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Chapter 5 

Sales Contract and Agreement 
Management

Sales contracts and related documents are used to represent binding 

agreements between your company and its customers. Sales contracts 

can serve as a legal contract, a commercial agreement, or both. By rep-

resenting these contracts in the system, you can automate their process-

ing and trace their evolution.

Companies that have contracts with their customers usually need to control how those

contracts affect the sales prices, availability, and other transactional data, and the SAP

S/4HANA Sales contract and agreement functionality helps you with all those tasks.

Note that, for contract authoring, SAP provides a different tool called SAP Contract Life-

cycle Management. If a significant enough portion of your business requires contracts,

and the contracts are written by your company implementing SAP, this tool is worth

evaluating.

In SAP S/4HANA Sales, contracts and agreements are sales documents that are main-

tained before transactions can start happening. Note, however, that a contract is also a

transactional element of its own. In this chapter, we’ll focus on sales contracts (Section

5.1), sales condition contracts (Section 5.2), and scheduling agreements (Section 5.3).

5.1    Master, Value, and Quantity Contracts

In SAP S/4HANA, you can limit sales conditions by quantity or value in quantity con-

tracts and value contracts, respectively. In other words, you can define a special price

for a customer up to a certain quantity or a total dollar value. After they purchase the

agreed-on limit, that customer can no longer take advantage of the special contract

price. This type of contract isn’t used to define the minimum quantity they need to

purchase before being eligible for a discount; that is handled by condition contracts

(Section 5.2).

Quantity contracts (Section 5.1.2) and value contracts (Section 5.1.3) define upper limits

that prevent a customer from depleting the whole inventory available at deeply dis-

counted prices. These contracts are commonly used as negotiation tools; the prices

2178-3.book  Seite 353  Donnerstag, 16. Dezember 2021  6:48 18



5 Sales Contract and Agreement Management

354

offered often have a low profit margin and are awarded in exchange for other business

or to launch a new product line.

Another usage for these documents is if your company uses sales order stock, such as

in a make-to-order manufacturing scenario. In these scenarios, quantity and value con-

tracts allow you to share inventory manufactured under the contract number with all

sales documents created with reference to it. The stock will be assigned to the contract

and not to the specific document that generated the demand.

In some scenarios, you may have several contracts that are part of the same business

deal. In this case, you may benefit from having a master contract (Section 5.1.1) with

which you can create other transactions. This approach allows you to control functional-

ity across all documents and tie them all together for reporting and profitability analysis.

Not many companies use master contracts.

Figure 5.1 shows how the types of contracts interact with each other and with sales

orders. The master contract, when needed, is created first. Next, you’ll create other

quantity and/or value contracts with reference to the master contract.

Figure 5.1  Quantity, Value, and Master Contract Processing
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A subsequent sales order can be created with reference to either the quantity or the

value contract. If you don’t create the sales order with reference to the contract, the

sales order won’t take advantage of any of the data defined for the quantity or value

contract. In the following sections, we’ll walk you through this process.

Contracts can also be used in conjunction with the billing plan functionality to allow

for periodic billing (monthly, quarterly, etc.) on a membership basis through subscrip-

tion-based agreements. These types of agreements can be implemented in other types

of sales documents, but with contracts, you’re able to create other sales documents

that reference the contract and limit the quantity and value of those sales document.

For example, if your company offers monthly subscription packages to customers that,

among other benefits, allow them to place sales order at a very low price during the

subscription period, you can limit them to only purchasing five of the select materials

during that time. You can create a quantity contract with a billing plan and specify the

materials and maximum quantities that a customer can order as part of this subscrip-

tion contract. More details about billing plans can be found in Chapter 10, Section 10.3.

5.1.1    Master Contracts

Master contracts can serve the quantity and value contracts in the same way these

serve sales orders—as a source of the contract-relevant data and a way to group rele-

vant document together. We’ll walk you through all the steps in the following sections.

Viewing Master Contract Document Types

To configure sales document types, such as master contracts types, open Transaction

VOV8, or follow the menu path SAP Customizing Implementation Guide � Sales and Dis-

tribution � Sales � Sales Documents � Sales Document Header � Define Sales Document

Types. On the screen that opens, search for document type “GK”, select the entry, and

click the Details button  or (press (F2)). The screen shown in Figure 5.2 contains the

out-of-the-box configuration for document type GK.

Figure 5.2 shows the top portion of the configuration for a master contract. Chapter 6,

Section 6.1.1, has more details about other configuration fields on this screen.

For now, we’re only highlighting the fields that are mandatory for master contracts, as

follows (see Figure 5.2):

� In the header, the SD Document Category must be “0” (Master Contract).

� In the Transaction flow section, the Screen sequence grp. must be “GK” (Master con-

tract).

� Also in the Transaction flow section, the Transaction group must be “4” (Contract).
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The other fields may be modified according to your company’s requirements. If you’re

going to make changes, you may consider creating a copy of this document type. This

decision is covered in other chapters and is often consistent across all configuration,

although it doesn’t have to be.

Figure 5.2  Viewing Master Contract Document Types

2178-3.book  Seite 356  Donnerstag, 16. Dezember 2021  6:48 18

357

5.1 Master, Value, and Quantity Contracts

5

Defining Reference Sales Document Types

To view reference sales document types for master contracts, open Transaction VORB,

or follow the menu path SAP Customizing Implementation Guide � Sales and Distribu-

tion � Sales � Sales Documents � Contracts � Master Contract � Define Referencing

Requirements � Define Reference Sales Document Types. On the screen that opens, as

shown in Figure 5.3, review the existing configuration.

Figure 5.3  Viewing Reference Sales Document Types

Defining Referencing Procedures

To configure referencing procedures, open Transaction VORS, or follow the menu path

SAP Customizing Implementation Guide � Sales and Distribution � Sales � Sales Docu-

ments � Contracts � Master Contract � Define Referencing Requirements � Define Refer-

encing Procedures. On the screen that opens, select the Reference Procedure SDGK, and

then click the Copy button . Enter the new name (we are calling ours “ZDGK”) in the

Ref.proc. field and enter descriptive text in the Description field, as shown in Figure 5.4.

Then press (Enter), and click the Copy All button on the screen that pops up.

This will create a clone of the SAP standard reference procedure. This is an important

action for our fictitious company because to create contracts with reference to the

master contract, we can’t have FPLA and VEDA fields as we do with SDGK.

Next, double-click Fields in the Dialog Structure menu tree on the left side of the

screen (see Figure 5.4 1). Now, you can delete the undesired fields, and you’re just left

with the fields that you want to copy from the master contract onto the contracts

that refer to it.
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Figure 5.4  Defining Referencing Procedures

Also remove all checkmarks from the Message column. When checked, these will issue

popup notifications to the user with details of the fields that were copied from the mas-

ter contract into the subsequent ones.

The Copy rule column allows you to indicate whether the field should always be copied

or if this is conditional to checks.

These settings replace the copy control configuration and is unique for master con-

tracts. With this approach, you won’t enter a copy control configuration for a master

contract, and doing so is actually discouraged. In Section 5.1.2 and Section 5.1.3, we’ll

describe how to assign quantity and value contracts to master contracts without creat-

ing them with reference.

Creating Master Contract

After this configuration is in place, open Transaction VA41 to create a master con-

tract. On the initial screen, select the master contract type GK and the desired sales

area, and click the Continue button or press (Enter). Then enter the basic contract

data, as shown in Figure 5.5. Sold-To Party (customer) and Ref.procedure are the most

important fields.
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Figure 5.5  Create Master Contract Overview Screen

Dates in the Contract Start and Contract End fields are also commonly used to restrict

the time in which this contract is valid. You may either type in fixed dates or use the

two-digit codes at the end of each field to auto-populate the date based on events. The

example shown in Figure 5.5 uses the default Contract Start date code 04 (Acceptance

Date) and a fixed Contract End date.

The LowerLevelCont (lower-level contracts) section will show the quantity and value

contracts created with reference to this master contract as they are created. This area

will be empty when creating a new contract and populated as contracts are created (see

Figure 5.5 1).

You can click on the Display Header Details button  to enter the detailed header data.

The tabs and fields largely match the ones covered in the sales order in Chapter 6,

except for the Contract data tab, shown in Figure 5.6. Note that even though you can

populate all header fields across different tabs, only the fields included in the reference

procedure configuration (refer to Figure 5.4) will be copied to the quantity and value

contracts created with reference to this master contract. The Contract Start Date and

Contract end date fields are the same from Figure 5.5.

The Val.Period.Category and Contract Val.Period fields allow you to define types of

validity periods to populate the dates automatically.

The Installation Date and Dismantling Date fields are used when there is equipment

involved in this contract; here, you indicate when the equipment was originally

installed and the later record when it was dismantled. This is one of the possible uses

for master contracts, but not the only one.
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Figure 5.6  Contract Data Tab

The Acceptance Date field records the date on which the customer acknowledged and

agreed with the contract terms, be it verbally or by signing paperwork (also recorded in

the Contract Signed field). This information will be copied into the Contract Start Date

because we’re using date type 04.

The Action field allows you to indicate an action to be taken at the end of the contract

validity, and it uses the Action date field to determine when it will take place. This may

be an automated action or a reminder for the team to perform the action.

The Cancellation Proced. field indicates how the customer is allowed to cancel this con-

tract if they so choose, per contractual conditions. The Reason for Cancel. field allows

you to record the reason the customer decided to cancel the contract if they ever

choose to do so. Receipt of Canc. is the date in which you received the communication

that the customer wants to cancel the contract. Cancellation Party indicates who initi-

ated the cancellation of the contract. The Req.Cancellat.Date field is the date in which

you want the cancellation to be effective, Date of Canc.Doc. is the official date of the

cancellation legal documentation received, and Cancel.Doc.for Part. is the identifica-

tion number for that documentation.
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The cancellation (Cancel.) button has details of the configured cancellation procedure

(not included in this book).

5.1.2    Quantity Contracts

Quantity contracts are created using Transaction VA41. First, select the CQ document

type on the initial screen, and click the Continue button. You’ll see the Overview screen

shown in Figure 5.7.

Don’t click the Create with Reference button, even if you have a master contract to use

as reference; instead, you’ll use the Master Contract field on the next screen. This sig-

nals to the transaction that you aren’t going to use the copy control, but the reference

procedure configured as shown previously in Figure 5.4.

Figure 5.7  Creating a Quantity Contract

Enter the Sold-To Party (customer) number, Valid From/Valid To dates, and the Master

Contract number (optional), and then press (Enter). Next, enter the Material and Tar-

get Quantity that are covered in this quantity contract. You may enter special pricing

conditions and other commercial terms offered in this contract using the navigation

similar to what we’ll cover for sales orders in Chapter 6.
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Other fields, when populated, can be copied over to sales orders created with reference

to this contract (according to the copy control configuration and routines defined).

Make sure you only populate the fields you want to copy over to the sales order, which

is the main reason you’re setting up a master contract in the first place.

For our example contract, we entered a special price of $85.00 per unit; the regular

price is $105.00 per unit. These prices will affect your sales orders. The target quantity

we entered for material 1315 will control that only 100 units of this material can be pur-

chased at the special price.

After this contract is saved, whenever you enter a sales order for this customer and this

material, the message For this material <XXX> there are open outline agreements will

appear with the Continue, List, and Cancel options, as shown in Figure 5.8. By selecting

List 1, you can browse the existing contracts relevant to this customer and material

and then select one.

Alternatively, you can create sales orders with reference to a quantity contract by click-

ing the Create with Reference button on the initial sales order entry screen (Transac-

tion VA01; see more details in Chapter 6).

Figure 5.8  Sales Order Messages for Quantity Contracts

When a quantity contract is linked to a sales order line, you can only order up to the tar-

get quantity specified in the quantity contract (in this example, 100 units). If you order

anything more, you’ll get an error message saying, Target qty of reference: 100 EA

(total referenced: <XXX>ea), where XXX is the quantity that you’re attempting to order

more than the 100-unit limit (as defined in the quantity contract line). You’ll need to
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correct this field before being allowed to continue; however, this is a configurable mes-

sage in the copy control settings, so you may change this to a simple warning.

You can add another line to the sales order without reference to the contract to repre-

sent the delta quantity above the target quantity in the contract. The special pricing

conditions in the contract won’t affect this new line, so you’ll need to ensure the cus-

tomer understands that some units don’t fall under the special price. An item text may

be desirable to reduce customer complaints.

For orders created electronically via interfaces such as Electronic Data Interchange

(EDI) and web sales interfaces, problems may arise. If you receive orders via these chan-

nels, you’ll need to automate contract selection via custom development; otherwise,

these sales orders will fail. If you set up a warning message, the EDI orders will be pro-

cessed uninterrupted.

5.1.3    Value Contracts

Value contracts are created using Transaction VA41. On the initial screen, select docu-

ment type WK2 on the initial screen, and click the Continue button. You’ll see the Over-

view screen, as shown in Figure 5.9, where you’ll enter contract data.

Don’t click the Create with Reference button, even if you have a master contract to use

as reference; instead, you’ll use the Master Contract field on the next screen. This sig-

nals to the transaction that you aren’t going to use copy control, but the reference pro-

cedure configured per Figure 5.4, shown previously.

Figure 5.9  Create Value Contract: Overview Screen
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As before, we’ll highlight the fields that are different on this screen when compared to

the standard sales order described in Chapter 6.

For contracts, you’ll need to enter a description (Description) to help when browsing for

the correct document at the time of sales order entry. You’ll also need to enter a validity

period (Contract Start and Contract End dates), which indicates the interval of time

during which this contract can be used to create sales orders.

At the line level, notice that no quantity field exists. Instead, you’ll enter a Target Value

for this line and specify the material. This contract will be valid for orders created up to

the dollar amount specified.

You can also select a Master Contract to link to this value contract under the Sales tab

of the Create Value Contract: Overview screen, as shown in Figure 5.10. Note that we’re

referring to the Sales tab to the left of the Item Overview tab on the Overview screen

shown previously in Figure 5.9, not the one in the header of the sales contract. The

header Sales tab also contains the Master Contract field, but the other fields are differ-

ent from the screen shown in Figure 5.10.

Figure 5.10  Sales Tab on the Overview Screen

Adding the Master Contract on the screen shown in Figure 5.10 will trigger the refer-

ence procedure configured per Figure 5.4, shown previously, which will copy all rele-

vant fields from the master contract into this value contract. Note, however, that

because we’re not using copy control, the document flow isn’t updated with the master

contract reference.

With some pricing configuration (see Chapter 4, Section 4.1), it’s possible to define spe-

cial pricing for this value contract (this isn’t enabled out-of-the-box). In Figure 5.11, we

configured condition type ZWK2 with special Value Contract Price to be used on all

orders created with reference to this value contract.

We then added ZWK2 to both the value contract pricing procedure WK0001, before the

value contract value (WK00), and the sales order pricing procedure (e.g., RVAXUS), after the

normal price condition type (e.g., PR00 and/or PPR0). We used the same Step number on

both pricing procedure configurations to enable the automatic copy.
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Figure 5.11  Header Details: Conditions Tab

Unlike the quantity contract, the value contract won’t cause notifications to be issued

on sales orders indicating the existence of a contract; instead, you’ll need to voluntarily

create a specific type of sales order (the JOR order type is provided out of the box) and

then click on the Create with Reference button on the initial sales order entry screen.

Figure 5.12 shows what you’ll see following these instructions and adding the order

quantity of 100 EA.

Note that the list price of $105.00 (see Figure 5.12 1) appears under the Amount col-

umn (per the pricing procedure determination configuration), but the net value is

different at $50.00, which becomes clear when you look at the line’s Conditions tab

(see Figure 5.12 2). Condition type ZWK2 is copied from the value contract and inacti-

vates the list price condition type PPR0. The total net price is calculated by the only

active condition type (ZWK2) totaling $50.00.

After a value contract is linked to a sales order line, you can only order up to the tar-

get value specified in the value contract (in this example, $5,000.00). If you order

anything above that dollar amount, you’ll get the error message, Target value of value

contract has been exceeded! Value contract: 0040000023, Item: 000010 Difference

rate: XXX.XX USD Document cannot be saved, where XXX.XX is the amount above the

$5,000.00 limit.

2178-3.book  Seite 365  Donnerstag, 16. Dezember 2021  6:48 18



5 Sales Contract and Agreement Management

366

Figure 5.12  JOR Sales Order Created with Reference to the Value Contract

5.2    Sales Condition Contracts and Settlement Management

Rebate agreements are discount programs conditional on achieving certain conditions.

Consumers are often familiar with rebates when purchasing products from retailers and

getting cash back after submitting receipts to the manufacturers. In this book, we’re

approaching all processes from a sales standpoint, so we’ll refer to companies on the

paying side of these rebate programs. Retail rebates such as these are sometimes han-

dled via a clearing partner that takes care of the paperwork and sends you the data via

EDI. This scenario is common in the consumer electronics industry.

For corporate customers, the most common rebates are based on sales volume targets.

A customer is eligible for the discount only if they purchase over a given dollar amount

within a predefined period; otherwise, the discount is forfeited.

Note that significant differences exist between how SAP S/4HANA handles rebates

versus SAP ERP. SAP S/4HANA will account for the conditional discount based on reg-

ular sales invoices. The amount corresponding to the discount is posted to a separate

account to indicate that this amount won’t likely become revenue. This accounting

feature is called rebate accruals, as rebates are accrued directly on the relevant cus-

tomer invoices.
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As of SAP S/4HANA version 1909, the SAP ERP transaction that creates sales rebates

(Transaction VBO1) is blacklisted; that is, it still exists, but when you call it, you get the

Transaction VBO1 cannot be executed error message.

Note

It’s possible to remove Transaction VBO1 from the blacklist, but you must contact SAP

and ask for an exception. Tables ABLM_BLACKLIST and SBLM_BLACKLIST control which

transactions may be used and which are blocked.

Transactions to change (Transaction VBO2) and display (Transaction VBO3) SAP ERP

sales rebates are still available. The instruction is that although you can continue pro-

cessing existing rebate programs, new ones should be created using the new condition

contracts SAP S/4HANA functionality designed for this type of requirement.

The condition contract feature isn’t completely new. The materials management mod-

ule was the primary user of this on the receiving end of sales rebates and other incen-

tive programs. What is new is the usage of this feature for sales on the paying end of the

incentive programs such as sales rebates.

To explain how condition contracts works, we’ll use the out-of-the-box condition con-

tract type 0S01 (sales rebate).

As shown in Figure 5.13, you first create the condition contract by entering the required

data (sales data, business volume, settlement calendar, condition, and scales), and then

release the contract. You can then monitor the business volume that applies to each

settlement calendar date. Periodically, you can process accruals for the condition con-

tracts that will create settlement billing documents for accruals.

In addition, you can periodically process partial settlements to award partial credits of

payments to the rebate recipient. At the end of the condition contract period, you’ll

credit the customer’s account with the corresponding amount accrued based on their

invoices. Sales rebate agreements in SAP S/4HANA are called customer condition con-

tracts. This difference in name is to highlight that SAP designed this functionality to

fulfill business requirements other than just sales rebates, such as royalties, bonuses,

and other incentive programs.

Note

You can process both accruals and settlement as a background job to ensure that you

don’t forget to process it, as you do for sales billing documents.
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Figure 5.13  SAP S/4HANA Sales Rebate Processing

In Section 5.2.1, we’ll create customer condition contracts (rebate agreements). Then,

we’ll start monitoring transactions that are considered relevant for the rebate agree-

ment; the total amount of these transactions comprise the business volume. Monitor-

ing the business volume is a recurring task. The main goal of the rebate program is to

motivate customers to purchase more goods and services; therefore, enabling you to

monitor sales and follow up with customers can bring in more sales.

On the accrual date that is planned according to the settlement calendar, you’ll need to

post accruals, which is typically done automatically by a background job. This activity

signals to finance to “set money aside” to pay for rebates depending on how likely a

customer is to achieve the goals set to receive the rebate.

On the settlement date, again planned according to the settlement calendar, you’ll set-

tle the rebates, which is typically done automatically by the same background job used
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for accruals. This activity will credit the customer with the rebates to which they are

entitled. You can also “release” the accrual amounts the customer wasn’t able to take

advantage of, converting these amounts to revenue or to other financial accounts as

defined by the accounting team.

Several accruals and settlements may exist for the same rebate agreement, culminat-

ing in a final settlement that ends the rebate program. We’ll cover customer rebate set-

tlement in more detail later in this section

Configuration for sales condition contracts is very complex, so in this edition of the

book, we’re providing a lot more details to help you achieve more as you implement

this important feature to substitute sales rebate agreement in SAP S/4HANA version

1909 and newer.

5.2.1    Monitoring Customer Condition Contracts

The Monitor Customer Condition Contracts app (formerly known as Manage Customer

Condition Contracts) in SAP Fiori provides an overview of your existing rebate agree-

ments.

Note

The Monitor Customer Condition Contracts app is not yet available as of SAP S/4HANA

release 2020. It is expected to be available with release 2021.

By clicking the Create Contract link, you can create new customer condition contracts,

as shown in Figure 5.14. You can also call the Create Sales Rebate app, which skips this

initial overview screen. Another app, Maintain Contract – Condition Contracts, features

an enhanced SAP Fiori–based user interface similar to the SAP GUI Transaction WCOCO

shown in Figure 5.15.

When you click the Create Contract link in Figure 5.14, the system will ask you what type

of agreement you want to create. Decide whether the rebate will be customer specific or

will include multiple customers and whether corresponding rebate settlements should

be issued immediately. Alternatively, you could set up a two-step process that allows

for review before a settlement is processed. The goods-related rebate agreement

options are used when taxes must be calculated following the invoice in which the

rebate was accrued.

The list of out-of-the-box condition contract types is the same whether you’re using

SAP Fiori or SAP GUI. In this book, we’ll focus on contract type 0S01 (sales rebates).
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Figure 5.14  Creating a New Condition Contract Using the Monitor Customer Condition 

Contracts App

Using SAP GUI, you can create condition contracts using Transaction WCOCO. Figure

5.15 shows the steps to start the creation of condition contracts using Transaction

WCOCO and following More � Condition Contract � Create, which brings you to the Con-

dition Contract Type screen. Alternatively, you can click on the Create button at the

bottom of the screen. Select your condition contract type, 0S01 (Sales Rebate), in our

example, and click the Execute icon.
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Figure 5.15  Creating New Condition Contracts Using Transaction WCOCO in SAP GUI

You’ll find configuration details about the condition contract types under the header

data section, which we’ll discuss next.

In the following sections, we’ll cover the steps for managing condition contracts, refer-

ring to SAP GUI Transaction WCOCO (the SAP Fiori version is very similar):

1. Specify relevant header data that is used to identify the organization structure ele-

ments responsible for the corresponding credit memos/billing documents, specifi-

cally data on the Basic Data, Sales, Administration, and Status Header tabs.

2. Define the relevant sales transactions to consider when determining the business

volume (sales volume) the customer has purchased.

3. Plan when accruals and settlements should take place (settlement data and settle-

ment calendar).

4. Define conditions, that is, how much to accrue and how to award rebates to custom-

ers when they achieve the set target.

5. Set the sales target amounts, optionally using scales.

6. Release the rebate agreement, thus making it ready for accruals and settlements.

Header Data

Using the customer condition contract type 0S01 (sales rebate), shown in Figure 5.16,

first enter the number of the customer to which this rebate is applicable in the Customer

field; when using multiple customers’ condition contracts, this step isn’t required. This
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customer is the one that will receive credit or payment after the rebate is settled. This

isn’t necessarily the customer you sold the product to, as the sold-to customer goes un-

der the business volume section (as we’ll show in the “Business Volume Selection Crite-

ria” section).

This double entry allows for great flexibility, in that you can include all necessary

invoices using business volume selection criteria and award the rebate to an appar-

ently unrelated partner. If your company has brokers or commissioned agents, this

would make it simple to give them commissions or any part of the sales revenue for a

multitude of reasons, not just sales rebates.

Figure 5.16  Header Data of Transaction WCOCO

Continuing in Figure 5.16, define the contract validity period using the From and To

date fields. The To date matches the date on which you’ll perform the final settlement,

generating the last credit to the customer under this agreement. Upon saving the

rebate agreement, the document number will be assigned by the system using an inter-

nally assigned number rage, which is then displayed in the Condition Contract field.

In the following sections, we’ll walk you through the key options in the header data and

the configuration steps for header data items.

Command Bar

As shown in Figure 5.16, the following command bar buttons are available:

� The Release button  is used to activate the document and appears in the com-

mand bar only when the condition contract is inactive, as shown by the icon  to

the far left of the Condition Contract number. The condition contract is initially cre-

ated with an Inactive status and will remain inactive until you click this button to

release/activate it. The contract isn’t considered ready for accruals and/or settle-

ment until it has been released, so this button is critical for every condition contract

you want to create. Note that this behavior can be charged using the condition con-

tract process variant configuration described later in this section (Default Applica-

tion Status for Settlement Documents field).

