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Delivering more and more with less and less
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Delivering more and more with less and less

SAP is releasing a
for financial operations which will

driving down cost and complexity

as business expands into new countries or
markets

to make sure you're getting the job done
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3 key elements of the operating model that will transform
your business

-

State-of-the-art delivery platform with Shared Services
Framework for Finance
Enables economies-of-scale to improve efficiency in administrative processes
Optimum integration of communication and back-end process automation
Frees line operations from finance administration work

Receivables Management reduces bad debt write-offs and

shortens Days Sales Outstanding

Globally enforced credit policy embedded in your processes — every deal,
everywhere
Proactive, collaborative approach to collections and dispute management

Leverage scale operations and automate e-billing

Invoice Automation increases control and speed
Automates labor-intensive invoice receipt
Comprehensive overview of all invoices across the corporation
Execute electronic payments - faster, more accurate, less costly
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Receivables Management — a key operational component
of Financial Excellence

Treasury and Manage i
_ _ _ Accounting
Financial Enterprise and Financial
Risk Risk and

. Close
Management Compliance

Manage Shared Customers

Financial Service for
Performance Financials

Travel

Management

Invoice to Receivables
Pay Management
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These are the challenges we hear from our customers

Reactive
approach to
credit risk

Tied-up cash

High cost of
operations

Poor customer
service

Treasury and
Financial
Risk
Management

Travel
Management

Manage
Enterprise
Risk and
Compliance

Accounting
and Financial
Close

Manage Shared
Financial Service for
Performance Financials

Invoice to Receivables

Management

Customers
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Solving the issues for receivables management

Effective credit
evaluation and

management
Robust cash flow Treasury and Manage :
. : . Accounting
Financial Enterprise : ;
o Risk Risk and and Financial
Efficient vanacoment B oo Close m
operations anagemen ompliance
Customers
Optimized Travel Manage Sh‘?‘red
ptimize Financial Service for

Management

customer care Performance Financials

and service

Invoice to Receivables
Pay Management
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What’s new? SAP Customer Financial Fact Sheet

With the SAP Customer Financial Fact Sheet for iPhone, sales representatives and
account executives can check the financial situation of their customers anywhere and
anytime. They need to be able to monitor the financial situation of their customers
while traveling or visiting customer sites. Without having to call your sales back office
or your accounting department or having to rely on outdated printouts, they can
display all relevant financial data for a specific customer, with the option of drilling
down to the level of a single invoice.

This allows sales reps to do the following:

Ensure you do not keep on selling to a customer whose credit limit is close to being
exhausted

Apply the appropriate terms and conditions during negotiations with the customer,
as these may depend on how the customer’s credit risk is rated

Communicate with the customer about outstanding invoices and even send copies
or dunning letters via e-mail while on site
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SAP Customer Financial Fact Sheet

AllYouNeed Ltd.

Bankrupt Soon International

A Beatles
2nd Dunning

Best Products
Days In Arrears

Blackmoney
Last Payment

Blues Inc.

A BuyHere Lid. Credit Limit ‘ 0 O

Risk Class .

User Group Functionality
Sales » Display list of all customers classified as Critical according to predefined rules OR those recently
representatives accessed

» Display financial details (total amounts of outstanding or overdue invoices, credit limit, credit
limit utilization, credit risk class)

« Call up original invoices in PDF format and send them to customer via e-mail

+ Display contacts in customer organization and add them to list of local contacts
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SAP Customer Financial Fact Sheet

Payments Days In Arrears

€25,187.08
1400000122

Jim Telly
$500.00
1400000126

main +1 6224555554455

€2,000.00
1400000063

€2,000.00

1400000062

¥ helge.meyer@sap.com
€2,000.00 - ”
1400000061

BT T
g 5 Lo e .
T @ M1 € Wastingion 5t () H
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Receivables Management overview

Receivables Management provides the ability
to:

Recelvables

Management

* reduce bad debt risk
Credit Evaluation and * comply with e-billing mandates
Management . :
* improve customer service
Billing and E-Invoicing » accelerate collections and reduce DSO

* optimize cash flow and working capital levels
Dispute Resolution

Collections Management

Accounts Receivable
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SAP Credit Management
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Functional Overview

Credit Limit Management
. Implement a company wide credit policy
~ Manage a customer credit profile

. Centralize credit management in a distributed system landscape

{ Credit Case
. Credit case for structured processing of credit limit applications

i Track status and result of credit limit applications

Credit Rules Engine

Categorize customers by scoring rules

Calculate and assign customer-specific credit limit automatically
Check credit rules

Model and implement own customer credit score cards

Credit Information

Interface to external credit agencies
Input parameters for scoring rules
BW Content

Credit Manager Portal

Role-based access to credit management information and analysis




%

What’s new? Documented Credit Decision (DCD) °

Legal requirements, for example, “Bundesdatenschutzgesetz”, Germany
Negative credit decisions have to be documented for “natural persons”, e.g. individuals
Relevant for consumers and companies which are legally incorporated via individuals

Attribute values (state) of credit account at the point of time when the decision is taken have
to be retrievable & traceable at a later point of time

Audit & SOX requirements:
Credit decisions which trigger an approval process shall be monitored
Involved parties and their respective decisions have to transparent and documented

Actions/decisions by users which overrule a negative credit decision proposed by the system
have to be retrievable at a later point of time.

