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Chapter 5
Finance

The ultimate goal of a business is to create value for its customers and
generate profit for its stakeholders in a sustainable way. The finance
functionality in SAP S/4HANA plays a very crucial role in the entire
record-to-report business process. The data fed into the record-to-report
process often originates from the order-to-cash flow.

The sales and distribution functionality in SAP S/4HANA integrates seamlessly with
finance in various business processes. The tight integration between these functional-
ities prevents revenue leakage in the organization. It’s very important to understand
the integration points between the sales and distribution functionality and the finance
functionality to effectively implement SAP S/4AHANA in the enterprise.

In this chapter, we’ll explain pricing and taxation, along with how they can be config-
ured in the system with the condition technique. Then, we’ll walk you through account
determination in billing and provide a comprehensive, step-by-step understanding of
each process involved. We'll describe the credit management functionality in general,
and then walk through the specific credit management based on sales and distribution
and the specific credit management based on financial supply chain management
(FSCM). We'll also discuss profitability analysis, along with its associated configurations
and data flow. Finally, we'll cover intercompany billing, its configurations, and an
example of intercompany sales flow.

5.1 Pricing and Taxation

Pricing and taxation are critical interfaces between the sales and distribution function-
ality and the finance functionality. Accounting documents generated after invoicing
contain finance-related data that is used to generate end reporting from both compli-
ance and internal reporting perspectives. In this section, we'll first explain the pricing
concept and its implementation in SAP S/4HANA, and then we’ll look at how taxes flow
through the system and interact with sales and distribution.




5 Finance 5.1 Pricing and Taxation

5.1.1 Condition Technique final document type that the business rule affects. In some cases, the determination

The condition technique is the most widely used and adaptable methodology used by happens at the document type level, that is, in revenue account determination, out-

SAP to assist consultants in configuring complex business rules associated with pricing put determination, and cash account determination. You must assign the procedure

determination, output determination, text determination, revenue account determi- to the document type. In sales pricing, you have to set up the determination of pric-

. e . L . ing procedure based on the sales area, document pricing procedure, and customer
nation, and so on. This is widely used in sales and distribution, materials management, &P p &P

and controlling. In materials management, its used for determining the pricing pricing procedure.

schema, that is, the pricing procedure from the materials management side.

The condition technique describes how the system determines prices based on infor-

. . iy . Pricing Procedure
mation stored in condition records. you set up and control the various elements used 5

in the condition technique with Customizing in sales and distribution. The condition
technique is used by the system during sales order processing to determine a variety of Condition Type
important pricing information. For example, given the conditions, the system auto-
matically determines which gross price the customer should be charged and which dis-

Access Sequence
counts and surcharges are applicable.

As shown in Figure 5.1, it consists of the following major components:

. Condition Table
® Field catalog

The field catalog contains every possible set of fields that can be used to determine
business rules. If the associated field isn’t present in the field catalog, then you can
append the pricing structure with the help of an ABAP consultant and include the

Condition Record

desired fields in the field catalog.

® Condition table
A condition table is a database table that is created as part of the customization pro-

cess from a small subset of the field catalog.

m Access sequence Flgure 5.1 Condition Techmque

An access sequence is a search strategy used by the system to locate valid data for a ) ) o ) )
specific condition type. The order of the accesses determines which condition We'llwalk through the key configuration activities in the following sections.
records take precedence over others. The accesses instruct the system on where to
look first, second, and so on, until a valid condition record is found. The condition Condition Tables
tables that you'll create in the previous step needs to be assigned in the access A condition table is a three-digit number that can be generated after the following steps
sequence of most specific to most general. are completed. You can only use a number higher than 500 to create custom tables
= Condition type because SAP has reserved the numbers 1to 500 for internal tables created by SAP. You
must ensure that the table you're attempting to create doesn’t already exist in the stan-

dard tables. There is no need to create the table if it already exists; you can use the exist-

Each condition type represents one of the condition technique’s logical compo-

nents. Excise tax, for example, could be one of the logical components of pricing and

could be represented by one condition type or a combination of multiple condition ing table for further configurations.

types. The access sequence created earlier needs to be assigned in the condition You can create the condition table by navigating to menu path Sales and Distribution -
type. Basic Functions - Pricing « Pricing Control - Condition Tables and Field Catalog - Create

= Pricing procedure Condition Tables. You can also use Transaction V/03 for creating condition tables. After
A pricing procedure is a combination of multiple condition types. The condition following the given path, you'll end up on the screen shown in Figure 5.2, where you
type that you configured in the previous step needs to be assigned in the pricing should enter the condition Table Number in the field and press to arrive at the
procedure with the sequential order. Finally, the pricing procedure is assigned to the screen shown in Figure 5.3.
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Figure 5.2 Create Condition Table: Initial Screen

V| with Validity Period
[l with Release Status

Selected Fields
Long Key Word
Sales Organization
Distribution Channel
Customer
Material

4 b 4 ¥

G Select Field  Technical view  Other Description

Field Attributes... B5 B5 [

Table Nmbr 802 Sales org./Distr. Chl/Customer/Material

Field Catalog

m Long Key Word

-

-

-

-

Internal object no.

Item (SD)

Item Number

Item Number in Document
LST CST appl. code

Location Where Service Is Provided

Location of Service Provider
Main group

MatGrHier

Material

i»1ai:erial

Material Group
Material Group 1
Material Group 2
Material Group 3
Material Group 4
Material Group 5
Material Price Grp
Material Usage
Material origin
Mnltem MatPricingGrp
MnItm PrcRefMat!
No. serial numbers
Momenclature Services Code
Object Type

Order Reason

Order Type

Overtime Category
Own/external equi.
Owner

Payer
i

Create Condition Table (Pricing Sales/Distribution): Field Overview

¥

5.1 Pricing and Taxation

If you want the condition table to be stored with a validity period, that is, the period in
which the condition records are valid, you can select the with Validity Period checkbox.
The effect of this configuration is that the From date and To date fields will populate
automatically while creating the condition records in Transaction VK11.

The with Release Status checkbox determines whether or not a condition record can be
used in the pricing calculation. When you check this box, the additional field Status
gets activated, and you can select the appropriate status based on the requirement in
the condition record. The statuses given by SAP are Released, Blocked, Released for
pricing simulation, and Released for planning and pricing simulation.

The Field Catalog is the list of fields provided by SAP to create the condition tables.
When creating condition tables, you must select the fields from the field catalog by
selecting the field and clicking on the Select Field button at the top of the screen. It will
populate the selected field in the Selected Fields section. In the example shown in
Figure 5.3, you can see table 802 with the fields as Sales Organization, Distribution
Channel, Customer, and Material. After selecting the fields, you have to click the Gener-
ate icon (the red wheel in the upper-left corner).

Because the changes associated with the condition tables are cross-client, you need to
store the changes in the workbench request. The access sequence and the condition
table maintenance are stored in workbench requests. In some cases, you need to create
a condition table by using customized fields. These customized, or Z, fields are absent
in the field catalog, so you need to append these fields in the field catalog with the help
of an ABAP consultant.

Figure 5.3 Create Condition Table
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Note
Cross-client data isn’t unique to any one client; it's data that all clients have access to

such as cross-client customization and all repository objects that have an impact on
the entire SAP system.

Access Sequence

The access sequence is the system'’s search strategy for identifying valid data for a spe-
cific condition type. During the pricing in the sales document, it assists the system in
determining the valid condition records from the condition tables. It’s defined for each
condition type for which the condition records are maintained. The access sequence
checks on which table the prices are stored in and populates the correct price in the
sales document. The changes associated with the access sequence are also cross-client
by nature, so they are stored in the workbench request. An access sequence can have
single or multiple condition tables depending on the business requirement. The same
access sequence can be used by multiple condition types.
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You can create the access sequence by navigating to menu path Sales and Distribution -
Basic Functions - Pricing - Pricing Control - Access Sequences - Set Access Sequences.
You can also use Transaction V/07 to define the access sequence. You'll arrive at the

Let’s explore each field in the access sequence setup:

B Access Sequence
You must give the newly created access sequence a suitable name. Typically, the
name of the condition type for which the access sequence being created is provided
in this field. Generally, organizations have their own nomenclature set, which the

screen shown in Figure 5.4. You can create your own access sequence by clicking on the
New Entries button. Select the access sequence (Ac...) and click on the Accesses folder to
arrive at the screen shown in Figure 5.5. The example shows the standard access

sequence for price PROO.

Change View "Access Sequences": Overview
P4 NewEntries [ B2 89 [ [

Dialog Structure
~ [= Access Sequences

Utilities...

implementation partner uses to assign names to pricing objects such as the access
sequence.

No.

The sequence of condition tables in the access sequence will be specified by step
number. It's a three-digit number that is used to define the sequence of conditions
within the pricing procedure. It’s always best to leave a space between the two num-

~ [ Accesses _ bers when configuring steps to allow for the addition of an intermediate step later if
- B3 Fields Overview Access Sequence
Ac... Description A... Description m necessary.
2]
[PRGGJPrice Access sequence relevant for pricing e T

leRo1 Price (item price list)
EROZ Price with Release Status
ERO3 Price test
PREK Preference price - config.mat
PREW Preference price - cross pint
PRHT Product Hierarchy
PR3G Segmentation based pricing
ESMB Recurring Subscr Price
P5SPO Service Price
PSEB Bundle Price
BSTO SrvcTyp-Bsd Prc
BSTV SrvcTyp-Bsd VarPrc
PTX1 Tax Portugal
RCO1 Commision Settlement
RCA1 Commision Settlement Accruals

Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing
Access sequence relevant for pricing

Figure 5.4 Create Access Sequence

Display View "Accesses": Overview

10 001 Cust.Grp/MaterialGrp/AcctKey
20 002 Cust.GrpfAccount Key

30 003 Material Grp/Acct Key

40 005 Acct Key

50 004 General

Figure 5.5 Access Sequence
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The second field is the table. The table defined in Transaction V/03 can be main-
tained in the table field. The description will be auto-populated in the Description
field.