� The Lock button  puts this condition contract on hold. This button appears in the

command bar only when the condition contract is released, as shown by the icon 
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to the left of the Condition Contract number. (Because the document hasn’t yet been

released, the  icon doesn’t appear in the command bar in Figure 5.16.) After locking

the condition contract, no further accruals or settlements can be created until you

release it by clicking the Release button .

� The Display Condition Usage button  shows other contracts that use the condition

types included on this contract, as shown in detail later in this chapter in Figure 5.51.

� The Document Flow Tree button  shows all documents created with reference to

this condition contract.

� The User Settings button  allows you to set user defaults and preferences.

� The Services for Object button  controls interfaces related to the contract.

Configuring Condition Contract Types

To configure customer condition contract types, follow the menu path SAP Customiz-

ing Implementation Guide � Logistics – General � Settlement Management � Condition

Contract Management � Condition Contract Maintenance � Define Condition Contract

Types. Figure 5.17 shows what you’ll see following the menu path and screen com-

mands as specified.

Figure 5.17  Defining Condition Contract Types

Here you can assign a value under the Condition Contract Type Block column that will

hide this code from the selection screen. You can also assign a process variant in the

Default Condition Contr. Process Variant column. These fields are also available on the

details screen, as shown in Figure 5.18. To open that screen, find the condition Con-

tract Type 0S01, select the line, as shown in Figure 5.17, and then click Details  or

press (F2).
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Figure 5.18  Configuring Condition Contract Type Details

Let’s look at each area of this screen as follows:

� Basic Data

– The Number Range field is used for internally assigned (system-generated) docu-

ment numbers for this condition contract type. See number range configuration

details later in this section.
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– The Type of Contract Partner field is where you’ll qualify this contract type as a

customer condition contract used on sales rebates. Other options will make this a

purchasing materials management condition contract (not covered in this book).

– The Type of Eligible Partner field is used for the chargeback functionality (materi-

als management scope). For sales, assign code N No Eligible Partner.

– The Condition Contract Items field is used for materials management functional-

ity; for sales, assign None.

– The Condition Contract Category field controls contract-related functionality in

SAP standard code; for sales, assign code 0S Sales Rebate. (Configuration details

are covered later in this section.)

– The Default Condition Contr. Process Variant field allows you to define the default

process variant for this contract type. The user may change it on a contract by

contract basis. The process variant controls certain aspects of contract manage-

ment such as field status and copy control. You may use this to differentiate con-

tract processes without the need for creating multiple contract types or set

defaults that are common across different contract types. (Configuration details

are covered later in this section.)

� Condition Maintenance

– The Sales Condition Type Group field qualifies the pricing condition types that you

can assign in the Conditions area, shown later in Figure 5.51. This approach reduces

the list of conditions from which a user may select when using the matchcode

search and ensures that users don’t select condition types not intended for this

type of condition contract. For sales rebates, use 0S01 Sales Rebate. (The configura-

tion details for how to define new condition type groups and how to assign condi-

tion types to the groups are given later in this section.)

– The Hide Conditions Area flag is used to hide the Conditions section of the rebate

maintenance screen. For sales rebates, you must leave this flag unselected.

– The Purchasing Condition Type Group field is used for the materials management

functionality; for sales, leave this field blank.

– The No Overlap of Condition Validity field prevents the condition type from being

used on multiple contracts with the same validity period.

– The Input Control for Accrual Rate field allows for accruals to be settled synchro-

nously when no scales are maintained. Scales are used to accrue and settle differ-

ent rebate rates according to the volume of purchase thresholds.

– The Allowed Sign for Accrual Rate field is used to control the arithmetic sign of

the accrual condition, which affects the accounting generated by the accrual

(debit or credit).
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� Text Determination

– The Procedure Header field refers to the text determination procedure for the

condition contract header using the table WCOCOH text object. Note that this field is

not related to sales text determination (Transaction VOTXN), which we’ll describe

in Chapter 6, Section 6.3.10. (Configuration details are covered later in this sec-

tion.)

– The Procedure for Eligible Partner field is the eligible partner text determination

procedure using the table WCOCOH text object. Note that this field is also not related

to sales text determination. (Configuration details are covered later in this sec-

tion.)

� Control Data

– The Field Status Group field is a code representing the screen layout used for this

transaction. For sales rebates, use 0S01 Sales Rebate. (Configuration details are

covered later in this section.)

– The Purchasing Organization & Group are Optional flag, when selected, indicates

that the Purchasing Organization and Purchasing Group fields don’t need to be

populated for a condition contract to be considered complete. Note that condi-

tion contracts don’t use the same incompletion procedure functionality used in

SAP S/4HANA Sales; instead, you use the field status to control this. The purchase

organization and purchase group are enforced in addition to the field status for

contracts settled via payment (versus account credit). This flag allows you to over-

ride this (issues may arise at time of settlement).

– The Check Group for Additional Checks field is a code representing the checks

built into the transaction that aren’t applicable to all condition contracts. You

must maintain a code here to activate the condition contract. For sales rebates,

use 0S01 Sales Rebate. You can find configuration for this field under the Transac-

tion SPRO menu options: SAP Customizing Implementation Guide � Logistics –

General � Settlement Management � Condition Contract Management � Additional

Checks. Further details aren’t included in this edition of the book.

– The Condition Contract Validity is Optional flag indicates that, for this type of con-

dition contract, no validity period must be set up. For sales rebates, you’ll need

validity periods, so you must keep this field blank.

– The Status Profile field controls the statuses that can be applied to the condition

contract. This option is used for managing more complex portions of the contract

lifecycle using the system. In other words, to enter prospect contracts and put them

through a qualification process, perhaps step by step by several applicable teams,

you can define statuses that represent multiple states of progress. This process

could be understood as an approval workflow, but note that this process doesn’t

manage the sequence of steps it must go through like an approval workflow.
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Most companies don’t enter a contract until it’s ready to be released. A release

function allows for an approval step that should be sufficient for most compa-

nies.

You can find configuration for this field under the Transaction SPRO menu

options: SAP Customizing Implementation Guide � Logistics – General � Settle-

ment Management � Condition Contract Management � Condition Contract Main-

tenance � Define and Configure Status Profiles. Creation of status profiles is

described in Chapter 13, Section 13.9. Note that when assigning the object type (see

Chapter 13, Figure 13.35), choose Condition Contracts to enable the status profile to

be used in the condition contract type configuration (see Figure 5.18).

– The Contract Partner is Optional flag controls whether you must specify a busi-

ness partner number in the header of the condition contract; when selected, this

flag makes the field optional. You’ll need to define different methods to deter-

mine the customer to settle the contract.

– The Critical Changes Group field is a code representing a group of condition con-

tract fields that, when changed, would trigger the recalculation of a contract

accrual and/or a settlement. See configuration details later in this section.

– The Action Profile field is part of the post-processing framework (PPF). Depending

on the code you select, the PPF functionality controls and allows for automated

follow-up. Further details aren’t included in this edition of the book.

– The Hide Tab Page for Header Texts flag, when selected, eliminates the ability to

enter text in the condition contract.

– The Activate Approval Process field controls an out-of-the-box approval process

for rebate agreements. If you require approval of the condition contract before

it’s released, change this value to “A”; otherwise, leave it blank.

– The Hide Tab Page for PPF Actions flag, when selected, eliminates PPF data on the

condition contract maintenance screen. If you’re not using PPF, we recommend

hiding these fields. Further details aren’t included in this edition of the book.

– The Transfer Group Default Values CC Header field is a code representing default

values to be automatically populated in the condition contract tables for the type.

For sales rebates, use 0S01 Sales Rebate. This is hard-coded as event 75 (Condition

Contract Default Values Header). (Configuration details are covered later in this

section.)

– The Enable Creation of Successor Contract flag indicates whether users can create

condition contracts with reference to this contract type. This menu option is

available in Transaction WCOCO, but only for contract types where this flag is set.

This can be used when a contract is ending, and you want to create a new one with

a link to the expiring one.

– The Transfer Group Changes CC Header field is a code representing whether and

how actual values must be overwritten on condition contract tables when the
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document has been saved, disregarding any manual input. This is hard-coded as

event 76 (Condition Contract Header Change). (Configuration details are covered

later in this section.)

– The Enable Quantity Field for Eligible Partners flag indicates whether to allow the

maintenance of quantity and unit of measurement (UoM) data for eligible part-

ners.

– The Context field is a code representing this condition contract type in a feature

called the transformation application. Further details aren’t included in this edi-

tion of the book.

– The Enable Amount Field for Eligible Partners flag indicates whether to allow the

maintenance of amount data for eligible partners.

– The Change via UI field indicates the allowed transaction codes that may be used

to modify the status of condition contracts:

� Change Allowed indicates that you may change the condition contract on any

available transaction. This includes Transaction WCOCO (the same used to cre-

ate the contract) as well as Transaction WCOCOALL and Transaction WCOCO_

ACTION.

� No Change via User Interface (N) indicates that you can’t change the status of

condition contracts of this type using any of the SAP GUI transactions.

� Only Status Change via User Interface (S) indicates that you can only use Trans-

action WCOCOALL and Transaction WCOCO_ACTION to change the condition

contract status, but not Transaction WCOCO. This may be useful if there is a

concern that someone may release the condition contract before saving it. If

you want to control the release action and ensure that you first save the con-

tract with an Inactive status and only then be allowed to release it, you may

change this parameter to S. This documents the release action in the change

log of the condition contract with a user ID, date, and time to make it easy to

find out exactly who did it and when.

– Field Status Control at Approval controls whether or not the users that release the

condition contract may also make changes to the condition contract data.

– The Integration Profile - Int Distribution and Integration Profile - Succesor fields

control distribution of this condition contract information to other functions.

Further details aren’t included in this edition of the book.

Number Ranges for Condition Contract

To configure condition contract number ranges, follow the menu path SAP Customiz-

ing Implementation Guide � Logistics – General � Settlement Management � Condition

Contract Management � Condition Contract Maintenance � Define Number Ranges.

Transaction 0WCB_CC10 will take you straight to this configuration screen. Figure 5.19
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shows what you’ll see following the menu path and screen commands as specified.

Click on the display Intervals button 1.

Figure 5.19  Condition Contract Number Ranges

The number range object (WCB_CC) is used for condition contracts.

On this screen, browse for the desired Number Range No. Document numbers start

with (From No.) and are incremented by one for each new condition contract until the

upper limit (To Number) is reached.

Using the NR Status button (see Figure 5.19 2), you can view the NR Status field show-

ing the last number used for a given number range.

Condition contract type 0S01 uses number range 20; the last document number cre-

ated was 2000000027, so the next document you create will be 2000000028.

The External column indicates whether this range should be used for internally

assigned number ranges (the system controls what the next document number should

be) or externally assigned number ranges (entered by the user).

Configuring Condition Contract Process Variants

To configure customer condition contract process variants, follow the menu path SAP

Customizing Implementation Guide � Logistics – General � Settlement Management �

Condition Contract Management � Condition Contract Maintenance � Define Condition

Contract Process Variants. To create new entries, click the New Entries button or press

(F5). Figure 5.20 shows what you’ll see following the menu path and screen commands

as specified.

First, specify a Condition Contract Process Variant four-character code and a meaning-

ful description.
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Figure 5.20  Creating New Condition Contract Process Variants

The following list reviews each section and the corresponding fields in Figure 5.20:

� Control Data

– The Settlement Management Status Group field is a code representing the field

status used for condition contracts assigned with this process variant. This allows

you to have different fields set as mandatory for the same condition contract

type, depending on which process variant you select.

– The Default Application Status for Settlement Documents field is used to define

the default status for all settlement documents created for condition contracts

with this process variant. This is used if you want the settlement document to be

approved (released) before the customer is credited for the rebate amount. Using

0S04 Released, the settlement document is released upon creation, eliminating

the need for releasing it and/or approving it. There are a few approval process

options with varying degrees of complexity to support your company’s require-

ments.

– Approval Process allows you to define a different approval process for this process

variant that diverges from the approval process configured in the condition con-

tract type.
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– Critical Changes Group allows you to define a different list of critical fields and

must trigger recalculation of accruals and/or settlement on condition contract

with this process variant that diverge form the critical change group configured

in the condition contract type.

– Amount Split Across Periods controls how the settlement amount is apportioned

for recognition purposes. This is motivated by finance to affect how the settle-

ment posts appear and to dilute them over time, typically if the amount is consid-

ered too high. In that case, you may want to even out that overtime to avoid

questions on your company’s results. This is applicable if the Recognition Adjust-

ment Active flag is set.

– No Accruals Reversal at Partial Settlement will signal to the partial settlement

process that you don’t want to deduct accruals. This may be desirable if the partial

settlement is likely to be reversed in the next partial settlements. Keeping the

accrual balance unchanged will prevent dramatic changes that may look ques-

tionable and require justification.

� Copy Control

– Copy Control Process Variant for Collection allows you to control the criteria you

use to control whether you can combine condition contracts into collections set-

tlement documents. For instance, if you use the process variant only (1), you can

combine condition contracts with different types as long as the process variants

are the same.

– Copy Control Process Variant Settlement to Customer allows you to control the

criteria you use to control whether you can combine condition contracts into cus-

tomer-facing settlement documents. For instance, if you use the process variant

only (1), you can combine condition contracts with different types as long as the

process variants are the same.

– Copy Control Process Variant Settlement to Supplier allows you to control the cri-

teria you use to control whether you can combine condition contracts into sup-

plier-facing settlement documents. For instance, if you use the process variant

only (1), you can combine condition contracts with different types as long as the

process variants are the same.

� Duplicates Check

– Condition Contract Duplicates Check Active controls whether the system must

validate if the condition contract with this process variant was already entered

and, if so, issues an error or warning message. Depending on your company’s

requirements, this may result in false negatives.

– Type of Condition Contract Duplicates Check dictates the fields used for duplicate

check purposes; in this version, the settlement material is the only additional

field you can incorporate to the check.
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Click the Save button, and then go to the Condition Contract Types option in the Dialog

Structure. In Figure 5.21, enter the Contract Type in which the process variant can be

used.

Figure 5.21  Assigning Process Variants to Condition Contract Types

Notes

Note that the Process Variant field is only available in Transaction WCOCO if there is at

least one process variant configured and assigned to the selected condition contract

type. Figure 5.21 shows the steps to assign the selected process variant to condition

contract type 0S01. If no process variant is found, the field won’t appear, even if you set

it to do so in the field status configuration.

The other assignments of the process variant listed in the Dialog Structure in Figure 5.21

aren’t included in this edition of the book.

Configuring Header Text Types

To configure text types to use in condition contract headers, follow the menu path SAP

Customizing Implementation Guide � Logistics – General � Settlement Management �

Condition Contract Management � Condition Contract Maintenance � Text Control �

Define Text Types for Header Texts. To create new entries, click the New Entries button

or press (F5). Figure 5.22 shows what you’ll see following the menu path and screen

commands as specified.

In the screen shown in Figure 5.22, you enter a four-character text type under the ID col-

umn, and assign a Description to it. This code must be assigned to a text determination
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procedure before it can be used in the condition contract header. The corresponding

configuration is described later in this section.

Figure 5.22  Creating New Text Types for Use with Condition Contracts Headers

Configuring Eligible Partner Text Types

To configure text types to use on a condition contract’s eligible partner, follow the

menu path SAP Customizing Implementation Guide � Logistics – General � Settlement

Management � Condition Contract Management � Condition Contract Maintenance �

Text Control � Define Text Types for Eligible Partner Texts. To create new entries, click

the New Entries button or press (F5). Figure 5.23 shows what you’ll see following the

menu path and screen commands as specified.

Figure 5.23  Creating New Text Types for Use with Eligible Partners on Condition Contracts
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In the screen shown in Figure 5.23, you enter a four-character text type under the ID col-

umn and assign a Description to it. This code must be assigned to a text determination

procedure before it can be used on condition contract eligible partners. The corre-

sponding configuration is described later in this section.

Configuring Text Determination Procedures

To configure text determination procedures to use in condition contract headers and

eligible partners, follow the menu path SAP Customizing Implementation Guide � Logis-

tics – General � Settlement Management � Condition Contract Management � Condition

Contract Maintenance � Text Control � Define Text Determination Procedures. Figure 5.24

shows what you’ll see following the menu path and screen commands as specified.

Figure 5.24  Browsing Existing Text Determination Procedures for Header and Eligible Partners

In Figure 5.24, you find the two different condition contract header Text Objects (header

and eligible partner) assigned to different text determination procedures codes (TxPrc)

and descriptions (Text Determination Procedure Description). Here, you’re defining the

procedures themselves, but you still need to assign the appropriate text types to the

text determination as described later in this section.

Assigning Text Types to Text Determination Procedures

To assign text types to text determination procedures, follow the menu path SAP

Customizing Implementation Guide � Logistics – General � Settlement Management �
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Condition Contract Management � Condition Contract Maintenance � Text Control �

Specify Text Types for Text Determination Procedure. To create new entries, click the

New Entries button or press (F5). Figure 5.25 shows what you’ll see following the menu

path and screen commands as specified.

Figure 5.25  Assigning Text Types to Text Determination Procedures

In Figure 5.25, choose the Text Object (header or eligible partner) and text determina-

tion procedures (TxPrc), and assign all text type IDs (ID) that you want to add to that

procedure.

After you assign the condition contract header text object text determination proce-

dure to the condition contract type configuration, all the text types assigned in this

configuration screen will become available under the Text tab of the condition contract

maintenance screen (Transaction WCOCO).

Configuring Field Status Groups

To display/maintain the field status group to use on condition contracts and process

variants, follow the menu path SAP Customizing Implementation Guide � Logistics –

General � Settlement Management � Condition Contract Management � Condition Con-

tract Maintenance � Define and Configure Field Status Groups. Figure 5.26 shows what

you’ll see following the menu path and screen commands as specified.

In Figure 5.26, find and select the desired Field Status Grp (0S01 for Sales Rebate, as

assigned to the condition contract type), and then double-click on Fields for Group

under the Dialog Structure menu on the left side of the screen 1.

Field Control indicates whether this configuration is applicable for both SAP GUI and

SAP Fiori (General) or Only User Interface (U). The Dynpro column allows you to restrict

the screen number to which this configuration is applicable within the user interface.
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Figure 5.26  Reviewing Field Status Group 0S01 for Usage on Condition Contracts

You may then modify the Field Status of the various Field Name values available on

this screen that were already assigned to the field status group:

� Hidden (-) 

The corresponding fields will no longer appear in Transaction WCOCO. Users won’t

be able to see or edit them.

� Ready for input 

The corresponding fields will appear in Transaction WCOCO and be available for

input, but are not mandatory. Users will be able to see and edit them if they so choose.

� Required entry (+) 

The corresponding fields will appear in Transaction WCOCO and will be mandatory.

Users will need to enter a valid value in this field to be able to save the condition con-

tract.

� Not Ready for input (*) 

The corresponding fields will appear in Transaction WCOCO, but they will be grayed

out. Users will be able to see them but not edit them.

You may need to add new fields to this list if you want to modify their behavior. That

can be achieved by clicking the New Entries button or pressing (F5). The list of possible

fields for selection is somewhat extensive, so it helps to know the technical field name.
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If you delete fields from this screen, the corresponding field will behave per the SAP

standard definition, which doesn’t necessarily mean it will be available for input.

Some fields, such as the condition contract process variant, don’t always obey the field

status as defined here. This field will only appear in Transaction WCOCO if there is at

least one process variant configured and assigned to the condition contract type, as

described in the corresponding section earlier in this chapter. If there is no valid pro-

cess variant configured, this field will be hidden no matter what.

The No Change After Settlement flag indicates that the corresponding field may not be

changed after the first settlement document is created for the condition contract.

Configuring Condition Contract Categories

To display/maintain the condition contract categories to use in condition contracts,

follow the menu path SAP Customizing Implementation Guide � Logistics – General �

Settlement Management � Condition Contract Management � Condition Contract Main-

tenance � Define Condition Contract Categories. Figure 5.27 shows what you’ll see fol-

lowing the menu path and screen commands as specified.

Here you can browse the out-of-the-box configuration for condition contract category

codes (Contract Category) and descriptions (Contract Category Text). The Process Cate-

gory of a Condition Contract code indicates which kind of condition contract this may

be used in. In this chapter, we’re covering sales rebates (0S), but keep in mind that this

functionality is very similar when dealing with commissions, supplier rebates, and roy-

alties as well.

Figure 5.27  Condition Contract Categories

Configuring Condition Type Groups

To display/maintain the condition type groups to use in other condition contract-

related configuration objects, follow the menu path SAP Customizing Implementation
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Guide � Logistics – General � Settlement Management � Condition Contract Manage-

ment � Sales � Define Condition Type Groups. Figure 5.28 shows what you’ll see following

the menu path and screen commands as specified.

Figure 5.28  Condition Type Group Configuration

There are several kinds of condition type groups used in the configuration of other

components of settlement management to represent more than one condition type.

Often, you have to identify the condition type designed for a specific purpose (e.g.,

accruals). If you need to define more than one condition type to use for the same pur-

pose, you have to create a condition type group and assign it to all applicable condition

types (as described in the next section) and then assign the condition type group

instead of the individual condition type.

For this specific configuration, the condition contract type settlement settings, settle-

ment documents, and so on, you’ll find a condition type group next to the condition

type field on the corresponding configuration screen. We’ll cover most of those in the

book, but there are more.

In Figure 5.28, you can browse through the existing condition type groups configured

in the system. When creating a new condition type group, click the New Entries button

or press (F5), then choose a four-character code (CTyGr), and enter a description.

Assigning Condition Types to Condition Type Groups

To display/maintain the condition type groups to use on other condition-contract-

related configuration objects, follow the menu path SAP Customizing Implementation

Guide � Logistics – General � Settlement Management � Condition Contract Manage-

ment � Sales � Assign Condition Types to Condition Type Groups. Figure 5.29 shows what

you’ll see following the menu path and screen commands as specified.
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Figure 5.29  Assigning Condition Types to Condition Type Groups

Browse the existing Condition Type Group, select the desired one (in this case, we are

using 0S01 – Sales Rebate), then double-click Condition Types for Group in the Dialog

Structure 1. Here, you can view all the condition types (CnTy) and condition tables

(No.) that are included in the condition type group.

Configuring Critical Changes Groups

To display/maintain the critical changes groups, follow the menu path SAP Customiz-

ing Implementation Guide � Logistics – General � Settlement Management � Condition

Contract Management � Condition Contract Maintenance � Define and Configure Criti-

cal Changes Groups. Figure 5.30 shows what you’ll see following the menu path and

screen commands as specified.

Critical changes groups enable you to lock the condition contract and/or the settle-

ment document if specific information is changed in the condition contract. If your
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company requires the controlled release (approval) of the condition contracts or the

settlement documents, this is important. Without configuring this feature, the user

may be able to make changes after release/approval without triggering a new approval.

Browse the SAP out-of-the-box configuration for the Critical Changes Group 0S01, find

it in the Critical CC Changes list, and select the corresponding line, as shown in the top

screen in Figure 5.30. When creating a new Critical Changes Group, click the New Entries

button or press (F5), choose a four-character code, and assign a description (Text).

Figure 5.30  Critical Changes Groups Configuration for Sales Rebates

At the Critical CC Changes level, you can configure consequences for when changes are

made to the settlement calendar (Consequence Change of Settl. Cal.), external settle-

ment calendar (Consequence Change of ext. Settl Cal.), and business volume selection

criteria (Consequence Change of BV Selection Data). The Accruals Update flag controls

whether the accruals need to be updated upon a change being made in the business

volume selection criteria.

Consequence options are to either lock the condition contract (L), requiring it to be

released again by the corresponding command bar button described earlier, or lock the

settlement document (S), requiring it to be released before posting to accounting.

You can then double-click on either Critical Header Changes (see Figure 5.30 1) or Crit-

ical Condition Changes (see Figure 5.30 2) in the Dialog Structure menu on the left of

the screen.

On these subscreens, you’ll see the Field Name list or Condition type list that, when man-

ually modified by the user in Transaction WCOCO, will trigger a given Consequence.
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Configuring Transfer Groups

To configure transfer groups, follow the menu path SAP Customizing Implementation

Guide � Logistics – General � Settlement Management � Settlement Documents � Specify

Settings for Transfer Manager � Define Transfer Groups. Transaction WLF_VC_TMTR_

SSCUI will take you straight to this configuration screen. Figure 5.31 shows what you’ll

see following the menu path and screen commands as specified.