Business requirements:

The handling of credit blocked sales documents shall be done centrally in an efficient manner
in SAP Credit Management

A “decision within seconds” approach to release a blocked sales document shall be supported
as well as a comprehensive analysis of the credit account before taking a decision.
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DCD: functionality

A sales order which is entered in SD gets credit checked (existing functionality)

In case of a negative credit check the sales order gets a status “credit block™ (existing
functionality)

In this case the system automatically creates a new object called “Documented Credit
Decision” (DCD) which is linked to the credit blocked sales order (new functionality)

DCDs shall be processed by the credit analyst
The DCD contains:
- Various attributes like priority, responsible credit analyst
- A snapshot of the credit account in order to document the exact state
- The log of the credit check
- Free notes & attachments

- An approval process is supported which describes who may approve the credit
decision / release the respective sales orders

This new object shall document all facets of the credit decision.
Similar to sales orders, DCDs can also be created for delivery documents
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DCD: technical foundation

Case Records
Contain attributes, notes, attachment and linked objects
A set of functions which are available during the processing of case records can be defined
Workflow support
Flexible and open for customer-specific enhancements / adoptions
- Alignment and positioning of attributes on the screen
- Extension by customer-specific attributes
- Extension by additional functions
- Numerous BADIs (=“spots for user exits”) are available

Cases Records are already used in SAP Credit Management (credit limit requests) and SAP
Dispute Management (dispute cases) = Configuration experts / consultants with experience
in these modules do not need to learn a new technique / concept
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DCD: credit check

As usual, the credit check is executed when a sales order* is entered / changed:

Create Order < Overview
|{E|f£?l| |@|§| |ﬂ£ Drdersl%*r': Document|

Order . Net Value 3.420,00 |[EUR

Sold-To Party HMYDEE1 Blackmaoney Transfer International / Black Street 1 / D-10000 Ber|
Ship-To Party HMYDEB1 Blackmaoney Transfer International / Black Street 1 / D-10000 Ber|
PO Number 08798789 PO Date Il

ﬁ Item overview . Item detail . Ordering party . Procurement . Shipping . Reason for rejection

NN o) SAP Credit Management: Messages from Credit Check

Credit Check SAP Credit Management Failed

Message Text I
Credit segment 0000 of partner HMYDEB1
Credit limit  400.000,00 EUR has been exceeded by 43.782,88 EL

e New feature: The credit analyst in charge of this account

Creditimt 380.512,00 EUR has been exceeded by 63.270,88 £ (Al€fiN€d IN SAP Credit Management via a business

credit analyst felge Heyer {user MEVERA) partner relationship) is shown in the popup. This allows
the person who processes the sales order to contact the
credit analyst immediately — especially when processing

IS time critical.

|
|
|
|
|
|
|

Temll_|

* Applies for deliveries, too.
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DCD: detail (I)

Case Change: DCD (2980) (Documented Credit Decision) The layout of the DCD
IS highly configurable,
@IIQH—V— Attributes || (/47 sales Document .|| [ .| |52 ][ credit Limit Request || [&Fvoid | but can Conta|n
Header Data
Case ID 2980 Case Type FDCD @ Documented Credit, -
Title DCD External refer. 08798789 - Info abOUt processor’
Category I Reason s 1 1 1 1
Priarity e Escalation Reason fed prlorlty’ Ca‘tegorlzatlon’
Status MNew b4 Credit Analbyst MEYERH Helge Meyer
Planned Close Date 08.09.2011 Person Responsible Status’ e
BusinessPartner HMYDEB1 Blackmoney Transf  Risk Class D High Default Risk
Credit Segment Business Area 0001 b Open Credit Amo_ 3.420,00
Sales Document 3333 Checked Credit Va__ 3.420,00
Document Status  Blocked g Currency EUR European Euro |nf0 about Customer
’
Created By XIAPPLUSER XIAPPLUSER Created On 08.09.2011 11:46:04
Changed By XIAPPLUSER XIAPPLUSER Changed On 08.09.2011 11:46:04 SaIeS document and
Closed By Closed At amountS
gy
Approver Status g -
@ notes | | FLinked Objects |[SF Log | Timestamps’ users,...
HERE pie BE RE
Description XIAPFLUSER 08.09.2011 11:46:01
Cre:i:?.t sggﬁpent 0000 of partner HMYDEB1 . .
;zei;: ;le:;:m 400.000,00 EUR has been exceededby 43.782,88 EUR = POSSIbIIIty to enter
Credit analyst: Helge Meyer ( user MEYERH ) - t C t . t
O Description J@lﬁ”vf@w & notes. er ain no €s
¥o® 0 (ex.: details of failed
credit checks) are
generated by the
system
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DCD: detail (II)

Possibility to switch between notes area and view on
s ey AREVERT T o= linked objects (sales document, snap shots, attached
Closed By [el - o o

documents, related documented credit decisions)

[@Notes || [FEJLinked Objects || Log | B
|
Clslemaflisiia: /= ,
Hierarchy » y MNode

A ©ocumentation for credit decision of 28.12.2010 13:44:45. :
The snapshot is a PDF form. It shows the

¥ = [DE] Beleg mjf Kreditsperre
- @& 2300 (Sges Document)

Business Pariner:  HMYDEB1 (Blackmoney Transfer International / D-1(

- @ DE Afllicferung || et oedent 990 (Business Area 0301} state of all relevant attributes of the credit
T e en account at the point of time when the
. 'mf?g?ﬁfﬁ-.:;lzifeflfil e credit check was executed. For each re-
b [ [DE] Witere Anlagen || cequt Fom i = check an additional snapshot is created.
Pevsomucihen; | 100008 When the sales document is released, a

Extemal credit information, that was available at the time of the credd decision [see belo

snapshot is created, too.

Calculation of Credit Limit

The calculation of the credit imit is based an the score 22

Consequently at a later point of time, the
details as to why a credit check was

The credd decision s based on the folowng dats

|
Credit Profile

-~ | negative and under what circumstances a
Valid 1021.07.201 - Sales document was released by the credit
e T analyst can be clearly and easily audited.
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DCD: functionality

Drill down to linked objects (sales document, snapshot)
Possibility to add notes & attachments

Possibility to initiate a credit re-check of the referenced
sales document or to release / reject it

Drill down to credit account (profile tab, segment tab) and to -
linked credit accounts (= shows credit accounts linked in a Document )| (& ][ £5)(%3[# Credt Limit Request

@””E”v—' Attributes | [@Sales Document 4
Case ID 795 Check
Title Release

¥ Reject

Priorty

o am

P

hierarchy an their limits / limit utilization) e e
Drill down to detail log of the credit check
Drill down to the ‘Process Receivables’ view, provided SAF

Credit Segment fer

Linked Credit Accounts

Collections Management is available to get a detailed scument | (& ([ J[JB [ Creait Limit Request |
overview of the customer’s outstanding receivables or in =
order to contact the customer and to record promises to pa%@y Credit Limit Request |
fOI‘ exam ple ~— Case Type

Drill down to pending credit limit request concerning this > |
Credit Limit Request
customer TEE :

Through configuration additional functions can be added
easily to the detail view

Case Type
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What’s new? Xcelsius dashboards %o,

In new dashboards are available. The dashboards helps you to
analyze / answer following questions:

What is the credit exposure to customers of various
risk classes? -

What is the average credit limit utilization of
customers of various risk classes?