Requirement

This is an ABAP code written in Transaction VOFM by the ABAP consultant. Certain
business requirements want you to determine the condition records from the table
only if a certain condition is met. You can achieve the changes by creating the appro-
priate logic with the business, writing it in the form of ABAP code, and assigning the
routine in the Requirement field. If the requirement is fulfilled, then only the values
from the table will be populated in the sales order.

Exclusive

This checkbox (not shown) is the last column in the access sequence, to the right of
the Requirement field. It governs the logic in the condition technique to stop search-
ing for the condition record once the successful condition record for the condition
type has been found within an access sequence. In this case, as shown in Figure 5.5,

P EEE B
: let’s say condition records are maintained for all combinations, that is, 10, 20, 30, and
Dialog Structure Access Sequence  |KOFI | Account determination . . : :
~ [ Access sequences 40 steps. When the Exclusive checkbox is selected, the system will stop searching for
e L_:"I.”‘__ICC::;QSS Overview Accesses condition records if the values are found in any of the combinations from step 10 to
Mo. | T... Description Requirement m 40
T A M
:5 JDlT Sales Org./Item Cat./Acct Key a -

However, if the Exclusive checkbox isn't selected, the system will populate all the
values maintained for all the combinations in the sales document, which may result
in condition type values being duplicated. As a result, in most cases, the checkbox is
activated; however, in some special cases, you can use the Exclusive checkbox to sat-
isfy any custom requirement associated with the duplicity of the condition record
values.

267




5 Finance

Following the addition of each individual table, you must double-click on the Fields
button in the Dialog Structure while selecting the created line. This results in the screen
shown in Figure 5.6. The automatic mapping of the technical field happens after you
click on the Fields folder. In this example, the first line of the access sequence, step
number 10, is selected. The technical fields associated with the selected field are shown
in Figure 5.6.

Display View "Fields"™: Overview

v EBEBRER
Dialog Structure Access FROO| |10 Price
- | Access Sequences Table Number 005 Customer Material
= |3 Accesses
E> Fields

Field Overview

Condition IO |Documen... \Documen... |Long field label Const, Value Source Init | Acc... Priorinfl

[¥RoRe & FouE VECRG Sales Organization o :
VINES 3 FOME VINEG Distribution Channel u o
FUNNR ¢a ROME FUNNR Sold-To Party O] 0
MATHE. ¢a mouP FMATH Pricing Ref. Matl O 0

Figure 5.6 Access Sequence Fields

You can now save the access sequence by clicking the Save button on the toolbar or by

pressing +(s].

Condition Types

Condition types represent pricing elements in the pricing procedure. Pricing elements
can include prices, surcharges, taxes, freight, discounts, and so on. These elements are
represented in the system as condition types. You can define a separate condition type
for each pricing element.

You can configure the condition type by following the path Sales and Distribution -
Basic Functions « Pricing  Pricing Control + Define Condition Types - Set Condition
Types for Pricing. You can also use Transaction V/06.

You'll arrive at the screen shown in Figure 5.7, where you can create your own condition
type by clicking on the New Entries button. It’s always recommended to create a new
condition type by copying an existing one. You can do so by selecting the existing con-
dition type and clicking on the Copy As button in the application toolbar. In the exam-
ple, we’'ve described the standard base condition type PROO in the display mode, as
shown in Figure 5.8.

The condition type configuration is split between several sections: Control Data 1,
Group Condition, Changes which can be made, Master Data, Scales, and Control Data 2.
Let’s walk through all the key fields.
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Change View "Conditions: Condition Types": Overview
5 & NewEntries [0 B2 D B R B

Condition type Description Condition Class Calculation Type i
IEPRUU Pprice Prices Quantity -

PROL Price incl.Sales Tax Prices Quantity .

PRO2 Graduated Price Prices Quantity

PRO3 Price (AECMA ALC) Discount or surcharge Quanfity

FRO4 Price (test) Discount or surcharge Quantity

PR33 PINAS Price Prices Quantity

PRI9 Price Prices Quantity

PRAO Promo SP wholesale 1 Prices Quantity

PRAL Promo SP wholesale 2 Prices Quantity

PRMM Price: mmsd Prices Quantity

ERPP PProtection Adjust Prices Formula

ERRE Repair Price Prices Quantity

PRSG Seq. based Price Prices Quantity

PSAM Standalone (Mat.) Prices Quanfity

PSCO MtrlPr.in Serv.Cntr Prices Quantity

PSI1 Price f.Srv.Cntr.Itm Prices Quantity - Monthly Price

ESPD Service Price Prices Quantity

PSEM Discount Discount or surcharge Percentage (Travel Costs)

BSER Profic Discount or surcharge Percentage

PSVE Sales price basis Prices Quanfity

PTAM American Express Discount or surcharge Fixed amount

ETBL Invoice amount Discount or surcharge Fixed amount

PTCH Payment Type - Check  Discount or surcharge Fixed amount

PICI PE Tx Collect Indic Discount or surcharge Percentage

PTCO DE Tv Caollart Nffcat Tavac Darrantan,

Figure 5.7 Condition Type: Initial Screen

Display View "Conditions: Condition Types": Details
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Manual Entries
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Ref. Application
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Records for Access
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Group Cond. Routine 0

Pricing Procedure FRO0O0
Delete from DB

Do not delete (set the deletion flago ... =

Figure 5.8 Condition Type
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First, the Control Data 1section contains the following fields:

® Condition Class

The condition class specifies how a condition type, such as prices, surcharges, dis-
counts, and taxes, can be used. It’s a distinguishing feature that defines the purpose
and behavior of condition types. It defines the condition type’s structure and allows
you to control each condition type based on its functionalities. Some condition
types have functionality hard-coded into them. If you use condition class B (prices),
for example, you'll be unable to have two base prices active in a single sales docu-
ment line item. Table 5.1 lists some of the most important condition classes.

A Discount or surcharge

B Prices

C Expense reimbursement
D Taxes

E Extra pay

G Tax classification

H Determining sales deal
w Wage withholding tax

Table 5.1 Condition Class

® Condition Category

A condition type is further classified within a condition class by its condition cate-
gory. The condition category categorizes condition types into predefined groups.
For example, PROO and EDI1 are both pricing condition types, so they both have B for
condition class; however, PROO is used as the base price, and EDI1is used as the cus-
tomer expected price. This difference is accounted for by the condition category,
where the condition category for PROO will be H (basic price) and EDI1 will be J (cus-
tomer expected price). Some of the most-used condition types have the condition
categories listed in Table 5.2.

KF0OO F (freight)
MWST D (tax)

VPRS G (internal price)
EKO1/EKO2 Q (costing)

Table 5.2 Condition Category
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® Calculation Type
This specifies how the system calculates prices, discounts, and surcharges in a given
condition type. For example, based on quantity, volume, or weight, the system can
calculate a discount as a fixed amount or as a percentage. While maintaining the
condition records for the condition types, the system populates the calculation type
automatically during the maintenance of Transaction VKI11. Finally, it converts the
amount to the condition type value.

Let’s explore some of the important calculation types in Table 5.3 that are widely
used across industries.

A It’s usually maintained for discount and surcharge condition types. The
condition record contains percentage values, which are applied to the
condition base value to calculate the condition type value.

B By configuring the condition type with the calculation type as B, you can
maintain the condition record for the fixed currency value. It should be
noted that these condition types are typically configured as header con-
dition types. If you make this a condition for an item, the system
attempts to divide the total value by the total quantity.

C For the base price condition type, this is the most commonly used calcu-
lation type. You can maintain the condition records for the currency
value by configuring the condition type as calculation type C. The condi-
tion value will then be calculated by multiplying the quantity specified
in the sales order by the currency value from the condition records.

D This corresponds to the freight condition type. You maintain condition
records based on currency value. The condition value is calculated by
multiplying the currency value by the line item’s total weight.

E This corresponds to the net weight used in the freight condition type con-
figuration. In case you want to calculate the freight value excluding the
packaging material weight, then you can use the calculation type as E.

F To calculate the condition value based on the volume, keep the calcula-
tion type set to F for the required condition type.

G If the business requirement is to calculate the condition value based on
some custom formula, you can maintain the calculation type as G.

H This calculation type can be used for reverse tax calculations. In retail
clients, it's common for sales agents to enter the value into the system,
including tax. To separate the tax amount from the net value, configure
the tax condition types with the calculation type set to H.

Table 5.3 Calculation Types
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Calculation Type Usage

M The monthly prices must be configured in subscription business scenar-
ios. In this case, you can use the calculation type as M. This condition
type is used when the line item is relevant to the billing plans. Based on
the contract start and end dates specified in the sales order contract
data, the system computes the billing plan frequencies. The total condi-
tion value for the line item will be calculated by multiplying the number
of months in the contract duration by the amount of the one-month
price.

N The preceding logic mentioned for the calculation type holds true for N
as well. In this case, this price corresponds to the yearly price. The con-
tract start date and end date are mandatory to calculate the yearly
price.

(0] If you want to calculate the price based on the number of days con-
sumed or used, you can maintain the calculation type set to O. The con-
dition value will be calculated by multiplying the number of days
specified in the contractual period by the price maintained for the sin-
gle day.

P The same logic applies to calculation type P; the only difference is that
the calculated price is maintained for the week.

Table 5.3 Calculation Types (Cont.)

® Plus/Minus

This field is applicable to the surcharge and discount condition type, that is, the con-
dition type with calculation type as A. If the value in the Plus/Minus field in condi-
tion type (discount) is X (negative), the amount will be subtracted from the other
reference condition type. If the value in the Plus/Minus field is A (positive) condition
type (surcharge), the amount is added to the other reference condition types.