Figure 5.31  Transfer Group Configuration (Transfer Manager) (1 of 3)

The transfer groups are part of a system group called the Transfer Manager. This serves

similar purposes to the copy control VOFM ABAP routines we’ll discuss in the order,

delivery, and billing chapters (see Chapter 6, Chapter 9, and Chapter 10, respectively).

With the Transfer Manager, you can do more without the need for ABAP code, such as

copying values, which means you can implement transfer of data between master data

and transaction objects using only configuration while still being able to add code if

necessary.

In Figure 5.31, first locate the desired transfer event, which must be found rather than

defined because it’s hard-coded in the SAP transactions. One way to find this informa-

tion is by using SAP help in the desired field (press the (F1) key). For instance, in the

condition contract type configuration shown previously in Figure 5.18, you’ll find two

fields where you can populate the transfer group: Transfer Group Default Values CC

Header (used when the contract fields are first populated with default information,

before the user has the chance to modify them) and Transfer Group Changes CC Header

(used to validate/overwrite manually changed values in the contract while the user

works on entering or modifying the contract information). While in these fields on the

configuration screen in Figure 5.18, press the (F1) key. The system will display a help

text in which you’ll see transfer event 75 called out for Transfer Group Default Values

CC Header and transfer event 76 for Transfer Group Changes CC Header.

In the Transfer Events area, find and select TransEvent 75 (Condition Contract Default

Values Head), as shown in Figure 5.31, and then double-click Transfer Groups under the
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Dialog Structure menu. The screen shown in Figure 5.32 will appear, which is where you

define transfer groups to later assign to other configuration options (e.g., Transfer

Group Default Values CC Header in the condition contract type configuration shown

earlier in Figure 5.18).

Figure 5.32  Transfer Group Configuration (Transfer Manager) (2 of 3)

In the Transfer Groups area, find and select transfer group 0S01, and then double-click

Transfer Rules under the Dialog Structure menu on the left. You’ll arrive at the screen

shown in Figure 5.33.

Figure 5.33  Transfer Group Configuration (Transfer Manager) (3 of 3)
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Here you can add several rules that will take place on event 75 for all condition con-

tracts created with a condition contract type assigned with the Transfer Group Default

Values CC Header 0S01 on the configuration screen.

Transfer Rule 1 shown in Figure 5.33 is configured out of the box to unconditionally pre-

populate the amount fields group (AF_GROUP) in the condition contract header (WCO-

COH) via Transaction WCOCO or using the Monitor Customer Condition Contracts app

in SAP Fiori with the Fixed Value 0S01 by default.

As you start entering condition contracts, you’ll notice that the amount fields group is

always populated with 0S01, and you may struggle to find where to define the default

for this field in configuration. This is done via the Transfer Manager configuration

described here. You may change the fixed value, delete it, or remove the transfer group

from your condition contract type configuration to prevent this from happening.

Let’s walk through the other fields available in this screen:

� Source Structure is used when you want to copy a value from an internal variable

within the SAP standard code. There are types of variables called structures that con-

tains fields much like tables do, but they only exist within the code and are popu-

lated from database sources (tables) and may be later modified before the Transfer

Manager is called. If you want to use a field within a structure to populate the target

field, identify it here.

� Source Field is the name of the field you’ll copy values from, likely a component of a

structure identified in the previous field.

� Offset Source Field is used when you want to use only a portion or substring of the

source field, skipping the first few characters. For instance, if the source field con-

tains the value “101-Paraphusetta” and you use an offset of 4, you’ll ignore the first

four characters, and the end result would be “Paraphusetta”.

� Length Source Field is used when you want to use only a portion of the substring of the

source field, disregarding the rest. For instance, if the source field contains the value

“101-Paraphusetta”, and you define a length of 6, the end result would be “101-Pa”.

Note that you can combine both offset and length. For instance, if the source field

contains the value “101-Paraphusetta”, and you define an offset of 4 and length of 6,

the end result would be “Paraph”.

� Class for Source Value allows you to define code to implement more complex

sources with the ability to add built-in logic. If you choose a class, you can use the

Display Class for Source Value button  to view the code for the selected class.

� Target Structure is the name of the destination variable structure you want to popu-

late with the source structure/field or fixed value defined previously.

� Target Field is the name of the destination variable field within the selected target

structure or free-standing variable you want to populate with the source structure/

field or fixed value defined previously.
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� Offset Target Field allows you to populate portions of the target field, skipping the

first few characters. For instance, let’s assume the target variable currently has the

value “JoseMaria”. If the source field has the value “101-Paraphusetta”, and you

define an offset of 4, the result would be “Jose101-Paraphusetta”.

� Length Target Field allows you to populate portions of the target field, limited to the

given number of characters. For instance, let’s assume the target variable currently

has the value “JoseMaria”. If the source field has the value “101-Paraphusetta”, and

you define a length of 4, the result would be “101-Maria”.

� Copy Mode is where you specify the action you want to take between the source and

target variables. Replace means you want to move the content of the source variable

into the target overwriting it. You may also append, insert, add, and subtract.

� Copy Requirement allows you to define the conditions of the copy action. The trans-

fer rule only performs the specified action if this requirement is met.

� Class for Copy Requirement allows you to define code to implement more complex

requirement conditions. If you choose a class, the Display Class for Copy Require-

ment button  will show you the code for the selected class.

� BRFplus Function ID is used when you’re working with the Business Rules Frame-

work plus (BRFplus) feature. It allows the user to define rules dynamically and mod-

ify them on the fly without the need for configuration. This is a really powerful

feature that may be used in several other instances such as pricing and output deter-

mination instead of the condition technique discussed in Chapter 4. We don’t pro-

vide further details on BRFplus in this edition of the book.

� Comment is used to textually describe what this function is intended for. This helps

document and explain the purpose of the function so that other people can under-

stand it without having to know field names and read class codes.

Basic Data

We’ve now explored all of the header data configuration for Transaction WCOCO. Let’s

continue with the Basic Data tab, shown in Figure 5.34, which has the following fields:

� The Contract Type field is for the code and description of the selected contract type.

� The Contract Category field is configured in the contract type and displayed in this

field as reference.

� The Process Variant field appears only when a valid value is configured and assigned

to the condition contract type, the corresponding configuration was described ear-

lier in the “Header Data” section.

� The External Identifier field is a reference that the customer uses for this sales rebate

(when applicable).
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Figure 5.34  Basic Data Tab of Transaction WCOCO

� The Reference and Assignment fields are identification numbers that allow the

accounting team to communicate with the customer and with the sales department.

This information will be copied to the account postings and will be available for

accounts receivable functionality. Using copy control configuration, you can define

the rules for populating this field automatically with the sales order number, with

the invoice number, or with other fields.

� The Payment terms, Payment in, and Payment Method fields describe how to make

payments to customers based on the rebate credits generated from this contract.

This is applicable if you’re issuing payment. If you’re crediting the customer

account, these fields aren’t necessary.

� The Contract Currency field is the currency in which the amounts contained in this

contract are expressed.

� The Exchange Rate Type, Exchange Rate, and Conversion Date fields are used in mul-

ticurrency environments, when more than one exchange rate is maintained, to

identify which rate must be used in this document.

� The Ext. Reference Cat., External Reference, and Item fields are used for integrated

environments where contracts are created electronically from other data sources.

These fields are then populated and used when sending data back.

� The VAT Reg. No. field is a tax registration number used in Europe and other coun-

tries for value-added tax (VAT) purposes.

� The Partner Tax Country field is the country in which the customer is registered for

VAT purposes.

Sales

Under the Sales tab, shown in Figure 5.35, you’ll see the following fields: Sales Organiza-

tion, Distribution Channel, Division, Sales office, and Sales group. These fields are sales

organizational structure elements responsible for this rebate agreement.
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Figure 5.35  Sales Tab of Transaction WCOCO

If you have intercompany invoices, expect setup to be required. This functionality is

capable of handling such documents, but it requires configuration and development

changes as it doesn’t come ready out of the box.

Administration

The Administration tab, shown in Figure 5.36, has the following fields:

� Created By, Created On, Created At, and Time Zone identify the user ID that created

this contract and when the contract was created.

� Last Changed By, Last Changed On, and Last Changed At identify the last user ID that

modified this contract and when the contract was last modified.

� External Partner is used with EDI to identify the partner that sent you contract data

electronically (when applicable).

Figure 5.36  Administration Tab of Transaction WCOCO

Header Texts

Under the Header Texts tab, shown in Figure 5.37, you can maintain freeform texts as

configured in the header text procedure assigned to the contract type.

Figure 5.37  Header Texts Tab of Transaction WCOCO

See the text configuration information in the “Header Data” section earlier in this

chapter for details on how to configure new text types. Note that this isn’t the same

configuration as every other sales and distribution document.
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Status

The Status tab, shown in Figure 5.38, is used to change the values configured in the sta-

tus profile assigned to the contract type configuration (if any). Depending on the

selected profile, the fields will be populated differently and serve different purposes.

Figure 5.38  Status Tab of Transaction WCOCO

You can find configuration for status profiles under the Transaction SPRO menu

options: SAP Customizing Implementation Guide � Logistics – General � Settlement

Management � Condition Contract Management � Condition Contract Maintenance �

Define and Configure Status Profiles. Creation of status profiles is described in Chapter

13, Section 13.9. Note that when assigning the object type (see Chapter 13), choose Con-

dition Contracts to enable the status profile to be used in the condition contract type

configuration (refer to Figure 5.18).

Business Volume Selection Criteria

The Business Volume Selection Criteria tab, shown in Figure 5.39, is an important tab

where you’ll make selections to filter the relevant invoices and other types of billing

documents that should be considered when calculating the sales/business volume this

customer has purchased from your company.

Figure 5.39  Business Volume Selection Criteria Tab of Transaction WCOCO

Click on the New Line button , and then select the desired field combination (Field-

Comb.) from the list the system will show you on a popup window. This code will con-

trol which other columns will be used. The number of columns you’ll find on this tab

depends on how many field combinations were configured for this condition contract

types. (We’ll cover the configuration details later in this section.)

After selecting the desired field combination and pressing (Enter), the necessary fields

will be made available on this section of the screen. In our example, we’re using the

field combination 0001, and the Customer column will be made available for entry.
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Note also that field combination 0001 allows you to select a different date interval

(Valid from and Valid to) than the contract validity period. This may be useful if you

want to have different criteria for different date intervals. For instance, this rebate may

be valid for a given material number during the first six month but a different number

in the last six months. You can add field combination 0009 twice with the validity

dates and the different material numbers.

You can also control whether this condition should be used to include or exclude

invoices in the business volume by making selections in the Incl Excl column.

For the remaining columns, the ones activated correspond to the field combination

you choose.

As shown in Figure 5.40, after the list of invoices matching these criteria is identified,

the system will accumulate the amounts and use them as a base to calculate the accrual

and settlement amounts per pricing procedure configuration of the corresponding set-

tlement document. Note that in the pricing procedure, there will be no condition

records for the base amount; instead, the value is calculated by the settlement process

and included as a condition value for condition type REBV. (We’ll cover the configura-

tion details for the business volume determination profiles later in this section.)

Figure 5.40  Business Volume Determination Overview

Now, let’s move on to the key configuration activities for business volume selection

criteria in the following subsections.

Configuring Field Combinations

To display/maintain field combinations used on business volume selection criteria,

follow the menu path SAP Customizing Implementation Guide � Logistics – General �

Settlement Management � Condition Contract Management � Condition Contract Set-

tlement � Define and Configure Field Combinations for Business Volume Selection. The
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top area of Figure 5.41 shows what you’ll see following the menu path and screen com-

mands as specified.

Figure 5.41  Reviewing the Field Combination 0009 Configuration

Here you can browse the SAP out-of-the-box field combination codes; look for 0009,

find it in the list, and select the corresponding line. When creating a new Field Combi-

nation, click the New Entries button or press (F5), choose a four-character code (Field-

Comb.), and assign a description (Text Field Combination). You can create new entries

custom fields to use as business volume selection criteria.

After selecting the desired field combination in the list, double-click Field Assignment

in the Dialog Structure menu on the left side of the screen (see Figure 5.41 1). Here you

can review the technical field names that are part of field combination 0009.

It may be tempting to add multiple technical fields under the same field combination,

but that isn’t advisable due to the amount of data you’ll need to maintain in Transac-

tion WCOCO. Instead, you can define how the existing field combinations relate to each

other, that is, if the conditions will follow an “and”/“or” Boolean equation. We’ll cover

configuration for sets of field combinations next.

Configuring Sets of Field Combinations

To display/maintain the sets of field combinations, follow the menu path SAP Custom-

izing Implementation Guide � Logistics – General � Settlement Management � Condition
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Contract Management � Condition Contract Settlement � Define and Configure Sets of

Field Combinations. The top area of Figure 5.42 shows what you’ll see following the

menu path and screen commands as specified.

Figure 5.42  Reviewing Set of Field Combination 0S01

Here you can browse the SAP out-of-the-box configuration for the 0S01 field combina-

tion set, find it in the list, and select the corresponding line. When creating a new set of

field combinations, click the New Entries button or press (F5), choose a four-character

code, and enter a description in the Description Set of Field Combinations field.

After selecting the desired set of field combinations (Set of FldComb) in the list, double-

click Assign Field Combinations in the Dialog Structure menu on the left side of the

screen (see Figure 5.42 1). Here you can review the field combinations that are part of

the set of field combination 0S01.

The Group column with matching values controls the field combinations that must be

combined with an “and” condition. The ones with different Group values are combined

with an “or” condition. You can choose any value for this field, but it needs to match or

not the other field combination to have the effect.

The Validity flag controls whether to maintain validity dates for this field combination

within this set or not. Including/Excluding allows you to restrict the usage to only

Including, only Excluding, or Including and Excluding.
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You can specify and minimum (MinEntries) and maximum (MaxEntries) that this field

combination must have in Transaction WCOCO. MinEntries is used to make field com-

binations mandatory, and MaxEntries prevents too many entries from causing perfor-

mance issues.

Checking the FC Group in BVB flag allows users to make a selection for a group value,

similar to what was described earlier, to define the and/or logic dynamically. Some

users may find this confusing, whereas others may like or even need the flexibility. The

Group column appears after the validity dates shown previously in Figure 5.39.

Business Volume Determination Profile

To display/maintain the business volume determination profile, follow the menu path

SAP Customizing Implementation Guide � Logistics – General � Settlement Manage-

ment � Condition Contract Management � Condition Contract Settlement � Define and

Configure Profiles for Business Volume Determination. Figure 5.43 shows what you’ll

see following the menu path and screen commands as specified.

Figure 5.43  Reviewing Business Volume Determination Profile 0S01 (1 of 3)

Here you can browse the SAP out-of-the-box configuration for the business volume

determination profile 0S01, find it in the list, and select the corresponding line, as

shown in Figure 5.43. When creating a new business volume determination profile,

click the New Entries button or press (F5), then choose a four-character code, and

assign a description (Bus Vol Determ Profile Text.)

On this screen, you also select the source for the business volume calculation starting

with Business Volume Table. For sales rebates, the default is VWB2_VBRKVBRP_1, which

is a core data services (CDS) view. CDS views are part of SAP S/4HANA, similar in func-

tionality to the database views we used to have in SAP ERP. CDS views also combine

data from multiple tables and includes selection conditions to prefilter the data. The

source defines the universe from which you’ll pick the invoices that are applicable to

all condition contracts and settlement documents assigned to this business volume
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determination profile. CDS views are also widely used to query data in SAP S/4HANA.

We won’t include detailed instructions on how to create and modify CDS views in this

book, as this is usually done by the development team.

CDS view VWB2_VBRKVBRP_1 combines header (VBRK) and line (VBRP) data from the invoice

tables. This make other settlement management configuration easier because the data

source is always the same, and the selection criteria may include header data (e.g., bill-

to customer) and line data (e.g., material number). You can use CDS view VWB2_

VBRKVBRP_1 in Transaction SE16 (Table Browser) as if it was a table. This is advisable to

understand and verify the settlement results during testing of your condition con-

tracts. If you don’t find the data on this CDS view, check the selection condition param-

eters. One common cause of issues during an upgrade project is the join condition in

field VBRP-FKART_ANA. This field didn’t exist in SAP ERP, and depending on how the

upgrade was executed, the field may be left blank causing widespread issues—one of

which is CDS view VWB2_VBRKVBRP_1 appearing empty. This is fixed by your infrastruc-

ture upgrade team.

In the business volume determination profile configuration screen shown in Figure

5.43, you must also indicate which fields from the Business Volume Table are used to

identify the Supplier Field Name (used in materials management condition contracts),

Customer Field Name, and Date Field Name (used to check if the invoice is within the

validity period, as specified in the condition contracts).

After selecting the desired business volume determination profile in Figure 5.43,

double-click Amount Fields in the Dialog Structure menu on the left side of the screen

to arrive at the screen shown in Figure 5.44.

Figure 5.44  Reviewing Business Volume Determination Profile 0S01 (2 of 3)

Here you can identify which key figure field (Amount Field From BV Data) from the

business volume table is to be used to calculate the relevant invoice amounts to be

used as input on the settlement documents pricing procedure using the condition type

specified in the Target CondType column (default is REBV).

The entries on this screen are assigned with an Amount Fields Group code, which allows

the user to select a group under the Settlement Data tab to use in Transaction WCOCO,

as covered later in this section. Configuration for Amount Fields Groups can also be

found next in this section. We also mentioned the Amount Fields Group in the transfer
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group/Transfer Manager configuration that is used out of the box to define a default

value for the Transaction WCOCO screen.

In this screen, you can also control the WB2_D_BVDETAIL table field that will store this key

figure information in the Fieldname on Detailed Statement column. The table is used

on report transactions such as Transaction WB2R_BUSVOL, covered in Chapter 14, Sec-

tion 14.4.11, and Transaction WB2R_BVDETAIL_IDA, covered in Chapter 14, Section

14.4.12. Field BUSVOL_1 is the default value for this. As you work on reporting, you may

need to use different fields depending on your company’s specific requirements.

After selecting the desired business volume determination profile in Figure 5.43, you

can also double-click Split Criteria for Settlement in the Dialog Structure menu on the

left side of the screen to arrive at the screen shown in Figure 5.45.

Figure 5.45  Reviewing Business Volume Determination Profile 0S01 (3 of 3)

Here you define the fields that must have the same content for them to be combined

into a single settlement document, including accruals. Under the technical Field Name

column, you’ll find the fields configured out of the box (either on the header or item

level in the Level column). The Target Field for Split allows you to select the destination

of the source field contents; this replaces the need for copy control (requirements and

data transfer) that you use on other sales documents and allows for flexibility when

controlling the splits.

The Field Name Accruals Reversal Split field from table WCOCOF is used to consider the

accrual amounts already processed when creating new accrual documents. We’ll talk

about accrual documents later in this chapter. In this field, you can define how the data

is populated in this table.

Configuring Amount Fields Group

To display/maintain the amount fields group, follow the menu path SAP Customizing

Implementation Guide � Logistics – General � Settlement Management � Condition Con-

tract Management � Condition Contract Settlement � Define Amount Fields Groups.

Figure 5.46 shows what you’ll see following the menu path and screen commands as

specified.
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Here you can browse the SAP out-of-the-box configuration for the Amount Fields

Group 0S01. When creating a new Amount Fields Group, click the New Entries button or

press (F5), then choose a four-character code, and assign a description (Text.)

Figure 5.46  Reviewing Amount Fields Group 0S01 Configuration

You also make a selection for the pricing communication structure (KOMP) field name,

which is used to accumulate the net value calculated by the pricing procedure on Field-

name for Condition Base.

Settlement Data

The Settlement Data tab, shown in Figure 5.47, has the following fields:

� The Settlement Material field is a different material number to be used when issuing

credits to the customer under this rebate agreement, when no valid material num-

ber is determined based on the business volume. You may configure default values

for this field via the configuration described next in this section.

� The Settlement Type Customer field defines whether and how to credit the custom-

ers on settlement credit memo billing documents that are created based on this

rebate agreement.

Figure 5.47  Settlement Data Tab of Transaction WCOCO
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The most commonly used values used here are As Accounts Receivable, which indi-

cates that the credit owed to the customer will be used to clear (pay for) pending

accounts receivables (invoices) they owe you, and As Accounts Payable, which indi-

cates that the credit owed to the customer will be paid as a vendor payment.

� The Contract Extension Calendar field is the calendar to use when extending this

condition contract after its validity period has expired.

� The Amount Fields Group field is a mandatory selection where you’ll select the

invoice amount to use when calculating the sales/business volume. This field is used

to determine whether and how much rebate the customer is eligible for during busi-

ness volume determination. Configuration for Amount Fields Groups can be found

in the previous section. We also mentioned the Amount Fields Group in the transfer

group/Transfer Manager configuration that is used to define a default value for this

screen out of the box; this can be found in the “Header Data” section.

� Relevant for Contract Determination allows you to indicate if this condition contract

can be used in pricing procedure contract determination, potentially affecting how

prices are calculated and/or accounted for on regular sales invoices.

� The Settlement Unit of Measure field is the UoM to be used when calculating the

sales/business volume. If selling products using multiple UoMs, you can use this

field to convert multiple UoMs into a uniform UoM to make your reports easier to

read and the calculation easier to verify.

We’ll walk through the settlement data configuration next.

Configuring Default Settlement Data

To configure default settlement data, follow the menu path SAP Customizing Imple-

mentation Guide � Logistics – General � Settlement Management � Condition Contract

Management � Condition Contract Settlement � Specify Local Settlement Settings for

Condition Contract Types. Click the New Entries button or press (F5). Figure 5.48 shows

what you’ll see following the menu path and screen commands as specified.

Figure 5.48  Configure Default Settlement Data for Condition Contract Type 0S01
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Choose the Condition Contract Type for which you want to define default settlement

data values, and then choose a valid material number to use as Settlement Material in

the Settlement Data tab of Transaction WCOCO. Note that this configuration is non-

transportable; you’ll need to redo it as part of cutover on every test environment and

at go-live.

Settlement Calendar

The Settlement Calendar tab, shown in Figure 5.49, is a mandatory tab for condition con-

tracts. Under this tab, you’ll plan the dates during which the sales/business volume the

customer achieved should be assessed before issuing an accrual or a settlement credit.

Figure 5.49  Settlement Calendar Tab of Transaction WCOCO

Keep in mind that each entry found here represents a settlement/accrual activity that

is planned to take place on that date. Typically done by a background job, the process-

ing of these dates will be described in Section 5.2.2. Each of these dates will be linked to

the corresponding settlement/accrual documents on a document flow you may later

consult/report on.

It’s very tempting to define a high frequency of accruals and settlements, and the cus-

tomer may require you to do so. But keep in mind that the larger the number of dates

you assign here, the harder it will be to manage the contract and verify its accuracy.

If you can avoid a high frequency settlement, add the desired dates manually using the

New Line button . The popup window shown in Figure 5.50 will appear, allowing you

to select the Settlement Date, Settlement Date Type, and Reference Date you want to

add.

You’ll need to repeat this operation to add the settlement date lines for all desired

events. You’ll need to define the mandatory final settlement date before you’re allowed

to save the condition contract; others are optional. It’s very likely you’ll need to accrue

the condition contracts periodically by creating delta accrual dates. Once a month

(before month-end closing) is the norm, but you may need to do so once a week or on

selected dates.
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Figure 5.50  Popup Window to Enter a New Settlement Date Line

If you have to use a high frequency calendar, the Final Settlement Calendar, Partial Set-

tlement Calendar, Delta Settlement Calendar, and Delta Accruals Calendar fields (refer

to Figure 5.49) identify different factory calendars to automatically create high fre-

quency dates for the corresponding rebate activity represented by the settlement date

types. You can use these fields to avoid nonworking days when planning dates.

If a calendar is assigned to one or more of these fields, you can use the Generate Calen-

dar button  to automatically populate the Settlement Calendar area with dates. For

instance, earlier in Figure 5.49, we chose US USA calendar in the Delta Accruals Calendar

field, and clicked on the Generate Calendar button . This screenshot only shows the

last few dates, but there is one delta accrual for every business day between 9/28/2021

and 9/28/2022.

If you configure a calendar with the once-a-month business day, you could generate a

month accrual schedule without entering each date individually. If you have a high vol-

ume of contracts and want to ensure that the accruals always happen on the same date,

this may be an appealing option.

Note that all dates configured as a business day on the US calendar get assigned with a

Delta Accruals settlement date type (SettDateTy). Note also that the system always

assigns a mandatory Final Settlement date on the last day of the condition contract

validity.

The elements of a calendar include the following fields:

� The Status icon indicates whether this settlement calendar entry is due to be pro-

cessed, late, and so on. If this date was already processed, it will show up with a green

light if it was successful or red light if it failed. Note that a red-light failure doesn’t

necessarily mean an error has occurred; it simply indicates that the date wasn’t pro-

cessed as planned and that may or may not have happened for legitimate reasons.