How do these figures look by country?

How do these figures look by organizational entity
(=credit segment)?

LAF Dieer Marapenwnt

Based on this , following might be taken (examples):
Take provisions for anticipation credit default.

Take measures to reduce overall credit exposure in critical risk classes if respective exposure
appears to be too high.

Try to optimize customer portfolio considering risk profile.
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SAP Biller Direct

Billing and

E-Invoicing

An web application that
connects your customers
and vendors with your
financial operations team:

m presents bills and invoices

m enables customer and vendor
self-service online inquiry

m receives payments
electronically

© 2011 SAP AG. All rights reserved.
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Functional overview

SAP Biller Direct provides functions for Electronic Bill
Presentment and Payment (EBPP)

Using SAP Biller Direct, invoice recipients can see their
account balance with the Biller and look at their bills,
credits or payments

Invoice recipients can initiate payments or download bills
into their accounts payable system

Invoice recipients can dispute bills from the internet and
collaborate with the biller

SAP Biller Direct enables real-time integration between
the SAP backend system and the internet without any
data redundancies
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List of open bills

Customers can

see all of their bills

and credit notes
on the internet

They can display
the documents in
PDF or XML
format

They can
download bill data
in PDF or CSV
format

They can select
various payment
methods

© 2011 SAP AG. All rights reserved.
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What’s new? buy-side enablement for Shared Services %ceo

: : 18]
Supplier functions e TR :
available since EhP2 Be EX Mew Favrtes Iook teb
Suppliers can check - T LI SE v e e
- the?rpinvoices & U i - igiiﬂ%_%‘gﬂlei‘tl? DY "
credits DIESTN|| crests | Pewsm Fsymants L ooy Sctytysiutery | UpkeyEd SwichAccount WA || Legom
| Listof Open Bills IDES US INC:Suppliers Inc
m They can check We have receed the following bt rom you that we have not yet paid ingeis |
finalized payments B i Du s uessnowt o e
from their customers r I invoice 1900000000 601 ]-~|: :, - : r 1‘:.; 5D 250000
I3 O Irvoecs 1800005023 of 12042007 Decd 2007 USD 8500 00 USD 5,000 .00
m They can upload Sesa Al | [ Dmaedal | [ Dewmisd st | uso 21 180100
invoice data (XML)
and invoice
documents (PDF,
TXT)
Supplier functions
available since EhP5
® Embedding into
Shared Service
pone ~J Local inkranet L 100% -

framework for inquiry
processing
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Support for Single European Payment Area (SEPA) ey

SAP ERP Financials & financial'Supply Chain Management
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2ik Deacripion

There are currenty no bills

amount. deselect e
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Billed Amount
3 sl
v 1=
Het mect mount
" Wew Credit Card " Check

Fing Bdly

" Bank Transfer

Customers or business partners
are provided self-service screens to
maintain key bank data fields as
required by SEPA

International Bank Account
Number (IBAN)

Bank Identifier Code (BIC)

The IBAN data field is presented in
all relevant user interfaces

The IBAN field is available in all
relevant export files.




SAP Collections and Dispute Management: dispute
resolution

w | st = | 5 | Vs
DiSpUte ReSOIUtion ,,.‘ a:mmmwf“{';”:;m B 1 mE o m.'...m.........
IR R 100 = et | 57 vt | (V0P Otpecss oL (9 o) @ Actims = A
Collaboration and workflow ey L S
to resolve dispute cases Wi e =~

m automatic generation of el
disputes for underpayments

S aqes] s 5T 0g

m automated workflow and BT SN SRR B SE

Mwrmyy Farsert Ty remey L Procwmad

escalations

m monitoring for progress and
success of collections
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Functional overview

Cross-department dispute resolution
. All information is centrally stored and structured (electronic record)

Integration with SAP Workflow incl. e-mail notification of
processors

Integration in financial but also in logistical processes
Creation and viewing of dispute cases from financial transactions
Automatic update of dispute cases by financial transactions

Links to financial and billing documents (SD and CRM)

Correspondence capabilities
Customer correspondence (automatically and manually)
Internal escalation of critical dispute cases

Support of different communication channels
SAP Biller Direct
Collections Management

Analysis of dispute resolution
Bl Content

© 2011 SAP AG. All rights reserved.



What’s new? integration for shared services

IS integrated into the

Integration of dispute cases to be processed =

into the Accounting Interaction Center e e

Telephony integration available
Contact persons can be called with two mouse clicks
Full telephony functionality

Customer contacts during dispute cases

resolution are visible in the interaction history
in the Accounting Interaction Center

Benefits:
Homogenous user interface in shared service center
Higher productivity of dispute resolution team
Higher transparency about customer facing communication

© 2011 SAP AG. All rights reserved.
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Integration details (I)

Dispute Manager sees list of
dispute cases in Interaction
Center

Flexible search for dispute
Search criteria can be saved

© 2011 SAP AG. All rights reserved.
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Integration details (II)

Dispute case details can
maintained directly in Interaction
Center

Contact person of dispute case
is available for further
processing in Interaction Center {.." O S