Rounding Rule

In the system, the field is linked to the condition value. It determines whether com-
mercial rounding, rounding up, or rounding down is performed. If the condition
value is 10.543, for example, the commercial rounding rule will round it to 10.54. If it
had been rounded up, the value would have been 10.55, and if it had been rounded
down, the value would have been 10.54.

Structure Condition

This field is used when you’re configuring the condition type for a bill of material
(BOM) or configurable material. A blank field indicates that the condition type isn’t
relevant for the accumulation of values in a BOM, nor is it applicable for the distribu-
tion of values at the item level. If you maintain the value as B, it will help to cumulate
the value of components and display it in the main item.
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® Condition Function

For accumulating condition values, you can use the condition function. The condi-
tion function can be used to separate or identify condition types based on business
importance. To check the tolerance of the standalone selling price (SSP) range for
SSP calculation in revenue accounting and reporting (RAR), you can use the condi-
tion function (see Chapter 6 for more information on RAR). Some of the condition
functions provided by SAP are standalone (Mat.), Tolerance for Expected Value, and
soon.

Dat.Rec.Source

This field is used to set the system to leverage the old condition technique to deter-
mine the condition records or any other technique to determine the records in the
system. This can also be used to configure the system to fetch the condition values
from the pricing procedure configured in the SAP Customer Relationship Manage-
ment (SAP CRM) system.

Next, the Group Condition section contains the following fields:

® Group Condition

A discount based on the material group is a very common business requirement
across multiple industries. The requirement can be met by configuring the discount
condition type with the Group Condition checkbox. If you check the group condi-
tion, the group condition amount will be distributed among all the line items in pro-
portion to the line item'’s value. This works based on the group condition routine
selected for the condition type.

The business requirement can have any of the two or both variations:

— Total document value: If the total document value hits a specific limit, then an
automatic discount condition type should be populated, which will reduce the
total document value.

The solution is to configure a condition type with the Group Condition checkbox
selected. Because the requirement is based on the value and should be applicable
to the total document value, you have to select the appropriate scale basis, that is,
in the scale basis (B) and group condition routine as 1 (total document value).
(We'll discuss both fields later in this list.) From the master data side, you have to
maintain the condition records with appropriate scales.

— Particular material group’s value: If the discount should be populated only for

materials with a specific material group, material pricing group, or any other
characteristics, the discount should be applied only to the materials related to
that characteristic.
As a solution, SAP has provided a separate group condition routine 3 (material
pricing group). You must select it for the condition type and select the scale basis
as B (quantity basis). (We’ll discuss both fields later in this list.) From the master
data side, you have to maintain the condition records with appropriate scales.
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® Group Cond. Routine

The group condition routine specifies whether the total document value or group of
materials value should be considered. If you want to consider the total document
value, leave the group condition routine at 1. If you want to consider a group of
material’s values, keep the group condition routine set to 3.

RoundDiffComp

If you check the rounding difference comparison, then in scenarios such as while
distributing group condition amount among all line items, any left-out amount will
be added to the highest value item.

Let’s continue to the Changes which can be made section, which contains the following
fields:

® Manual Entries

This field control whether you can allow the users to change or modify the condition
values during the order processing. SAP has given four options to choose from for
the manual entry as follows:

— A: There are no limitations, so you can either manually edit it or automatically
populate it with the help of condition records or condition routine.

— B: Automatic entry has priority; that is, if the condition records are maintained,
then values will be populated through condition records, and you can’t edit the
conditions manually.

— C: The manual entry takes precedence. When you manually enter the condition,
the system doesn’t check to see if a condition record exists.

— D:You can'’t process the condition records manually. You can set this for the con-
dition type where the values are populated with the help of any condition rou-
tine.

Header Condition

By activating the checkbox, you set the condition type as the header condition type.
Header conditions are applied to all items in the document and are distributed to
them automatically. Header conditions don’t have an access sequence and must be
processed manually. They can be based on a percentage or an absolute amount. If
you enter a percentage-based header condition, the system will automatically apply
that percentage to all items in the document. If the header condition is an absolute
amount, the system has two options for distributing the amount:

— The amount is distributed proportionately among the items
— The amount entered at the header level is duplicated for each item.

Item Condition

By activating the checkbox, you signify the condition type as an item condition. The
item conditions are applicable to the particular line items, and they will have an
access sequence assigned to them.

274

5.1 Pricing and Taxation

® Delete
You can allow users to delete the condition type from the sales document post acti-
vating the deletion checkbox in the condition type.

= Amount/Percent
If the requirement is that for certain condition types end users or customer repre-
sentative should modify the condition amount or the percentage, then you can
achieve the requirement by activating the checkbox.

® Quantity Relation
This field indicates that users can alter the quantity for the condition type. If the
checkbox isn’t selected, and the sales units or condition units are not the same and
differ from the base unit of measure (UoM), then the system carries the quantity
conversion twice (for example, from the sales unit to the base unit and then from
the base unit to the condition unit).

= Value
If the user wants to manually change the condition value, you can check the Value
checkbox for the condition type, which will allow the user to change the condition
value in relation to the condition type.

® Calculation Type
You can enable this functionality for the condition type of a specific business
requirement, such as users wanting to manually edit the calculation type during
document processing.

Next, the Master Data section contains the following fields:

® Proposed Valid-From
You can default the valid-from date while maintaining the condition records by
defaulting the settings in the field. If you leave the field blank, the system will use
today’s date as the valid date by default. Users can edit the date field while maintain-
ing the condition records.

® Proposed Valid-To
By defaulting the settings in the field, you can set the valid-to date while maintain-
ing the condition records. If you leave the field blank, the system will set the valid-to
date to 31.12.9999 as the default end date. Users can make changes to the date field
while keeping the condition records.

® Pricing Procedure
This field will be used for the concept of condition supplement. It’s essentially the
concept of adding a condition record for an existing condition record. The system
controls the use of condition supplements in records of this condition type by using
the pricing procedure that you enter here. Discounts defined in the pricing proce-
dure can be applied as condition supplements during pricing. If the main condition
record is found, the system will find the supplement condition records.
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Delete from DB

This field controls whether you can permanently delete the condition records from
the database or mark the condition records with a deletion indicator. SAP has pro-
vided three options to choose from:

— Do not delete (set the deletion flag only): You can configure an indicator to pre-
vent the condition record from being used in pricing. In the archiving run, the
condition record is then archived.

— With popup: Users can delete condition records from the database. They will see a
popup asking if the condition record should be deleted or if the deletion indicator
should simply be set.

— Without popup: Users can delete condition records from the database. They will
see a popup message only if condition supplements are available.

Ref. Condition Type

This is common when configuring the intercompany sales process. We'll cover this
process extensively in Section 5.5. You maintain a condition record for PIO1 in inter-
company sales, and this will be applicable to the IVO1 condition type. You don’t need
to maintain separate condition records for each condition type if you maintain the
reference condition type in the field. You only need to maintain the condition
record for the reference condition type, and it will apply to all condition types that
share the same reference condition type. When users attempt to maintain the con-
dition record for the main condition type, an error message appears informing them
that they must maintain the condition records for the reference condition type.

Ref. Application

A condition technique is condition record maintenance that is also used in other
application components of SAP S/4HANA. In certain scenarios, there might be a
need to pull the values from the different application components other than sales.
For example, to pull the values from the settlement management application com-
ponent, you can use the value WR. In this case, you can use the reference application.
This field is used in close collaboration with the reference condition type.

Condition Index/Condition Update

You can maintain condition records by using condition indexes for specific condi-
tion types. Condition indices need to be activated for each condition table. You can
activate the condition index for a specific table by going to Transaction SPRO and
following menu path Sales and Distribution « Basic Functions - Pricing « Maintain
Condition Index. You can limit the use of the condition type during sales order pro-
cessing by combining it with condition update (e.g., per specific sales order or based
on total condition value). This option restricts your user’s ability to make manual
changes to the pricing procedure during sales order entry.

5.1 Pricing and Taxation

Scales
Scale Basis | Quantity scale Scale Routine 0
Check Scale 2| Descending Scale Unit
Scale Type can be maintained in condition record
Control Data 2
] Exdusion
5 Pricing Date Standard (KOMK-PRSDT; tax and reb .
- Rel. for Acct Assigt Relevant for account assignment
= -
Zero Value Proc.
Text Determination
TextDetermProcedure Price = | TextID o001 Internal comment

Figure 5.9 Condition Type

This is a common requirement for clients in retail space to maintain product prices
based on the predetermined slabs. Let’s consider the example in Table 5.4.

Quantity Price

1 $2,000
100 $1,900
200 $1,800
300 $1,700
400 $1,600

Table 5.4 Scales

If the customer places an order for 1 to 99 units, the product price should be $2,000. If
the customer orders 100 to 199 units, the product price should be $1,900, and so on.
This scale is known as the normal scale.

Let’s explore each field in the Scales section:

® Scale Basis
The slab that we discussed earlier can be defaulted while maintaining the condition
records by selecting the appropriate scale basis in the condition type. You can
choose from a variety of options such as quantity scale (C), value scale (B), or gross
weight scale (D). It determines the basis on which you’ll maintain prices in the con-
dition records.

Let’s continue with the condition type configuration fields shown in Figure 5.9, starting
® Check Scale

You can set the condition type based on how you want to distribute the prices based

with the Scales section.
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on the scale basis, that is, whether the slab price should increase or decrease. The
option given by SAP S/4HANA are Descending (A) and Ascending (B).

® Scale Type
The field controls the behavior of the scale, that is, if you have to maintain the nor-
mal scale or graduated scale.

® Scale Routine
If the users want to calculate the scale value by custom logic, then you can write a
code and assign it to the alternate calculation routine in Transaction VOFM.

® Scale Unit
You can maintain the UoM in the field that will be used for condition record mainte-
nance.