� The Date field is the date of this settlement calendar entry.

� The SettDateTy field represents the settlement calendar entry type:

– <Blank> Final Settlement is the date on which you’ll issue the final settlement

credit to the customer under this rebate agreement.
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– 1 Partial Settlement is for issuing partial settlement credits to the customer under

this rebate agreement.

– 2 Delta Settlement is used for adjusting a previous settlement made to the cus-

tomer under this rebate agreement. The delta settlement option considers settle-

ments already made when determining a new settlement amount.

– 3 Delta Accruals is used as the date on which business volume should be checked

and for “setting money aside” to pay for a rebate that will likely be credited to the

customer. This credit is achieved by creating an accrual billing document.

� The Ref. Date field is the date when a partial settlement should take place according

to this settlement calendar to be used as a reference when calculating delta settle-

ments. The delta is the difference, incremental or decremental, from the partial set-

tlement issued, adjusting the remaining settlement due to changes. This date must

be before the Settlement D... and is mandatory for delta settlements.

� The Exec. Date field is the date when the settlement should be processed. You may

want to allow for a few days of buffer between the Settlement D... and the date when

the settlement creates credits for review and for making any necessary adjustments.

� The BusV From field is the “from date” used to select invoices and credit memos

when determining the sales/business volume of a customer.

� The BusVol To field is the “to date” used to select invoices and credit memos when

determining the sales/business volume of a customer.

� The Usage field indicates whether you’ll need to process retroactive accruals on this

date or not. The system determines these retroactive accruals based on the sequence

of events you’re maintaining and then displays this status to notify your users that

this activity is on purpose and not accidental.

� The FixValDate field allows you to set a fixed date in the settlement document cre-

ated for this entry to use when determining pricing condition records, whenever

applicable.

� The SmtDocs field is the amount of the settlement billing document created on this

date so far.

� The Open Docs field is the amount of the open settlement billing document being

processed on this date.

� The Man. Docs field is the amount of the manual settlement billing document cre-

ated on this date so far.

� The OpenManDoc field is the amount of the open manual settlement billing docu-

ment being processed on this date.

Conditions

Figure 5.51 shows the Conditions section of the sales rebate agreement (condition con-

tracts), where you’ll define the relevant targets for the rebate and define the applicable

awards.
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Figure 5.51  Adding Condition Types to the Condition Contract

The Condition Table field represents the pricing condition table in use on this condi-

tion contract. Because you’re familiar with the condition technique (covered in Chap-

ter 4, Section 4.1), you’ll expect to first select the condition type and then select the key

combination corresponding to the condition table where the data will be stored. In

condition contracts, as shown in Figure 5.51, you must first select the Condition Table

using the dropdown box before selecting the condition types and entering the pricing

data/condition records.

The condition types available for selection are those assigned to the field group for the

condition contract types, as described in the corresponding configuration screens in

the “Header Data” section. It’s important to describe the out-of-the-box condition to

understand their usage.

You’ll find the following columns on this screen:

� The selected condition type (CnTy) indicates the purpose of the condition record

being maintained. The main condition types provided out of the box for sales

rebates include the following:

– REA1 (Rebate Accruals) indicates the percentage of the sales invoice amount that

should be accrued (money “set aside”). This amount will be used later when

awarding rebate credits upon fulfillment of the established sales targets.

– RES1 (Rebate) indicates the percentage of the sales invoice amount that will be

awarded to the customer under the titles of rebate credits upon fulfillment of the

established sales targets, which are maintained under Scales.

You can use scales as shown in Figure 5.51; in this example, we’re accruing 2.5% for all

sales matching the business volume selection criteria. If the customer purchases

$4,000.00 or less, they will get a 2.5% credit. Any amount above that and less than

$5,000.00 would be awarded 3.5%.

� The Condition field is the condition type description.

� The Calculation Type field is where you’ll select a percentage, quantity base, weight

base, or a fixed amount to award back to the customer or to accrue.

� The Amount field is the percentage or value corresponding to the condition type.
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� The Unit field is a quantity used to indicate the Amount when a currency value is

used instead of a percentage. On sales pricing condition records, this quantity is

called “per”, as in price per 1 each.

� The next UoM field is the UoM for the Unit quantity described previously.

� The Valid From field is the validity start date for this condition type, defaulted from

the contract header.

� The Valid To field is the validity end date for this condition type, defaulted from the

contract header.

� The CondRecDes field (condition record description) allows you to use text to keep

track of the condition records you’re creating for documentation purposes.

� The D... (deleted) field indicates if this condition was deleted.

� The Scales field is the value threshold that the customer’s sales volume must

achieve to be eligible for this condition. You may add a new threshold by clicking on

the scales icon .

� The third Unit field is the currency for the Scales field.

� The Scale Type field indicates how the scale values maintained here are applied. The

default Base Scale is ascending; To-Scale is descending scales.

� The Scale Base Type field qualifies the contents of the Scales field. Other than the

invoice amount, you also base this condition type on quantities, weights, and so on.

� The Scales Exist flag indicates that scales have been maintained for this condition

type.

5.2.2    Executing Condition Contract Settlement

A condition contract defines rules about how and when to accrue a portion of sales for

rebate payments and when to issue credits to the customer. For these rules to become

account postings and credits, you’ll need to run a settlement process.

For this process, you can use the Settle Condition Contracts – Customer Contracts app

in SAP Fiori or open Transaction WB2R_SC in SAP GUI. Both methods follow the same

screens with the same fields, but we’ll use SAP GUI Transaction WB2R_SC in this sec-

tion. This process is usually scheduled to run as a background job, which avoids you

having to remember to do this activity periodically.

Some companies struggle with the concept of automatic settlements. If you schedule a

background job to process final settlement, the customer will get their credit on the

settlement calendar date. If your company wants the customer to request credit for

their rebates programs before awarding the credit, this automation is undesirable.

If the concern is related to consistency of the calculations, you can run the settlement

manually, in simulation mode, to test the background job and take any corrective

action necessary.
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When you start using rebates in SAP S/4HANA, settlement is particularly important.

Understanding condition contract data and its impacts is important for anyone man-

aging rebates even if only a few employees are involved in the implementation effort.

In the following sections, we’ll cover the Transaction WB2R_SC selection screens and

the execution log you’ll see after each processing.

Settlement Control

As shown in Figure 5.52, on the settlement selection screen, in the Settlement Control

section, you’ll control which settlement dates of the condition contract should be pro-

cessed in this execution of the settlement run.

Figure 5.52  Transaction WB2R_SC Selection Screen (1 of 5): Settlement Control

The fields in the Settlement Control area are as follows:

� The Settlement Date mandatory field filters the dates in the settlement calendar of

the condition contracts selected for processing.

� The Settlement Date Type field allows you to process only certain types of dates in

the settlement calendar of the selected condition contracts. This field is used when

you want to schedule accrual-only jobs, settlement-only jobs, and so on.

� The Customer field allows you to restrict, by customer, which condition contracts to

process.

� The Settlement Execution Date field allows you to filter settlement calendar dates

based on the execution dates. Note that the execution date is optional in the settle-

ment calendar entries. If you filter data using this field, and the corresponding field

isn’t populated in the settlement calendar, that field won’t be selected for processing.

Contract Selection

The next part of the Settlement of Customer Condition Contracts screen, Contract

Selection, is shown in Figure 5.53. In this section, you can filter condition contracts that

should be processed. By restricting the number of contracts, you can increase perfor-

mance.
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Figure 5.53  Transaction WB2R_SC Selection Screen (2 of 5): Contract Selection

The important fields in this section include the following:

� The Condition Contract field allows you to restrict settlement processing, by condi-

tion contract number, to limit the condition contracts to process. This field is often

used when running settlement in the foreground, as in Figure 5.53.

� The Contract Process Variant field allows you to restrict, by condition contract pro-

cess variant, the condition contracts to process.

� The Condition Contract Type field allows you to restrict, by condition contract type,

the condition contracts to process. For instance, you can indicate that only sales

rebates, type 0S01, should be settled.

� The Condition Contract Category field allows you to restrict, by condition contract

category, the condition contracts to process. For instance, you can indicate that the

settlement should only involve sales customer contracts.

� The Company Code field allows you to restrict, by company code, the condition con-

tracts to process. This field is important for access control in environments with

multiple company codes. Users often are only authorized to process documents

belonging to the company code for which they work.

� The Purch. organization field allows you to restrict, by purchasing organization, the

condition contracts to process. This field is used for vendor rebates, not sales.

� The Purchasing Group field allows you to restrict, by purchasing group, the condi-

tion contracts to process. This field is used for vendor rebates, not sales.

� The Sales Organization, Distribution Channel, and Division (the sales area) fields

allow you to restrict, by sales area, the condition contracts to process. These fields

are important for access control in more complex environments. Users often are
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only authorized to process documents belonging to the sales areas under which

they work.

� The Status field allows you to restrict, by specific status codes, the condition con-

tracts to process. This field ensures that only documents of a specific status are pro-

cessed. This field requires the use of a status profile in contract type configuration.

Default Data

The Default Data section, shown in Figure 5.54, allows you to modify the default data

used by this process to create the settlement documents.

Figure 5.54  Transaction WB2R_SC Selection Screen (3 of 5): Default Data

The fields in this section are as follows:

� The Posting Date field is the date you want to use in the settlement document cre-

ated by this execution, which is used by accounting to identify which period the doc-

ument belongs to. Note, however, that you can’t use a posting date from closed

accounting periods. You can only backdate a posting into a period that hasn’t been

closed yet. This is useful when scheduling a job to process previous day settlement

calendar dates and backdating the settlement to match.

� The Document Date field is the billing document date you want to use in the docu-

ment created by this execution; this date is also used in sales reports.

� The Activity Reason field may be used to qualify special circumstances in which

you’re adjusting customer rebates. The steps for configuring activity reason codes

are described next.

Defining Activity Reasons

To configure activity reasons, follow the menu path SAP Customizing Implementation

Guide � Logistics – General � Settlement Management � Basic Settings � Define Activity

Reasons.

As shown in Figure 5.55, when creating new entries, click the New Entries button or

press (F5), choose a three-character activity reason code (Activity Reason), add a de-

scription (Description), and indicate a movement category (Movement Category),

which indicates whether this settlement run is related to goods movement or value

posting.
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Figure 5.55  Defining Activity Reasons

Program Run Control

The Programm Run Control section, shown in Figure 5.56, controls the actions executed

during the settlement run and the desired quantity/quality of traceability messages

the system should generate.

Figure 5.56  Transaction WB2R_SC Selection Screen (4 of 5): Program Run Control

The fields and checkboxes in this section are as follows:

� The Run Type field indicates whether only active (released) contracts should be

included on the run or whether inactive contracts should be simulated as well.

� The List Range field indicates what should be displayed after the settlement run has

concluded.

� The Save Application Log field indicates whether the resulting report/log should be

saved for future consultation. If you’re running several simulations, you may not

want to include the resulting logs, which consume system resources and make it

harder to find the actual execution logs.

2178-3.book  Seite 414  Donnerstag, 16. Dezember 2021  6:48 18

415

5.2 Sales Condition Contracts and Settlement Management

5

� The Layout field is the customized report layout saved using the ABAP List Viewer

(ALV) list display, which allows you to manipulate, save, and duplicate layouts of

your preference.

� The Message Log Filter field allows you to remove some messages that you may con-

sider unnecessary, thus making the log easier to read.

� The Update Mode field allows you to make the settlement process run more quickly

and start several work processes (potentially running in parallel) to create the result-

ing billing document asynchronously. If you don’t expect many documents, you can

run the settlement job synchronously, and after the job finishes running, all docu-

ments will already be created, and any messages issued will be included in the log.

� The Abort at Error in Batch Mode flag indicates that a serious error message will

abort the execution of a given condition contract; processing will stop on other con-

dition contracts as well. This option avoids having the same error message issued

several times for different documents.

Parallel Processing

The Parallel Processing section, shown in Figure 5.57, contains technical settings that

allow you to create settlement documents in parallel, thus optimizing system resources

(e.g., CPU and memory). This option is important for the high volume of contracts and

limited system resources during the background job execution time. By defining these

parameters carefully, you may even be able to run the background job during business

hours, if need be, with controlled impact to overall system performance.

Figure 5.57  Transaction WB2R_SC Selection Screen (5 of 5): Parallel Processing
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The important fields and checkboxes in this area include the following:

� The Parallel Processing Active field allows you to request the execution of asynchro-

nous work processes to take place in parallel. This option optimizes processing time

but can put a toll on hardware resources. The next setting ensures that your hard-

ware can handle the load generated by this execution.

� The Packet Size field is the number of condition contracts processed on each parallel

process. A large number reduces the benefit of parallel processing; a small number

consumes more hardware resources.

� The Server group field identifies a group of application servers to handle the load of

creating billing documents when running the settlement in the foreground.

� The % of Work Processes field indicates the percentage of available work processes

that should be dedicated to parallel processing.

� The Max. Work Processes field identifies the maximum total number of parallel

work processes that can be run at any time.

� The Server Group Name field identifies a group of application servers to handle the

load of creating billing documents when running the settlement in the background

(as batch jobs).

� The Server field identifies a specific server name where the background job should

be scheduled and should run.

� The Minimum No. Of Parallel Jobs field allows you to indicate that you want to run

multiple parallel jobs.

� The Job Name Prefix field identifies the first character of the job name created by the

settlement, thus making it easier to find these jobs in the background job log.

� The DB Access Interval (in Sec) field must be defined to ensure you don’t exhaust the

database server with constant access from multiple parallel jobs.

� The Only Simulate Scheduling flag indicates that you don’t want to run parallel jobs,

just simulate their creation to assess how many jobs will be required and other

aspects.

Execution Log

Figure 5.58 shows a sample execution log, which is what you’ll see after executing the

settlement run. The goal of this log is to report all actions taken during execution. If any

settlement documents were created, you’ll see the document numbers in this log. If

certain dates in the condition contract settlement calendar were ignored, you’ll see the

reason documented as well (but not for dates excluded via selection criteria).
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Figure 5.58  Execution Log for Condition Contract Settlement

5.2.3    Configuring Condition Contract Settlement

When settling condition contracts, there are key configuration elements that will map

information to be used for calculating the settlement amount and other aspects for the

resulting settlement document.

We’ll first cover the settlement settings for condition contract types and the settlement

process types. Related configuration will be included as well.

Settlement Settings for Condition Contract Types

The condition contract type configuration covered in the “Header Data” section is

focused mostly on capturing the required information from the user. To settle con-

tracts, there are several other settings that need to be in place, which we’ll discuss in the

next sections.

Configuring Settlement Settings for Condition Contract Types

To configure settings for condition contract types for settlement, follow the menu

path SAP Customizing Implementation Guide � Logistics – General � Settlement Man-

agement � Condition Contract Management � Condition Contract Settlement � Specify

Settlement Settings for Condition Contract Types. Figure 5.59 shows what you’ll see fol-

lowing the menu path and screen commands as specified. Here you can review the

out-of-the box configuration for condition contract type 0S01.

Find and select the desired condition contract type, and then double-click Settlement

Settings under the Dialog Structure menu on the left side of the screen (see Figure 5.59 1).

Here you assign the Settlement Date Types to the Settlement Types. You can also de-

fine parameters for reversal.

In Figure 5.59, you can also review detailed settlement settings by selecting the desired

condition contract type and clicking the Details button  2. Let’s walk through the

configuration that you’ll find on this screen.

2178-3.book  Seite 417  Donnerstag, 16. Dezember 2021  6:48 18



7

Contents

Preface ....................................................................................................................................................... 21

1 Organizational Structure and General Settings 37

1.1 Company Codes ...................................................................................................................... 37

1.2 Sales Areas ................................................................................................................................ 39

1.2.1 Designing the Sales Hierarchy ........................................................................... 39

1.2.2 Sales Organizations ............................................................................................... 42

1.2.3 Distribution Channels and Distribution Chains ........................................... 46

1.2.4 Divisions .................................................................................................................... 52

1.2.5 Sales Areas ................................................................................................................ 56

1.2.6 Plant Assignment ................................................................................................... 58

1.2.7 Credit Control Area Assignment ....................................................................... 60

1.3 Sales Offices and Sales Groups ........................................................................................ 61

1.3.1 Sales Offices ............................................................................................................. 62

1.3.2 Sales Groups ............................................................................................................. 65

1.4 Shipping Points and Loading Points .............................................................................. 67

1.4.1 Shipping Points ....................................................................................................... 68

1.4.2 Loading Points ......................................................................................................... 71

1.5 Transportation Planning Points ...................................................................................... 72

1.6 Summary ................................................................................................................................... 75

2 Business Partner Master Data 77

2.1 Creating a New Organization as a Business Partner ............................................. 78

2.1.1 Business Partner Creation Overview ................................................................ 79

2.1.2 Main Business Partner Attributes ..................................................................... 82

2.1.3 Transaction BP and Field Status ........................................................................ 96

2.2 General Data ............................................................................................................................ 103

2.2.1 Address ...................................................................................................................... 103

2.2.2 Address Overview ................................................................................................... 111

2.2.3 Identification ........................................................................................................... 111

2.2.4 Control ....................................................................................................................... 116

2178-3.book  Seite 7  Donnerstag, 16. Dezember 2021  6:48 18



Contents

8

2.2.5 Payment Transactions .......................................................................................... 120

2.2.6 Status .......................................................................................................................... 121

2.2.7 Legal Data ................................................................................................................. 122

2.2.8 Customer: General Data ...................................................................................... 123

2.2.9 Customer: Tax Data ............................................................................................... 127

2.2.10 Customer: Additional Data ................................................................................. 129

2.2.11 Customer: Unloading Points .............................................................................. 132

2.2.12 Customer: Texts ...................................................................................................... 134

2.3 Sales Information .................................................................................................................. 135

2.3.1 Orders ......................................................................................................................... 136

2.3.2 Shipping ..................................................................................................................... 142

2.3.3 Billing .......................................................................................................................... 146

2.3.4 Partner Functions ................................................................................................... 149

2.3.5 Additional Data ....................................................................................................... 153

2.3.6 Status .......................................................................................................................... 155

2.3.7 Customer: Texts ...................................................................................................... 162

2.3.8 Credit Management .............................................................................................. 165

2.4 Customer Hierarchy .............................................................................................................. 166

2.4.1 Assigning Sales Areas for Customer Hierarchy ............................................ 167

2.4.2 Customer Hierarchy Master Data ..................................................................... 168

2.5 Deleting Business Partners ............................................................................................... 170

2.6 People as Business Partners .............................................................................................. 173

2.6.1 Main Attributes for Person as a Business Partner ....................................... 174

2.6.2 Person Address Data ............................................................................................. 175

2.6.3 Person Identification Data .................................................................................. 176

2.7 Groups as Business Partners ............................................................................................. 177

2.7.1 Main Attributes for Groups as Business Partner ......................................... 178

2.8 Relationships ........................................................................................................................... 178

2.8.1 Creating a Relationship ........................................................................................ 179

2.8.2 Relationship Format .............................................................................................. 180

2.8.3 Legacy Contact Person Relationships .............................................................. 181

2.9 Customer-Vendor Integration ......................................................................................... 182

2.9.1 Business Partner Two-Way Relationship with Customers and 

Vendors ...................................................................................................................... 182

2.9.2 Business Partner Groups, Customer/Vendor Account Groups, 

and Number Ranges .............................................................................................. 184

2.9.3 Precheck Report CVI Criteria ............................................................................... 186

2.9.4 Tax Number Categories ....................................................................................... 195

2.9.5 Industry Mapping ................................................................................................... 198

2.9.6 Other Synchronization Mapping ....................................................................... 199

2178-3.book  Seite 8  Donnerstag, 16. Dezember 2021  6:48 18

9

Contents

2.9.7 Manual Assignment to Business Partners ..................................................... 199

2.9.8 Synchronization Cockpit ...................................................................................... 201

2.9.9 Employee Synchronization .................................................................................. 204

2.9.10 Application Log ........................................................................................................ 206

2.9.11 Browsing Links ......................................................................................................... 208

2.10 Summary ................................................................................................................................... 209

3 Material Master Data 211

3.1 Manage Product Master Data App ................................................................................ 212

3.2 Sales Organization Data: Sales View 1 ........................................................................ 213

3.2.1 Base Unit of Measure ............................................................................................ 216

3.2.2 Sales Unit of Measure ........................................................................................... 216

3.2.3 Unit of Measure Group ......................................................................................... 217

3.2.4 Material Status ........................................................................................................ 218

3.2.5 Delivery Plant ........................................................................................................... 219

3.2.6 Material Group ........................................................................................................ 219

3.2.7 Cash Discount and Conditions ........................................................................... 220

3.2.8 Tax Data ..................................................................................................................... 220

3.2.9 Quantity Stipulations ............................................................................................ 220

3.3 Sales Organization Data: Sales View 2 ........................................................................ 221

3.3.1 Material Statistics Group ..................................................................................... 222

3.3.2 Material Price Group ............................................................................................. 222

3.3.3 Material Volume Rebate Group ......................................................................... 223

3.3.4 Material Account Assignment Group .............................................................. 224

3.3.5 Item Category Group ............................................................................................. 224

3.3.6 Pricing Reference Material .................................................................................. 225

3.3.7 Product Hierarchy ................................................................................................... 225

3.3.8 Commission Group ................................................................................................ 228

3.3.9 Material Groups 1 through 5 .............................................................................. 229

3.3.10 Product Attributes .................................................................................................. 230

3.4 Sales: General/Plant Data ................................................................................................. 231

3.4.1 General Data ............................................................................................................ 232

3.4.2 Shipping Data .......................................................................................................... 232

3.4.3 Packaging Material Data ...................................................................................... 234

3.4.4 General Plant Parameters .................................................................................... 235

3.5 International Trade: Export .............................................................................................. 236

3.5.1 Defining Control Codes ........................................................................................ 237

3.6 Sales Text .................................................................................................................................. 238

2178-3.book  Seite 9  Donnerstag, 16. Dezember 2021  6:48 18



Contents

10

3.7 Customer-Material Information Records ................................................................... 238

3.7.1 Customer-Material Information Record in SAP GUI ................................... 238

3.7.2 Manage Customer Materials App ..................................................................... 241

3.8 Summary ................................................................................................................................... 243

4 Pricing and the Condition Technique 245

4.1 Pricing ......................................................................................................................................... 245

4.1.1 Pricing Condition Records: Master Data ......................................................... 246

4.1.2 Pricing Condition Tables ...................................................................................... 249

4.1.3 Pricing Access Sequences ..................................................................................... 252

4.1.4 Pricing Condition Types ........................................................................................ 255

4.1.5 Pricing Procedures .................................................................................................. 263

4.2 Free Goods ................................................................................................................................ 268

4.2.1 Free Goods Condition Records: Master Data ................................................ 269

4.2.2 Free Goods Condition Table ................................................................................ 271

4.2.3 Free Goods Access Sequence .............................................................................. 273

4.2.4 Free Goods Condition Type ................................................................................. 275

4.2.5 Free Goods Procedure ........................................................................................... 275

4.3 Material Determination ..................................................................................................... 277

4.3.1 Material Determination Condition Records: Master Data ....................... 278

4.3.2 Material Determination Condition Tables ..................................................... 282

4.3.3 Material Determination Access Sequences ................................................... 284

4.3.4 Material Determination Condition Types ...................................................... 286

4.3.5 Material Determination Procedures ................................................................ 287

4.3.6 Material Determination SAP Fiori Apps .......................................................... 289

4.4 Cross-Selling ............................................................................................................................ 289

4.4.1 Cross-Selling Condition Records: Master Data ............................................. 290

4.4.2 Cross-Selling Condition Tables .......................................................................... 292

4.4.3 Cross-Selling Access Sequences ......................................................................... 293

4.4.4 Cross-Selling Condition Types ............................................................................ 294

4.4.5 Cross-Selling Procedures ...................................................................................... 295

4.4.6 Cross-Selling/Dynamic Product Proposal Profiles ....................................... 298

4.4.7 Special Item Category Determination ............................................................. 301

4.4.8 Cross-Selling SAP Fiori Apps ................................................................................ 303

4.5 Dynamic Product Proposal ................................................................................................ 303

4.5.1 Dynamic Product Proposal Templates/Master Data .................................. 305

4.5.2 Dynamic Product Proposal Procedures and Access Sequences .............. 309

4.5.3 Procedure Determination for Product Proposals ......................................... 311

2178-3.book  Seite 10  Donnerstag, 16. Dezember 2021  6:48 18

11

Contents

4.5.4 Generating Product Proposal (Program SDPVGEN) .................................... 314

4.5.5 Maintaining Algorithm Parameters for Intelligent Product 

Proposal ..................................................................................................................... 315

