

x  Selectitems from agreement 33 — _
Select agreement and corresponding buyer Filters
ig;%gg[ﬂg?g"‘c ‘ BE‘r'IYEV - | | | Category - ‘ ‘ Subcategory W= || Brand - ‘ ‘ Q Search on GTIN,De... ‘ Clear filter
21 item(s) selected
o Suppller
1 Private Price Price
7: Item 1, Brand T, BU/TU Tl Supplier T} Category Label 1 Buyer 1l :5:ber 11 oM 11 Agreement 1
KEBAB = .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 550304 Each 132705
CHICKE = .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 550308 Each 132705
EGG & o .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 550323 Each 132705
CREAM - .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 550320 Each 132705
Baguel o .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 551005 Each 132705
Kycklin o .
173302 GC 4 AB 7276 - Fardigmat por... No Erik 553025 Each 132705

When the user has selected the items to negotiate, click on "Create draft negotiation”.
A popup windows appears that you have created a new negotiation as draft:

Find items to negotiate

1 new negotlations were created as draft.

View Negotlation 11674

Close

16
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2. Draft Negotiation - Requires user input

The user can see all started negotiations without an offer (No offer included) under
“Draft negotiation - Requires user input”.

Click on negotiation row (1) as shown in image to enter negotiation:

ICA SUPPLIER PORTAL Negotiation ® i
Home Manage Manage
All Open Completed

Draft negotiation- Requires user Input

Offer status T, Negotiation number 71 Negotiation title 11 Buyer 1L Qtyol ltems 7L Closedate 1L Number of offers 1,

No offer included o 11674 @ RS_ Erik 21 18-Apr-2025 (66 days left) o
Q search for negotiation number, title, description Create negotlation
ICA SUPPLIER PORTAL Negotiatid
Home Manage Negotlation M
All Open Completed

Draft negotiation- Requires user Input

Offer status Tl Negotiation number

No offer included o 11674 JL"I

17
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3. Create Renegotiation - Negotiation details

In Negotiation details tab the user will find all header details connected to the negotiation.
Such as terms, dates and contact information. Here the user can add an Negotiation reason 9
attachment or reject the negotiation. [ g‘

The supplier then enters the negotiation details (1) and populates the New Item
mandatory fields, currently the below: Re-Negotiation
e Negotiation reason (2) Currency + Raw Material
e Description (3) Raw Material
o Contact (4) o
o Start & End date of the price agreement (5, 6) y
Terms or Conditions

o Attachment (7) (Itis a requirement that the supplier submits an

attachment as a basis for why they should renegotiate.) s

Consolidation
SUPPLIER PORTAL Negotiation ® & t8 [
X RS_ AB_STOCKED_Draft (23 Delete Negotlation m Save
1D : 11674 @ Last saved on: 11-Feb-2025
Negotlation detallsn Items (21) Offers (0)

General Supplier info Purchasing terms f\“ac"""e"t
T Suppli Payment terms
Ryp: ot L "am:B it Select a file or drop

e-Negotiation 029 one here
Iniatied by Site i i .

i Freight terms i Maximum file size is 10MB.

Supplier Lager_000_UTP R | Supported formats: PNG, PDF 4
Buyer Contact i and Excel

i ) Deli d (. e
Erik [ testsupplier - Ie elivery mode
Negotiation reason STOCKED No attachment added
I b Email Currency

Required testsupplier Aama SEK
Description -
I Price Agreement
Negotlation Perlod Start Date
Required
e n ¢ dat
Negotiation history e l 19-May-2025 le
_Feb-2025

Created by o - N
testsupplier @gmail.com End Date
Crestod gat Close date Open End

real ate o
2025-Feb-11 16:02 sl
Last updated by
testsupplier @gmail.com
Updated date

2025-Feb-1116:02
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4. Create Renegotiation - Items (#)

In the Items tab the user can see which items are included in the draft negotiation.
In this example, the negotiation has 21 items that are characterized by the numbers in
brackets (21).

X RS_a—.  AB_STOCKED_Draft 3 Delete Negotlation Save
ID : 11875 Last saved on: 26-Feb-2025
Negotlation detalls Items (21) Offers (0) =
o Price List o Invoice Commitment
O ittem 1 Brand 1L BU/TU 1I  Category Ir::rr:ber % uom M pree M Discount(%) t pn e T pobate o
O Do GO 4 7276 - Fardigmat portio...
O K GO 4 7276 - Fardigmat portio.. ‘e L — - .
17330 -
EGG & ¥ . - e y
O 17330 GO/ 4 7276 - Fardigmat portio...
Falafel e 5
O 1733( GO 4 7276 - Fardigmat portio...
Minisall ] - .
O 27314 ICA 6 7276 - Fardigmat portio...
O 57;’3‘2“‘ Gox 4 7276 - Fardigmat portio...
CREAM" = & - S *
O 173302 GO 4 7276 - Fardigmat portio...