Next, the Control Data 2 section contains the following fields:

® Currency Conversion

This field plays an important role for currency conversion scenarios. The system
multiplies the amount resulting from the condition record by the item quantity to
calculate a condition value in a document. This indicator determines whether the
system performs currency conversion before or after multiplication. If you activate
the checkbox, the system multiplies the condition value by the document currency.
If you leave the checkbox blank, the system converts the condition value to the doc-
ument currency before multiplying it.

® Accruals
The accruals accumulation is common in the rebate process; the amount posted as
accruals in the invoice will be stored in a general ledger account maintained in the
Account Assignment setting in Transaction VKOA against the accruals account key.
The accumulated amount will be retrieved during settlement, and the amount to be
settled will be finalized and settled through the invoice. You can set the condition
type for accruals relevant by checking the Accruals checkbox.

® Variant Condition
This checkbox indicates that the condition type is used for the variant configuration
price setup. The variant configuration functionality is explained in Chapter 8, Sec-
tion 8.3.

® Invoice List Cond.
The invoice list is where you can send an invoice, debit memo, or credit memo to a
payer on a specific date. All billing documents must be assigned to the invoice list
using Transaction OVV7. An invoice list must have a factory calendar assigned to it.
The factory calendar will determine when the invoice list must be created. When you
select this checkbox, the condition type will be populated in the invoice list billing
document.

® Quantity Conversion
Quantity conversion is only relevant for condition types with calculation type C. It’s
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applied if the sales quantity unit and the quantity unit maintained in the condition
records are the same and those differ from the stock quantity unit or base unit main-
tained in the material master. If you activate the Quantity Conversion checkbox and
the sales quantity unit and condition quantity unit are identical, the document item
quantity is used during sales order processing. If the checkbox isn’t selected, then
the condition basis quantity is converted to the stock keeping unit (SKU) via the
quantities of the SKU. Any changes to the conversion factors in the delivery or order
are ignored during quantity conversion.

Intercomp. Billing

If a specific condition type is configured for intercompany billing, then you can
check the checkbox for intercompany billing for that specific condition type. You
use standard condition type IVO1 and PIO1 for the intercompany sales process.

Exclusion

This field plays an important role in the condition exclusion configuration. If you
maintain the condition type with the Exclusion group as X, then all the conditions
that have the same condition routine assigned as 2 will be excluded from the sales
order pricing. Exclusion can be maintained at the condition type configuration level,
or it can be maintained at the condition record maintenance level in Transaction
VKI1.

Pricing Date
Pricing condition records are accessed or searched based on the pricing date. You
can default the pricing date on the sales order in two ways:

— Document type configurations (Transaction VOV8): While defining the sales doc-
ument type, you can default the pricing date with the field proposal for the pric-
ing date, which will cause a pricing date to be determined on the header level, and
it will be applicable across all the line items.

— Condition type configuration (Transaction V/06): SAP has provided several
options to choose from, as shown in Table 5.5. Based on the business require-
ments for the condition type, you can default the option and determine the pric-
ing date for the condition type. For example, if you want the pricing date the same
as the order creation date in the sales document, then you have to maintain
option E in the Pricing Date field of the condition type configuration.

Option Dates

B

A

B

C

lank Standard tax and rebate
Date of services rendered
Price date

Billing date

Table 5.5 Pricing Date Options
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Alternatively, you can also use Transaction V/08. You'll arrive at the screen shown in
Figure 5.10, where you can create your own pricing procedure by clicking on the New
L Creation date Entries button. After which, you select the pricing procedure (Proc...) and click on the
E Order date Procedures — Control folder to arrive at the screen in Figure 5.11. Here, the standard pric-

Option Dates

ing procedure RVAAO1 is used.
Table 5.5 Pricing Date Options (Cont.)

Change View "Procedures": Overview

%% NewEntres [0 B2 29 B R B

Note Dialog Structure Usage

L
* [ Procedures -
If the pricing date logic isn’t fulfilled in these two ways, you also have an option to 5 e me ey (<1 I Y
enhance the SAP code through user exit MV45AFZZ from USEREXIT MOVE FIELD TO VBKD Procedures
to update field VBKD-PRSDT (Pricing Date). _ Proc... Description @

i a
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£ -

RVARO2 Standard with Price Book

EBVAAO03 Standard w. Fixed Down Payment

u Rel. fOl’ Acct ASSigt RVARER Standard - Argentinia
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andar
mine the general ledger account for the values in the condition type. If you leave this RVAAFR Standard - France
. . . . BVRAGC Standard
field blank, then account determination takes place as standard account determina- e
andard - Hungary
tion configured in Transaction VKOA. However, if you maintain the value B (Account RVARIT Standard - Italy
. . . . . . RVARKZ Standard Kasachstan
assignment with accounting indicator), then the system also includes the account- S E———
ing indicator while determining the general ledger accounts. This is commonly used e
X RVARRU Standard - Russian Federation
when you want to book the cost against any of the accounts. RVARUA Standard Ukraine
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u SeerhgeSettIem RVABOL Standard - Gross prices (old)
You check the condition type for the service charge settlement in the business sce- i ior - Gross Prices
. . . K RVABRA Brazil: Standard CBT
nario where the source document is trading contracts. By marking the checkbox, RVAGOL Standard
you limit the condition types to those that are only relevant for service settlement. Figure 5.10 Pricing Procedure: Initial Screen
® Zero Value Proc.
You can use this indicator to control how conditions with values equal to zero are Display View "Procedures - Control Data"™ Overview
handled. If you leave this field empty, the following will happen: When a condition’s s B R 0
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Let’s take a closer look at each field for the pricing procedure:

Step

The sequence of condition types in the pricing procedure will be specified by step
number. It’s a three-digit number used to define the sequence of conditions within
the pricing procedure. It’s always best to leave a space between two numbers when
configuring steps to allow for the addition of an intermediate step later if necessary.
Step numbers will also be used in From and To fields to calculate the base value.

Co... (Counter)

If there is no space between two steps, you use a counter to add one or more condi-
tion types. It’s a two-digit access number used to define a series of conditions within
a single-step number. During pricing determination, the system considers both the
step number and the counter. If you don’t have a specific need for multiple counters
within a step, leave the field blank. The counter will be set to 0 by the system.

Co... (Component)
The condition types that you've defined in the earlier section are assigned here. It
specifies the type of pricing component, such as base price, taxes, or surcharge.

Description

The description will be auto-populated using the description of the condition type
from Transaction V/06. The Description field can also be used to divide the pricing
procedure into sections such as gross value, net value, and total. If you leave the field
empty, the pricing procedure line will function as the subtotal.

Fro.../To...

The pricing procedure uses the value fields to calculate the condition base value. A
From field is referred to as a standard base. It will aid in determining the starting
point for calculating the condition type value in sales document pricing. The To field
is used to add the values of multiple sequential steps. If you leave the From and To
value fields blank, the system will use the immediate preceding value.

Ma... (Manual)

The Manual checkbox indicates whether or not the specific condition type can be
determined manually during sales order processing. If you check the field, the entry
will be manual; if you uncheck it, the entry will be automatic. Even if the condition
records for the condition type are maintained, if you check the checkbox, it won’t
appear in the sales order. It will appear once you manually enter the condition type
in the sales order. The condition type configuration setting affects the Manual
checkbox. If the condition type is set as manual entry D (not possible to process
manually), it will take precedence and won't allow you to enter the condition manu-
ally in the sales order because the condition is blocked for manual entries.

R... (Required)
The Required checkbox indicates that the condition type is required for the pricing
procedure. If the condition type isn’t present in the sales order pricing procedure,
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the system won’t allow users to save the order. If the condition type is checked with
the Required checkbox, the value for the condition type must be maintained or the
system won'’t allow the users to process the document. Tax condition types are
mostly set as required in the pricing procedure.

St... (Statistical)

The Statistical checkbox is used to indicate the condition type that will be used for
statistical purposes. If the checkbox is marked as statistical, it won’t be considered
for account determination. As a result, there is no need to assign an account key to
such a condition type. It's commonly used for the VPRS and SKTO condition types.
In standard SAP, the pricing dividing steps are also marked as a statistical condition.

Rel... (Relevant)

This field determines whether the condition type is relevant for account determina-
tion. Specifically, it determines whether or not the values associated with the condi-
tion type should be posted to accounting.

Print T...

This field determines whether or not the condition type is printed in the output
printout. If you don’t want to print, you should leave the field blank. If you want to
print, keep either X or S. If you want to print at the item level, you use X. If you want
to print at the header level, use S. For all header conditions, set the field as S. This
only applies to the standard output condition type BAOO. You can build user-specific
logic to print the outputs for any custom development for print programs.

Subtotal

Subtotal is an alphanumeric single-character field used to store the condition type’s
value in some temporary tables and fields for later calculation. You can compute
condition values using an alternate calculation type and an alternate base type. The
field’s value determines where the field’s value should be captured. If you use the
same field to store different condition amounts, the system will add up all the indi-
vidual amounts. Subtotal will also be used to update the credit management value
of the sales document by using option A. The subtotal will also be used to update the
billing document’s value in the rebate agreement by using the Subtotal 7.1t's used to
store statistical condition values such as VPRS with a Subtotal B.

Requir... (Requirement)

This is ABAP code from Transaction VOFM. You assign a code to a specific number
and enter it in the Requirement field. A requirement is a condition that the system
checks every time the condition type in a sales document is determined. If the con-
dition is met, the sales document will include the condition type. This enables you to
perform additional validation before executing a specific condition type. SAP has
provided some standard requirement conditions that you can leverage as listed in
Table 5.6.
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key isn’t maintained, the values won'’t be passed to accounting. In rebate condition

Requirement Description/Uses o ) o
types where both the account key and the statistical field are checked, the Statistical

2 Verifies that the Pricing field in the item category is set to X or B. field will take precedence over the accounting key. In this case, the values of the con-

4 Verifies that the Determine Cost field in the item category is checked. dition type won'’t be recorded in accounting. For more details on the account key,
see Section 5.2.2.