4.5.6 Generating Intelligent Product Proposal (Program 

SDPVGEN_ENHANCED) ........................................................................................ 315

4.5.7 Product Proposal SAP Fiori Apps ........................................................................ 316

4.6 Listing/Exclusion ................................................................................................................... 318

4.6.1 Listing/Exclusion Condition Records: Master Data .................................... 319

4.6.2 Listing/Exclusion Condition Tables .................................................................. 321

4.6.3 Listing/Exclusion Access Sequences ................................................................ 323

4.6.4 Listing/Exclusion Condition Types ................................................................... 324

4.6.5 Listing/Exclusion Procedures ............................................................................. 325

4.6.6 Listing/Exclusion SAP Fiori Apps ....................................................................... 326

4.7 Output Determination and Management ................................................................. 327

4.7.1 Output Determination Condition Records: Master Data ......................... 327

4.7.2 Output Determination Condition Tables ....................................................... 331

4.7.3 Output Determination Access Sequences ..................................................... 333

4.7.4 Output Determination Condition Types ........................................................ 335

4.7.5 Output Determination Procedures .................................................................. 338

4.7.6 Output Determination SAP Fiori Apps ............................................................ 340

4.8 Bonus Buy ................................................................................................................................. 341

4.8.1 Bonus Buy Material Categories ......................................................................... 341

4.8.2 Bonus Buy Master Data ........................................................................................ 341

4.8.3 Maintaining the Bonus Buy Application ......................................................... 344

4.8.4 Bonus Buy Profiles .................................................................................................. 344

4.8.5 Bonus Buy Number Ranges ................................................................................. 345

4.8.6 Bonus Buy Condition Types ................................................................................. 346

4.8.7 Bonus Buy Access Sequences ............................................................................. 347

4.8.8 Bonus Buy Condition Tables ............................................................................... 349

4.8.9 Bonus Buy Pricing Schemas ................................................................................ 350

4.9 Summary ................................................................................................................................... 351

5 Sales Contract and Agreement Management 353

5.1 Master, Value, and Quantity Contracts ....................................................................... 353

5.1.1 Master Contracts .................................................................................................... 355

5.1.2 Quantity Contracts ................................................................................................ 361

5.1.3 Value Contracts ....................................................................................................... 363

2178-3.book  Seite 11  Donnerstag, 16. Dezember 2021  6:48 18



Contents

12

5.2 Sales Condition Contracts and Settlement Management .................................. 366

5.2.1 Monitoring Customer Condition Contracts .................................................. 369

5.2.2 Executing Condition Contract Settlement .................................................... 410

5.2.3 Configuring Condition Contract Settlement ................................................ 417

5.2.4 Settlement Documents (Accrual and Settlement) ...................................... 445

5.2.5 Absence of Default Configuration .................................................................... 471

5.3 Scheduling Agreements ...................................................................................................... 473

5.4 Summary ................................................................................................................................... 476

6 Sales Order Management 477

6.1 Creating Sales Documents ................................................................................................. 478

6.1.1 Sales Order Types ................................................................................................... 480

6.1.2 Assigning Sales Areas to Sales Document Types ......................................... 490

6.1.3 Sales Orders Number Ranges ............................................................................. 493

6.2 Creating Standard Orders: Overview ........................................................................... 495

6.2.1 Header ........................................................................................................................ 496

6.2.2 Sales ............................................................................................................................ 497

6.2.3 Item Overview ......................................................................................................... 500

6.2.4 Item Detail ................................................................................................................ 501

6.2.5 Ordering Party ......................................................................................................... 502

6.2.6 Procurement ............................................................................................................ 503

6.2.7 Shipping ..................................................................................................................... 504

6.2.8 Configuration .......................................................................................................... 505

6.2.9 Reason for Rejection .............................................................................................. 507

6.2.10 All Items ..................................................................................................................... 508

6.3 Creating Standard Orders: Header Data ..................................................................... 521

6.3.1 Sales ............................................................................................................................ 522

6.3.2 Shipping ..................................................................................................................... 525

6.3.3 Billing Document .................................................................................................... 527

6.3.4 Electronic Payments .............................................................................................. 530

6.3.5 Billing Plan ................................................................................................................ 531

6.3.6 Accounting ................................................................................................................ 534

6.3.7 Conditions ................................................................................................................. 535

6.3.8 Account Assignment ............................................................................................. 536

6.3.9 Partner ........................................................................................................................ 536

6.3.10 Texts ........................................................................................................................... 540

6.3.11 Order Data ................................................................................................................ 546

6.3.12 Status .......................................................................................................................... 549

6.3.13 Additional Data ....................................................................................................... 551

2178-3.book  Seite 12  Donnerstag, 16. Dezember 2021  6:48 18

13

Contents

6.4 Creating Standard Orders: Item Data ........................................................................... 552

6.4.1 Sales A ........................................................................................................................ 552

6.4.2 Sales B ........................................................................................................................ 555

6.4.3 Shipping ..................................................................................................................... 557

6.4.4 Billing Document .................................................................................................... 565

6.4.5 Conditions ................................................................................................................. 567

6.4.6 Account Assignment ............................................................................................. 568

6.4.7 Schedule Lines ......................................................................................................... 570

6.4.8 Partner ........................................................................................................................ 575

6.4.9 Texts ............................................................................................................................ 576

6.4.10 Order Data ................................................................................................................ 576

6.4.11 Status .......................................................................................................................... 577

6.4.12 Structure .................................................................................................................... 578

6.4.13 Additional Data ....................................................................................................... 579

6.4.14 Variant Configuration (Configurable Materials) ......................................... 581

6.5 Incompletion Procedure: Log of Incomplete Items ................................................ 582

6.5.1 Defining Incompletion Procedures ................................................................... 583

6.5.2 Assigning Incompletion Procedures ................................................................. 586

6.6 Rush Orders .............................................................................................................................. 586

6.7 Cash Sales (Retail) ................................................................................................................. 586

6.8 Summary ................................................................................................................................... 587

7 Available to Promise and Transfer of 
Requirements 589

7.1 Product Availability Check ................................................................................................ 589

7.1.1 Backward Scheduling ............................................................................................ 590

7.1.2 Forward Scheduling ............................................................................................... 590

7.2 ATP Checks ................................................................................................................................ 591

7.2.1 Process Overview .................................................................................................... 591

7.2.2 Schedule Line Details ............................................................................................ 595

7.2.3 Availability Overview and Scope of ATP Check ............................................. 600

7.2.4 Backorder Rescheduling ....................................................................................... 610

7.2.5 Supply Protection ................................................................................................... 613

7.3 Transfer of Requirements .................................................................................................. 618

7.3.1 Configuring Requirement Classes .................................................................... 619

7.3.2 Configuring Requirement Types ....................................................................... 622

7.3.3 Determining Requirement Type by Item Category and MRP Type ........ 622

7.3.4 Defining Procedure for Each Schedule Line Category ................................ 623

2178-3.book  Seite 13  Donnerstag, 16. Dezember 2021  6:48 18



Contents

14

7.4 Segmentation Strategy ....................................................................................................... 624

7.5 Product Allocation ................................................................................................................. 624

7.5.1 Activating Product Allocation ............................................................................ 625

7.5.2 Configuring Product Allocation Object ........................................................... 625

7.5.3 Managing Product Allocation Planning Data ............................................... 628

7.5.4 Managing Product Allocation Sequences ...................................................... 630

7.5.5 Assigning Product to Product Allocation ........................................................ 631

7.5.6 Effect of Product Allocation on the ATP Check ............................................. 632

7.6 Rule-Based Available to Promise .................................................................................... 633

7.6.1 Business Transactions ........................................................................................... 633

7.6.2 Item-Level Rules ...................................................................................................... 634

7.7 Summary ................................................................................................................................... 634

8 Drop Shipments and Special Orders 635

8.1 Drop Shipments ...................................................................................................................... 636

8.1.1 Process Overview .................................................................................................... 636

8.1.2 Schedule Line Category ........................................................................................ 639

8.1.3 Incompletion Procedure for Schedule Line Category ................................. 640

8.2 Special Orders .......................................................................................................................... 641

8.3 Purchase Requisitions and Purchase Orders ............................................................. 644

8.4 Vendor Interfaces .................................................................................................................. 648

8.5 Statistical Goods Receipt ................................................................................................... 648

8.6 Vendor Invoice Receipt ....................................................................................................... 648

8.7 Drop Shipment Billing ......................................................................................................... 649

8.7.1 Sales Order Types ................................................................................................... 649

8.7.2 Billing Copy Control for Drop Shipment Billing ............................................ 650

8.7.3 Item Categories ....................................................................................................... 651

8.8 Summary ................................................................................................................................... 652

9 Shipping and Delivery 653

9.1 Shipping Points ....................................................................................................................... 654

9.1.1 Assigning Shipping Points ................................................................................... 654

2178-3.book  Seite 14  Donnerstag, 16. Dezember 2021  6:48 18

15

Contents

9.2 Delivery Documents ............................................................................................................. 656

9.2.1 Creating Deliveries: Overview ............................................................................ 656

9.2.2 Defining Delivery Document Types .................................................................. 664

9.2.3 Number Ranges for Delivery Documents ....................................................... 668

9.2.4 Assigning Picking Locations ................................................................................ 669

9.2.5 Item Categories for Deliveries ............................................................................ 670

9.3 Create Delivery: Header Details ...................................................................................... 673

9.3.1 Processing ................................................................................................................. 673

9.3.2 Picking ........................................................................................................................ 676

9.3.3 Loading ....................................................................................................................... 678

9.3.4 Shipment ................................................................................................................... 679

9.3.5 International Trade ................................................................................................ 681

9.3.6 Financial Processing .............................................................................................. 683

9.3.7 Administration ........................................................................................................ 684

9.3.8 Partner ........................................................................................................................ 685

9.3.9 Texts ............................................................................................................................ 686

9.3.10 Conditions ................................................................................................................. 686

9.3.11 Dates ........................................................................................................................... 687

9.3.12 Parcel Tracking ........................................................................................................ 687

9.4 Create Delivery: Item Details ........................................................................................... 688

9.4.1 Processing ................................................................................................................. 688

9.4.2 Material ..................................................................................................................... 690

9.4.3 Batch Split ................................................................................................................. 691

9.4.4 Picking ........................................................................................................................ 693

9.4.5 Loading and Shipment .......................................................................................... 694

9.4.6 Financial Processing .............................................................................................. 695

9.4.7 Texts ............................................................................................................................ 696

9.4.8 Conditions ................................................................................................................. 697

9.4.9 Predecessor Data .................................................................................................... 697

9.4.10 Administration ........................................................................................................ 698

9.5 Decentralized Warehouse Integration ........................................................................ 699

9.5.1 Basic Decentralized WMS Integration Setup ................................................ 700

9.5.2 Batch Determination ............................................................................................. 702

9.6 Picking/Transfer Orders ..................................................................................................... 704

9.7 Packing ....................................................................................................................................... 706

9.8 Transportation Planning .................................................................................................... 709

9.8.1 Shipment Document ............................................................................................. 709

9.8.2 Defining Routes ...................................................................................................... 713

9.8.3 Transportation Relevance .................................................................................... 714

9.8.4 Number Ranges for Shipment Documents ................................................... 716

2178-3.book  Seite 15  Donnerstag, 16. Dezember 2021  6:48 18



Contents

16

9.8.5 Shipment Types ...................................................................................................... 717

9.8.6 Activity Profiles ........................................................................................................ 722

9.9 Post Goods Issue .................................................................................................................... 725

9.10 Proof of Delivery and Valuated Stock-in-Transit .................................................... 726

9.10.1 Proof of Delivery ..................................................................................................... 726

9.10.2 Valuated Stock-in-Transit .................................................................................... 728

9.11 Document Flow ...................................................................................................................... 729

9.12 Inbound Deliveries ................................................................................................................ 730

9.12.1 Defining Receiving Points .................................................................................... 730

9.13 Summary ................................................................................................................................... 731

10 Billing and Invoicing 733

10.1 Creating Billing Documents .............................................................................................. 733

10.1.1 Initial Document Selection and Document Overview ............................... 734

10.1.2 Header Details ......................................................................................................... 742

10.1.3 Item Details .............................................................................................................. 747

10.1.4 Partners ...................................................................................................................... 754

10.1.5 Conditions ................................................................................................................. 755

10.1.6 Texts ........................................................................................................................... 756

10.1.7 Purchase Order Data ............................................................................................. 757

10.1.8 Create Billing Documents App ........................................................................... 759

10.1.9 Create Preliminary Billing Documents App ................................................... 762

10.2 Invoice Lists .............................................................................................................................. 763

10.3 Milestone Billing, Periodic Billing, and Down Payments ..................................... 768

10.3.1 Billing Plans .............................................................................................................. 768

10.3.2 Defining Billing Plan Types .................................................................................. 770

10.3.3 Defining and Assigning Date Categories ....................................................... 771

10.3.4 Allocating Default Date Category to Billing Plan Types ............................ 773

10.4 Accounting Documents and Revenue Recognition ................................................ 773

10.4.1 Revenue Account Determination ...................................................................... 774

10.4.2 Cost Centers for Goods Movement .................................................................. 782

10.5 lntercompany Billing ............................................................................................................ 783

10.5.1 Intercompany Billing Transactions ................................................................... 784

10.5.2 Assigning Organizational Units by Plant ........................................................ 786

10.5.3 Defining Internal Customer Number by Sales Organization ................... 787

10.5.4 Billing Copy Control for Intercompany Documents .................................... 787

10.6 Pro Forma Invoices ................................................................................................................ 788

2178-3.book  Seite 16  Donnerstag, 16. Dezember 2021  6:48 18

17

Contents

10.7 Self-Billing ................................................................................................................................. 789

10.8 Summary ................................................................................................................................... 791

11 Stock Transfer Orders and lntercompany Sales 793

11.1 Stock Transfer Orders .......................................................................................................... 793

11.1.1 Shipping Data for Plants ...................................................................................... 795

11.1.2 Delivery Type and Availability Check by Plant .............................................. 796

11.1.3 Stock Transfers between Storage Locations ................................................. 799

11.2 lntercompany Sales .............................................................................................................. 800

11.3 Summary ................................................................................................................................... 802

12 Customer Consignment 803

12.1 Standard Customer Consignment .................................................................................. 803

12.1.1 Process Overview .................................................................................................... 803

12.1.2 Consignment Fill-Up ............................................................................................. 805

12.1.3 Consignment Issue ................................................................................................ 806

12.2 Reverse Customer Consignment .................................................................................... 807

12.2.1 Process Overview .................................................................................................... 807

12.2.2 Consignment Pick-Up ........................................................................................... 808

12.2.3 Consignment Return ............................................................................................. 809

12.3 Summary ................................................................................................................................... 810

13 Customer Complaint Management 811

13.1 Customer Returns: Advanced Returns Management ............................................ 813

13.1.1 Creating with Reference ...................................................................................... 814

13.1.2 Creating without Reference ................................................................................ 816

13.1.3 Defining Return Reasons for Customer Returns .......................................... 820

13.1.4 Defining Returns Refund Codes ........................................................................ 821

13.2 Customer Returns: Lean Returns .................................................................................... 822

13.2.1 Defining Order Reasons ....................................................................................... 823

13.2.2 Assigning Sales Document Types and Sales Organizations to 

Order Reasons .......................................................................................................... 824

2178-3.book  Seite 17  Donnerstag, 16. Dezember 2021  6:48 18



Contents

18

13.3 Credit/Debit Requests ......................................................................................................... 825

13.4 Invoice Correction ................................................................................................................. 827

13.5 Retro-Billing ............................................................................................................................. 828

13.6 External Billing Document Requests ............................................................................ 833

13.7 Free-of-Charge Orders ......................................................................................................... 836

13.8 Customer Inquiries ................................................................................................................ 839

13.9 Status Profiles ......................................................................................................................... 841

13.10 Summary ................................................................................................................................... 844

14 Reporting and Analytics 845

14.1 ABAP List Viewer .................................................................................................................... 845

14.2 SAP Fiori versus SAP GUI Design ..................................................................................... 847

14.3 SAP Fiori Operational Reports .......................................................................................... 849

14.3.1 Manage Business Partner Master Data .......................................................... 850

14.3.2 Manage Sales Orders ............................................................................................ 850

14.3.3 Manage Billing Documents ................................................................................. 851

14.3.4 Manage Billing Document Requests ................................................................ 851

14.3.5 Manage Customer Returns ................................................................................. 852

14.3.6 Manage Outbound Deliveries ............................................................................ 852

14.3.7 Manage Sales Contracts ....................................................................................... 853

14.3.8 Manage Credit Memo Requests ........................................................................ 853

14.3.9 Manage Debit Memo Requests ......................................................................... 854

14.3.10 Manage Sales Item Proposals ............................................................................ 855

14.3.11 Manage Sales Quotations ................................................................................... 855

14.3.12 Manage Settlement Documents ....................................................................... 856

14.3.13 List Incomplete Sales Orders .............................................................................. 856

14.3.14 List Sales Documents by Object Status ........................................................... 857

14.3.15 Manage Sales Orders without Charge ............................................................ 857

14.4 SAP GUI Operational Reports and Due Lists .............................................................. 858

14.4.1 List of Sales Orders ................................................................................................. 858

14.4.2 Incomplete Orders ................................................................................................. 858

14.4.3 Sales Documents by Object Status ................................................................... 860

14.4.4 Duplicate Documents ........................................................................................... 860

14.4.5 Display Backorders ................................................................................................. 862

14.4.6 Billing Document Due List ................................................................................... 863

14.4.7 Log of Collective Run ............................................................................................. 864

2178-3.book  Seite 18  Donnerstag, 16. Dezember 2021  6:48 18

19

Contents

14.4.8 Delivery Document Due List ............................................................................... 865

14.4.9 List of Item Proposals ............................................................................................ 871

14.4.10 List of Billing Documents ..................................................................................... 872

14.4.11 Settlement Management Business Volume Report ................................... 873

14.4.12 Settlement Management Business Volume Detailed 

Analysis Report ........................................................................................................ 874

14.4.13 Customer Rebate Arrangements ...................................................................... 874

14.5 Analytics .................................................................................................................................... 875

14.5.1 Custom CDS Views ................................................................................................. 876

14.5.2 Monitor Customer Condition Contracts ......................................................... 877

14.5.3 Sales Order Items: Backorders ........................................................................... 877

14.6 Key Performance Indicators .............................................................................................. 878

14.6.1 Manage KPIs and Reports .................................................................................... 878

14.6.2 My Sales Overview ................................................................................................. 879

14.6.3 Product Allocation Overview .............................................................................. 879

14.7 Summary ................................................................................................................................... 880

The Author ............................................................................................................................................... 881

Index .......................................................................................................................................................... 883

2178-3.book  Seite 19  Donnerstag, 16. Dezember 2021  6:48 18



883

Index

A

ABAP Dictionary .................................................... 250

ABAP List Viewer (ALV) ....................................... 845

buttons ................................................................. 846

ABC class ................................................................... 137

Accelerated return ................................................ 816

Access sequence .................................................... 247

Account assignment ..... 536, 568–569, 621, 695

category ..................................................... 573, 640

group ........................................................... 148, 224

Account determination ...................................... 456

access sequence ................................................ 776

condition table .................................................. 779

condition type ......................................... 775, 777

Account determination procedure ............... 466

control data ........................................................ 775

define .................................................................... 775

Account group ............................... 85, 89, 124, 184

assign business partner roles ...................... 188

combine into business partner group ...... 200

Accounting .................................................... 534, 566

document ............................................................ 773

key .......................................................................... 457

Account key ......................................... 267, 774, 780

assign .................................................................... 775

define .................................................................... 774

Account management .............................. 136, 142

Accounts payable .................................................. 638

Accounts receivable ................................... 638, 825

Accruals .................................................................... 425

account ................................................................ 779

configure condition type groups ............... 430

deferral ................................................................. 428

delta ....................................................................... 427

key .......................................................................... 267

reversal ................................................................. 426

Activity ...................................................................... 100

Activity profile ....................................................... 722

assign .................................................................... 725

attributes ............................................................. 723

create .................................................................... 722

Activity reason ............................................. 413, 470

default .................................................................. 450

Add-on product ..................................................... 289

Address ..................................................................... 103

overview ............................................................... 111

person ................................................................... 175

Advanced ATP (aATP) ...................... 589, 609, 668

Advanced returns management .................... 813

Advanced shipping notification (ASN) ........ 143,

 573, 606, 636, 642, 648, 706, 790

Aftermarket retailer ............................................... 41

Allocation run ........................................................ 667

Alternative materials .......................................... 280

Alternative payer .................................................. 452

roles ....................................................................... 452

Amount fields ........................................................ 402

Amount fields group ........................ 393, 402, 405

configure ............................................................. 403

Analytics ......................................................... 845, 875

Application code ................................................... 327

Application log .......................... 170, 172, 203, 206

error messages .................................................. 208

save ....................................................................... 414

Application status ................................................ 437

configure ............................................................. 442

Approval process ......................................... 377, 380

Archiving ................................................................. 170

flag ......................................................................... 121

ASC 606 ..................................................................... 728

Assembly ................................................................. 620

Assign Product to Production Allocation 

app ......................................................................... 631

ATP check ......... 23, 133, 159, 490, 512, 574, 589,

591, 643, 709, 794, 804, 877, 879

blocked material .............................................. 609

by storage location ......................................... 800

component ......................................................... 609

configure scope ................................................ 603

expected delivery date ................................... 599

group .................................................................... 608

impact of product allocation ...................... 632

material variant ............................................... 519

multiple order ................................................... 611

navigation .......................................................... 600

overview .............................................................. 591

requested delivery dates ............................... 489

results ................................................................... 593

rule ...................................................... 601, 604, 797

sales area settings ........................................... 609

scope ..................................................................... 600

storage locations ............................................. 607

supply protection ............................................ 613

turn off ................................................................. 671

2178-3.book  Seite 883  Donnerstag, 16. Dezember 2021  6:48 18



Index

884

Authorization group ................................. 117, 137

maintain .............................................................. 118

material group .................................................. 219

Availability check .................................................. 232

group ..................................................................... 603

Availability control ................. 591–592, 594, 609

Availability overview ....................... 512, 570, 600

B

Background processing ...................................... 202

Backorder .............................................. 510, 862, 877

priority ................................................................. 612

rescheduling ....................................................... 610

Backward scheduling .......................................... 590

Balance sheet .......................................................... 123

Base unit of measure ........................................... 216

Batch characteristics ............................................ 237

Batch determination ........................ 512, 673, 702

activate ................................................................ 703

automatic ................................................. 516, 703

overview ............................................................... 702

Batch job ................................................................... 329

Batch-managed material ................................... 703

Batch management .............................................. 232

Batch number ......................................................... 691

Batch search procedure ...................................... 704

Batch split ...................................................... 672, 691

subitem ................................................................ 692

Billing ...................................................... 146, 529, 733

block ...................... 488, 499, 515, 684, 695, 772

category ............................................................... 737

copy control ............................................. 650, 787

date ........................................... 529, 674, 735, 743

drop shipment ................................................... 649

form ....................................................................... 520

intercompany .................................................... 783

order types .......................................................... 487

plan type .............................................................. 515

quantity ............................................................... 651

relevance ............................................................. 651

request .................................................................. 490

SAP Fiori settings .............................................. 760

status .................................................................... 661

type .............................................................. 649, 734

Billing block .................................................. 161, 823

assign .................................................................... 162

define .................................................................... 161

Billing document ............ 146, 527, 565, 733, 814

account assignment ............................. 739, 752

accounting .......................................................... 750

accounting data ............................................... 743

Billing document (Cont.)

billing data .......................................................... 748

cancellation .................................... 738, 747, 836

collective .............................................................. 765

condition .............................................................. 755

configure number range ................................ 740

copy control .............................................. 650, 787

create in SAP Fiori ............................................ 759

create request ..................................................... 834

create with reference ....................................... 835

credit/debit memo request ........................... 827

document number ........................................... 734

due list ................................................................... 863

external request ................................................ 833

general control .................................................. 737

general information ........................................ 746

header details ..................................................... 742

internal ................................................................. 790

item details ......................................................... 747

list ........................................................................... 872

number range .................................................... 736

output/partner/texts ...................................... 740

output determination ..................................... 740

partner .................................................................. 754

preliminary ............................................... 742, 762

price data ................................................... 744, 749

pricing ................................................................... 739

purchase order ................................................... 757

retro-billing ......................................................... 830

sales order data ................................................. 752

settlement ............................................................ 408

taxes ...................................................................... 746

temporary .................................................. 742, 762

text ......................................................................... 756

type ............................................ 162, 533, 734–735

Billing plan ........................................... 355, 531, 768

allocate default date category .................... 773

configure date categories .............................. 771

define type ........................................................... 770

fields ....................................................................... 532

reference number ............................................. 771

usage category .................................................. 771

Billing relevance .................................................... 515

Bill of lading ............................................................. 680

Bill of materials (BOM) ........................................ 518

configure .............................................................. 518

explosion .............................................................. 519

explosion number ............................................ 554

Bill-to party .................................................... 149, 445

Blocked stock .......................................................... 604

Block size .................................................................. 202

