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Hello Everyone,

A Ware Welcome To You Alll We are really excited to offer the complete
SAP SD configuration pack to the SAP community. This was a much-
awaited pack and we are happy to present that to you... As you are
aware that our SAP FICO, PP/QM and MM /WM have already achieved
the best selling status and have received lots of accolades and really
helped the consultants take their SAP knowledge and career to the next
level ...I am very confident that SD configuration package will go a step
forward and do much more than that..........

For those who have been on our list and who have bought from us earlier
you all know that we have over-delivered on each of our configuration
packs and we want to do the same thing with SAP SD config pack too...
For those who have visited our site for the first time I would like to
welcome you to our site and promise you that we would do our best to
ensure that your life at the clients place would be very comfortable...

What I have done here is given you a brief of around 104+ pages of
content in SD pack so that you can have a feel of what it would be like in
terms of structure. The whole pack is extremely voluminous, step by step
guide this is just a feeler... So I hope you enjoy this.... So lets dive right
in....



1.Enterprise structure — SD - Definition
1.1 Define Sales organization
Background
Sales organization is the basic organizational element in SD.

All sales documents are created for a sales organization.
Sales organization can be defined based on

e Division of sales function of the company based on
e Geography or sub-businesses of the company
e Any other sales criteria.

Sales organization is defined as a 4-digit alpha numeric code
with external numbering

Instructions
Follow Menu Path: IMG — Enterprise structure — Definition
— Sales and Distribution — Define, copy, delete, check sales
organization

Click &

Following pop-up is displayed



& oneose %

Click on “define sales organization” and click on



Change View "Sales organizations':

S0ry. |Mame

BAB1 |Sales Org. Germany | =]
10008 |Germany Frankfurt E'
1028 |Germany Berlin

10308 |Germany Berlin
2008 UK HeathrowHayes
2108 |Partugal Porto
2200 France, Paris
23008 |Spain, Barcelona
24008 |italy, Milan

25008 |MetherandsiRotterdm
2700 |Germany Frankfurt
2730 |Germany Frankfurt
2750 |Germany Frankfurt
3008 USA Philadelphia
3018 |USA Denver

3028 |USA Denver (o]
2050 |Uk Office [+]
[ [« ][]
FPaositiar...

Here the three options explained in background are applicable.

a. If existing Sales organization is to be modified, choose the

Sales organization from list and click on =] to get into
details

b. For copying existing Sales organization to new one select
the Sales organization to be copied and click on L))

c. For creating a new Sales organization click on



Here we will follow option ‘a’ and select Sales organization
3020 and click on/®l. To search for Sales organization, click on

and enter the key.

Anather entry

Salesora  3020(s)

| S SR L= = =

Following screen is displayed

Display View "Sales organizations": Details

JO2E USA Denver

Detailed infarmation

Statistics currency 5D

Address text name ADRS_SENDER RefSorg.SalesDocType 3000
Letter header text ADRS_HEADER Custinter-co.bill. 3E0aa0
Footer lines text ADRS_FOOTER Sales arg.calendar

Greeting text name ADRS_SIGMATURE

Text 305 sender Rebate proc.active

ALE : Data for purchase order

Furch. Qrganization Flant
Furchasing graup Storage location
Wendor mowerment Type

Qrder type




Maintain Key controls as below

Field Name

Field Description and Value

Sales organization

4-character key for the Sales
organization. Description is next to it

Statistics currency

Currency is proposed as default
currency when statistics is generated
for the sales organization

Reference Sorg. Sales
Doc Type

All document types assigned to the
reference sales organization, 3000 are
also allowed for sales organization,
3020

Customer Inter-
company billing

When the sales organization is the
ordering sales organization in a inter-
company sales scenario, then the
customer assigned here is the inter-
company customer

Sales organization
calendar

This is working day calendar for the
sales organization

Text

It is a standard text, which can be
called in layouts used for order
confirmation outputs

Display View "Sales organizations": Details

v @8 a@)

-------------------------- |Address (Shift+F5)|

=l

Click on the “Address” icon and maintain address as shown

below.







1.2 Define Sales office

Background

This configuration setting enables to define sales office.

Sales office of a company is an office, which has sales persons associated
with it. Sales office has an address.

One sales office can be assigned to more than one sales area.
Instructions

Follow Menu Path: IMG — Enterprise structure — Definition
— Sales and Distribution —» Maintain sales office

= & Localize Sample Organizational Units
== Diefinitian

b = Financial Accounting

e Contralling

e Logistics - Genearal

7 Sales and Distributian
% @ Define, copy, delete, check sales organization
By (& Define, copy, delete, check distribution channel

.............................