9 Verifies that the Cash Discount field in the material master Accounting 1

o ® Accruals
view is checked.

The accruals key is used to post amounts into accrual accounts instead of revenue

& For intercompany billing condition type PI01, you assign the routine, accounts. It will track all earnings and expenses whenever a sale or transaction
and it checks that the ordering company and delivery company should occurs, whether or not it’s paid
be different. '
. . . The pricing procedure that you've configured must be assigned in the configuration for
24 You deploy the requirement in the rebate conditions. It checks to ensure

e e T s 2 5 e G e, S e el e e 21ie it to be determined automatically in the sales documents. To assign the pricing proce-

applied on the billing documents. dure, follow menu path Sales and Distribution « Basic Functions « Pricing « Pricing Con-

trol - Define and Assign Pricing Procedures - Set Pricing Procedure Determination.
Table 5.6 Standard Pricing Requirements Alternatively, you can also use Transaction OVKK to land on the same configuration, as

shown in Figure 5.12. Click the New Entries button to determine the pricing procedure.
m Alt. Ca... (Alternate Calculation)

You must assign an ABAP code to the condition type in the pricing procedure if the Change View "Det. of Pricing Procedures in Sales Docs.": Overview
calculation logic of the condition type is based on a custom requirement. Based on & New Enties [ B2 B E B B
the business requirements, ABAP consultants use Transaction VOFM to create any T = = =
. . Sales Orga... Distri... Division Do... Cu... Pricing Pro... Pricing Procedure Co... |Condition Type for Fast Entry
custom routine. If you need to calculate the value of the condition type based on o001 01 01 A 1 EVAAOL  Standard PROO Price
custom logic rather than condition records, you use the alternate calculation type in gont CESNN SN0 S PROL Boce miel il dus
his field. Th diti . il h diti s 1 1 0001 o1 01 g 3 CHBACK Pricing Reimburserment
this field. The condition type routine will compute the condition type’s total value. o1 o o 3 s csor  GTMSalesprie
You don’t need to maintain condition records for the condition type that has the 0001 01 01 & & GILITE  SD MInimal Schema P00 Price (Gross)
alternate calculation type routine assigned to it 0001 01 01 A M NFMAO3 Standard NF metals wei NFME Metal Price Wght-Dep
000l 01 01 i n HFMROL Standard NF Metals Cal EROO Price
m Alt. Cn... (Alternate Base Value) 0001 01 01 A R JDRMO1  DRM Sellthrough @ DR
The alternate base value is the pricing routine created by the ABAP consultant in et Al B P00 EE
K . . 0001 01 01 B 1 EVWIAL Plants Abroad
Transaction VOFM. In most cases, the base value of the condition type is taken from B . . a . e oo e
the From field in the pricing procedure. However, if the business requirement is to 0001 0L 01 € 2 RVCA02  standard - Free wjout
ips . . 0001 01 o1 c G BVCROZ Standard - Free w/fout
calculate the base value of the condition using a custom formula, you assign the B :
0001 01 o1 D 1 RVSBOL Self-biling with Invo EROO Price
base condition routine in the Pricing Procedure field. Unlike the alternate calcula- 0001 01 01 F RVAZ03  Standard w. Fixed Down
tion routine, where you don’t need to keep the condition record for the condition e e D

type for the alternate base value, you must maintain the condition records for the . . o
. . Figure 5.12 Pricing Procedure Determination
alternate base value to convert the base value into the condition value. For example,

for freight-related condition types where the value is calculated based on the mate- . o o Lo L
L . Fill in the sales organization (Sales Orga...), distribution channel (Distri...), and Division,
rial’s gross weight and volume, you use the alternate base value to calculate the base

value from which the freight value is calculated. along with document pricing procedure (Do...) and customer pricing procedure (Cu...).

= Accou... (Account Key) Let’s explore the origin of the following mentioned fields in the sales document:

The account key is one of the integration points that link the invoice values to the = Cu..
finance functionality. When posting invoice values into accounting, it’s one of the The customer pricing procedure data will come from the customer master sales area
parameters used to determine the revenue general ledger accounts. If the condition data.

type isn't statistical, you must maintain it along with the account key. If the account
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= Do...
The document pricing procedure is assigned to the sales document type in Transac-
tion VOVS.

The condition type (Co...) field is optional and can be left blank. If you assign a condition
type, the system will automatically display a value associated with it at the sales order
line-item level. This allows users to view the condition type value without having to go
into the line item’s Conditions tab. To process transactions, use the scroll bar to move
to the right of the line item. If the field is left blank, the system will display the current
price condition’s value.

5.1.2 Taxation

Taxation is tightly linked to the sales process because accounts receivable triggers the
accounts receivable taxes by sales document. In this section, we’ll look at how taxes are
configured in the SAP S/4HANA system.

Taxation involves the following key concepts:

® Tax classification
Tax classification is determined by the customer master and the material master,
while tax jurisdiction is determined by the plant and the business partner. The coun-
try is determined by the location of the delivery plant.

® Tax procedure
The tax configuration is maintained based on the country that delivers the plant.
Based on local tax compliances, SAP provides a sample tax procedure for each coun-
try. The tax procedure is assigned to the country.

m Tax category
The same condition technique is used to configure the tax pricing procedure in the
finance functionality. However, you refer to the condition type as a tax category.

® Tax rates
Tax rates can be maintained in SAP S/4HANA using Transaction FTXP. The rates are
maintained for the country, tax code, and tax jurisdiction code. General ledger
accounts are maintained using Transaction OB40, which is determined by the
account key assigned in the sales and distribution pricing procedure against the tax
condition type.

® Tax codes

The tax is calculated using the tax code and the tax procedure. The tax codes are
derived from the condition records maintained in the VK11 condition record.

To summarize the tax flow, as shown in Figure 5.13, the condition record pushes the tax
code, and the tax rates are fetched from the tax code, along with the country and juris-
diction code, and fetched from Transaction FTXP for the relevant account key and
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condition type maintained in the sales and distribution pricing procedure. Transaction

OB40 for the relevant account key is used to determine the general ledger accounts.

Customer Master
Tax Classification

Material Master

Jurisdiction Code Condition
Country Types VK13
Region MWST
MWVS

Determine Tax
Code

Determine Tax
Procedure

Transaction
FTXP

Transaction Tax Classification

Transaction
0OB40

Y

Amount
Posted to Tax
Account

Determine
Rate

Y

Figure 5.13 Tax Calculation

Sales and
Distribution
Pricing
Procedure

We'll walk through the key configuration activities in the following sections.

Tax Determination Procedure

The tax determination is based on the condition technique. The tax category is simply

the tax condition type, such as MWST/MWYVS, that you use in the pricing procedure. In
the finance functionality, this is known as a tax category. A tax category should be

assigned to a specific country, and then it can be used in the customer or material mas-

ter.

To create the tax category, you have to follow menu path Financial Accounting + Finan-
cial Accounting Global Settings - Tax on Sales/Purchases - Basic Settings - Check Calcu-

lation Procedure.

Asyou click on the Check Calculation Procedure, you get the following three options, as

shown in Figure 5.14, which you need to follow to configure the tax pricing procedure:
Access Sequences, Define Condition Types, and Define Procedures.
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Figure 5.14 Configuration Steps for Tax Pricing Procedure

You first have to create the access sequence based on the business requirement. This
access sequence can also be created in Transaction V/07 as the sales-related tax condi-
tion types must be assigned in the sales and distribution pricing procedure. After click-
ing on Access Sequences, you get the screen shown in Figure 5.15.

Display View "Accesses": Overview
% B M B

Dialog Structure Access Sequence |[MWST| Tax Classification
~ [ Access Sequences
-
= Accgsses Overview Accesses
« [ Fields
Mo. | T... Description Requirement | Exclusive
10 003 Tax Clssification 210 M -
r B e =

20 4RV Country/Tax Code 21 J O

Figure 5.15 Access Sequence MWST

The screen elements are the same as discussed in Section 5.1.1 for pricing, so you can fol-
low the same workflow and steps to configure the access sequence for taxation.

After creation of the access sequence, you have to create the tax condition type and
assign the access sequence in the condition type. You can click on Define Condition
Types and the screen shown in Figure 5.16 will appear.
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Display View "Conditions: Condition Types": Details
SRS

Condition Type L_HHASJ' Qutput Tax Access Sequence MWST| Tax Classification
Records for Access

Control Data 1

Condition Class D Taxes Plus/Minus [ positive and negative
Calculation Type £ Percentage

Condition Category D] Tax

Rounding Rule " commercial

Structure Condition " None

Group Condition

) Group Cond. Routine 0]

Changes which can be made

Manual Entries " | No limitations

[V M
)
Master Data
Proposed Valid-From M Today's date Pricing Procedure ]
Proposed Valid-To ] 31.12.0000 Delete from DB Do not delete (set the deletion flag 0.. =
Ref. Condition Type ] Condition Index O

Figure 5.16 Condition Type MWAS

The condition type fields are the same as discussed in Section 5.1.1 for pricing, so you
can follow the same workflow. Remember that any condition type that you're creating
for the tax procedure should have Condition Class as D.

The next step in the tax setup is the creation of the tax pricing procedure. You can copy
the standard tax procedure provided by SAP to create a new tax procedure, or you can
enhance the standard tax procedure to include the custom condition type if created to
address the business requirement. After double-clicking Define Procedure, you get the
various tax procedures out of which you can choose the tax procedure to copy or
enhance from, as shown in Figure 5.17.