P Maintain Disputq Case

Dispute Case\#382

Telephons Mumber 0
(for example: to initiate (5] | (aem ang bt
telephone call) otes JATBRRRT)  Anacherts
Interaction record can be o i
created automatically in e (v e e e
Interaction Center = — R
Transparency about every Cae
customer facing communication Lo

RGRNORS

Fnends 1 D.80100 Wallgor

Tanyter | 00 €3] (&9 168 Ena | [1oew Seesion

)]

P ! 1 Read/ @ NoAReany |
B Dech <
7]
.
Company Code 0001 (Company DOGT) Disputea Amount 0 00
297 74.737 Status To Be Cobetied
Ediing
M e L)
Matn 1
e
P
Plary
Amounts
od
)y “pu
3] AMOU v

W Local intranet
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Integration between service request and dispute (I)

There is an integration between being created in the Interaction Center and

Dispute cases can be created out of
ST Accounting Interaction Center

Grunewaid & Friencs 333

Ms. Cara Schumann

service request in the Interaction Center nily

o
|
4 (o] (3¢ [ L5 2 [ Tramater | (O () XM (€15 [End [riow Session | (M|  Main || Reset CTI /| Ciear interaction || Preview

automatically
by manual trigger

Description & notes are taken over from
service request to disputes case

Linked object (customer, invoice) are takenEurees

A AIC Service Request: 8000006920, Service Request for Demo

Ssas | X Cancal | LJNew  New from Tempiats | ) | Wrae

over o

Dispute case attributes like reason code,

category, priority can be set based on a B &0

mapping defined in customizing I

Navigation from service request to dispute
case possible.

Undind Imerachon Recors 02.12.2009 180
Undind Dispute Case Serace Rﬂﬂun:!fclfb 0912.2009 180

Attachments | Tigjes | Kmoweoje Ancies | Asiled Trvsactose | Pades mwaived | Fecesang Loj

| | URL Advanced
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Integration between service requ

est and dispute (ll)

Following have to be done:

Define dispute case templates in CRM.
These determine:

Case type

Dispute case category

Dispute case reason code

Auto create yes / no

Define mapping of service request priority to

Interaction Center WebClient
Master Data
Business Transaction
Agent Inbox
Basic Functions
Additional Functions
Industry-Specific Functions
= (&b Define Business Role
Customer-Specific System Modifications
Enterprise Shared Services
General Settings
Integration with SAP ERP Financials
- B% &F Maintain Shared Memory for AIC Customizing
Integration with SAP Dispute Management
(= &b [Templates for S4P Dispute Management

% @f @ Priority Mapping for Service Request to Dispute Case

L e . . . .

»

-

»

-

dispute case priority
Assign dispute case template to a category

@ BAdl Mapping a Service Requestto a Dispute Case
Fact Sheet
Integration with SAP ERP HCM

4
»

In category schema.

Note: the maintenance of categori
schemas is usually done the a shared
service center manager

© 2011 SAP AG. All rights reserved.
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Additional information

The functionality for integrating SAP Dispute Management into the SAP
Shared Services Framework is spread over following business functions:
FIN_SCC_AIC_1 (software layer SAP_APPL)
FIN_FSCM_SSC_AIC_1 (software layer FINBASIS)
CRM_SHSVC (software layer BBPCRM)

Hence, these business functions need to be activated in order to be able to
use this functionality. Use transaction SFWS5 to review documentation,
corresponding release notes and external test cases.
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What’s new? Xcelsius dashboards

In 12 new dashboards are available. These dashboards help you to
analyze / answer following questions:

LAF Cac.u Macsgement _er.@s

Why did customers raise disputes?

How many disputes were raised? How much money
is “in dispute”™?

How much time did it take to resolve disputes?

How were disputes resolve (customer finally paid,
you gave a credit, written-off)?

What is the workload of my dispute resolution
team(s)?

Based on this , following might be taken:
Improve quality of concerned processes in order to pro-active avoid motivation of future
disputes.
Streamline internal dispute resolution process.
Adjust assignment of areas of responsibility of dispute resolution teams.

© 2011 SAP AG. All rights reserved.



SAP Collections and Dispute Management: collections
management

Proactive collections tools to

Collections m identify overdue accounts and prioritize collections
Management worklists

m leverage system integration (credit, disputes, billing,
analysis) for 360° view of customer

m Provide superior customer service

My Worklist
] PN (=21 [ERIES] kel =N (=)
ElEREE R EEEE EE N EE EE EE
Open ltems
Partner  [Short Mame of Business Partner  |Priority [Curr_ [= Outstanding[= Ta Be Collected|z Pramised[=  Broken[=Dispute_ [z Dunned[Hi_[Last Dunning|Last Payment| Last Contact|Mame/Loc.Maini
COLOD1  Pharma Specialists /68190 Walldorr | Very high [EUR  15,500.00 11,800.00 | 200000 | 200000 200000 | 1160000 4 D8/01/2005 |04F5/2006 | 08/08/200.. Heiner Schrnidt
| |coLooz  Elektromarkts 59190 Walldarf High  EUR 8,000.00 4,600.00 | 3,500.00 150000 110000 510000 3 08/01/2005 044152005 | 0817/200.. RudolfKunze
| |coLotz  BestProducts j Philadelphia IL High  |USD 2,650.00 1,850.00 0.00 000 1,20000 | 265000 4 08/01/2005 |DGM1/2005
| |coLos  avouNeed Corp. / Boston High  |USD 5,100.00 460000 600.00 600.00 50000 400000 4 O8/01/2005 |05/05/2005 | 04/05/200.. Mr. Philip Cartet
|| cOLo11  Mare &Mare f New Yark NY Medium | USD 6,700.00 6,700.00 0.00 0.00| 80000 350000 2 08012005 |07/16/2005
| |cOoL0M0  Electronics Limited / Miami FL Medium |USD 5,600.00 5,400.00 0.00 0.00 170000 370000 2|08/01/2005 061542005
| |cOLDME  BuyHers Ltd./ Los Angeles Medium | USD 3.937.00 1,437.00 1,500.00 1,500.00 0.00| 1437.00) 3 08/07/2005 |05/20/2005 | 06110/200.. Agatha Marple
| |coLn2n  Henny's best products { San Francisco | Medium |USD 3,250.00 325000  A50.00 | A50.00 | 54000 | 1,850.00 2 OB/01/2005 |06/20/2006 | O7A1&200.. Jim Balman
| |coLoa  consumastic Ltd. { Philadelphia Medium |USD 550,00 55000 | 55000 55000 450.00 550.00 | 2 08/01/2005 |0BI01/2005 | OBMOS/Z00... Jim Telly
| |coLon3  Mediastars GmbH /68160 Walldorr | Medium |EUR 3,600.00 3,600.00 0.00 0.00 000 3600.00 2 08/01/2005 D&M16/200... Theohald Krame
| |coLoM7  Befter Than Good Corp. £ Atlanta Medium |USD 4,200.00 420000 600.00 600.00 600.00 600.00| 1 D8/01/2005 |0G/30/2005 | O7/03/200.. Mr. PaulWimses
| |coLo13  Pharmamnia Ltd.J Dallas Low  |USD 4,350.00 385000 750.00  750.00 |  300.00 75000 1 D&M01/2005 |07/26i2005 | 08 9/200.. Hans Jensen
|| EUR - 2810000 -  20,100.00 - 5500.00 = 3,500.00 = 3,100.00 = 20,300.00
] usD 36,237.00 32,037.00 455000 4,550.00 620000 19,037.00
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Functional overview