The user can Add Items (1) or Remove items (2) in this view by marking the item checkbox
on the left:

)

If clicking on Add Items button, a new window will open where you can select which items to
add to negotiation*. If there are many items in this view, you can use filters or search by
GTIN, Description, Brand (1). Click checkbox (2) for items and then click Add Items (3) button:

* If you don't get a search result for any item in Add items view, it may be because you already selected all items on the agreement.

x Add items to negotiation (23 Cancel

Select agreement and corresponding buyer Filters
Agreement number Buyer
| Category - Subcategory W Item status hd Private label hd
134666 Erlk S— o
‘ Q Search on GTIN,Description,Brand ‘ Clear filter

1item(s) selected

0O tem 1 Brand 1L BUTU 1L Suppller 1l Category prvate 1 Buyer 1L minhn S o B T S
| %3393“9“9 499 = GO r) - AB 727 - Férdigmat por... No Erik Each 134666

After clicking Add Items button, the user is back in the Items tab.
Next step in the process is to create an offer.
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5. Create Offer

The Offers tab will show information regarding the created offers in the negotiation. In this
tab offers will be listed, and it is possible to expand the offer to see detailed line information.
To create an offer to a negotiation, the user clicks the Offers tab on negotiation and then
click “Create Offer(s)” which will create an offer in draft status:

X RS_ AB_STOCKED_Draft EZ3
ID: 11674
Negotiation detalls Items (21) Offers (0)

There are no offers In this negotlation.

No offer has been created for the negotiation. Please create an offer before publishing.

&, Create Offer(s)

The window opens to the Offers tab, where the user can include (+) or exclude (-) items from

the offer by clicking the marked (-)(+) buttons below. The user can update prices etc. on
columns which have a yellow label background:

X RS_ AB_STOCKED_Draft EZ3 save
ID : 11674 Last saved on: 11-Feb-2025
Negotlation detalls Items (21) offers (1) Export excel sheet {"l' Import Excel Sheet E'*
offer name Included items i
offerl - AB 20/21
Supplier Net Offer Offer Offer Offer Offer Offer
ftem 11 Brand 1L BUTU 1L Category tem 1 e pe e T Lst T e ) imwoce 1 Commtment 1. Commirent 1 Net T Net
o ;75393“ BACUETTE co 4 7276 - Féirdigmat portionsrétter Each PRO - Perc w
®
;G}(;& BACON SANDWICH GO 4 7276 - Fardigmat portionsratter Each PRO - Perc »
|Excluge item
e | */howicH G0 4 727% - Férdigmat portionsréitter Fach PRO - Perc v
ltem Tl
o KEBAB BAGUETTE
1733
EGG & BACON SANDWICH
1733
Exclude ltem
o) AMY SKAGEN SANDWICH
1733

© Please see chapter Edit prices & discounts for more details about how to edit offer in the User
Interface (UI) and Excel.
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User can update in the User Interface (Ul) or export the offer to Excel, do necessary updates
there and then import it again. Changes will be applied in the User Interface:

Export excel sheet E‘r Import excel sheet &

The user can Save a draft offer if user want to continue later or Publish it to the buyer.
If the offer is saved in draft status, the user can either edit, delete or choose to publish it from
the Offer tab (8):

18 B

Delete Negotlation m Save

ﬁ Last saved on: 11-Feb-2025

When all mandatory information is filled in, and an offer is created the supplier can publish
the negotiation by clicking Publish button in top right corner:

Publish Negotiation

You are now publishing the negotiation and offer. All information will be
avallable to the buyer. Are you sure you want to continue?

After Publish, an email is sent to ICA buyer.

You will find the negotiation in the Open (or All) tab with offer status “Waiting for reply”:

Ongoing negotiations

1 negotiation(s)
Offer status Tl Negotiation number Tl

Waiting for reply 12814

© Note: Should you receive an error message (e.g. attachment) at this stage that you do not
understand, please see chapter Error messages
or take a screenshot of the error message and contact Supplier Support.
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6. Ongoing negotiations

The newly created negotiation ends up in tab Open and Ongoing negotiations with status
"Waiting for reply", which indicates that negotiation has been sent to the buyer (ICA).
Column “Number of offers” (1) indicates how many offers there are for the negotiation.