The fields in the tax procedure are the same as those in the pricing procedure (refer to
Section 5.1.1). The Accou... (Account Key) column is a link between the tax procedure and
the general ledger accounts where tax data is to be posted. This aids in the automatic
assignment of tax accounts.
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Display View "Control Data": Overview

B EE R

Dialog Structure Procedure TAXUSJ Sales Tax USA w. Jurisdictions

~ [ Pracedures Control Data

cllinjControllata Reference Step Overview
Step Co... Co... Description Fro... To Ma .. St... Print T... Subtotal Regquir... Al Ca... Alt. Cn... Accou... |Accruals
Il'J'J ]'J BASE Base Amount 1] ] 00O O Q 0 0
120 © Subtotal 0 0 0 0O @ ] 0 0
200 0 Distributed to G/L lo0 110 OO0 & 0 0 0
210 © JP1I AJP Sales Tax 1 Inv. 120 © O 0O O ] 0 (i nv
220 0 JE2I A/P Sales Tax 2 Inv. 120 0O O 0O O a 0 ] by
230 0 JP3I A/P Sales Tax3Inv. 120 0 O 0O O ] 0 ] v
240 0 UP4I A/P Sales Tax 4 Inv. 120 © O 0O O ] 0 0 by
300 0 Expensed 0 0 00 @ 0 0 ]
310 o JP1E A/P Sales Tax 1 Exp. 120 0 00O O ] 0 ] V51
320 0 JE2E A[P Sales Tax 2 Exp. 120 0O O 0O O ] 0 ] vs2
330 0 JP3E A/P Sales Tax 3 Exp. 120 0 O 0O O (] a ] Vs3
340 0 JP4E A/P Sales Tax 4 Exp. 120 0O O 0O O ] 0 0 VsS4
400 0 Self-assessment ] 0 0 O @ ] 0 ]
410 0 JPLU AJP Sales Tax 1 Use 210 0 00O O 1] 0 ] Ml
420 © JE2U A[P Sales Tax 2 Use 220 O O 0O O ] 0 ] M2
430 © JE3U A/P Sales Tax 3 Use 230 © O 10O O ] 0 ] M3
1

Figure 5.17 Tax Procedure

Assign Tax Determination Procedure to the Country Code

After creation of the tax procedures, you have to assign the tax procedure to the indi-
vidual country by following menu path Financial Accounting - Financial Accounting
Global Settings + Tax on Sales/Purchases - Basic Settings - Assign Country to Calcula-
tion Procedure. You'll arrive at the screen shown in Figure 5.18, where you can make the
assignment of country to calculation procedure by assigning the procedure (Proc.) to
the country key (Ctr).

Display View "Assign Country -> Calculation Procedure": Overview
EF B [

Ctr |Name proc. [
T 1
AD [Fdorra
L E
LE  Utd.Arab Emir. TRAXAE
AF  Afghanistan
AG Antigua/Barbuda
Anguila
Albania

AL
AL
AM  Armenia
AN

»

A0 Angol TRXRO

RO Antarctica

LR Argentina TAXAR

L5 Samoa, America

AT Austria TRHRT

AU Australa TAXRU  w

AW Aruba ~
i

Figure 5.18 Assign Country to Calculation Procedure
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In the sales and distribution side of configuration, you have to assign the tax category
or tax condition type to the country by following menu path Sales and Distribution -
Basic Functions - Taxes - Define Tax Determination Rules. You can also use Transaction
OVK1 for the same. As shown in Figure 5.19, tax determination rules can be configured
by clicking on the New Entries button and assigning Tax count. with Tax Categ.

Change View "Taxes: Tax Categories by Country": Overview
B NewEntres [0 B2 29 L F E
Tax count. |Mame Seq. |Tax Categ. |Mame ﬂ
| 7 l
N India 0 MWST JOutput Tax s
LI 4 )

Figure 5.19 Define Tax Determination Rules

Regional taxation exists in some countries. As a result, it’s critical to define all cities or
county regions within the country. Divide the county and region entries into country
codes based on the applicable criteria. You can perform regional bifurcation by follow-
ing menu path Sales and Distribution - Basic Functions - Taxes - Define Regional Codes.

Figure 5.20 shows the regional codes classification in the tax procedure. Here, you have
to assign the county code (Cnty Code) to the combination of Country and Region.

Display View "County": Overview
BERE B
Country Region Cnty Code | Description m
us hiys ool County in NV -
Us nY 001 County in NY M
us OH 001 County in OH
us 0K 001 County in OK
us OR 001 County in OR
us FR 001 County in PA
us ER 001 County in PR
us RI 001 County in RI
us SC 001 County in SC
us SD 001 County in SD
us H 001 County in TH
Us TX 0ol County in TX
us uT 001 County in UT
us VR ool County in VA
us VI 001 [Count"' in v j a
us VT 001 County in VT -
4“0 4“0

Figure 5.20 Define Regional Codes

291




5 Finance

Tax Jurisdiction

In the United States, different areas have their own tax authority, which determines the
tax percentage in that area. As a result, the tax percentage applicable to a business
transaction is determined by the transaction’s classification. In SAP, the requirement is
achieved by utilizing the tax jurisdiction code concept. Each taxing authority is defined
as a tax jurisdiction code.

Business users should be able to identify the area by looking at the tax jurisdiction code
because the purpose of the tax jurisdiction code is to identify the exact area or the tax
authority involved in a business transaction. The tax jurisdiction code consists of codes
for the state, county, city, and district. Prior to creating a tax jurisdiction code, you
must define the tax jurisdiction structure. Tax percentages are maintained against tax
condition types using a combination of tax code and tax jurisdiction code. Tax jurisdic-
tion codes are maintained in vendor masters, customer masters, internal order mas-
ters, cost center masters, and profit center masters.

You can define the tax jurisdiction by navigating to menu path Financial Accounting -
Financial Accounting Global Settings - Tax on Sales/Purchases - Basic Settings - Define
Tax Jurisdictions. After executing this path, you'll arrive at the screen shown in Figure
5.21, where you must enter the Costing Sheet, which is the tax procedure configured for
the country. In this example, the values are maintained for costing sheet TAXUSJ. After
entering the Costing Sheet value, click on the green check to arrive at the screen shown
in Figure 5.22.

Display IMG

% % |} | Existing BCSets %y BC Sets for Ackivity

Change Log  Where Else Used

Structure
4 Qa Enterprise Structure

[= Determine Work Area: Entry

Field Name Work Area
Iy —y
Costing Sheet I_T,ﬂ\)(USJJ

@| Further select cond. || Append ||ﬂ|z|

r Qa Tax on Sales/Purchases

> IE,‘a Basic Settings

d Check Calculation Procedure

Assign Country to Calculation Procedure
Check and Change Settings for Tax Processing
Specify Structure for Tax Jurisdiction Code
Define Tax Jurisdictions
Change Message Control for Taxes
Change Field Control for Tax Base Amount
Switch Off Tax Translation between Local and Document: Currency
Define and Check Tax Reporting Date
VAT Refund
External Tax Calculation
Fiscal Regional Codes

PRI
PYYLVOVOP

PEITY

Figure 5.21 Tax Jurisdiction: Initial Screen
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Figure 5.22 shows the tax jurisdictions for TAXUSJ.

Display View "Tax Jurisdiction": Overview
BEE R
Costing Sheet TRXUST
Tax Jur. Description DM T...
[I100000000 jsample entry for jurisdiction on state level ™M O -
101110000 Sample entry for jurisdiction at county level M
101110001 Sample entry for jurisdiction at city level
AK0000000 Alaska M| O
ALO000000 Alabama M| O
AR0000000 Arkansas M| O
AS0000000 American Somoa M| O
| mzaoooooo Arkansas W
CAD000000 California M| O
lcoooaooan Colorado W
CTO000000 Connecticut M| O
DCO000000 District of Columbia W -
DEOO00000 Delaware M| O -
1“0 10

Figure 5.22 Tax Jurisdiction

You can maintain tax codes and their rates in Transaction FTXP. After executing this
transaction, you'll arrive at the screen shown in Figure 5.23, where you’ll input the
Country Key and Tax Code and then press [Enter].

Maintain Tax Code: Initial Screen

Copy
Country Key lus usa
| pageg ==
Tax Code a0
& =

Figure 5.23 Maintain Tax Code

Next, the popup in Figure 5.24 will appear to input the Tax type. Here, you can maintain
tax type as A for output tax and V for input tax. Click the green checkmark to arrive at
the screen shown in Figure 5.25.

You can maintain the tax rates in the Tax Percent. Rate column with the combination
of Tax Type, Acct Key, and Cond. Type.
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Maintain Tax Code: Initial Screen

Copy
Country Key lus | UsA
Tax Code [a0

[= Properties

Tax Code [ao]
Tax type ‘E‘
CheckID O
EU Code / Code ]
Target tax code
Tol.per.rate
Relevant to tax
Tax category
Product code

Figure 5.24 Maintain Tax Code

Maintain Tax Code: Tax Rates
Properties  Tax accounts Deactivate line

Country Key [os ] USA

Tax Code [a0]

Procedure TAXUSX

Tax type 'K‘ Qutput tax

| Percentage rates
Tax Type Acct Key Tax Percent. Rate Level
Base Amount | | [100]
[ Calculated Cal I [1os]
Shared with G/L I | [200]
|A/P Sales Tax 1 Inv. [xrr | | [210]
|A/P Sales Tax 2 Inv. |2 | [220]
|AJP Sales Tax 3 Tnv. [ ] [230]
|A/P Sales Tax 4 Inv. [ [240]
|A/P Sales Tax 5 Inv. [rvr] ‘ [250]
|A/P Sales Tax 6 Inv. [rrvrer] [z60]
‘F_xpensed 1 [300]
|A/P Sales Tax 1 Exp. [ws1] ] [310]
|A/P Sales Tax 2 Exp. [wsz] ] [320]
|AJP Sales Tax 3 Exp. [vs3] ] [330]
|A/P Sales Tax 4 Exp. [vsal | [340]
|A/P Sales Tax 5 Exp [vsa] ‘ | [0
|AfP Sales Tax 6 Exp [vsal I [360]
|Self-assessment 1 [400]
|A/P Sales Tax 1 Use [pawa | [410]
A/P Sales Tax 2 Use [rz ] ] [a20]
|A/P Sales Tax 3 Use w3 | | | [430]
|A/P Sales Tax 4 Use [naa’ I [aa0]

From Lvl

Cond. Type

|Bass|
——

[xp1z]

Xp2I|

xp31
[xpat]

[xp5T|
[xpeT|

[xp1E]

[xp2E|

|xp3E|
XP4E
|xp5E

|xrer

—
XP1U

|xp2u]
[xp3u

|xpau|

Figure 5.25 Maintain Tax Code: Tax Rates
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Prerequisites for Taxation

We've discussed configuration and setup of the tax determination procedure in the
previous section. Now let’s explore the prerequisites for taxation.