2178-3.book  Seite 884  Donnerstag, 16. Dezember 2021  6:48 18

885

Index

Bonus buy ................................................................ 341

access sequence ................................................ 347

condition table .................................................. 349

condition type ......................................... 345–346

details ................................................................... 343

header data ........................................................ 342

maintain .............................................................. 344

master data ........................................................ 341

material category ............................................ 341

number range .................................................... 345

organizational data ........................................ 342

pricing schema .................................................. 350

profile .................................................................... 344

type ........................................................................ 347

Branch ....................................................................... 738

BRFplus .................................................. 327, 394, 624

Business add-in (BAdI) ........................................ 171

Business partner ................................................... 536

address .............................................. 100, 103–104

archiving .................................................... 170, 172

assign group (customer to business 

partner) ........................................................... 190

assign industry codes to customer ........... 191

assign roles to account groups ................... 188

attributes ........................................................ 80, 82

authorization group ....................................... 118

browse links ........................................................ 208

category .............................................. 97, 123, 173

central block ....................................................... 121

communication ...................................... 109–110

control ........................................................ 116, 172

create ................................................... 78, 173, 178

create from customer ..................................... 200

create from vendor .......................................... 201

create group .......................................................... 95

customer data ......................................... 123, 129

CVI .......................................................................... 182

data origin .......................................................... 119

data quality ........................................................ 850

de-duplication ...................................................... 78

define industries ............................................... 191

define role .............................................................. 85

define roles (customer to business 

partner) ........................................................... 188

define types ........................................................ 117

delete ........................................................... 170, 172

deletion block .................................................... 127

employee synchronization ........................... 204

external number ............................................... 114

field groups ......................................................... 101

general ..................................................................... 83

general data ....................................................... 103

Business partner (Cont.)

grouping ................................................... 82, 87, 96

groups ........... 89, 174, 177–178, 184, 200, 205

identification .................................. 111, 176, 197

legal data ............................................................ 122

marketing data ................................................ 125

master data ............................................ 77, 79–80

multiple addresses .......................................... 111

name ..................................................................... 175

notes ..................................................................... 119

number .............................................. 82, 87, 89–90

number ranges ............................ 87, 89, 96, 185

payment transaction ..................................... 120

person .......................................................... 173–174

predefined role ..................................................... 83

relationships ...................................................... 178

role ........................................ 82, 84, 174, 178, 201

role categories .............................................. 86–87

role code ................................................................. 85

role field status ............................................. 96, 98

role position .......................................................... 86

sales ....................................................................... 135

settlement ........................................................... 434

statuses ................................................................ 121

street address .................................................... 104

synchronization 182–184, 197, 199, 201, 208

taxes ............................... 115, 120, 127, 149, 195

type ........................................................................ 116

view .......................................................................... 86

Business partner to customer 

integration ......................................................... 182

Business partner to vendor integration ..... 183

Business process category ................................ 434

configure ............................................................. 463

Business volume ....................... 368, 371, 408, 418

calculation ......................................................... 401

post in accounting .......................................... 433

selection criteria ........................... 397, 418, 421

snapshot .............................................................. 420

table ............................................................. 401–402

Business volume determination profile ..... 401, 

418

amount fields .................................................... 402

configure ............................................................. 402

split criteria for settlement .......................... 403

Business volume report ..................................... 873

detailed analysis .............................................. 874

C

Calculation type ........................ 258, 260, 347, 409

alternative .......................................................... 267

2178-3.book  Seite 885  Donnerstag, 16. Dezember 2021  6:48 18



Index

886

Cancellation document ...................................... 460

Capacity check ....................................................... 621

Cash discount ...................................... 220, 437, 750

Cash sales ................................................................. 586

Cash settlement ..................................................... 739

Central block ........................................................... 121

Change Cross-Selling app .................................. 303

Change Item Proposal app ................................ 316

Change management .......................................... 676

Change Material Determination app ............ 289

Change Material Listing/Exclusion app ...... 327

Change Output Condition Records app ....... 340

Characteristic code ............................................... 507

Chart of accounts .................................................. 779

Checking rule ................................................ 601, 604

Check rule ................................................................ 165

Classification .......................................................... 243

Client 000 ....................................................... 471–472

Collections settlement documents ............... 381

Collective control .................................................. 626

Collective requirements .................................... 635

Column sorting group ........................................ 435

configure ............................................................. 440

Commercial rounding ........................................ 259

Commission group .............................................. 228

define .................................................................... 228

Commitment date ...................................... 483, 596

Committed quantity ........................................... 596

Common distribution channel .......................... 48

define ....................................................................... 50

Common division .................................................... 52

define ....................................................................... 55

Communication .................................................... 109

address-independent ...................................... 110

output determination .................................... 329

Company code ............................. 37, 412, 743, 795

assign sales organization ................................ 45

assign transportation planning point ........ 73

composition .......................................................... 38

Complete delivery ............................. 145, 499, 643

Completion rule .................................................... 515

Condition ........ 220, 245, 365, 371, 408, 535, 567

amount ............................................. 255, 260, 266

assign types ........................................................ 388

base value ................................................. 255, 266

billing documents ............................................ 755

category ............................................................... 259

class ....................................................................... 258

delivery documents ............................... 686, 697

exclusion indicator .......................................... 249

function ................................................................ 259

group ..................................................................... 259

Condition (Cont.)

header ................................................................... 260

index ...................................................................... 261

maintain .............................................................. 375

number ................................................................. 250

plus/minus .......................................................... 258

record ............................. 245, 258, 304, 778, 781

shipping ................................... 486, 526, 564, 655

structure ............................................................... 259

table ............ 245, 247, 249, 271, 282, 292, 321,

331, 349, 409, 467, 778

technique ......................................... 245, 286, 409

type .............. 245, 247, 261–262, 265, 324, 388,

567, 774, 778

type group ........... 387, 389, 421, 426, 428, 430

types ..................... 255–256, 258, 268, 275, 286,

319, 345–346, 409, 777, 785

update ......................................................... 261, 536

value ............................................................ 248, 255

Condition contract ........................... 367, 412, 877

absence of default configuration ............... 471

accounts payable .............................................. 425

accounts receivable ......................................... 425

administration .................................................. 396

amount fields group ........................................ 393

basic data .................................................. 374, 394

business volume selection criteria ............ 372,

397, 418

change via UI ..................................................... 378

conditions ............................................................ 408

configure categories ........................................ 387

configure condition type groups ................ 387

configure header ............................................... 382

configure settlement ....................................... 417

configure types .................................................. 373

control data ........................................................ 376

create in SAP Fiori ............................................ 369

create in SAP GUI .............................................. 370

customer .............................................................. 430

determination .................................................... 425

execute settlement ........................................... 410

header data ......................................................... 371

header texts ........................................................ 396

lock ..................................................... 372, 389–390

maintain condition .......................................... 375

number ranges .................................................. 378

parallel processing ........................................... 416

process variant .................................................. 379

release ................................................................... 372

sales ........................................................................ 395

settlement ............................................................ 404

settlement calendar ......................................... 406

settlement dates ............................................... 411

2178-3.book  Seite 886  Donnerstag, 16. Dezember 2021  6:48 18

887

Index

Condition contract (Cont.)

settlement type ................................................. 418

status .................................................................... 397

supplier ....................................................... 422, 430

text determination .......................................... 376

types ................................................... 369, 382, 417

Condition group .................................................... 131

define .................................................................... 131

Condition record

maintenance ...................................................... 261

Condition value ..................................................... 267

Configurable material ............................... 518, 581

characteristics ................................................... 506

Configure Product Allocation app ................. 625

Confirmed quantity ............................................. 595

Confirmed stock .................................................... 159

Consignment .......................................................... 803

fill-up ..................................................................... 805

issue ....................................................................... 806

pick-up .................................................................. 808

return .................................................................... 809

Contact person ...................................... 84, 150, 173

activate ................................................................ 194

legacy .................................................................... 181

mapping .............................................................. 194

Contract .......................................................... 353, 489

category ............................................................... 387

currency ............................................................... 395

determination ................................................... 405

extension ............................................................. 430

order types .......................................................... 489

partner .................................................................. 377

profile .................................................................... 490

selection ............................................................... 411

successor .............................................................. 377

type ..................................................... 373, 382, 394

validity period ......................................... 372, 398

workflow .............................................................. 354

Contract type

control data .............................................. 380–381

Control code ........................................................... 236

define .................................................................... 237

Convergent billing ................................................ 833

Copy control ..................... 358, 395, 650, 787, 798

Copy routine ........................................................... 720

Copy rule .................................................................. 358

Core data services (CDS) view ................ 401, 876

custom .................................................................. 876

Cost center ..................................................... 696, 752

assign .................................................................... 782

assign to order reason ................................... 838

goods movement ............................................. 782

per order reason ............................................... 782

Cost center accounting ...................................... 838

Costing sheet ................................................. 106, 570

Cost of goods sold (COGS) ..... 143, 725, 728, 795

Country code .......................................................... 196

Country key ............................................................ 454

Country of origin .................................................. 236

County code ........................................................... 746

Create Billing Documents/Billing Due 

List Items app .................................................... 835

Create Billing Documents app ............... 742, 759

Create Condition Records (Sales) app .......... 246

Create Cross-Selling app .................................... 303

Create Item Proposal app .................................. 316

Create Material Determination app ............. 289

Create Material Determination with 

Reference app .................................................... 289

Create Material Listing/Exclusion app ........ 326

Create Output Condition Records app ........ 340

Create Preliminary Billing Documents 

app ................................................................ 742, 762

Create Sales Order app ....................................... 477

Create Sales Rebate app ..................................... 369

Credit ......................................................................... 425

active .................................................................... 515

check limit .......................................................... 483

group .................................................................... 458

status ........................................................... 662, 676

Credit/debit memo request .................... 825, 827

billing document .............................................. 827

Credit/debit request ............................................ 811

Credit control area .................................................. 60

assign to sales area ............................................ 60

Credit management ............................................ 165

settlement documents ................................... 457

Credit memo ............................................................. 26

Credit profile .......................................................... 165

Credit segment ...................................................... 166

Critical change group .......................................... 389

Cross-distribution chain status ...................... 218

Cross-docking ........................................................ 643

operation ............................................................ 678

Cross-selling ............................... 138, 289, 304, 512

SAP Fiori .............................................................. 303

value ..................................................................... 301

Cross-selling access sequence ......................... 293

maintain ............................................................. 293

Cross-selling condition record ........................ 290

create .................................................................... 290

delivery control ................................................ 291

material number .............................................. 291

multiple add-ons .............................................. 291

validity date ....................................................... 291

2178-3.book  Seite 887  Donnerstag, 16. Dezember 2021  6:48 18



Index

888

Cross-selling condition table ........................... 292

database table ................................................... 292

display .................................................................. 292

Cross-selling condition type ............................ 294

Cross-selling procedure ...................................... 295

assign procedure .............................................. 298

define customer procedure .......................... 296

define document procedure ......................... 297

maintain .............................................................. 295

Cross-selling profile ............................................. 298

assign .................................................................... 300

define .................................................................... 299

pricing procedure ............................................. 299

Currency ......................................................... 138, 523

conversion ........................................................... 262

document ............................................................ 743

payment ............................................................... 449

Custom CDS Views app ...................................... 876

Customer ..................................................................... 84

account assignment group .......................... 779

additional data ................................................. 129

attributes ............................................................. 130

block/hold ........................................................... 155

business partner integration ....................... 182

classification ............................................ 126–127

CMIR ...................................................................... 239

complaint ............................................................ 811

condition contract ................................. 367, 371

configure groups .............................................. 139

export .................................................................... 195

general data ....................................................... 123

group ........................................... 99, 137, 153, 557

hierarchy ............................................................. 126

industries ................................................... 113, 198

industry code ..................................................... 192

inquiry ........................................................ 812, 839

legacy number ................................................... 114

master ......................................................... 151, 480

master data ................................................... 40, 47

material ............................................................... 577

migrate ................................................................. 200

name ..................................................................... 103

number ....................................... 89, 124, 208, 371

number range .................................................... 184

pricing ................................................................... 454

purchase order type ........................................ 548

rebate arrangement ........................................ 874

reference ................................. 483, 497, 547, 757

settlement ........................................................... 422

statistics group ................................................. 140

status .................................................................... 155

stock ...................................................................... 804

tax data ................................................................ 127

Customer (Cont.)

texts ............................................................. 134, 162

types ....................................................................... 127

unloading point ...................................... 132–133

Customer consignment ...................................... 803

process overview ............................................... 803

standard ............................................................... 803

Customer hierarchy ................................... 166, 180

assign sales areas ............................................. 167

define ..................................................................... 168

Customer-material information record 

(CMIR) .......... 219, 238, 278, 304, 483, 510, 577

customer .............................................................. 239

delivery quantity .............................................. 240

item usage ........................................................... 241

material numbers ............................................. 239

plant ....................................................................... 239

SAP Fiori ............................................................... 241

Customer return .......................................... 811, 813

create without reference ................................ 816

create with reference ....................................... 814

follow-up action ................................................ 817

item selection ..................................................... 814

lean ......................................................................... 822

next follow-up .................................................... 818

product condition ............................................ 819

reason .......................................................... 817, 820

refund .................................................................... 819

refund code ......................................................... 821

replacement ........................................................ 820

Customer to business partner 

integration .......................................................... 183

Customer value mapping .................................. 191

Customer-vendor integration (CVI) ...... 85, 182

application log .................................................. 206

assign attributes ............................................... 199

browse links ........................................................ 208

employee synchronization ........................... 204

industry mapping ............................................. 198

link .......................................................................... 193

manual assignment ........................................ 199

mapping ............................................................... 193

precheck report criteria .................................. 186

synchronization cockpit ................................ 201

tax number categories ................................... 195

Customs material code ....................................... 236

Customs office .......................................................... 84

D

Dangerous goods ......................................... 676, 690

Data archiving .......................................................... 78

2178-3.book  Seite 888  Donnerstag, 16. Dezember 2021  6:48 18

889

Index

Data element .......................................................... 155

Data origin ............................................................... 119

define types ........................................................ 119

Date category .......................................................... 771

allocate ................................................................. 773

Deadline event ....................................................... 719

Decentralized warehouse ........................ 675, 691

activate ................................................................ 701

batch determination ....................................... 702

generate distribution model ........................ 701

integration .......................................................... 699

integration setup ............................................. 700

Deferred revenue .................................................. 728

Delayed supply ...................................................... 608

Delivery .......................................................... 587, 653

block ......................................... 486, 499, 571, 685

create .................................................................... 656

dates ......................................... 488, 497, 593, 675

external ................................................................ 684

group ........................................................... 504, 519

header details .................................................... 673

inbound ................................................................ 730

incompletion procedure ................................ 699

item category ..................................................... 727

item details ......................................................... 688

item status .......................................................... 662

note ........................................................................ 604

plant ................................................... 143, 219, 497

priority ................................................................. 558

quantity ..................................................... 240, 672

split .............................................................. 666, 719

split partners ...................................................... 666

status .......................................................... 550, 661

terms ..................................................................... 528

tolerance .............................................................. 560

truck ...................................................................... 710

type .............................................................. 486, 657

unit ......................................................................... 221

Delivery block ..................................... 157, 598, 772

assign .................................................................... 160

define .................................................................... 158

order-by-order ................................................... 159

Delivery document ................. 643, 653, 656, 793

add to shipment ............................................... 711

administration ........................................ 684, 698

backorder rescheduling ................................. 667

condition ................................................... 686, 697

content ................................................................. 666

create without reference ............................... 657

dates ............................................................ 674, 687

due list .................................................................. 865

financial processing .............................. 683, 695

Delivery document (Cont.)

item category ................................. 663, 670, 703

item overview .................................................... 658

loading ................................................................. 659

material ............................................................... 690

number range .......................................... 664, 668

packing ................................................................ 707

partner ................................................................. 685

picking ................................................................. 658

predecessor data .............................................. 697

processing ........................................ 596, 673, 688

status ........................................................... 675, 688

status overview ................................................ 660

text ............................................................... 686, 696

transaction flow ............................................... 667

type ........................................................................ 797

without reference ............................................ 665

Delivery document type ................ 160, 664, 809

display .................................................................. 664

Delivery due list .................................................... 159

generation profile ............................................ 866

Delivery priority .......................................... 142, 612

configure ............................................................. 144

Delivery-related trading unit 

change ......................................................... 662–663

Delivery time ................................................ 523, 553

configure ............................................................. 524

Delivery type .......................................................... 796

by storage location ......................................... 800

Delta accruals ...................................... 407–408, 427

condition types ................................................. 428

currency ............................................................... 427

multiple ............................................................... 428

Delta settlement .......................................... 408, 419

Demand ........................................................... 608, 618

Department ............................................................ 525

Departure country ............................................... 564

Dependent requirements ................................. 605

Discount ................................................................... 271

type ........................................................................ 269

Display Cross-Selling app .................................. 303

Display Item Proposal app ................................ 316

Display Material Determination app ........... 289

Display Material Listing/Exclusion app ...... 327

Display Output Condition Records app ...... 340

Display range ................................................ 484, 667

Distribution chain ........................................ 48, 214

assign plant .......................................................... 59

CMIR ..................................................................... 239

create ....................................................................... 50

cross ...................................................................... 218

specific ................................................................. 218

2178-3.book  Seite 889  Donnerstag, 16. Dezember 2021  6:48 18



Index

890

Distribution channel .......................... 46, 698, 753

common .......................................................... 48, 51

create ....................................................................... 49

intercompany ....................................................... 51

pricing condition record ................................... 51

reference .............................................................. 491

significant differences ....................................... 47

Distribution model .............................................. 701

Division ................................. 52, 556, 698, 749, 753

assign to sales organization ........................... 54

check ...................................................................... 482

common .......................................................... 52, 55

create ....................................................................... 53

pricing condition record ................................... 55

reference .............................................................. 492

Document category ................................... 671, 717

code ....................................................................... 664

Document content ............................................... 718

Document flow ............................................ 450, 729

external billing .................................................. 836

navigation .......................................................... 729

sales order ........................................................... 646

Document index ................................................... 462

Document number .............................................. 684

Document type ...................................................... 737

Down payment ............................................ 532, 768

Drop shipment ............................................ 635–636

billing .................................................................... 649

invoice .................................................................. 651

item category ..................................................... 650

location ................................................................ 150

process overview .............................................. 636

Due list ...................................................................... 858

Dunning ................................................ 535, 566, 743

Duplicate document ............................................ 860

Duplicates check ................................................... 381

Dynamic product proposal (DPP) ................. 296,

299, 303

document number ........................................... 308

function modules ............................................. 310

generate ............................................................... 314

maintain procedure ........................................ 310

maintain procedure determination ......... 312

online processing ............................................. 312

procedure and access sequences ................ 309

proposed lines ................................................... 307

sales area ............................................................. 305

SAP Fiori ............................................................... 316

sources .................................................................. 304

tables of origin .................................................. 311

templates ................................................... 305, 307

E

Electronic Data Interchange (EDI) ................. 502,

637, 805, 835

Electronic payment .............................................. 530

Eligible partner ....................................................... 375

activate ................................................................. 418

text types ............................................................. 383

Employee .................................................................... 84

business partner group .................................. 205

migrate ................................................................. 204

responsible .......................................................... 150

synchronization with business 

partners ........................................................... 204

Employer Identification Number (EIN) ........ 196

Engineering control ............................................. 554

Error group .............................................................. 151

European Article Number (EAN) .................... 112,

217, 554

Event manager ....................................................... 442

Exchange rate ......... 138, 395, 449, 566, 743, 750

Exclusive free goods ............................................ 271

Execution log .......................................................... 416

Extended warehouse management 

(EWM) ................................................... 67, 656, 699

Extensibility .................................................. 212, 759

External billing ....................................................... 833

document flow ................................................... 836

External capacity planning ..................... 573, 640

External number range ......................................... 88

External sales agent ............................................. 150

F

Factory calendar ......................... 69, 529, 563, 627

Field catalog ................................ 250, 255, 283, 349

Field combination ................................................. 397

configure .............................................................. 398

create ..................................................................... 399

display/maintain sets ..................................... 399

group ..................................................................... 400

validity .................................................................. 400

Field control ............................................................ 385

Field grouping ................................................ 98–101

Field office .................................................................. 61

Field selection group ............................................ 230

Field status ................................................................. 96

configure groups ............................................... 385

groups ................................................................... 101

per activity .......................................................... 100

per business partner role ................................. 98

per client ................................................................ 97

prioritization ........................................................ 97

2178-3.book  Seite 890  Donnerstag, 16. Dezember 2021  6:48 18

891

Index

Final settlement .................................................... 369

Financial processing .................................. 683, 695

Financial services business partner ................. 84

Fiscal address .......................................................... 129

Fixed value date .................................................... 743

Forwarding agent .................................................. 150

Forward planning ................................................. 610

Forward scheduling .......................... 590, 594, 597

delivery mode .................................................... 592

Freeform text ......................................................... 162

Free goods ................................................................ 268

category ............................................................... 271

exclusive .............................................................. 271

Free goods access sequence .............................. 273

enter table ........................................................... 274

maintain .............................................................. 273

Free goods condition record ............................ 269

category ............................................................... 270

distribution chain ............................................ 270

material ............................................................... 270

quantity ............................................................... 270

quantity level ..................................................... 271

Free goods condition table ............................... 271

create .................................................................... 272

fields ...................................................................... 272

Free goods condition type ................................ 275

maintain .............................................................. 275

Free goods procedure .......................................... 275

determination ................................................... 277

maintain pricing procedure ......................... 276

Freelancer ................................................................... 83

Free of charge order ................................................ 26

inventory account ........................................... 839

Free-of-charge order .................................. 812, 836

Freight .......................................................................... 73

Future supply ......................................................... 605

G

General ledger account ............................ 467, 780

assign .......................................................... 774, 778

determination ................................................... 774

Globally unique identifier (GUIID) ................ 209

Goods issue ................................................... 160, 597

Goods movement ....................................... 663, 782

status .................................................................... 661

Goods receiving hours ........................................ 133

Group ......................................................................... 177

main attributes ................................................. 178

Grouping ................................... 82, 87, 96, 174, 178

characters ........................................................... 117

field ................................................................. 98–100

standard ................................................................. 96

H

Handling unit ..................................... 659, 677, 707

Header partner determination ....................... 464

Hierarchy category .............................................. 454

supplier ................................................................ 453

House number ......................................................... 97

I

Identification number ............................... 111, 114

add ......................................................................... 114

Identification object ............................................ 450

Identification type ............................................... 114

IFRS 15 ...................................................................... 728

Immediate delivery ............................................. 486

Implementation ...................................................... 22

partner ................................................................. 471

Inbound delivery ......................................... 653, 730

Incomplete order ................................................. 858

Incomplete pricing .............................................. 750

Incompletion check ..................................... 23, 485

Incompletion log .................................................. 582

configure .......................................... 583, 586, 640

procedure code ................................................. 584

sequence .............................................................. 585

status .................................................................... 585

table ...................................................................... 584

Incompletion procedure ............... 376, 517, 573,

582, 699

Incoterms .......................... 147, 449, 499, 680, 744

code ....................................................................... 147

Independent requirements planning .......... 620

Individual requirements ................................... 635

Industry mapping ....................................... 191, 198

assign outgoing industries .......................... 198

Industry sector ...................................................... 113

Inspection ............................................................... 820

lot ........................................................................... 690

Intelligent product proposal ........................... 304

generate .............................................................. 315

maintain ............................................................. 313

maintain procedure determination ......... 315

Intercompany billing ................................. 263, 488

condition type ................................................... 786

master data impact ........................................ 785

price ...................................................................... 785

status ........................................................... 662–663

transaction ......................................................... 784

Intercompany billing document ................... 802

Intercompany customer number .................. 787

Intercompany pricing ........................................ 802

2178-3.book  Seite 891  Donnerstag, 16. Dezember 2021  6:48 18



Index

892

Intercompany sales .............................................. 793

Intercompany sales area ....................................... 41

Intercompany transfer ....................................... 797

Internal billing document ................................. 790

International Chamber of Commerce 

(ICC) ....................................................................... 147

International Location Number 

(ILN) ............................................................. 112, 450

International trade ..................................... 236, 681

transport border ............................................... 682

transport inland ............................................... 683

Intracompany transfer ....................................... 797

Intrastat

code ....................................................................... 682

declarations ....................................................... 461

group ..................................................................... 236

Inventory management .................... 67, 656, 694

Invoice correction ................................................ 827

Invoice list .................................. 147, 262, 747, 763

log display ........................................................... 766

processing log .................................................... 764

updating options ............................................. 764

worklist ...................................................... 764–765

Invoicing .................................................................. 733

date .............................................................. 147, 529

Item category ........ 301, 504, 510, 572, 640–641,

651, 670

assign .......................................................... 302, 520

assign proof of delivery ................................. 727

billing .................................................................... 515

BOM ....................................................................... 518

business data ..................................................... 514

define .................................................................... 513

delivery documents ............................... 663, 670

general control .................................................. 516

group ........................................ 224, 636, 639, 641

pricing ................................................................... 515

requirement type .............................................. 622

transaction flow ............................................... 517

usage ..................................................................... 302

value contract ................................................... 519

Item condition ....................................................... 260

Item number .......................................................... 664

Item partner determination ............................. 465

Item proposal ............................................... 137, 306

list ........................................................................... 871