Home Manage Negotlation Manage Agreements

All Open Completed

| Q Search for negotiation number, title, description Create negotlation

Ongoing negotiations

1 negatiation(s)

Offer status Tl Megotiation number 7. Negotiation title 71 Buyer Tl Qtyofitems 1l Close date T) Number of offers T}

Waiting for reply 11875 RS_WSss s AB_STOCKED 20250227 Erik - 21 02-May-2025 (64 days left) 1

By clicking on offer status icon (e.g. Waiting for reply) (1) the negotiation opens the Offers
tab view.
In this view the user can:

e Export the offer to Excel

o Create a new offer

o Create a counteroffer

e Accept an offer which will make it possible for the buyer to add the offered prices to

an agreement

Home Manage Negotlation Manage Agreements
All Open Completed

‘ Q Search for negotiation number, title, description Create negotlation

Ongoing negotlations

1 negotiation(s)

Offer status To Negotlation number 1L 9 Negotiation title Tl Buyer Tl Qtyof items T} Close date Tl Number of offers T,
Waiting for reply 11875 RS_| AB_STOCKED_20250227 Erik 21 02-May-2025 (64 days left) 1
Home Manage Negotlation Manage Agreements
All Open Completed

Allopened > 11875 RS_BAMA Foods AB_STOCKED 20250277 ()

Negotiation detalls Items (21) Offers (1)
o —l— Create offer
. oOffer ID 11032 offer publish Date -
Al Offer] - M s AB 27-Feb-2025 CELEesy o @ & +

Please note the specific Offer ID number (e.g. 11032) and Offerl, followed by supplier name.
Offerl means this is the first offer, created by the supplier:

Offer D 11032 Offer publish Date

iting f
Offer] - A s AB 27-Feb-2025 Watting for reply

» 21/21items
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The user can expand the offer to get more details.

Click on arrow icon (>) to view (v)(1) all items (2) in the Offer:

Negotlation detalls Items (21) Offers (1)
+ Create offer
offer 1D 11032 Offer publish Date »
v 21/2Litems Pl e nlpgsiis Waiting for eply (i ] ® & +
Catch Suppller Price Net Net Offer Offer Offer

Item Tl Brand T BU/TU T. Category welght 1l Item N N Price 10 List T T Invola

e Item number UM Brice. BU Price. Discount(%) Price
KEBAS & & A - . -
173300 GO 4 7276 - Fardigmat portionsratter "l -
CHIONENS Cuy SAtan . o T . > . .
173300ar e GO 4 7276 - Fardigmat portionsratter e -
- cow 4 7276 - Fardigmat portionsrtter . -
CREMNMY SRALAN SN T g =
1733004 -l GO 4 7276 - Fardigmat portionsratter -
Bagie Sum e ’ _pardi . = - =
17334 - GO 4 7276 - Fardigmat portionsratter »

By clicking on the negotiation row (2) (except status icon e.g.
negotiation opens the Negotiation details tab view:

“Waiting for reply”), the

Home Manage Negotlation Manage Agreements
All Open Completed
‘. Q Search for negotlation number, title, description
Ongolng negotlations
1 negotiation(s)
Offer status To Negotiation number ‘N.e Negotiation title 11 Buyer Tl Qty of items  TL Closedate 1! Number of offers 1.
Waiting for reply 11875 @ RS_. ~ AB_STOCKED_ 20250227 Erik 21 02-May-2025 (64 days left) 1
Home Manage Negotlation Manage Agreements
All Open Completed
Al > 11875RS_| AB_STOCKED 20250227 ()
Negotiation detalls Items (21) Offers (1)
General e Suppller Info Purchasing terms
Type Supplier name Payment terms
Re-Negotiation am= AB 029
Initiated by Site Freight terms
Supplier Lager 000 _UTP DDP
Buyer Contact Delivery mode
Erik — testsupplier =« STOCKED
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7a. Withdraw Offer

Go into offers tab = Select offer - Withdraw (X button) = This will trigger a mail to
counterpart of negotiation that offer has been withdrawn.
Offer will get status = “Withdrawn” and cannot be awarded by the buyer.

Withdraw offer

Withdraw offer

You are about to withdraw "Offerl - AB"

This means that the offer will no longer be available and an email will be sent to
the buyer that the offer has been withdrawn.

Are you sure you want to proceed?

No, keep the offer Yes, withdraw It!

7b. Accept Offer

The User (supplier) can accept an offer sent in by an ICA buyer.

Offer received 0 ,‘& Accept offer & +

This should change offer status = “Waiting for Award” and trigger a mail to the ICA Buyer
that the offer is accepted and ready to be awarded.

o Disable all other offers
When an offer is accepted, all other offers are no longer acceptable and their accept
button disabled.

e The “Create offer”-button is disabled too.

e Ifthere is an unpublished draft in the offer list, the edit and publish-buttons
are disabled.
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e Undo accept
After accepting an offer, the user should have the option to undo accept before the

offer has been awarded, i.e. as long as the offer status is “Waiting for Award”.)