After the configuration of taxation, you must assign the tax category in the business
partner and material master data. The tax category is used to determine the taxes in
the sales document. Let’s walk through the assignment process:

® Business partner

To assign the tax category to the business partner, enter Transaction BP, and select
the Customer role in the Display in BP role field. Click on the Sales and Distribution
button to display the Sales Area data. On this screen, choose the Billing tab, and
under the Output Tax section, you have to assign the tax category, as shown in

Figure 5.26.

You can maintain multiple countries in this section and assign the tax category
along with the tax classification, which implies the tax liability for the customer

based on the customer country. Tax classification 1specifies that the customer is lia-
ble for taxes; however, tax classification 2 specifies that the customer is exempted

from taxes.

Display Organization: USCU_L01, role Customer

Orders | Shipping /I!i'lg ]' Partner Functions | Additional Data | Status | Customer: Texts . Documents + Transport Data

iS| |WI [ organization [ Group B|le=| % General Dat@  Szles and Distrbution ETM Data Refationships | 71
Business Partner USCU_Lo1 Skymart Corp / New york NY 10007

Display in BP role [ customer "@
| Sales Area

—

Sales Org. lTlfJJ Jom. Sales Org US

Distr. Channel 10| Domestic sale fﬁ Switch Area

Division [00]  common Divsion

Paymt guarant. proc.
| Accounting
[y |
Acct Assmt Grp Cust. 01 Domestic Revenues
| Output Tax
Cou... |[Name Tax Cate... Mame Tax... Description
IN India MWST Qutput Tax 1 Liable for Taxes

Figure 5.26 Business Partner: Tax Category

® Material master

In the material master record in Transaction MMO2, the tax category is assigned
in the Sales: sales org. 1 view under the Tax data section, as shown in Figure 5.27.
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Similar to business partners, you can assign multiple countries to a Tax Category in
the material master along with a Tax Classification, which determines whether the
material is liable for full tax or no tax. Tax classification 1specifies full tax; however,
tax classification O specifies no tax.

Display Material TEST1 (Raw materials)

0} =»Additional Data  @a Org. Levels

Basic data 2 ./ (&) Sales: sales org. 1 | (@ Sales: sales org. 2 Sales: General/Plant |I||I||§

Generzl data

Base Unit of Measure BC Piece Division
Sales unit

Unit of Measure Grp

X-distr.chain status Valid from
DChain-spec. status Valid from
Delivering Plant GBl10O Avdel UK Ltd.
Material Group 0l Material group 1

V| Conditions |
Tax data
C... Country Ta... Tax Category Tax classi... Tax classification m
GB Test MWST Qutput Tax 1 Full tax a
NL MNetherlands MWST Qutput Tax 1 Full tax -
4“0 4

Entry 1 of 2

Figure 5.27 Material Master: Tax Category

5.2 Account Determination in Billing

Account determination is a search strategy used to identify the general ledger account
when posting billing documents to accounting subledgers. It’s a critical integration
point where sales and distribution condition amounts are transferred to the financial
accounting general ledger. The account determination also follows the condition tech-
nique approach to identify the revenue accounts.

The account determination that happens when the billing document is created has two
parts:

® The customer subledger account determination (aka reconciliation account)

® The revenue accounts determination for sales revenue, discount, freight, and so on
The revenue account is determined by Transaction VKOA settings. The reconciliation
account in the business partner master data is used to determine the customer sub-

ledger. However, you can also use the condition technique to determine the reconcili-
ation account. We only discuss revenue account determination in this section, but
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reconciliation account determination follows the same condition technique process
that we covered in Section 5.1.1. The revenue account determination condition tech-
nique consists of the following major steps:

1. The first step is to set up the condition tables. Based on the business requirements,
fields from the field catalog are added, and condition tables are created.

2. These condition tables, which you created in the previous step, must be assigned in
the access sequence from most specific to most general. SAP provides the standard
access sequences KOFI and KOFK. You primarily use KOFI for financial posting with-
out any cost object. You can use the access sequence KOFK to use the account assign-
ment object while posting revenue accounts.

3. The access sequence must then be assigned to the account determination type.

4. The next-to-last step in the account determination process is to create the account
determination procedure and assign it an account determination type.

5. The procedure is then assigned to the billing document type as the final step. The
billing document type determines the account determination procedure.

Let’s explore the configuration for account determination in the following sections
step by step.

5.2.1 Account Assignment Groups

In the first step, you have to define the account assignment groups for the customer
master and material master. Once they are defined, you can assign them in the cus-
tomer master and material master record.

The account assignment group in the material master is used to group the materials to
post the revenue for that group of materials into one general ledger account. For exam-
ple, the revenue generated from finished goods should be posted to a different general
ledger account than that of semifinished goods.

To define the account assignment groups of material master data, navigate to menu
path Sales and Distribution + Basic Functions - Account Assignment/Costing + Revenue
Account Determination « Check Master Data Relevant for Account Assignment - Mate-
rials: Account Assignment Groups. After executing the given path, you can create the
account assignment group of material by clicking on the New Entries button. Figure
5.28 shows the account assignment groups of material. Click the Save button or press

(ctr1]+(S] when you're done.

Once the account assignment group of material is defined, you should assign it in the
material master by navigating to Transaction MMO2, selecting the Sales: sales org. 2
view, and maintaining the value in the Acct Assmt Grp Mat. field, as shown in Figure
5.29.
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Change View "Materials: Account Assignment Groups": Overview

& NewEnties (D B2 9 EL B E [&

Acct Assmt Grp Mat. Description E
01 Trading Goods =
02 Performances b
03 Finished Products
Efz jReturnabIe goods

Figure 5.28 Account Assignment Groups of Material

|.| Display Material EO TEST (Finished Product)

0} =»Additional Data  aw Org. Levels

Sales: sales org. 1 /(5 Sales: sales org. 2 | Sales: General/Plant | Ext. SPP Basic ...| [1][*]

Material [to TEST j |@|
Descr. EO Test Spare Part (5
Sales Org. 0001| Sales Org. 001

Distr. Chl o1 Distribtn Channel 01

Grouping terms

Matl statistics grp Material Price Grp
Volume Rebate Group Acct Assmt Grp Mat. 01 Trading Goods
Gen. item cat. grp NORM Standard itern Item Category Group NCEM  Standard item

Pricing Ref. Matl
Product hierarchy
Commission Group

Figure 5.29 Material Master: Account Assignment Group

Similarly, the customer account assignment group is used for grouping customers to
post the revenue from that group into one general ledger account. For example, the
revenue from domestic customers should be posted to a different general ledger
account than that of foreign customers.

To define the account assignment group of customers, follow menu path Sales and Dis-
tribution « Basic Functions - Account Assignment/Costing + Revenue Account Determi-
nation - Check Master Data Relevant for Account Assignment - Customers: Account
Assignment Groups. Here, you can define the account assignment group for domestic
customers as 01and for foreign customers as 02, as shown in Figure 5.30, similar to the
account assignment group of material explained earlier.

298

5.2 Account Determination in Billing

Display View "Customers: Account Assignment Groups": Overview

B REE [
Acct Assmit Grp Cust. Description m
L
01 Domestic Revenues -
L m] =
02 Foreign Revenues
03 Affiliat Comp Revenu

Figure 5.30 Account Assignment Group of Customer

After defining the customer account assignment group, you must assign it to the busi-
ness partner by executing Transaction BP, selecting the Customer role, and clicking on
the Sales and Distribution button to display the sales area data. On this screen, choose
the Billing tab, as shown in Figure 5.31, and assign the account assignment group in the
Acct Assmt Grp Cust field.

[@@ .| Display Organization: PLTEST1, role Customer

M Mperson [ Organization [ Group B=E i Generzal Data ETM Data Relationships
Business Partner PLIESTL test / 60329 frankfurt

Display in BP role Customer - |gj

Sales Area

[y T — . ]

Sales Org. L'II'II'IIJ.J ales Org. 001 |@’7 Sales Areas |

Distr. Channel 01 Distribtn Channel 01 | ) Switch Area |

Division 01 Abmast

Orders ¢ Shipping .+ Biling } Partner Functions -~ Additionzl Data - Status Customer: Texts ¢ Documents Transport Data

g1

Incoterms Version
Incoterms

Incoterms Location 1
Incoterms Location 2
Payment terms
Payrmt guarant. proc.

Accounting
Acct Assmt Grp Cust. ol Domestic Revenues

Figure 5.31 Business Partner: Account Assignment Group

5.2.2 Condition Technique

The next steps for account determination mirror the condition technique flow we dis-
cussed for pricing in Section 5.1.1. We'll walk through the key activities in the following
sections.

299




5 Finance

Dependencies of Revenue Account Determination

In the next step, you need to create condition tables with the required combination of
fields, which you can choose from the field catalog. To create a condition table, execute
Transaction SPRO, and follow menu path Sales and Distribution + Basic Functions -
Account Assignment/Costing - Revenue Account Determination + Dependencies of
Revenue Account Determination - Create Condition Tables for Revenue Account Deter-
mination.