Item type .................................................................. 514

Item usage ............................................................... 241

K

Key performance indicator (KPI) .................... 878

L

Language ................................................................... 546

Lean return .............................................................. 822

Legacy System Migration Workbench 

(LSMW) .................................................................. 565

Legal data .................................................................. 122

Legal entity .............................................................. 112

Legal form ................................................................ 112

Letter of credit ........................................................ 148

Line number interval ........................................... 656

List Incomplete Sales Orders app .................... 856

Listing/exclusion ........................................ 318, 321

SAP Fiori ............................................................... 326

Listing/exclusion access sequence ................ 323

code ........................................................................ 323

enter table ........................................................... 323

maintain .............................................................. 323

Listing/exclusion condition record ............... 319

condition table .................................................. 319

condition type .................................................... 319

customer group ................................................. 319

material group code ........................................ 319

Listing/exclusion condition table .................. 321

create ..................................................................... 321

Listing/exclusion condition type ................... 324

Listing/exclusion procedure ............................ 325

activate ................................................................. 326

maintain .............................................................. 325

sales order type ................................................. 326

List Item Proposals app ....................................... 316

List profile ................................................................ 866

assign .................................................................... 868

create ..................................................................... 867

List Sales Documents by Object Status 

app .......................................................................... 857

lntercompany billing ........................................... 783

lntercompany sales .............................................. 800

Loading ......................................... 659, 675, 678, 694

Loading date ............................................................ 597

Loading group .............................................. 232, 655

define ..................................................................... 233

Loading point .................................... 67–68, 71, 678

BAPI .......................................................................... 71

define ....................................................................... 72

Log class .................................................................... 207

Logistics execution ................................................. 67

Logistics Information System (LIS) ...... 222, 517

Logistics processing ............................................. 653

Log of collective run ................................... 766, 864

2178-3.book  Seite 892  Donnerstag, 16. Dezember 2021  6:48 18

893

Index

M

Maintain Contract – Condition Contracts 

app ......................................................................... 369

Maintenance, repair, and overhaul 

(MRO) .................................................................... 812

Make-to-order (MTO) .......................................... 619

Manage Billing Document Requests app .... 851

Manage Billing Documents app ...................... 851

Manage Business Partner Master Data 

app .................................................................. 80, 850

Manage Credit Memo Requests app ............. 853

Manage Customer Condition Contracts 

app ......................................................................... 369

Manage Customer Materials app ................... 241

Manage Customer Returns app ...................... 852

Manage Debit Memo Requests app ............... 854

Manage KPIs and Reports app ......................... 878

Manage Outbound Deliveries app ................. 852

Manage Preliminary Billing Documents 

app ......................................................................... 763

Manage Product Allocation Planning Data 

app ......................................................................... 628

Manage Product Allocation Sequences 

app ......................................................................... 630

Manage Product Master Data app ................. 212,

214, 222

Manage Sales Contracts app ............................. 853

Manage Sales Item Proposal app .................... 316

Manage Sales Item Proposals app .................. 855

Manage Sales Orders app ................................... 850

Manage Sales Orders Without Charge 

app ......................................................................... 857

Manage Sales Quotations app ......................... 855

Manage Settlement Documents app ............ 856

Manage Supply Protection app ....................... 613

Manual invoice maintenance .......................... 529

Manual shipping point ....................................... 655

Marketing ................................................................. 125

Master contract ........................................... 354–355

cancellation ........................................................ 360

create .................................................................... 358

data ....................................................................... 359

dates ...................................................................... 359

document type .................................................. 355

equipment ........................................................... 359

fields ...................................................................... 355

Master data synchronization ........ 182, 184, 199

cockpit .................................................................. 201

define options .................................................... 193

report .................................................................... 193

Matchcode search ................................................. 825

Material account assignment group ............ 566,

751, 779

Material availability date ......................... 597, 694

Material-based document ................................ 461

Material category ................................................. 341

Material determination ..................................... 277

SAP Fiori .............................................................. 289

type ........................................................................ 278

Material determination access sequence ... 284

create .................................................................... 284

enter table .......................................................... 285

maintain ............................................................. 284

Material determination condition 

record ................................................................... 278

define substitution reasons ......................... 281

fast entry screen ............................................... 279

material substitution ..................................... 280

replace material ............................................... 280

UoM ...................................................................... 280

Material determination condition table ..... 282

application code .............................................. 283

create .................................................................... 283

Material determination condition type ...... 286

maintain ............................................................. 286

Material determination procedure ............... 287

assign ................................................................... 288

maintain ............................................................. 287

Material document text type .......................... 673

Material freight group ........................................ 232

Material group .................................... 219, 229, 556

define .................................................................... 230

Material master ..................................................... 211

basic data .................................................. 213, 222

CMIR ..................................................................... 238

data ....................................................... 47, 636, 641

field selection .................................................... 229

general/plant data view ............................... 231

international trade/export .......................... 236

sales org. 1 ........................................................... 213

sales org. 2 .......................................................... 221

sales text ............................................................. 238

view ....................................................................... 211

Material number ............ 239, 280, 509, 554, 671

Material packaging group ................................. 234

Material price group .................................. 222, 557

Material requirements planning (MRP) ...... 144, 

503, 606, 618, 635

element ................................................................ 602

indicator .............................................................. 281

type ..................................................... 575, 622–623

Material reservation functionality ................ 605

Materials management .................. 211, 624, 638

2178-3.book  Seite 893  Donnerstag, 16. Dezember 2021  6:48 18



Index

894

Material statistics group .................................... 222

Material status ....................................................... 218

Material substitution ................................ 277, 289

Material validity .................................................... 448

Material variant ..................................................... 518

Material view .......................................................... 512

Message determination ..................................... 458

Migration ....................................................... 199, 204

Milestone billing ......................................... 531, 768

Milestone number ................................................ 533

Mill product ............................................................ 520

Minimum order quantity .................................. 672

Missing parts processing ................................... 608

Monitor Customer Condition Contracts 

app ............................................ 369, 393, 853, 877

Movement type .................................. 571, 598, 793

qualifier ................................................................ 698

My Sales Overview app ....................................... 879

N

Name .......................................................................... 175

Negative posting ................................................... 737

Negative stock ........................................................ 235

Net value .................................................................. 266

Net weight ................................................................ 526

Nielsen indicator ................................................... 126

define .................................................................... 126

Note pay account .................................................. 769

Notes .......................................................................... 119

NR status ....................... 93–94, 379, 494, 669, 742

Number range ................................... 88–89, 96, 184

billing documents .................................. 736, 740

bonus buy ............................................................ 345

condition contracts ......................................... 378

customer/vendor ............................................. 184

delivery documents ............................... 664, 668

internal ................................................................. 741

interval ............................................................ 91–92

limits ........................................ 379, 463, 494, 669

manual ................................................................. 495

order types .......................................................... 481

prefix ........................................ 493, 668, 742, 762

sales documents ............................................... 493

sales orders ......................................................... 493

settlement documents ......................... 446, 463

shipment types .................................................. 718

shipping documents ....................................... 716

status ....................................................................... 94

transport ....................................................... 93, 346

O

Object status ............................................................ 841

One-time customer ................................................ 94

On-hand inventory ..................................... 599–600

Order combination ..................................... 143, 526

Ordering party ........................................................ 502

Order quantity ........................................................ 596

Order reason ........... 500, 753, 823, 827, 830, 837

assign sales document type ......................... 824

assign sales organization .............................. 824

cost centers ......................................................... 782

define ..................................................................... 823

list ........................................................................... 824

Order reference ...................................................... 665

Order type ............................................ 478, 523, 639

All items ................................................................ 508

assign to sales areas ........................................ 492

billing .......................................................... 487–488

characteristics .................................................... 506

commitment date ............................................ 483

configure .............................................................. 480

contract ...................................................... 485, 489

credit ...................................................................... 483

division ................................................................. 482

general control .................................................. 482

increment ............................................................. 482

new versus existing .......................................... 479

number range .................................................... 481

partial shipments ............................................. 499

pricing date ......................................................... 489

reference ............................................................... 482

requested dates ................................................. 488

SAP-provided ...................................................... 480

scheduling ........................................................... 486

status profile ...................................................... 485

transaction flow ................................................ 483

Organizational structure ...................................... 37

workshop ........................................................ 41, 61

Origin ......................................................................... 119

Original equipment manufacturer (OEM) ... 41, 

473, 789

Outbound delivery ............................................... 653

Output application ............................................... 483

Output control ....................................................... 459

Output determination ........................................ 327

SAP Fiori ............................................................... 340

Output determination access sequence ...... 333

enter table ........................................................... 333

maintain .............................................................. 333

Output determination condition record ..... 327

communication ................................................. 329

2178-3.book  Seite 894  Donnerstag, 16. Dezember 2021  6:48 18

895

Index

Output determination condition record (Cont.)

create .................................................................... 328

message medium ............................................. 329

output type ......................................................... 328

partner .................................................................. 329

printing ................................................................ 330

sales order type ................................................. 328

Output determination condition table ....... 331

create .................................................................... 331

Output determination condition type ........ 335

general data ....................................................... 335

processing routine ........................................... 337

sort order ............................................................. 336

time ........................................................................ 336

Output determination procedure ................. 338,

458, 666

assign .................................................................... 339

control data ........................................................ 338

maintain .............................................................. 338

output type ......................................................... 340

Output tax ............................................................... 149

Output type ................................................... 328, 340

Overdelivery tolerance ....................................... 146

P

Packaging material ..................................... 234, 680

define .................................................................... 234

Packing ............................................................ 672, 706

automatic ................................................. 667, 709

control .................................................................. 672

medium ................................................................ 707

partial quantity ................................................ 708

perform ................................................................ 707

Parallel processing ............................................... 415

Parcel tracking ....................................................... 687

Partial settlement ....................................... 381, 408

accruals ................................................................ 425

type ........................................................................ 419

Partial shipment .................................................... 145

Partner ............................................................ 536, 575

Partner determination procedure ................. 538

Partner function ... 149, 151, 338, 452, 536, 545, 

666, 685

assign new .......................................................... 152

configure ............................................................. 150

create .................................................................... 538

higher level ......................................................... 152

sequence .............................................................. 540

set up determination ...................................... 538

source .................................................................... 539

Partner procedure ................................................ 465

Payer ................................................................ 150, 528

Payment ....................................... 120, 125, 249, 425

block ...................................................................... 454

cards .................................................. 102, 488, 740

currency ............................................................... 449

guarantee .................................................. 488, 695

method ....................................................... 534, 743

terms ...................... 148, 395, 499, 528, 533, 744

Payment Card Industry Data Security Standards 

(PCI DSS) .............................................................. 531

Periodic billing ................................... 355, 532, 768

Person ....................................................................... 173

address data ...................................................... 175

identification data .......................................... 176

main attributes ................................................ 174

Personal data .......................................................... 176

Picking .... 159, 658, 672, 674, 676, 691, 693, 704

confirmation ..................................................... 661

location ............................................................... 669

status .................................................................... 661

Pick list ......................................................................... 70

Planned goods issue ............................................ 675

Planned order ........................................................ 606

Planning horizon .................................................. 615

Plant ........................................ 58, 497, 559, 749, 795

assign organizational unit .......................... 786

assign to distribution chain ........................... 59

availability check ............................................. 796

CMIR ..................................................................... 239

configure availability check ........................ 797

parameter ........................................................... 235

settlement documents ................................... 449

shipping data .................................................... 795

shipping point ...................................................... 70

PO box ...................................................................... 108

Post accrual ............................................................. 368

Postal code .............................................................. 109

Post goods issue .................................... 25, 725, 807

intercompany sales ........................................ 802

Post goods receipt ................................................ 809

Posting block .......................................................... 737

Posting period .............................................. 534, 566

Posting status ........................................................ 744

Post-processing framework (PPF) .................. 377

PRECHECK_UPGRADATION_REPORT 186, 188, 

190, 192

Precheck report ..................................................... 186

account group business partner 

groupings ....................................................... 189

activate checks ................................................. 186

assign business partner roles to account 

groups ............................................................. 188

contact person mapping .............................. 194

customer value mapping ............................. 191

2178-3.book  Seite 895  Donnerstag, 16. Dezember 2021  6:48 18



Index

896

Precheck report (Cont.)

CVI link ................................................................. 193

CVI mapping ...................................................... 193

results ................................................................... 187

Price correction ..................................................... 829

Price group ........................................... 140, 557, 744

Price list ................................................. 140–141, 557

configure ............................................................. 141

Pricing ................................. 245, 453, 515, 750, 807

billing documents ............................................ 739

date .................................. 489, 499, 553, 735, 749

intercompany .................................................... 802

overview ............................................................... 245

reference material ................................. 225, 556

type ........................................................................ 264

Pricing/statistics ................................................... 140

Pricing access sequence ........................... 252, 258

code ....................................................................... 252

enter table ........................................................... 253

exclusive .............................................................. 254

maintain .............................................................. 252

source field .......................................................... 254

Pricing and statistics ................................. 523, 556

Pricing communication structure ................. 404

Pricing condition record ...................... 51, 55, 246

fixed value date ................................................ 249

maintain .............................................................. 246

payment term .................................................... 249

pricing unit ......................................................... 248

processing status ............................................. 248

release status ..................................................... 248

selection indicator ........................................... 249

Pricing condition table ............................. 249, 409

create .................................................................... 249

validity period ................................................... 252

Pricing condition type .............................. 255, 421

accruals ...................................................... 262, 468

calculation type ................................................ 258

changes ................................................................ 260

configure ............................................................. 256

control data .............................................. 258, 262

general information ....................................... 258

group condition ................................................ 259

master data ........................................................ 261

reference .............................................................. 261

scales ..................................................................... 261

text determination .......................................... 263

Pricing group .......................................................... 141

Pricing procedure .......... 140, 245, 261, 263, 268,

398, 425, 485, 745

billing documents ............................................ 739

bonus buy ............................................................ 350

condition type ................................................... 265

Pricing procedure (Cont.)

configure .............................................................. 263

contracts .............................................................. 489

control data ........................................................ 265

cross-selling ........................................................ 299

determination .......................................... 267, 433

free goods ............................................................ 276

manual ................................................................. 266

requirements ...................................................... 267

retro-billing ......................................................... 833

settlement documents .................................... 438

step ......................................................................... 265

subtotal ................................................................ 267

Print format ............................................................. 117

pro forma .................................................................. 421

Pro forma invoice ....................................... 737, 788

delivery-based .................................................... 789

order-based ......................................................... 789

Pro forma settlement .......................................... 421

Probability ................................................................ 483

Process variant .......................... 379, 382, 394, 412

field status ........................................................... 387

Procurement ....................................... 503, 598, 644

Product allocation ....................................... 574, 624

activate ................................................................. 625

characteristic ...................................................... 628

configure object ................................................ 625

impact on ATP check ....................................... 632

period .................................................................... 627

planning data .................................................... 628

planning data key ............................................ 627

quantity unit ...................................................... 626

restricted material ........................................... 631

sequence ............................................................... 630

sold-to party ....................................................... 629

Product attribute ......................................... 138, 230

check ...................................................................... 485

Product availability check ................................. 589

Product hierarchy ....................................... 225, 556

define ..................................................................... 226

independent codes ........................................... 228

levels ...................................................................... 227

obsolete entry .................................................... 226

structure ............................................................... 226

Production Allocation Overview app ............ 879

Production planning ............... 144, 211, 475, 606

Production priority .............................................. 144

Productized characteristic ................................. 616

Product marketability ............................... 676, 690

Profitability analysis ........................ 455, 752, 831

Profitability segment ....................... 569, 695, 752

SIX.fm  Seite 896  Donnerstag, 16. Dezember 2021  11:13 23

897

Index

Profit analysis ......................................................... 437

type ........................................................................ 443

Profit center ...................... 235, 511, 569, 696, 752

Profit group ............................................................. 444

Program run control ........................................... 414

Program RVV50R10C .......................................... 868

Program SDPVGEN ............................................... 314

Program SDPVGEN_ENHANCED .................... 315

Project ....................................................................... 511

Project systems ............................................ 531, 696

Promotion ............................................................... 690

Proof of delivery ................................. 143, 526, 726

assign .................................................................... 727

date ........................................................................ 727

delivered quantity ............................................ 727

status .......................................................... 662–663

Proposed shipping point ................................... 655

Protection group ................................................... 615

create .................................................................... 616

Purchase order .......................... 606, 638, 644, 757

automatic ........................................................... 647

create automatically ...................................... 518

customer type .................................................... 548

interface ............................................................... 648

item ........................................................................ 576

number ................................................................. 647

type ........................................................................ 547

Purchase requisition .............. 160, 598, 605, 644

delivery schedule .............................................. 572

details ................................................................... 644

number ................................................................. 644

Purchasing document ........................................ 793

Purchasing group ....................................... 376, 412

Purchasing master data ..................................... 646

Purchasing organization ......................... 376, 412

Putaway .................................................................... 703

Q

Quality inspection stock .................................... 604

Quantity ................................................................... 671

Quantity contract ....................................... 353, 361

create .................................................................... 361

sales order ........................................................... 362

Quantity conversion ........................ 260, 263, 595

Quantity stipulation ............................................ 220

Quotation message .............................................. 485

R

RBA control ................................................... 517, 634

Reason for rejection .......................... 507, 550, 554

define .................................................................... 508

Rebate ....................................................................... 411

accrual ........................................................ 366, 409

agreement .............................. 366–367, 408, 749

settlement ........................................................... 738

Receiving point .................................. 133, 502, 730

Reconciliation account determination ....... 739

Reference distribution channel ...................... 491

Reference division ............................................... 492

Reference Material Listing/Exclusion 

app ......................................................................... 327

Reference procedure ........................ 361, 363–364

Reference sales document type ...................... 357

Reference sales organization ........................... 491

Referencing procedure ....................................... 357

Refund ...................................................................... 819

code .............................................................. 754, 821

control .................................................................. 819

Regional structure group .................................. 108

Region of origin .................................................... 237

Registered office ................................................... 123

Rejection reason .......................................... 819, 840

Relationship ........................................................... 178

category .............................................................. 179

create .................................................................... 179

format .................................................................. 180

legacy contact person .................................... 181

Repair order ............................................................... 26

Replacement part ................................................. 232

Replenishment lead time ......................... 602, 606

Reporting ................................................................. 845

ALV reports ........................................................ 845

SAP Fiori reports .............................................. 849

SAP Fiori versus SAP GUI .............................. 847

SAP GUI reports ................................................ 858

Requested delivery date .................................... 590

Requirement class ................................................ 619

configure ............................................................. 619

Requirements ............................................... 604, 619

column ................................................................. 253

routine ................................................................. 295

segment ...................................................... 509, 624

Requirement type ............................. 503, 505, 619

assign ................................................................... 622

configure ............................................................. 622

Rescheduling .......................................................... 667

Reservation ............................................................. 605

Reserved field ................................................ 153, 551

change .................................................................. 154

Restricted-use stock ............................................ 604

Retail .......................................................................... 586

Retroactive accrual .............................................. 408

SIX.fm  Seite 897  Donnerstag, 16. Dezember 2021  11:13 23



Index

898

Retro-billing ............................................................ 828

execute ................................................................. 830

results ................................................................... 832

Return ..................................................... 515, 561, 750

Return credit memo ............................................ 822

Return merchandise authorization 

(RMA) ............................................................. 26, 813

material received ............................................. 818

Return reason ............................................... 754, 820

Revenue account determination ......... 148, 774

Revenue recognition ........................ 516, 566, 773

Reverse customer consignment ..................... 807

Risk class ................................................................... 166

Risk management ....................................... 530, 567

Rounding ........................................................ 517, 672

profile .................................................................... 221

rule ............................................................... 259, 596

Route ................................................................ 559, 680

assignment ......................................................... 659

define .......................................................... 561, 713

determination ......................................... 563, 666

identification ..................................................... 562

processing ................................................. 562, 713

scheduling ........................................................... 563

transportation relevance .............................. 716

Rule-based ATP ................................... 490, 609, 633

business transaction ....................................... 633

item-level rule .................................................... 634

subitem ................................................................ 634

Rush order ............................................................... 586

S

Safety stock ............................................................. 604

Sales and distribution ......................................... 135

Sales area ....................... 39, 56, 135, 321, 500, 796

additional data ................................................. 153

assign credit control areas .............................. 60

assign order types ............................................ 492

assign to customer hierarchy ...................... 167

assign to order type ........................................ 490

billing .................................................................... 146

component ............................................................ 41

credit management ......................................... 165

customer texts ................................................... 162

diagram .................................................................. 56

intercompany ....................................................... 41

level ........................................................................... 40

orders .................................................................... 136

partner functions ............................................. 149

sales office .............................................................. 64

set up ........................................................................ 57

shipping ............................................................... 142

status .................................................................... 155

Sales condition contract ..................................... 366

Sales contract ............................................................ 25

Sales contract and agreement 

management ...................................................... 353

Sales data .................................................................. 371

Sales district ........................................ 137, 557, 747

define ..................................................................... 139

Sales document .................................. 157, 478, 582

block ....................................................................... 481

create ..................................................................... 496

incompletion procedure ................................ 583

number range .................................................... 493

Sales document type .................................. 478, 649

assign .................................................................... 492

assign sales area ............................................... 490

Sales employee ....................................................... 150

Salesforce .................................................................. 811

Sales group ............ 61–62, 65, 137, 480, 523, 753

assign to sales office .......................................... 66

create ....................................................................... 65

Sales hierarchy ......................................................... 39

Sales Information Systems (SIS) ...................... 222

Sales inquiry .............................................................. 26

Sales office .................... 61–62, 137, 480, 523, 753

address .................................................................... 63

assign to sales area ............................................ 64

create ....................................................................... 63

sales group ............................................................ 66

Sales order ...................................................... 157, 477

account assignment .............................. 536, 568

accounting ................................................ 534, 566

additional data ....................................... 551, 579

batch processing ............................................... 159

billing document ..................................... 527, 565

billing plan .......................................................... 531

conditions .................................................. 535, 567

configuration ..................................................... 505

consignment issue ........................................... 807

consignment pick-up ...................................... 808

consignment returns ....................................... 809

create ................................................. 495, 521, 552

create with reference ....................................... 362

data ........................................................................ 752

delivery plant ..................................................... 497

delivery time ....................................................... 523

document flow ................................................... 646

entry screen ......................................................... 592

free of charge ...................................................... 836

general sales ....................................................... 523

header ......................................................... 496, 521

item description ................................................ 510

item detail ........................................................... 501

2178-3.book  Seite 898  Donnerstag, 16. Dezember 2021  6:48 18

899

Index

Sales order (Cont.)

item overview .................................................... 500

line commands ................................................. 511

list ........................................................................... 858

material number .............................................. 509

number ................................................................. 496

number ranges .................................................. 493

order data ................................................. 546, 576

ordering party ................................................... 502

partner ........................................................ 536, 575

predefined characteristics ............................ 505

pricing and statistics ...................................... 523

procurement ...................................................... 503

quantity ............................................................... 510

requested delivery date .................................. 497

reschedule ........................................................... 612

sales A ................................................................... 552

sales B ................................................................... 555

sales data .................................................. 497, 522

schedule lines ........................................... 510, 570

shipping ............................................ 504, 525, 557

ship-to party ...................................................... 497

sold-to party ....................................................... 497

status .......................................................... 549, 577

structure .............................................................. 578

text ............................................................... 540, 576

type ........................................................................ 649

usage code .......................................................... 524

variant configuration .................................... 581

version .................................................................. 523

Sales order block ................................................... 156

assign .................................................................... 157

define .................................................................... 156

Sales Order Items – Backorders app .............. 877

Sales order management ................................... 477

Sales order stock .................................................... 354

Sales order type ..................................................... 805

configure ............................................................. 480

Sales organization .............. 42–43, 753, 779, 801

assign divisions .................................................... 54

assign to company code ................................... 45

code .......................................................................... 43

create ....................................................................... 43

currency .................................................................. 43

edit address ........................................................... 44

reference .............................................................. 491

Sales quote .................................................................. 25