Waiting for award 0 SRIEi a —|—

When clicking the undo-button the offer reverts to former state:

o Ifitis the most recent offer, the offer status changes back to the former offer
status (i.e. “Offer received”).

o Ifthere is a more recent offer, that offer displays its former offer status again.
All buttons get enabled again.

Accept an offer which will make it possible for the ICA buyer to add the offered prices to an
agreement.
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5. Edit prices & discounts more in detalil

In this step, we show how to edit prices and discounts for the items included in the

negotiation in more detail.

The user can choose between 2 different ways to edit the offer:

1. work directly in the user interface (Ul) or
2. work in a downloaded Excel file.

We recommend downloading an Excel file if there are many items that needs to be updated.

Here we will now go through both methods.

Edit Offer in User Interface (Ul)

X RS_ AB_STOCKED_Draft (3 e
ID: 11674 Last saved on: 11-Feb-2025
Negotlation detalls Items (21) Offers (1) Export excel sheet ﬂ Import Excel Sheet ﬂ
Offer name Included ftems o]
offerl - AB 20/21
. Supplier Price et Het . Offer . ofter . Offer Offer Offer Offer Offer
em Tl Brand 1L  BUTU Tl Category :::‘w o oM Price s :’Um' 2 :T:. 3 Discount(%} 1 Ipr:::!? u mr:l:.m!nl u mr::la\aw o :r'l(te n :,i"l
(=] 'f;EzE;\B BAGUETTE GO 4 7276 - Fardigmat portionsritteq Each PRO - Perc w
®
% f%g’”“co” RN GO 4 7276 - Fiirdigmat portionsrittet Each PRO - Perc v
) Exclude Item
<) TR SKACEN SANDINICH G0 4 7276 - Fardigmat portionsrittel Each PRO - Perc ¥

The user can update prices etc. in columns which have a yellow label background which are

editable fields:

o Supplier Item number: The supplier's item number. Adds to price agreement.
e Offer List price: Enter price per orderable unit.
e Offer Discount %: Enter item discount in % percentage per orderable unit.

If no discount, enter 0 (0,00).

o Offer Commitment Rebate: Commitment Rebate per orderable unit. If no rebate,

enter 0 (0,00).

e Offer Commitment Rebate UoM: Unit of measure for commitment discount. PRO for

% percentage, MON for currency.

Supplier Pri Net Met Offer offe
o er 1 yom price ™ e L& o % Discountes) ™
550 Each 115,89 2897 115,89 0,00
550! Each 87,51 21,88 8751 0,00
550. Each 8751 21,88 8751 0,00

Offer Offer Offer Offer Offer
Involce Tl Commitment 1| Commitment 1| Net Tl Net
Price Rebate Rebate UOM Price Prl...
115,89 0,00 PRO - Perc + 115,89 2897
8751 0,00 PRO - Perc ¥ 8751 21,88
87,51 0,00 PRO - Perc » 8751 21,88

26




ICA Negotiation

When editing, start by clicking into the cell with the value you want to change (double-click in
the cell will highlight the entire value).

Note: User interface (Ul) uses commas (,). If you type a period (.) it will automatically change
toacomma (,)!

7995 0,00

Click arrow button to expand (A =) or collapse (B <) information in columns marked with
blue colour:

*Suppli N
BU/TU 1, Category tomt 1 S’C';: ;‘fize 1
number
24 7132 - Lask 12 Each 73,21
24 7132 - Lask 23 Each 73,21
*Supplier . . ) ) .
Ty 11 coeory ey o @) B osemon ke o Sopmmen gy Cominen g e g
number @
24 7132 - Lask 12 Each 79,00 1,00 78,21 5,00 MON - Monetary 73,21
24 7132 - Lask 23 Each 79,00 1,00 78,21 5,00 MON - Monetary 73,21

Continue filling in values for columns that you want to change.
If you are not ready or missing information to fill in, save the Offer.
Click on the Save button to save your offer in case you need to edit something later.

: L]

Once you have edited all the values, take a final look and make sure that all the values are
correct according to you as the supplier.