The condition table setup is similar to the condition table creation that you've done in
Section 5.1.1. As shown in Figure 5.32, the condition table is created with the combina-
tion of sales organization, customer account assignment group, material account
assignment group, and account key.

Display Condition Table (Accnt Determination Sales/Distribution): Fiel
Technical View  Other Description  Field Attributes...

U T
Table Nmbr LD ] lJ ‘ust.Grp/MaterialGrp/ AcctKey

Selected Fields Field Catalog

Long Key Word || Long ey word i
Sales Organization “ | |Account Key -
Acct Assmit Grp Cust. ™ | |Acct Assmit Grp Cust. -
Acct Assmt Grp Mat. Acct Assmit Grp Mat.
Account Key Activity type

Catalog code

Catalog group 1

Catalog group 2
Company Code
Company ID
Compensation Reason
Condition Contract Type
Condition Type
Contract Process Variant
Distribution Channel

Division
a | |Document category a
* | |Item category -

L LI LI L L

Figure 5.32 Condition Table

Define Access Sequences and Account Determination Types

After defining the condition tables, you need to set up the access sequence where con-
dition tables are assigned sequentially per the requirement. To set up the access
sequence, follow menu path Sales and Distribution « Basic Functions - Account Assign-
ment/Costing - Revenue Account Determination - Define Access Sequences and
Account Determination Types « Define Access Sequences.

Select access sequence KOFI, which is the standard access sequence for account deter-
mination, as shown in Figure 5.33.
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Display View "Accesses": Overview

o BB B

Dialog Structure Access Sequence |KOFI| Account determination

~ [ Access sequences

M= Accgsses Overview Accesses
« [ Fields

Mo. | T... Description Requirement E
T m
|_5 JDl? Sales Org./Item Cat./Acct Key a -
10 001 Cust.Grp/MaterilGrp/AcctKey a M
20 002 Cust.Grp/Account Key 0
30 003 Material Grp/Acct Key 0
40 005 Acct Key 0
S50 004 General 0

Figure 5.33 Access Sequence

After setting up the access sequence, the account determination condition type should
be configured by following menu path Sales and Distribution - Basic Functions -
Account Assignment/Costing - Revenue Account Determination . Define Access
Sequences and Account Determination Types - Define Account Determination Types.
After executing the given path, click on the New Entries button to assign the condition
type (CTyp) with the access sequence (AS). Standard account determination types KOFI
and KOFK are shown in Figure 5.34.

Change View "Conditions: Types": Overview
b% NewEnties [ B2 9 B [F B [

Overview of Condition Types
CTyp Name AS | Description ﬂ
E‘JFIJAcct determination EOFI Account determination
KOFK Acct Determ.with CO EOFI Account determination

3

Figure 5.34 Account Determination Types

Define and Assign Account Determination Procedures

Once the condition type is set up, you can create an account determination procedure
by following menu path Sales and Distribution - Basic Functions + Account Assign-
ment/Costing - Revenue Account Determination - Define and Assign Account Determi-
nation Procedures. You'll arrive at the screen in Figure 5.35, where you can create your
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own procedure by clicking on the New Entries button. Select the procedure (Proc...), and
click the Control data folder to arrive at the screen in Figure 5.36. This procedure con-
tains a list of account determination types, which you configured in the previous sec-
tion.

Figure 5.36 shows the standard account determination type KOFIOO with account deter-
mination types KOFI and KOFK.

Change View "Procedures": Overview
B | New Entries | [0 B2 9 [ [ B [

Dialog Structure Usage
~ & Procedures

Application v
- [ Control data
Procedures
Proc... Description

¥

18 T
E(DFIG"JJAccount determination

Figure 5.35 Account Determination Procedure: Initial Screen

Display View "Control data": Overview
PERE R

Dialog Structure Procedure KOFI00| Account determination
~ [ Procedures

Sinonildars Reference Step Overview

Step |Co... CTyp Description Requiremnt E
T m
Ll-J Jl KOFI Acct determination 3
10 2 KOFK Acct Determ.with CO 2
4“0 4“0

Figure 5.36 Account Determination Procedure

After the account determination procedure is defined, navigate to menu path Sales and
Distribution - Basic Functions - Account Assignment/Costing - Revenue Account Deter-
mination + Define and Assign Account Determination Procedures - Assign Account
Determination Procedure, where you need to assign this procedure to the billing type.
As shown in Figure 537, we've assigned account determination procedure (ActG/L)
KOFI00 with standard billing type (BillT) F2.
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Display View "Billing: Document Types - Account Determination”: Overvi

B EE B

BT  Description ActG/L Description CaAc Name il
™ 1

LE!Kl JDeb'rtMemo Agreemnt  EOFIOO0 —

-

BK3  Debit Memo Agreemnt  KOFIOO
BM1  Debit Memo Agreemnt  KOFIOO
BM3  Debit Memo Agreemnt  KOFIOO

BV Cash Sales KOFIO0
CFB3 CF Part.Rebate Sett. KOFIO0
CFG2 CF Credit Memo KOFIO0
CHFE Bil.Ext.CH Trans. D KOFIO00
CHFX Bil.Ext.CH Trans. C KOFIO00
Fl Invoice KOFIO0
F2 Invoice EOFIO0

F5 Pro Forma for Order
F8 Pro Forma Inv f. D
FADF Down Payment Request KOFIOQ

FAS  Canc.Down Pymnt Req. EOFIOO -
FAZ Down Payment Request EOFIOO -
4“0 PR

Figure 5.37 Assign Account Determination Procedure to Billing Type

Define and Assign Account Keys

Account key is the parameter assigned with condition types in the pricing procedure to
identify the general ledger account for posting calculated values from the condition
type. You have different account keys for different condition types; a few examples are
shown in Table 5.7.

Condition Type Account Key

Price ERL
Discount ERS
Tax MWS

Table 5.7 Account Key

You can define and assign account keys by navigating to menu path Sales and Distribu-
tion - Basic Functions « Account Assignment/Costing - Revenue Account Determination -
Define and Assign Account Keys - Define Account Keys. As shown in Figure 5.38, you can
create your own account keys by clicking on the New Entries button and entering an
ActKy code and Name. Configured account keys in the system are shown in Figure 5.38.

After defining the account keys, follow menu path Sales and Distribution « Basic Func-
tions - Account Assignment/Costing - Revenue Account Determination - Define and
Assign Account Keys - Assign Account Keys, arriving at the screen shown in Figure 5.39.
Click the New Entries button and assign account keys (ActKy) with the combination of
pricing procedure (Proc.), Step, and condition types (CTyp) in the pricing procedure.
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Change View "Account Key": Overview
5% nNewEnties [0 B2 B [ B B [

ActKy MName .
;E.RB Eiebate sales deduct. 3‘
[ERF  Freight Revenue =
ERL  Revenue

[ERS  Sales deductions

[ERU  Rebate accruals

ERZ  Revenue increase(PL)
?ESA Acquisition Tax Cred

ESE Acquisition Tax Deb.

EVV  Cash clearing

;EXD Excise India

\FCE  Comp ICMS FCP

[FCX  Comp ICMS FCP Offset

|Go4
HUL  Phone: Non-Ded.InpTx =
HUT ¥

Figure 5.38 Account Keys

Change View "Pricing Procedures: Revenue Account Determination”: Overv
B NewEnties [ B2 9 B B B [
Proc. |Step Cntr CTyp |Mame ActKy Name Accrls N'

_ RVRROL B [Ol jEKUl Actual Costs ERL Revenue Re = |
11 0 PROO Price ERL  Revenue Gl
13 a PBOO Price (Gross) ERL Revenue
20 a VA00 Variant Price ERL  Revenue
101 0 KROO Sales deal ERS  Sales deductions
12 o K032 Price Group/Material ERS  Sales deductions
103 0 K005  Customer/Material ERS  Sales deductions
104 0 K007 Customer Discount ERS  Sales deductions
105 o K004 Material ERS  Sales deductions
106 0 K020 Price Group ERS  Sales deductions
107 0 K029 Material pricing grp ERS  Sales deductions
108 o K030 Customner/Mat.Pr.Grp ERS  Sales deductions
108 0 K031 Price Grp/Mat.Pr.Grp ERS  Sales deductions
110 1 RRO1 9% Disc.from Gross ERS  Sales deductions
110 2 RRO0 % Discount from Met ERS  Sales deductions -
110 |3 RCO0  Quantity Discount ERS  Sales deductions bl |

i ¥ ik

Figure 5.39 Assign Account Keys to Pricing Procedure

5.2.3 Assign General Ledger Accounts

After configuration of the account determination procedure, you need to assign gen-
eralledger accounts to the condition tables. This step is similar to the condition records
maintenance in pricing.
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Note

The general ledger accounts will be created by the financial accounting consultant

with Transaction FSOO.

For assignment of general ledger accounts, follow menu path Sales and Distribution -

Basic Functions - Account Assignment/Costing - Revenue Account Determination -

Assign G/L Accounts. You can also use Transaction VKOA. You'll arrive at the screen
shown in Figure 5.40, where you should choose the required combination of tables
(Tab) for which you have to assign the general ledger accounts and click on Details icon
(. Then you'll arrive at the general ledger account maintenance screen shown in
Figure 5.41, where you'll assign the general ledger accounts with the combination of

selected tables.

Tab Description

004 General
005 Acct Key

Assign G/L Accounts
G BEER &7V E%EE & TEH Tk | B HH G Hseectons |[M 4 » M

Assign G/L Accounts

001 Cust.Grp/MaterialGrp/ AcctKey
002 Cust.Grp/Account Key
003 Material Grp/Acct Key

Figure 5.40 Assign Account Keys: Initial Screen
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