[E &b Maintain sales group

Click on (» Maintain sales office

Display View "Sales offices":
v E ®RE S

r Sales offi... |Description
3020 Office Denver
3030 Office San Diego




Click on E




1.3 Define Sales group

Background

Sales group is group of sales persons responsible for sales items in a
sales order.

Sales group is determined in the sales order as per customer master,
sales area data or it can be maintained manually

Sales group is not a mandatory configuration. Sales order processing can
work without sales group configuration.

Sales group can be assigned to more than one sales office.

Instructions

Follow Menu Path: IMG — Enterprise structure — Definition
— Sales and Distribution — Maintain sales group

= & Localize Sample Organizational Units
== Diefinitian

b = Financial Accounting

e Contralling

e Logistics - Genearal

7 Sales and Distributian
% @ Define, copy, delete, check sales organization
By (& Define, copy, delete, check distribution channel

.............................

= &b Maintain sales group

Click b Maintain sales group



Change View "Sales Groups": Overview

|Gr|:|up Oz

It is just a code defined.



1.4 Assign Sales organization to company code
Instructions

Follow Menu Path: IMG — Enterprise structure — Assignment
— Sales and Distribution — Assign sales organization to
company code

= @f Enterprise Structure
(= (£ Localize Sample Organizational Units
e Drefinition
= Assignment
e Financial Accounting
e Controlling
e Logistics - General
- B Sales and Distribution
@f @ Aszsign sales arganization to company code
@f @ Aszszign distribution channel to sales arganization
(= (& Assign division to sales organization
= (EF Setup sales area
= &b Assign sales office to sales area
= (&b Assign sales group to sales ofiice
@f @ Assign sales organization - distribution channel - plant
[E (& Assign sales area to credit contral area

Click @ Aszsign sales organization to company code

Assign Sales organization to company code

Sales Organizations -» Company Code. Overview

Assign | Delete | Anakyze erroris) | SelectiDeselect | Move  Deselect

Company code
Sales organizations

Jgae IDES LS INC

—3000 USA Philadelphia
3020 USA Denver
—3110 Sales Org Auto Supls




This assignment is important for integration with finance. One
sales organization is assigned to one company code.

Perform the following steps to do assignment:
a. Click on sales organization
b. Click Select/Deselect
c. Click on company code

d. Click on Assign



1.5 Assign Distribution channel to Sales organization
Instructions

Follow Menu Path: IMG — Enterprise structure —» Assignment
— Sales and Distribution

= @f Enterprise Structure
= (&b Localize Sample Organizational Units
e Diefinition
= B Assignment
e Financial Accounting
= Controlling
e Logistics - General
= B Sales and Distribution
% @ Assign sales arganization to company code
@f @ Assign distribution channel to sales arganization
(= (& Assign division to sales organization
= & Setup sales area
= (& Assign sales office to sales area
= &b Assign sales group to sales office
@f @ Aszszign sales aorganization - distribution channel - plant
[E & Assign sales area to credit contral area

Click @ Assign distribution channel ta sales arganization

Distribution Channels -> Sales Organization:

Assign | Analze error(s) | Delete | SelectDeselect | Deselect

Sales organization
Mistribution channels

A28 USA Denwver

——108 Final customer sales
—12 Sold Tor resale
——14 Serwvice

—=20 Store chain

30 Internet Sales
—A2 0OEM Sales

One distribution channel can be assigned to more than one
sales organization.



1.6 Define Sales Document Types
Background
This configuration setting enables creation or modification of
sales document type. Sales document type is an indicator
which enables system to process different business
transactions in different ways.
Various document types are pre-configured in system and can
be used for various scenarios. There are three options for
configuring new sales document types:

» Change existing sales document type

» Copy existing sales document type and change it to new
requirements.

» Create a new sales document type.

Definition and configuration of sales document type can be
divided in three parts

1. Definition of Sales document type itself (with key e.g. QT
etc.)

2. Definition of additional sales functions (like number
ranges etc.)

3. Configuration for general SD functions (like pricing etc.)

We will study the configuration of SAP provided sales
document type for standard order ‘OR’.