Collection strategies
Comprise company specific rules for collecting receivables
Used to select and prioritize customer accounts for the collection

Daily work lists for collection specialists
Automatically created based on collection strategies

Prioritized list of all customers that are to be contacted by collection
specialist

KPIs, customer valuation, due date grid to prepare customer contact

Functions to process and view open receivables
All open invoices and their status at a glance including invoice history
Actions for one or several invoices can be directly taken

Collection procedures
Promise to pay agreements
Resubmissions

Customer contacts

Integration with Dispute Management and SAP Credit
Management

Create and view dispute cases from SAP Collections Management

© 2011 SAP AG. All rights reserved.



What’s new? integration with shared services >
Integration of the collection worklist into IR e I =l
the Accounting Interaction Center ;Z::swiofsfmfjrr',m'ap“oézb by i .':sco
Telephone integration available in e ——
Process Receivables — Py

Customer contacts can be called with two ;
mouse clicks
Full telephone functionality AR
History of contacts from collection =
activities are visible in the interaction i"
history in the Accounting Interaction
Center ==
i

Benefits:
Homogenous user interface in shared service center
Higher productivity of collection specialist
Higher transparency about customer facing communication

© 2011 SAP AG. All rights reserved.
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What’s new? notes on the invoice level N

In notes with reference to one or more invoices can be entered
and you can add attachments to the notes:

L - 4 coe e on ] - H Qe (mlallT

Process Recelvables Process Recelvables

@ ®
Sl LR
=T AT B A P Widhl iRl i B (= - VA4 S T B RS (k=] a0
53 Stetlus Hedd OACe  Cuskime COCou Dtcummie Opwr FR2 Cnatal DoLund Momifeid) SO0 #ednp Do fld @ [ Staten Husd Ofice  Cumtame 0CAge Documentio e Faid’ Crettied
o IosR [~ g YDES
.Jﬂ & g‘ TOR
.3{: : ! @ [
& !
= [ TET B e llES
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Notes on invoice level N

ate nots

A reason code classifies a note \

A note can refer to one or several
invoices

Attachments can be added to notes ——)@

A new column on the ‘Invoices’-tab

shows the number of notes for an g S
Invoice € -ldH Q@ DMK BE @

Process Recelvables

A ‘Notes’-tab in Process Receivables —a3
shows all notes of a customer

Justomar

A list function shows all notes related to =
one single invoice

tetes :'Uu";%.‘.-é ot 2
Process Recelvables OliZ e | {5 Iinvices
o & &%)6) 2. Sl Bd‘i (@)= a8
B wstomer  Test Notizgnand LastOnangsd On Tedg CoCode Documant
HIYDEB1  Customer needs e 10 dar 2 25T 5
HMYDEB1
HNYDEBY Hesd o contact sales
WHYDEB!  Custo

= - oo ol ] | sabes 1 112009 113856 I nesaly ates If Customer i5 night or nit 2001 =
SEgment - a5 bene 10 chal 1112008 11.3248 05 It 0035 FEvETR st - ‘
HIMYDEBT  Nead e 1122008 113208 0001 18000005
5 - & = o HMYDEB!  Neadto contact sales ) 142008 123229 Hne ales ropllas 2001 14000602
neooices PRamegs Fromise o Fa Dapuse Cases
HWYDEB1 Hesd W contact sales 22112008 144028 Sale st0C m that cussomer is allowed 1o pay 1ater. 00D 13000005
L] o >y 1 21187 &) B Custom Select s _-,:.
5
-




&
Notes at the customer level N

[E Program Edit Goto System  Help

1 -4 CEQ OHRE Do BE @mg

Process Receivables

Customer Customer Contact Person
Customer HMYDEB1 Black Money International / D-10000 Berl | Mame Eva Mendes .ET:’ |
Segment EK1 Telephane Ma. 1-880-555-333
Invoices Payments Promise to Pay Dispute Cases Cust. Contacts Resubmissions /Notes |
&5 Changed As Of 02.11.2009
& || || [
G - SR I TP
Customer | Text Documentia ™ Last Changed On | Text Motizgrund
HMYDEB1  This textwas mainained as "ext in accounting document” through 1800000559 0212.2009 154721
HWYDEB1  The customers needs some maore time to think about this 1800000557 3011.2009 16:46:25 Customer needs tim
HMYDEEB1 1800000557 | 25.11.2009 10:43:40
HMYDEB1 | need to ask our sales if customeris right ar not. 1800000559 11.11.2009 11:38:56 MNeedio contact sale .
HMYDEB1 Customer needs to check goods receipt first. * 11.11.2008 11:33:48 Customer needs tim «
'Y 4

Create note

Aftributes of MNote This note does not refer to one or several invoices, but
= 0003 Customer needs time ta clarify « 1o I'.he customer itself.