Then click on the Publish button.
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Exclude Item from Offer in user interface (Ul)

Click on the negotiation row to open the negotiation to be adjusted, go to the Offers tab.
In the Offers tab the user can include (+) or exclude (-) items from the offer by clicking the

marked (-)(+) buttons below:

X RS
ID: 11674

AB_STOCKED_Draft 23

Save
Last saved on: 11-Feb-2025

Negotlation detalls Items (21) Offers (1)

Export excel sheet (57 Import Excel sheet (5™

28

Offer name Included items T
offer1 - AB 20/21
Supplier Price Net Net Offer Offer Offer Offer Offer Offer Offer
tem % Brand 1 BUTU 1L Category fom U brio T P U Lst % QU N iwoke % Commiment 1 Commitmert 1 el et
e KEBAR BAGUETTE G0 4 727 - Férdigmat portionsréitter Fach PRO - Perc v
®
it N PWICH 6 4 7276 - Frdigmat portionstter Fach PRO - Perc v
|Exclude item
o) 1733AMV SEACEN SADWicH G0 4 7276 - Firdigmat portionsriitter Each PRO - Perc w
Iltem Tl
o KEBAB BAGUETTE
1733
EGG & BACON SANDWICH
1733
IEchude Item
o ;;lAMY SKAGEN SANDWICH
1733
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Edit Offer in Excel sheet
In the Excel sheet the user can perform the same operations as in the User Interface (Ul).
Include/Exclude item rows, change value in editable cells.

For editing in Excel (recommended for negotiations with many items), start by exporting the
offer by clicking “Export Excel sheet” button to download an Excel file with items.

Export excel sheet E* Import excel sheet &

Open the downloaded Excel file (if warning popup message, click Enable Editing).

If you need to edit this file, click enable editing. Enable Editing

At the top of the file are user instructions how to update price on items in the Excel. The
columns with information are colour coded:
1. Yellow marked fields (Mandatory): fields are mandatory to have a value on, even if
the value is “0”
2. White marked fields (Read Only): fields are only for your information, where you
cannot change anything
3. Blue marked fields (Optional): fields are optional to have a value

User Instructions
For the items you want to update prices on: Please fill
in all mandatory cells and opticnal cells if needed.
Ifyou want to add new items: Fillin at least the
mandatory cells (“Supplier ltem no”, "GTIN™ and "List
price TU™) for these below the last row.
When done: Save the document and press import
button inthe Ul

Mandatory |0pt|nna| |Read Only |
Mandatory |Optional Read Only
ion | Buger | Supplier [ Supplier Site |Freight Terms| _ Delivery Made | Currency y |
14 | wiktaria Exlsmﬁﬂﬂ?ﬁUTF‘ ooP ‘ DIRECT ‘ SEK ‘
Seasonal item Net Price Supplier ltem List price Commitment Net prira | Net prica.
Action |~ [Category |~ |BUITU ~ |Brand ~ | Descriptior ~ | (yesino) = |content |~ |UoM |~ |no ~|aTin Tu ~ | Discoun | Invoice price TU | ~ Reb! ~ |Rebate UOM |~ |TU u ~
Include 725 - MjGIk, 12 Mk 2 ESL Mo 260 Each 60 00 7 10.50 E 000 PRO - Percent i 6.
Include 725 - MjGIk, 12 Mellanmidlk Mo 260 Each 60 01784 13 0.00 12 10.00 PRO - Percent n 8.
Include 7256 - Ml 3 Mellanmislk ESL o 250 Each 50 01788 7 1050 3 000 6 5
Include 725 - MWjiilk. E Chokladmidlk ho 1500 Each 50, 02303 14 1050 13 000 13 22,
Include 725 - MWjiilk. 12 Kalteqridde ho 260 Each 52| 24360 1 1050 13 000 13 1
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Starting from the left, fill in the following editable columns:
e Action: Choose which items you want to include in your offer.
o Include is default and means that the item is included.
o Exclude means that the item is not included.
e Supplier ltem number: The supplier's item number. Adds to price agreement.
e Offer List price: Enter price per orderable unit.
e Offer Discount %: Enter item discount in % percentage per orderable unit.
If no discount, enter value 0 (0,00).
o Offer Commitment Rebate: Format Rebate per orderable unit, change if necessary. If
no rebate, enter value 0 (0,00).
e Offer Commitment Rebate UoM: Unit of measure for commitment discount, change if
necessary. PRO for % percentage, MON for currency.

Mandatory [Optional | Read only [ |
ion | Buger | Supplier | Supplier Sita [Fraight Terms| _ Delivers Mode | Cumency |
14 | Viktoria Exlem_ﬂﬂ?_uTP‘ tor ‘ ORECT ‘ =3 ‘
Seasona titem Net Price | Supplier ltem List price Commitment | Net prir= | Net prira
Action__ ~ |Category | - [BUITU ~|Brana [~ iptior ~ | (yestno) ~ |content |~ [uok |~ |no - |aTn - |Tu | Discount ~ | nvoice price Tu |~ itment Reb| ™ |Rebate oM |~ [Ty |~ |BU -
nolude 7256 Mgk B G 374 ESL o 250 Each ) 0 7 050 B [ FRO-Fe & 5
nolude 7256 Mgk 3 Telanmicik T 750 Each & e E 000 [ 000 FRO-Fe i )
Include 7256 Mgk 3 Mellanmiok ESL o 50 Esch 50 T o 7 1050 5 [T PRO-Pe & | s
Include 7256 Mgk 5 Chokladmialk T 500 Each 50 02303 T 1050 [ 000 PRO-Percent | 15 =
Include 7255 Mgk [ Vatfegridde T 250 Each 52 24350 r 1050 5 000 PRO-Percent | 15 "

When all the values are updated, save the Excel file on your computer.