Instructions



Follow Menu Path: IMG — Sales and Distribution — Sales —

Sales Documents — Sales Document Header — Define Sales
Document Type

1. Click &

Table Wiew Edit Goto  Selection  Ltilities  Systern Help

G B AdH @@ B 2048 EHE @ E

Change View "Maintain Sales Order Types™: Overview

%[ [ NewEnties | [ @ 2 BB/ B

SaTy IDescriptinn |EII|:u:k |

01  Custindependent Req [«]
|88 Promotion Order E‘
- |eE Qitn from Sery. Qrder __|
N Inguiry

art Guotation

BEIS Quotation (F Order)

LP Froject Gluotation &
B Repair Guotation

ns Service Quotation

51 Sales Information

UI uotation f.ocontract

B1 Febate Cred Memo Reqg
E1E  Exptd RehateCredMermo &
B2 Febate Correctn Rgst

Here the three options explained in background are applicable.

d. If existing Sales document type is to be modified, choose

the document type from list and click on = to get into
details

e. For copying existing sales document type to new one
select the sales document type to be copied and click on

or F2.

f. For creating a new sales document type click on



Here we will follow option “a” and select order type OR and
click on'@. To search for correct order type click on
k3" Pesiten. | 4nd enter the key.

Following screen is displayed

& 10l e DEE A0 8s FE ek

Change View "Maintain Sales Order Types™”: Details

| wew Entries |8 [ 21 @ [B1] &

Sales Document Type OF Standard Crder
S0 document categ. C Sales document block
Indicatar

Mumber systems

Morange intassat. o1 Iterm novincrement 10
Mo, range ext. asso. o2 Sub-item increment 1
Reference mandatary material entry type

Check division [w] ltern division

Probability 100 [¥] Read infa recard

Check credit limit D Check purch.arder no

Credit group a1 [JEnter PO number

Output application W1 Commitment date

Screen seqUENCE grp. Al Sales Crder Dizplay Range LaLL
Incompl.proced. 11 Sales Order FCode for over.scr, LIER1
Transaction group ] Sales order Quotation messages B
Dioc. pric. procedure A Outline agrmt mess. B
Status profile Message: Mast.contr.

Alt.sales doc. typel ProdAttr messages

Alt.sales doc. typeZ Jincomplet messages
Wariant

The controls are grouped in various blocks like Number
Systems, General Control, Transaction flow etc.

2. Maintain the fields as explained below:

The explanation is provided block wise



Sales Document Type 1R Standard Order

S0 document categ. C Sales document hlock

Indicatar

Field Name Field Description and Value

Sales Document 4 character key for the sales document
Type type. Description is next to it

SD document categ. | Classification of different types of
documents in SD, used by system to
determine how processing is to be
carried out. Predefined following entries
exist

S0 document cateq.

Ingquiry

Quotation

Order

Item proposal
Scheduling agreement
Scheduling agreement with external serwic
Contract

Returns

Order wio charge
Credit memo reguest
Debit memo reguest
Independent regts plan
Master contract

D E=E T A= T Oy Tmm e oM =

Indicator Sales document indicator for further
classification if required.

Sales document Determines if sales order is blocked for
block creation or allows only automatic
creation.

mHumhber systems

Morange int.assot. a1 [tern no.increment 10
Mo, range ext. asso. nz Sub-itern increrment 1

Key fields are explained below:




Field Name

Field Description and Value

No Range int. assgnt

No range to be used for sales document
numbers if assigned internally

No Range ext. assg.

No range to be used for sales document
numbers if assigned externally

Item no. increment

Increment of item no in sales order like
10, 20 etc.

Sub-item increment

Increment of item no automatically by
system

General cantral
Reference mandatony
Check division

Prabability 100
Check credit limit D
Credit group [
Cutput applicatian W1

Material entry tvpe

[v] Item division

[v] Read info record
Check purch.order no
[]Enter PO numkber
Commitment date

Key fields are explained below:

Field Name

Field Description and Value

Reference mandatory

Control if reference is mandatory while
creating sales document. Leave blank

Check division

Control on check if division differs at
item & header level. Leave blank

Probability

Probability of customer confirming
inquiry or quotation in sales order.

Check Credit Limit

Specifies if system runs credit check
and behavior.

Credit group

Assignment of credit group defined in
credit management




Output Application

Normally V1 for sales

Material entry type

Control on material entry in sales
order.

Item division

Check this if division is to be
determined from material master
record at item level

Read Info record

Check this if Customer material info
records are to be read.

Check purch order
no.

If Customer purchase order no is to be
checked for duplication maintain ‘A’

Transaction flow

Screen segquence grp. Al
Incampl . proced . 11
Transaction graup 1]

Doc. pric. procedure I

Status profile

Alt.sales doc. type
Alt.sales doc. type2
Wariant

Sales Order Dizplay Range HaLL

Sales Order FZode for overy.scr. LER1

Sales arder Gluotation messages ]
Ctline agrmt mess. ]

hMessage: Mast.cantr.
FProdAttr. messanges
[JIncomplet messages

Key fields explained below, rest are system copied.