C Matiz zum KundD

=1 E Y 4
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What’s new? resubmissions on invoice level 5

In resubmissions with reference to one or more invoices can be
created, along with related attachments

(] -4 coe e Dl < - qH e M om
Process Recelvables Process Recelvables
o 3

...... ar

MonCed Mo s

o AIWIR . o Widil. o B = [= BT T i (k¥
T3 Shetus Mead A (e tOMMMe  Oper o e 4 De
™ o IoER 16030202 4_,,‘. 2

o .

g ¢

&

-~

'''''' it
B aix 18 ) olix

© 2011 SAP AG. All rights reserved.




; . . . &
Resubmissions on invoice level <

& - H @@ CHE o8 BRE @M
Process Receivables

B3

Customer Customer Contact Person
Customer HMYDEB1 Black Money International / D-10000 Berl | Mame Eva Mendes
Segment EK1 B

Telephone Mo. 1-880-

tn
tn

-333

Invoices FPayments Fromise ta Pay Dispute Cases Cust. Contacts Resubmissions /Notes

Ees Ch:ﬂed i0f7|2 1120049
(O ][& |l |Iﬂ_lln'miﬂ
() [&]168) 58] (¥L.) (B L) (BB @)

Customer  Text
HMYDEB1 This text was mainained as “text in accounting document™ through

DDCLIITIEI'ItNCIv Last Changed
1800000559  02.12.2009 15:47:

HMYDEBA The customers needs some more tj ta think about this 1800000557 | 30.11.2009 16:46:1
& < H CS@ CHE Do EFEE @5
% |. Display Document: Line Item P01

oy 2 - a J&@ & additional Data Creale Dispute Case

Customer HMYDEB1 Black Money Internationjl GIL Acc 1

CoCode BEo1 Back Street 1

Company 0001 Berlin Doc. Mo.

Lii

Al

T4 Proposedlanguage  |EN| English

Ad| SIL..| Description 1stlin wm 1

al Correspondence —

oi EM Mote This text was mainained as "textin acco -

Payment advice information
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Resubmissions on invoice level: detalls Ry
[E Program  Edit Goto System Help w

& -4 Q@ CHE sDlo8 BAE @

Process Receivables

Customer Custemer Contact Person
Customer HMYDEB1 Black Money International / D-10000 Berl | Mame Eva Mendes I@i’
Segment EK1 Telephone Mo. 1-880-555-333

7 Invoices Fayments Fromise to Fay Dispute Cases Cust. Contacts Resubmissions Motes

[JCleared Invoices
0O |l [E .][@ .Jp=l [| & |
SR E Y ER-P e R T ER

Status Head Office  Customer CoCode DocumentMo Open Faid | Credited |Disputed | Prom(Resdf Resubmissions §ill.Doc. Pc

&' HWYDEB1 HMYDEE1 0001 1800000560 2.740,00 0,00 0,00 0,00 274000 15
' HMYDEB1 |HMYDEB1 0001 1300000551 2.480,00 0,00 0,00 0,00 2.480,00 30
' HWYDEB1 HMYDEE1 0001 1800000562 2.600,00 0,00 0,00 |2.600,00 0,00 30
&' HWYDEB1 HMYDEE1 0001 1800000563 1.500,00 1.500,00 0,00 0,00 1.500,00 19
' HWYDEB1 HMYDEB1 0001 1800000564 1.500,00 0,00 0,00 0,00 1.500,00 03 -
LN 1 b

Create Resubmission

Resubmission Attributes Customer will be back in the office tomorrow.

Resubmission Date p3.12.2009

Resubmission Time

Reason 0001 Contact Person Absent -

Invoice oeetl[1zoe0e0s56e]2000]1

[ 1Mo Contact until Resubmission

i i

@I~ [~]th]] 4

© 2011

B Qv (1) 701 > | uxailqvs | INS




What’s new? promises-to-pay with installments ey

& ol dH e 8 EE B0 as FEE @
Process Receivables

Customer Contact Person
Customer 2220000022 Grinewald & Friends 701 /D-69190 Wal | Mame Mick Jagger @ o
Segment G B Telephone Mo, B65588-668

m Payments Fromise to Pay Dispute Cases Cust. Contacts Resubmissions Motizen

i ||:EH | Custom Selections |6Er’“ ng Documents |
= [El=[mIEED ErhED SletRs =1 1]

[E| Customer |CoCod4Documen1No| It___I Year|EI|II.Doc.|P051|ng DateIDoc. Date INet due date | .a\rrear| Amount Open| Dispu
2220000022 0001 1800000507 | 12009 24032009 (24032009 |24.03.2008 175 |100.000,00 (100.000,00 [100.000,
2220000022 |0001 [1800000508 | 1|2009 24.03.2009 |24.03.2009 |24.03.2009 175 [100.000,00 |100.000,00 |100.000,
2220000022 0001 1800000509 12009 24032009 (24032009 |24.03.2008 175 |100.000,00 {100.000,00 01
2220000022 |0001 [1800000510| 1|2009 24.03.2009 |24.03.2009 |24.03.2009 175 (100.000,00 |100.000,00 0

2220000022 0001 1800000530 1 2009 08.05.2009 07.04.2009 0O7.042009 161 1.450,00 1.450,00 1.4-50.I|z|
[JD]E [ |[«][»]

| Create Promise to Pay

Promised 1.450,00 EUR Ratenplantyp 0002 2 Installments; due on the last day of thiE

Promised Far 30.11.2009| Referenz |In5ta|l |Insta|l. Due By |Eletrag |Currency||_|