Sales rebate .............................................................. 367

Sales-relevant company code ..................... 37, 43

Sales requirements .............................................. 604

Sales sequence group .......................................... 631

Sales unit of measure .......................................... 216

Salutation ....................................................... 103, 176

SAP Activate .............................................................. 34

phase ....................................................................... 34

SAP Advanced Planning and Optimization 

(SAP APO) ......................................... 512, 633, 798

SAP allowable namespace ................................. 479

SAP Apparel and Footwear ............................... 667

SAP BusinessObjects Business Intelligence 

(SAP BusinessObjects BI) .............................. 845

SAP Business Warehouse (SAP BW) ..... 461, 876

SAP Contract Lifecycle Management ........... 353

SAP Customer Relationship Management 

(SAP CRM) ........................................................... 811

SAP Event Management .................................... 687

SAP Extended Warehouse Management 

(SAP EWM) .......................................................... 656

SAP Fiori ..... 80, 82, 212, 241, 246, 289, 303, 316,

326, 340, 369, 615, 625, 628, 759, 762

app ............................................................................ 30

navigation .......................................................... 848

operational reports ......................................... 849

versus SAP GUI ................................................. 847

workflow ............................................................. 848

SAP Fiori launchpad ..................................... 29, 848

SAP Global Trade Services (SAP GTS) ... 681, 789

SAP GUI ................................................................ 26, 82

operational reports ......................................... 858

reporting ............................................................. 845

SAP Fiori visual theme ...................................... 27

themes .................................................................. 845

versus SAP Fiori ................................................ 847

SAP HANA rules framework ............................. 624

SAP S/4HANA Cloud ... 30, 43, 45, 50, 53, 58–59, 

63–65, 68, 70

SAP S/4HANA embedded analytics .............. 876

SAP S/4HANA Finance ............................... 262, 825

SAP S/4HANA Retail ............................................ 341

SAP Supply Chain Management 

(SAP SCM) ........................................................... 640

Scale ........................................................ 261, 270, 409

base type .................................................... 262, 347

base value ........................................................... 259

basis ...................................................................... 248

Schedule line category .............................. 571, 640

assign ................................................................... 574

Schedule lines ................. 474, 504, 510, 570, 593,

600, 638

business data ..................................................... 571

category .............................................................. 639

dates ............................................................ 598, 612

define procedure .............................................. 623

details ................................................................... 595

2178-3.book  Seite 899  Donnerstag, 16. Dezember 2021  6:48 18



Index

900

Schedule lines (Cont.)

procurement ...................................................... 598

sales ....................................................................... 595

shipping ............................................................... 596

transaction flow ............................................... 573

update ........................................................ 573, 640

Scheduling ............................................ 486, 489, 675

routes .................................................................... 563

Scheduling agreement .............................. 473, 486

schedule lines ..................................................... 474

Search procedure .................................................. 704

Search term ............................................................. 103

Segmentation ......................................................... 668

Segmentation strategy ....................................... 624

Self-billing ................................................................ 789

document ............................................................ 790

Serialized materials .................................... 235, 658

Server group ........................................................... 416

Service agent ................................................. 559, 562

Service management ........................................... 519

Service notification .............................................. 812

Service performer .................................................... 83

Settle Condition Contract – Customer Contract 

app ......................................................................... 410

Settlement .................................. 137, 366, 404, 420

absence of default configuration .............. 471

accruals ................................................................ 403

amount ................................................................ 381

automatic ................................................. 410, 429

blocking reason ................................................ 436

business volume detailed analysis 

report ............................................................... 874

business volume report ................................. 873

category ............................................................... 447

condition contract types ............................... 417

configure ............................................................. 405

configure blocks ............................................... 441

configure for condition contracts ............. 417

contract selection ............................................ 411

control .................................................................. 411

customer .................................................... 422, 436

dates ............................................................ 411, 419

date types ............................................................ 407

default blocks .................................................... 438

default data ........................................................ 413

documents in parallel .................................... 415

document status .............................................. 380

execute for condition contracts ................. 410

execution log ..................................................... 416

final ........................................................................ 369

flag ......................................................................... 142

lock ......................................................................... 422

Settlement (Cont.)

manual ....................................................... 422, 429

material ................................................................ 404

procedure ............................................................. 434

processing ............................................................ 432

program run control ....................................... 414

status group ....................................................... 380

supplier ....................................................... 422, 436

type ............................................................... 418, 420

UoM ....................................................................... 405

update mode ...................................................... 415

using follow-on documents .......................... 459

Settlement calendar ...... 368, 371, 390, 406, 419

date category ..................................................... 422

dates ...................................................................... 411

elements ............................................................... 407

entry type ............................................................. 407

high frequency ................................................... 407

new line ................................................................ 406

Settlement document ..................... 403, 416, 445

account determination .................................. 456

accounting .......................................................... 454

accruals ................................................................ 425

activity reasons ................................................. 470

assign to settlement process type .............. 439

basic data ............................................................ 469

cancellation ........................................................ 460

collection .............................................................. 438

configure types .................................................. 445

credit management ......................................... 457

default data ........................................................ 413

determine pricing procedure ....................... 438

document entry/default data ..................... 448

flexible overview ............................................... 470

follow-on documents ...................................... 459

general control .................................................. 447

header data ......................................................... 445

identification object ........................................ 450

item overview ..................................................... 469

list ........................................................................... 459

lock ......................................................................... 390

message determination ................................. 458

negative amounts ............................................ 447

number ranges ........................................ 446, 463

partner .................................................................. 451

pricing ................................................................... 453

purchasing .......................................................... 449

special procesess ............................................... 462

split criteria ......................................................... 459

split items ............................................................ 421

text determination ........................................... 452

type ......................................................................... 436

2178-3.book  Seite 900  Donnerstag, 16. Dezember 2021  6:48 18

901

Index

Settlement process type .................................... 432

application status ............................................ 437

assign settlement documents ..................... 439

cash discount calculation ............................. 437

configure ............................................................. 432

control .................................................................. 432

default settlement block ............................... 436

default values .................................................... 434

document entry control ................................ 435

profit analysis .................................................... 437

settlement relevance for business 

partner ............................................................. 434

Shipment ............................................... 659, 679, 694

add delivery document .................................. 711

create .................................................................... 710

delivery ................................................................. 713

Shipment document ................................. 709–710

create .................................................................... 710

number range .................................................... 716

selection criteria ............................................... 712

transportation relevance .............................. 716

Shipment type ....................................................... 717

change document ............................................ 721

control .................................................................. 719

deadline ............................................................... 719

document content ........................................... 718

external description ........................................ 721

leg ........................................................................... 718

number range .................................................... 718

proposal ............................................................... 720

selection variant ............................................... 720

status update ..................................................... 722

Shipping ........ 142, 232, 486, 504, 525, 557–558,

653, 679, 694

conditions ........... 143–144, 486, 526, 564, 655

department ......................................................... 525

export .................................................................... 707

instructions ........................................................ 686

notifications ....................................................... 606

plants .................................................................... 795

proof of delivery ............................................... 726

schedule lines ..................................................... 596

transportation zones ...................................... 107

Shipping point ........... 67–68, 108, 559, 598, 654,

656, 680, 730

assign .................................................................... 654

assign to plant ...................................................... 70

create ....................................................................... 68

determination ................................................... 560

fields ......................................................................... 69

Shipping type ............................................... 526, 562

configure ............................................................. 527

Ship-to partner ............................................. 537, 804

Ship-to party .............................. 150, 497, 548, 694

Significant differences .......................................... 47

Simulation .............................................................. 612

Smooth factor ........................................................ 315

Social Security number (SSN) .......................... 196

Sold-to party ........................................ 149, 497, 547

Source field ............................................................. 393

Source structure ................................................... 393

SPEC2000 ................................................................. 557

Special item category determination .......... 301

Special order .................................................. 635, 641

Special pricing condition .................................. 363

Special pricing procedure ................................. 364

Special processing indicator ............................ 681

configure ............................................................. 681

Special stock .................................................. 515, 621

partner ................................................................. 150

Split criteria ............................................................ 459

Standard department ......................................... 134

Standard order ...................................................... 496

create .................................................................... 495

header data ........................................................ 521

item data ............................................................. 552

Statistical analysis reporting ........................... 671

Statistical goods receipt .................. 638, 648, 652

Statistics currency ................................................... 43

Status ................................................................ 121, 155

code ....................................................................... 660

delivery documents ..................... 660, 675, 688

incompletion log .............................................. 585

sales orders ............................................... 549, 577

Status group ........................................................... 437

configure ............................................................. 442

Status profile .......... 121, 376, 485, 517, 841–842

assign to sales order type ............................. 843

configure ............................................................. 397

object .................................................................... 843

user status .......................................................... 842

Step sequence number ...................................... 545

Stock determination rule .................................. 671

Stock-keeping UoM .................................... 216, 248

Stock requirement ............................................... 618

Stock segmentation ............................................ 509

Stock transfer

activate ................................................................ 799

between storage locations ........................... 799

shipping data .................................................... 800

Stock transfer order .......................... 605, 793–794

delivery document .......................................... 795

Storage condition ................................................. 669

2178-3.book  Seite 901  Donnerstag, 16. Dezember 2021  6:48 18



Index

902

Storage location .... 559, 658, 672, 749, 794, 799

check ...................................................................... 607

rule ......................................................................... 666

Street address ......................................................... 104

Structure group ..................................................... 105

regional ................................................................ 108

Structure scope ...................................................... 519

Subcontracting ...................................................... 607

Subsequent function ........................................... 490

Subsidiary ........................................................... 38, 41

Substitution reason ............................................. 281

strategy ................................................................ 282

Supplier ........................................................................ 84

pricing ................................................................... 454

Supply protection .............................. 607, 613, 618

create .................................................................... 614

manage ................................................................ 613

status .................................................................... 615

validity period ................................................... 615

Synchronization cockpit .................................... 201

Synchronization process ................................... 202

T

Target field ............................................................... 393

Target group ........................................................... 122

Target structure ..................................................... 393

Tax category ......................................... 149, 220, 746

Tax classification .................... 115, 120, 149, 220,

529, 746

material ............................................................... 750

Tax code determination .................................... 434

Tax group ................................................................. 115

Tax ID ......................................................................... 115

Tax jurisdiction ..................................................... 752

Tax jurisdiction code ................................. 105, 129

configure ............................................................. 106

Tax number ............................................................. 115

Tax number category .......................................... 195

browse .................................................................. 197

maintain .............................................................. 196

Text control ................................................... 163, 544

Text determination 243, 263, 382, 452, 666, 740

access sequence ................................................ 544

assign text types ..................................... 384, 542

configure ................................................... 376, 384

Text determination procedure ............. 163–164

Text type .................................................................. 541

assign .................................................................... 542

reference .............................................................. 544

Time bucket ............................................................ 617

Trade compliance ................................................. 116

Trading partner ............................................ 117, 743

Transaction

/N/UI2/FLP ............................................................ 80

/UI2/FLP ................................................................. 29

0VLK ...................................................................... 664

0VLP ....................................................................... 670

0VTC ............................................................ 561, 713

0WCB_CC10 ........................................................ 378

BP ................. 79, 86, 96–97, 135, 165, 173, 178,

182, 185, 197

BPCONTACTCHECK ......................................... 194

BPCUSTCHECK ................................................... 192

BPVENDCHECK .................................................. 192

BS02 ....................................................................... 841

BUC2 .............................................................. 95, 205

BUCF ................................................................. 92, 94

BUCG ................................................................ 96, 99

BUCH ............................................................. 97, 100

BUCI ......................................................................... 97

BUCV ................................................................. 96–97

BUPA_PRE_DA .................................................. 170

BUPT ...................................................................... 101

BUS2 ....................................................................... 101

BUSO ........................................................................ 97

CL02 ....................................................................... 581

CMOD .................................................................... 154

CO09 ...................................................................... 601

CS01 ........................................................................ 519

CT04 ............................................................. 507, 581

CU41 ....................................................................... 581

EBDR_API_TEST ...................................... 834–835

EC23 .............................................................. 664, 667

FD32 ....................................................................... 166

FLBPC1 ................................................................... 200

FLBPC2 .................................................................. 201

FLBPD1 ................................................................... 200

FLBPD2 .................................................................. 201

FS00 ....................................................................... 782

HU02 ..................................................................... 707

LT03 ....................................................................... 706

MDS_LINKS ......................................................... 208

MDS_LOAD_COCKPIT .......................... 196, 202

ME21N ................................................ 646, 794, 799

ME23N ................................................................... 647

ME53N ................................................................... 646

ME59N ................................................................... 646

MIGO ................................................. 638, 648, 793

MIRO .................................................. 638, 648, 652

MM01 .................................................................... 211

MM02 .................................................................... 211

MM03 .................................................................... 211

MSR_RETURNS_REASON ............................... 820

2178-3.book  Seite 902  Donnerstag, 16. Dezember 2021  6:48 18

903

Index

Transaction (Cont.)

MSR_RETURNS_REFUND .............................. 821

OB21 .......................................................................... 97

OBD2 ........................................................................ 97

OL19 ....................................................................... 701

OMJJ ....................................................................... 782

OMSF ..................................................................... 219

OV_SR04 .............................................................. 311

OV_SR05 .............................................................. 309

OV_SR06 ............................................................. 312

OV_SR07 .............................................................. 313

OV_SR08 .............................................................. 312

OV_SR09 ............................................................. 315

OV04 ..................................................................... 326

OV05 ...................................................................... 321

OV06 ..................................................................... 321

OV07 ...................................................................... 321

OV14 ....................................................................... 288

OV16 ...................................................................... 282

OV41 ....................................................................... 293

OV43 ...................................................................... 295

OV46 ...................................................................... 292

OV47 ...................................................................... 292

OV48 ...................................................................... 292

OVA10 ................................................................... 492

OVA2 .................................................. 583, 586, 640

OVAL ..................................................................... 157

OVAM ................................................................... 492

OVAN .................................................................... 492

OVAO .................................................................... 491

OVAS ..................................................................... 156

OVBO ........................................................... 770–771

OVF3 ............................................................ 782, 838

OVH3 ..................................................................... 167

OVK8 ..................................................................... 148

OVKK ..................................................................... 267

OVR0 ..................................................................... 139

OVRQ ..................................................................... 281

OVS9 ...................................................................... 139

OVSI ....................................................................... 141

OVSJ ....................................................................... 222

OVSL ...................................................................... 141

OVZ2 ...................................................................... 608

OVZ9 ...................................................................... 603

OVZG ..................................................................... 619

OVZH ..................................................................... 622

PA30 ...................................................................... 204

RDMBBY01 ................................................ 341, 344

RDMBBYNR01 .................................................... 345

SA38 ............................................................. 186, 205

SDD1 ...................................................................... 860

SE16 ........................................................................ 402

Transaction (Cont.)

SE38 .................................................... 186, 205, 722

SFW1 ...................................................................... 194

SFW5 ............................................................. 341, 763

SHD0 .................................................................... 486

SLG1 ....................................................................... 206

SM30 ............................................................ 115, 197

SM35 ...................................................................... 565

SM37 ...................................................................... 871

SNRO ..................................................... 94, 346, 495

SNUM ................................................... 94, 346, 495

SO10 ............................................................. 667, 673

SP01 ....................................................................... 330

SP02 ...................................................................... 330

SPRO ................................................ 43, 71, 85, 472

SSCUI_SD_MAT_GROUP1 ............................ 230

STSSC_TRA ......................................................... 719

V_TCSP ................................................................. 299

V_TFPLA_TY ...................................................... 773

V_TPVD ............................................................... 296

V_TPVV ................................................................ 297

V_TVAK_PV ....................................................... 298

V_TVAU ............................................................... 824

V_TVKM .............................................................. 224

V_TVLK_TR ........................................................ 715

V_TVLP_TL ......................................................... 716

V_TVRO ............................................................... 716

V_V2 ...................................................................... 611

V.02 .............................................................. 856, 858

V.15 ......................................................................... 862

V.21 ................................................................ 785, 864

V.26 ............................................................... 857, 860

V/03 ...................................................................... 249

V/06 ...................................................................... 256

V/07 ...................................................................... 252

V/08 ............................................................. 263, 439

V/30 ...................................................................... 335

V/43 ....................................................................... 339

V/56 ....................................................................... 331

V/57 ....................................................................... 331

V/58 ....................................................................... 331

V/76 ....................................................................... 227

V/N2 ...................................................................... 271

VA01 ...................... 304, 307, 362, 477, 484, 583,

813–814, 822, 825, 827, 836

VA02 ............................................................ 340, 610

VA03 ............................................................ 646, 833

VA05 ..................................................................... 858

VA11 ....................................................................... 840

VA31 ....................................................................... 474

VA41 ................................................... 358, 361, 363

VA51 .............................................................. 304–305

2178-3.book  Seite 903  Donnerstag, 16. Dezember 2021  6:48 18



Index

904

Transaction (Cont.)

VA55 ....................................................................... 871

VAP1 ....................................................................... 173

VAP2 ...................................................................... 173

VAP3 ...................................................................... 173

VAUP ..................................................................... 824

VB01 ....................................................................... 319

VB11 ........................................................................ 278

VB41 ....................................................................... 290

VBK1 ............................................................. 341, 344

VBKB ...................................................................... 349

VBN1 ...................................................................... 269

VBO1 ...................................................................... 367

VBO2 ...................................................................... 367

VBO3 ...................................................................... 367

VD51 ............................................................. 238, 278

VD52 ...................................................................... 238

VD53 ...................................................................... 238

VDH1N .................................................................. 168

VF01 .................................................... 733–734, 784

VF02 ............................................................ 340, 740

VF04 ................................................... 759, 784, 863

VF05N ......................................................... 830, 872

VF11 .............................................................. 738, 836

VF21 ........................................................................ 764

VF23 ....................................................................... 766

VF24 ....................................................................... 764

VFR3 ............................................................. 833, 835

VFRB ............................................................ 829, 832

VFTA ...................................................................... 650

VFX3 ............................................................ 737, 760

VK11 ........................................................................ 246

VKOA ........................................................... 467, 778

VL01N ............................................................. 71, 656

VL01NO ................................................................ 657

VL02N ...................... 71, 340, 664, 705, 707, 729

VL03N ................................................................... 729

VL10 .......................................... 159, 863, 865–866

VL10BATCH .............................................. 868, 870

VL10CUA .............................................................. 866

VLPOD ........................................................ 726, 728

VN01 ......................................... 493–494, 668, 740

VN07 ...................................................................... 716

VOFA ..................................................................... 735

VOFM .............................. 253, 546, 666, 720, 785

VOK0 .................................................. 250, 252, 263

VOPAN ........ 151–152, 452, 538, 666, 740, 755

VORB ..................................................................... 357

VORS ...................................................................... 357

VOTXN ................. 163–164, 243, 376, 541–542,

544, 740

VOV6 ........................................................... 571, 639

Transaction (Cont.)

VOV7 ......................................... 513, 634, 638, 651

VOV8 ........... 355, 480, 494, 532, 586, 593, 634,

649, 657, 769, 785, 827, 841, 843

VPE2 ....................................................................... 204

VT01N .................................................................... 710

VT02N ................................................................... 725

VT04 ............................................................. 710, 720

VTFL ............................................................. 686, 787

VTLA ....................................................................... 798

VV_T685_V1 ........................................................ 287

VV_T687_V1 ........................................................ 775

VV11 ........................................................................ 327

VV22 ....................................................................... 328

VV31 ........................................................................ 328

VVC_T682_DV ................................................... 284

VVC_T682_VC .................................................... 776

VVC_T683_XX_DV ........................................... 287

VVC_T683_XX_VC ................................. 466, 775

VVC_T685_VC .................................................... 777

WB2R_BUSVOL ........................................ 403, 873

WB2R_BVDETAIL_IDA .......................... 403, 874

WB2R_SC ....................... 410, 425, 432, 450, 470

WBR_SC ................................................................ 422

WCOCO ............... 370, 382, 385–386, 393, 399,

402, 406, 418, 421, 425, 435

WCOCO_ACTION .............................................. 378

WCOCOALL ..................................... 378, 874, 877

WLF_V_TMKSF_RE_SSCUI ............................ 439

WLF_VC_TMTR_SSCUI ................................... 391

WLF_VC_TPAR_AI_SSCUI ............................. 465

WLF_VC_TPAR_AK_SSCUI ............................ 464

WZR3 ............................................................ 445, 469

WZRN1 ................................................................... 463

XD01 ....................................................................... 195

XD05 ...................................................................... 170

XK05 ...................................................................... 170

Transaction flow ....................... 483, 573, 667, 673

fields ............................................................. 484, 517

Transaction group ....................................... 484, 737

Transfer event ......................................................... 391

Transfer group ........................................................ 391

accruals ................................................................ 427

configure .............................................................. 391

contract extension ........................................... 430

fields ....................................................................... 393

rules ........................................................................ 392

text ......................................................................... 422

Transfer Manager .................................................. 391

Transfer of requirements ............... 589, 596, 618

Transfer of title at customer location ........... 728

Transfer order ............................................... 704, 706

2178-3.book  Seite 904  Donnerstag, 16. Dezember 2021  6:48 18

905

Index

Transfer rules ......................................................... 392

Transportation

planning date .................................................... 599

Transportation group ......................................... 232

define .................................................................... 233

Transportation lead time ........................ 563, 687

Transportation management (TM) ......... 73, 709

Transportation planning ......................... 675, 709

activate ................................................................ 713

date ........................................................................ 598

status .................................................................... 662

Transportation planning point ................ 72, 710

assign to company code ................................... 73

configure ................................................................ 74

office address ........................................................ 74

Transportation relevance .................................. 714

Transportation type ............................................. 526

Transportation zone ......................... 105, 107, 564

configure ............................................................. 107

region .................................................................... 108

Transport request .......................................... 93, 473

U

Unconfirmed backorder .................................... 610

Unconfirmed order .............................................. 610

Unique item identifier (UII) .............................. 235

Unit conversion ..................................................... 502

Unit of measure (UoM) ....................................... 216

alternative .......................................................... 218

conditions ........................................................... 248

conversion ........................................................... 216

group ........................................................... 138, 217

Universal Product Code (UPC) ............... 217, 554

Unloading point ....................... 132–133, 502, 680

define .................................................................... 133

Usage ....................................................... 486, 524, 554

User exit ................................................................... 500

V

Valuated stock-in-transit (VSIT) ........... 143, 516,

573, 726, 728

Value-added tax (VAT) ............................... 129, 450

Value contract .................................... 353, 363, 519

create .................................................................... 363

master contract ................................................ 364

special pricing ................................................... 364

target value ........................................................ 364

Value item ............................................................... 514

Variant ............................................................. 486, 868

attributes ................................................... 723, 870

matching ............................................................. 519

schedule ............................................................... 870

Variant configuration (VC) ............................... 581

Vendor ...................................................................... 124

business partner integration ...................... 183

interface .............................................................. 648

invoice receipt ................................................... 648

migrate ................................................................ 200

number range ................................................... 184

Vendor-managed inventory ............................ 804

Vendor to business partner integration ..... 183

Vendor value mapping ...................................... 192

VOFM routine ................. 253, 260, 262, 267, 295,

546, 720, 738, 769, 785, 798

Volume rebate group .......................................... 223

W

Warehouse control .............................................. 672

Warehouse lead time ................................... 67, 687

calculation ......................................................... 233

Warehouse management system (WMS) ..... 67, 

656, 699, 793

third-party .......................................................... 699

Warehouse number .................................... 666, 701

Weight and volume ................ 499, 515, 526, 560,

677, 679, 681, 695

Work breakdown structure (WBS) 

element ................................... 511, 536, 696, 752

Workflow, report, interface, conversion, 

enhancement, and forms (WRICEF) ............ 71

World Trade Organization (WTO) .................. 147

2178-3.book  Seite 905  Donnerstag, 16. Dezember 2021  6:48 18



First-hand knowledge.

We hope you have enjoyed this reading sample. You may recommend  
or pass it on to others, but only in its entirety, including all pages. This 
reading sample and all its parts are protected by copyright law. All usa-
ge and exploitation rights are reserved by the author and the publisher.

Chris van Helfteren has been working as an order to cash (sales 
and distribution) ERP systems consultant since 1992. He began 
working with SAP products in 1997 and with SAP S/4HANA in 
2016. He’s participated in 18 full lifecycle SAP implementation 
projects and a total of 46 different consulting assignments in 

industries such as automotive, high tech/consumer electronics, aerospace, life 
sciences/pharmaceutical, and industrial goods manufacturing with distribu-
tion organizations of various sizes. He looks forward to working with you on 
future assignments and continuing to contribute to your growth in this area.
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