Return to Supplier Portal 7.

30


https://ejoa.fa.em2.oraclecloud.com/hcmUI/faces/FuseWelcome

ICA Negotiation

Click on Import Excel sheet.

Export excel sheet E* Import excel sheet a

Select your saved file. Click Open.
Note: don’t forget to save the Excel file with all updates before importing the file!

¢folder = @
~ MName Status Date medified ~ Type Size
@ @ Microsoft Bxcel W... 32 KB
= e} Microsoft Excel ... 20 KB
82 © Microsoft Bxcel W... 32KB
@ @ Microsoft Bxcel W... 20 KB
I @ Microsaft Bxcel W.. 32 KB
o
o
v
File name: | v| Custom Files ™

Now the new values you entered in the Excel file should be updated in the user interface.
Validation on the Excel import will be performed to ensure data is correct.

© Note: Should you receive an error message at this stage that you do not understand,
please see chapter Error messages
or take a screenshot of the error message and contact Supplier Support.
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6. Approve/Reject a changed Price agreement - Price revision

If negotiated prices need to be adjusted by the buyer afterwards, based on an agreement
with the supplier, the buyer will make a change to an existing price agreement.

The supplier will receive email notification that there is a change that requires approval:

Price agreement 124135 with ICA Sverige has been updated and requires your approval inbos

no-reply <no-reply@ica.se

Hi testsupplier
Price agreement 124135 with ICA Sverige has been updated and requires your approval.

Please use the following link to review the updates and approve the changes.

Link 124135

If you have any questions, please contact the Supplier Support Team
suppliersupportiicase

Best regards,

Purchasing Manager/ EMV Sourcing Manager
ICA Sverige AB

Kolonnwagen 20

Box 4075, 169 04 SOLNA

Sweden

To approve or reject the change, go to tab Manage Agreement and search the agreement

number:
Home Manage Negotlation Manage Agreements
. | | Fliter on status | | | |
‘. Q Search on Agreement number ‘ ‘ Open hd ‘ ‘ Filter on price type v ‘ ‘ Q Search on GTIN
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Open the agreement by clicking on it. Go to tab Price revision.
(There should be a number next to it on the right “Price revision (1)”):

Click on arrow icon (>) to view items (v)(2).
View the changes and then either Approve or Reject (3) by clicking on buttons:

ICA SUPPLIERPORTAL VER  yegotiation ® — e A8 2t b

St Stant dato Buyor
Pending Approval 09-Jun-2025 Amanda - Approve 0

Is item Supplier
Item ) Private Start End Explry P
Item 1l Brand T toliis 1% BWTU 1l Category Buyer Tl 1abel T date ! date n date 13 aw;‘ % item n U

On-Hold 4 7237 - Vegetari.. Amanda 09-Jun-2025 601 E

Vegar - - 6

——- On-Hold 7237 - Vegetari.. Amanda 09-Jun-2025 601 E

- On-Hold 4 7237 - Vegetari.. Amanda 09-Jun-2025 601 E
" OnHold 4 7276 - Fardigm... Erik 09-Jun-2025 610 E
Thaighi . OnHold 4 7276 - Fardigm... Erik 09-Jun-2025 6100 E

——— On-Hold 4 7276 - Fardigm... Erik o

If supplier reject the price revision, you must state your reason for rejecting:

09-Jun-2025 61000 E

. . - X
Reject Price Revision
State your reason for rejecting:
Required
Are you sure you want to proceed?
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7. User Interface (Ul) - buttons

Create offer: Create a new offer

Information: Information about create and update

Withdraw offer:  Withdraw offer, the offer will no longer be available to ICA buyer
Export Excel sheet:Export and save file to your local computer for necessary updates
Counteroffer: Counteroffer (see section Offer vs Counteroffer)

—I— Create offer

Created by: o

testsuppliert: “ifrgmall.com @ E. _|_
+

Created date: 2025-Feb-27 15:32

Last updated by:
testsupplier * igrgmall.com
Updated date: 2025-Feb-27 14:12 J

Accept offer:
The user (supplier) accepts an offer sent by ICA buyer:

ISLEE S

Offer received 0 ,"3\ Accept offer & +

Publish & Save:
Click on the Save button to save your changes. Tip: use this if you go between tabs:

: {]

When you are ready, and all values are correct. Then click on the Publish button. After
Publish, an email is sent to ICA buyer, and all information will be available to the buyer:

Publish Negotiation

You are now publishing the negotiation and offer. All information will be
avallable to the buyer. Are you sure you want to continue?
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Arrow buttons = «info:

Click arrow button to expand (A =) or collapse (B <) information in columns marked with
blue colour:

*suppli )
BU/TU 1, Category om 1 Eg‘:‘ ﬂfl.:e 1
number
24 7132 - Lask 12 Each 73,21
24 7132 - Lask 23 Each 73,21
*Supplier . - ) . .
Ty 11 Cotegry e e @] U oseomon 1 moke gy Gopmment gy Commient Mot
number @
24 7132 - Lask 12 Each 79,00 1,00 78,21 5,00 MON - Monetary 73,21
24 7132 - Lask 23 Each 79,00 1,00 78,21 5,00 MON - Monetary 73,21
Offer vs Counteroffer

e Offer (1): Based on current prices. That is, the starting prices of the negotiation.
o Counteroffer (2): Based on the bid that the counteroffer is made from.

Example:

If the negotiation has an item with a price of 10 SEK. And an offer where the item has 15 SEK.
If an offer (1) is opened: Then the pre-filled prices will be 10 SEK.

If a counteroffer (2) is opened: Then the pre-filled price will be 15 SEK.
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8. Price Agreement

Here you will find general information about Agreements and instructions how to navigate in
Manage Agreements to find your Agreements in the Supplier Portal.

Agreements are found under the Manage Agreements tab.
If there are many agreements in this view, you can use filters or search by agreement
number or GTIN, filter on status, price type or keyword:

Home Manage Negotlation Manage Agreements

| Q Search on Agreement number | | ggé‘r’]”mt“‘ - ‘ ‘ Filter on price type - ‘ ‘ Q Search on GTIN

| Q Filter with keyword |

2 agreement(s)

Agreement 41 pescription 11 Status 1L of T Buyer 1L Pri 1 Suppller 1l SupplierSite 1L DellveryMode 1.~ Dayment g - Frelght 5 o 1l
Nin Bar] scription atus ﬁems uyer rice type upplier upplier ellvery Mode Terms e urrency
134673 Open 4 Anna Standard AB PU_OL7 UTP STOCKED 029 DDP SEK
134666 Open 37 Amanda Standard AB Lager_000_UTP STOCKED 029 DDP SEK

Click on the Agreement number to open agreement details:

Agreement 1l
Number

134673

134663

Amount
Description Tl Status Tl of Tl
Items
Open 4
Open 37

Agreement view contains of 3 different tabs - Agreement details, Items and Price revision.

In the Agreement details tab the user will find details, such as general info, purchasing terms,
agreement history and buyer and supplier contact information:

¥ Agreement number : 134666 Open

Agreement detalls

General

OpCo

ICA Sverige AB
Price type
Standard
Agreement type
Open End
Pickup address

Items (37) Price revision (0)

Purchasing terms

Supplier name
AB

Supplier site
Lager_000_UTP
Delivery mode
STOCKED
Pricing method
Order Date
Currency

SEK

Freight terms
DDP

Payment terms
029

Agreement history

Created by
PAAS_PROCUREMENT

Created date
2025-Feb-13 18:04

Last updated by
PAAS_PROCUREMENT

Updated Date
2025-Feb-13 18:04

Last published
2025-Feb-1712:53

Publication status
Published

Not for price list Attachment

No attachment added

External approval

EHL agreement

Buyer Tl Supplier Contact 1l
Eleonora
Erik

Amanda
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In the Items tab the user can see which items are included in the agreement.

In this example the agreement contains of 37 items:

X Agreement number : 134666 < Open

Agreement detalls Items (37) Price revision (0)

| Q Search for Brand, GTIN, Description | | Filter onrevis.. W | | Filter on buyer: - | | Filter on categoy:
ltem 11 Brand 1. BU/TU Tl Category Buyer 1l Private St
KEE - .

173 4 7276 - Fardigm... Erik No 24-Feb-2025
CHF o . 5
172 4 7276 - Fardigm... Erik No 24-Feb-2025
Ve

173 8 7283 -Saser & .. Eleonora No 24-Feb-2025
EG! - - o . .
172 4 7276 - Fardigm... Erik No 24-Feb-2025
CRI - . b

173 4 7276 - Fardigm... Erik No 24-Feb-2025

Export to excel

Price
uoM

Each

Each

Each

Each

Each

Price revision tab:

For a supplier, this tab is only used if there is a change to an price agreement to approve. If
negotiated prices need to be adjusted by the buyer afterwards, based on agreement with
the supplier, the buyer will make a change to an existing price agreement.