Promised On 15.09.2009 1 30.09.2009 483,33 EUR

Promised By Mick Jagger =i 2 31.10.2008 483,33 EUR

e-rmail 3 30.11.2009 483,34 EUR

Telephone Ma. O85588- 662 E

Fax Mumber (]

Hw Motiz | & Deleteinst Plan |- erteilen || R]
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Installments_demo111109/Installments_demo.htm

Status monitoring of promises-to-pay with installments“&

Installments can have following
status:

Open

Paid on schedule

Partially paid on schedule

Not paid on schedule

New basis rules allow you to =D rames
build collection strategies which
take into account instaliments:

Check if installment is overdue
(BR0O0000022) )

Check if installment will become =
due within n days (BR00000023)

Check if P2P with installments is
broken (BR00000024)

Process Receivables

o000

| @

&)
13
Ey
o
i
y bl
|w
™
&
Iy
&l

sceece
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Setting up installment plan types >

Structure
v Financial Supply Chaln Managemant
. . » Blller Direct
are maintained » Billing Consolidation
. » Cash and Liquidity Management
n the IMG 4 Colle-:tlonsl:anagement!;J
» Basic Settings for Collections Management
. . . - Intagration with Accounts Receivable Accounting
Equal distribution of the amounts on . 'O dchat sar Cooctons nagsren
. . ’ Master Data Distribution
a dally, Weekly or mOnthly basis > Distribution of Data in Callections Management
» Racaivable Processing
“Individual installment plan type” by T
choosing arbitrarily days and B Qe nainen fatpelo
percentage Shares i i”g g:: Dj—’.:l‘ll"lgfju-—-n :; ::'1:;‘»1 Check when Saving the Fromise to Pa
. . - B @ BAdl Distribution of Instaliments to Invoices
Various BADIs available e

Change View "Individual Instaliment Plan Type": Overview
%7 NewEntries [ [Eh E E

Dialog Structure Install. PlanTyp efefaje
w [Jinstallment Plan Type

- SIndividual Installment Plan Type R e il ETa T
Days Percent il
f P3 -
3 13 -
10 G4
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What’s new? correspondence & dunning >

and functionality in available in with
one click:

Individual dunning notes to customers can be sent out by collection specialist

Dunning notes which have been sent out from Process Receivables view are visible
in customer contact log

FI correspondences (functionality of transaction FB12) can be requested directly by
collection specialist

SD invoice re-prints can be triggered directly by collection specialist
Customer contact logs can be send to customer

Flexible BADI framework allows to integrate project specific correspondence
requirements

Benefits:

Communication of collection specialist to customer broadened via written documents, not just
phone

No need for collection specialist to navigate to other transactions in the system
Higher efficiency and effectiveness of customer facing communication

© 2011 SAP AG. All rights reserved.




Correspondence & dunning: individual dunning (I) i,

From Process Receivables the collection specialist can directly call up the
individual dunning notice function provide by transaction F150

Relevant input fields are already defaulted with respective customer data

Dunning history (report: RFMAHNZ20) can be called up with one click to view
details of past dunning (inFIuding dunning notices)

[ Individual Dunning Motice x
Process Recelvables 2 2
Qo
Account
Lustomer Company Code PJ'J'J Cross-company code dunning
[ ust :1_‘_:_:_-7 #YDEE Brack Money temational / D-10000 ler Customer HMYDEET
Wendor
ivoices | Payments Promise %0 Fa Dispute Cases Selection
Run Cn 11.02.2010
wared Invoices Dunning date 11.02.2010
) 4 |&rHistory [l ./[@2 4} 8 Custom Setections || 2 Dunn Docmnts posted up to 11.02.2010
%_'.::1., dradual Dunning MHotice
£ Status Head Ofhce Quaout Billing € IMent Aga Printer
o' HMYDES1 1 Request Fl Comeapondence ),00 ) 00 Qutput Device ADDD
@ HMYDEE" B eond ContactLog ) )0 .00 Print preview
d‘ HUYDEBT HI vawt ¢ NGO — 1 00 ] 0.00
vyl I MYDER1 1

[E¥ Testrun with 1og || Sample printaut |[3 Printout ||g|
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Correspondence & dunning: individual dunning (ll) o,

For individual dunning notices which are created an extra customer contact is
recorded automatically by the system

Also from here drill down to dunning history to gather further details is possible by
using the display button

J Fi Dunning - Dunning History
Progess Receivables 2 M4 HEAF T Sonesaoningnoce & Rcnoess 1
o ‘
1 Comp. ALt typ Account

Custorfer Cu Run Cate D Print Date Dun @ate  Leg dun pr Procadurs Sort fiela (PD  Ares Dun Due Vtsms Crey
Custofer HMYDEB1 Black Money Internatic T0-10000 Berl | Ma — .
Seamdgnt EK1 Tel ||*3.12-2808 5.12.200@ 15 12,2008

se to Pay Dispute Cases Cust. Contacts Resubmissions Motes

Infpice= Payments
Cust. §on " e 12.0

(7 ][&2[&] @ ]
Y= E P -1 P =

1.2009

Modifiable | Customer Specialist Complete name Contact ID | Contact Date | Time Mame of Contact Type C
HMYDEBA D043941 Melanie Mohme 34 16.12.2009 11:04:35  Outhound Call
HMYDEBA 0048941 Melanie Mohme 33 1512.2008 131838  Outhound Call
HMYDEBA 0048941 Melanie Mohme 32 (15122009 (131742
HMYDEBA D043941 Melanie Mohme 31(1512.2009 [13:17:23
HMYDEBA 0048941 Melanie Mohme 30 (1512.2009 |09:43.56
HMYDEBA D043941 Melanie Mohme 29 15.12.2009 |08:54:23
HMYDEBA 0048941 Melanie Mohme 28 [1512.2009 |08:51:39
HMYDEBA D043941 Melanie Mohme 27 [1412.2009 |09:28:21
HWYDEBA Do43941 lelanie Mahme 26 08122009 172951  Outhound Call
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Correspondence & dunning: Fl correspondence (S

[= Select Correspondence »
. Account
Following FI correspondence can be o oot TR 2

triggered from Process Receivalﬁre\ Cust FivoEs
Accountant statement Correspondence Requested
Open items list Correspondence SAPOE Account statement -

Individual correspondence (allows to type
completely individual letter)

Cormespondence Selections

Pastings fr. 23.01.2010 Pastings to 22.02. 20140
Customer statement
Correspondences can be sent out by | (B Print Preview (B Print |[%]
E-mail
Fax letter [= Choose Output Medium X
Letter rrespondence Recipient
. . Can erson  |Eva Mendes =
Additional output mediums can be e-mail VA mendes Emendes . con
implemented modification free on project reesenelle. AN
. ax Mumber
basis
Correspondence requests are logged in | (T E-diai || & Fax (3 Letier |
customer contact.
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Correspondence & dunning: send customer contact log"%

&

&- Ml \, B- e"v;:é-' 5 TR YW PR @m
Summary of customer contact can be sent (.. . pocument: summary of our conversation of 22.02.201

to customer by e-mail, for example, inorder =& &48 0 @8 P
to sum up promises to pay upon which the D ST om0
customer agreed during the phone

) ) WIE BR
conversation [ DearSetiaca
Content Of Summary iS defaU|ted by the You have submitied promsses ta pay amounting to 1.950,00 EUR, payable in nstaiments by 15.03.2010
system, but can be edited before sending —
Summary is logged and attached to —
customer contact - collection specialist e
can retrace sent out summaries at a later e B e e R S
point of time S e
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Correspondence & dunning: configuration

The correspondence functionality delivered by SAP [ impementabon Gsds  Eof o

for SAP Collections Management has been ” T) VG A B AL

developed by using the new enhancement concept of  Pisplayme
i % 3 a Ensfing BC Sets i o
Process Receivables ;
Structure
New BADIs allow to add additional functionality to NG e
Process Receivables I 3 i Seve
. . . . Cross-Apphcation Componants
The BADI implementation delivered by SAP focusing S st A
on correspondence functionality deliver instant value T —
to the user. Pt ing
- Basic Sedngs for Collachons Management

In addition they may serve as an examples for N ithonsts Jomit e St
supplemental customer specific / project specific PiNp e One ik g
enhancements to Process Receivables =
The correspondence functionality for SAP Collections —
Management is contained in business function b PomsePa

» Notes

» Connect Nea-34F and Other SAF S:stems t Coilectons Management

Check the documentation, external test cases and
release notes of this business function, for example
via transaction SFWS5.
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Addition Collections Management Information

Addition Additional Fields to the Process Receivables screen: at the end of
the configuration guide for SAP Collections Management some extensibility
options are described, including that one for the invoice view. The customer
should check if the additional fields he needs are available in the listed
source structures. If yes, he can extend. If no, then there is no modification-
free solution for that.

https://websmp210.sap-ag.de/~sapidb/011000358700000018242011E.PDF

© 2011 SAP AG. All rights reserved.
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What’s new? connecting non-SAP systems and S,
R/3< 4.7

can operate on FI-AR data from systems or
accounts receivable systems:

Before EHP 5 SAP Collections Management could be connected to SAP system
down to release R/3 4.7

Now, FI-AR data from other systems (lower releases, non-SAP) can be loaded into
a (= own client in ERP 6.05 system)

SAP Collections Management can operate on this FI-AR data in the substitute

system, hence:
Prioritized worklists can be generate based on this data
Detail view on the single customer in “Process Receivables” view is available

Non-SAP

SYSIET SAP ERP 6.05
with SAP Collections Management

and client for substitute system

© 2011 SAP AG. All rights reserved.
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What’s new? Xcelsius dashboards

In 5 new dashboards are available. These dashboards help you
to analyze / answer following questions:
How much did my collection teams / collection i —— ——

specialists collect?

Did my collections teams / collection specialists
collect meet their targets?

What was the workload of my collections teams /
collection specialists?

Which activities did my collections teams / collection
specialists carry out in detail during the collection
process?

What was the net impact of all collection activities on
my days of sales outstanding (DSO)?

Based on this , following might be taken (examples):
Adjust collection strategies.

Optimize the allocation of collection strategies to groups of customers / customers (assign
appropriate strategy to each customer).

Optimize the organization of collection teams in order to improve the workload distribution.

© 2011 SAP AG. All rights reserved.




Receivables Management performance

KPI Improvement Potential Description

A/R write offs Decrease bad debt write offs

1 O % by enforcing global proactive

credit management policies

DSO — Days Sales Prioritize collections using

Outstanding 3 d ay S tested strategies and provide

improved customer service

Error rates on bills 0 Improve financial operations to
5 O /O reduce sources for disputes

that delay payments

Source: SAP Reference data base
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Receivables Management performance

KPI Description Customer

SANDVIK

A/R write offs Achieved 20% - 50% reduction

in bad debt risk, and 20% - _
40% faster access to credit
information
DSO — Days Sales Reduced DSOs by three days @
and reduced bad debt write offs

Outstanding

by 10% STEF-TFE

Error rates on bills Reduced the number of dispute
cases by 17%; shortened time
to resolve disputes by 29%; _
redeployed 25% of dispute
resolution staff to other
activities

Source: SAP reference data base
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Recent innovations that enable the end-to-end process

SAP Customer Financial Fact
Sheet Mobile App

60 seconds to improve your
negotiation

SAP Rapid Deployment
Solutions

Fast time-to-value for collections
and dispute management

Revolutionary user experience

In-place analytics, master data
detail, notes and attachments as
expected in post Web 2.0 world

© 2011 SAP AG. All rights reserved.

In-Memory

Mobility

On-Demand

Analytics




Summary

Reduce write-offs with a globally enforced credit policy and
collections and dispute management — every deal, everywhere
Improve DSO and customer service by taking a proactive
approach to collections and dispute management

Eliminate manual billing processes and leverage scale
3 operations in a shared service center environment
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