If there are changes to the agreement, it will be displayed here.

If there are no changes to the agreement, the tab is empty: “No price revision found”:

¥ Agreement number ;134666 Open

Agreement detalls Items (37) Price revision (0)

No price revision found

Please see Approve/Reject a changed Price agreement.
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9. Automatic email - communication Negotiation & Agreement

For each action taken by an involved party, such as a supplier or ICA buyer, an automatic
emalil is sent along with its negotiation number. This applies, for example to:

Initiation and publication of negotiation,
Submit/accept/withdraw an offer

Negotiation has been rejected

Agreement published

Price revision rejected

Supplier accept price revision

Extend time on negotiation

Negotiation period extended

Reminder when the negotiation is about to expire

Example of email when ICA buyer initiates negotiation (e.g. 11382):

Invitation to ICA Negotiation 11382 b » =

no-reply <no-reply@ica... Tue, Jan 28, 4:47PM (16 hours age T “

HIi testsupplier
Negotiation 11382 has been initiated by ICA Buyer Paul

Please use the following link to access the negotiation and submit your offer. The offer
must be submitted before the negotiation closes 07-Apr-202S, according to the frame
agreement timeframe.

Link 11382

If you have any questions, please contact the Supplier Support Team
supplier.support@ica.se

Best regards,

Purchasing Manager/ EMV Sourcing Manager
ICA Sverige AB

Kolonnvagen 20

Box 4075, 169 04 SOLNA

Sweden
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10. Error messages

(Ul) Attachment

It is a requirement that the supplier submits an explanatory attachment that forms the basis
for the announced price adjustment. This is regulated in the basic agreement.
Attachment is missing, add attachment (1):

© Error X
X RS_W 0 AB_STOCKED_Draft 23 | You need to add an attachment before publishing the negotiation Delete Negotiation |[ETVCTEUCETEE N Save
1D : 11252 Last saved o 2 -2025
Negotlation detalls Items (4) Offers (1)

General supplier info Purchasing terms Attachment

Payment t
e D S i Select afile or drop one here
Re-Negotiation AB 029 H

i Maximum file size is 10MB. Supported

Inlatied by Site Frelght terms i formats: PNG, PDF, and Excel i
Supplier PU_OIT_UTP - o
Buyer Contact No attachment added

Delivery mode

© Error X
You need to add an attachment before publishing the negotiation

(Ul) Out-dated version of the application

Please reload your web browser:

© You are running an out-dated version of the application, please reload your browser. X

(Ul) Offer mandatory

No offer has been created for the negotiation: Offers (0).
Please create an offer before publishing the negotiation:

- . |
© Error )4
S c—
X RS- AB—S TOCKE D—D raft m Offer is mandatory before publishing the negotiation
1D : 11875
Negotlation detalls Items (21) Offers (0)
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(Ul) Mandatory fields

Information is missing, e.g. in “Negotiations details”. Please fill in information:

A Mandatory fields are missing X

Validation errors = Commitment Rebate

There are missing values in Commitment Rebate for the GTIN(s) specified in the validation
error message. Please fill in information in the Commitment Rebate column:

Validation Errors

Gtin Tl Error Message Tl

273 s Commitment Rebate is required

Validation errors = Supplier item number

There are missing values in Supplier item number for the GTIN(s) specified in the validation
error message. Please fill in information in the Supplier item number column:

Validation Errors

Gtin Tl Error Message Tl

03040941008045 Supplier item number is missing

Validation errors - Agreement start date is overlapping

This error message means that there is already a price that starts on the same date for the
same items, same supplier, same conditions.
You cannot have two different prices on an item at the same time and therefore it warns you:

Validation Errars

Gtin 14 ErrorMessage 1,

Agreement start date is overlapping with existing agreement revision 135590.3 ., Please edit the agreement start date of the negotiation or change the agreement start date on revision|

et 1355903
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11. Contact Information

If you have general questions, you will find manuals on ICA Levnet:
https://levnet.ica.se/leverantorsportalen2.0 1
or in the Supplier Portal under the Manuals tab.

If you have further questions about the Supplier Portal, you are welcome to contact us at
supplier support.

When contacting us, please send a description and screenshot of your problem and attach
relevant files and preferably GTIN codes of items (copy friendly format) that are in question,
so that we can provide you with the best and fastest possible support.

You can reach us via e-mail: supplier.support@ica.se

If you are a Food A-brand supplier please subscribe to our newsletter to receive the latest
information: Click here.
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