Field Name

Field Description and Value

Transaction group

Grouping that controls certain
characteristics of sales doc processing.

Doc. pric. Procedure

Key specifying pricing proc for sales
document type. Input for pricing
procedure determination

Quotation messages

Control to check if system should
check for existing open quotations.




Outline agrmt
messages

Control to check if system should
check for open agreements like
contracts.

Deliver type LF
Delivery hlock
Shipping canditions

ShipCostinfaF rofile STANDLRD

Delivery Immediate deliveny

Standard freight information

Key fields explained below:

Field Name Field Description and Value

Delivery type Default delivery type for this sales
document type

Delivery block Default Delivery block for sales

document

Shipping conditions

Default shipping condition for sales
document type. Maintained if it is
different from customer master record.

Immediate delivery

To be flag X’ if immediate delivery is
required after sales order is saved.
Example - In Cash Sales and Rush
order scenarios.

| Billing -~
Dlv-rel billing type F2
Crder-rel hill type Fz2
Intercomp.hill type IV
Billing block

Imvoice CndType line iterms EKRZ

Invaice Billing plan type

Intercampany hilling FPaymt guarant. proc. a1
Faymt card plan type a3
Checking group 2N

Key fields explained below:




Field Name

Field Description and Value

Delivery rel. billing
type

Default billing type that system
proposes while creating billing
documents from delivery

Order-related billing
type

Default billing type that system
proposes while creating billing
documents from order

Inter-company billing
type

Default billing type that system
proposes while creating billing
documents for inter-company.

Billing block

To Default billing block in sales order
like Credit memo etc.

Billing plan type

Billing plan type if used like Milestone
or Periodic billing

Paymt guarant. proc

Procedure type for payment guarantee

Paymt card plan type

Payment plan type for payment cards

Checking group

Checking group for payment cards

| Feguested delivery datefpricing datefpurchase arder date

Leadtime in days T
Date type

Prop.fpricing date
Prop.alid-from date

[#]Propose deliv.date
[]Propose PO date

Key fields explained below:

Field Name

Field Description and Value

Lead time in days

No of days from current date for




proposal of requested delivery date of
items.

Propose deliv. Date

Check box controls if current date is to
be proposed as delivery date.

Other controls like Scheduling agreement and Contract are
relevant for only those sales document types and not

explained here.

Effect of Configuration

Sales document type configured here would be used for
creating sales order in specific scenario.




1.7 Define Reasons for Rejection

Background

This configuration defines Reasons for rejection. These can be
used to define possible reasons for rejecting items in sales
documents.

These also define further behavior of items after rejection.

Instructions
Follow Menu Path: IMG — Sales and Distribution — Sales —»

Sales Documents — Sales Document Item — Define Reasons
For Rejection

1. Click &

& 20 H @@ SHE DO EHE @M
Change View "Sales Documents: Rejection Reasons”: Overview

%[ New Entes | |8 [l [/ B B | &

Fi [MRPloL [BIC [Stat.  |Description (il
_EIEI O O O Assigned by the System {Internal) [=]
L O O O Delivery date too |ate E
| [o2 O O O Poor guality __|
_E|3 O O O Too expensive
| jo4 O O g Competitor better
_EIE HENEREN Guarantes
_1 1 O O IUnreasonahle request
B HEEEREE Custto receive replacement

Following fields are maintained:
Field Name Field Description and Value
Rejection reason 2 digit code for rejection reason

NRP Not relevant for printing after rejected.




OLI Resource related item open again

BIC Not relevant for billing

Stat Statistical value of item to be
considered

Description Description of item

Effect of Configuration

Reasons for rejection are available for use in sales document.




2.Configuring Pricing Control

2.1 Define Condition Tables
Background
This configuration setting enables creation of new pricing
tables, which contain the fields used for price dependencies.
Condition tables contain the fields, for the combination of

which condition records are maintained.

It is recommended that system predefined condition tables are
not modified; the following options are then available.

» Copy existing condition table and change it to new reqts.
» Create a new condition table. Number of table has to
start between 501 and 999, if not specified system will

automatically assign a sequential number.

Instructions
Follow Menu Path: IMG — Sales and Distribution — Basic
Functions — Pricing — Pricing Control — Define Condition

tables

1. Click &

Following pop-up is displayed



Conditions: Allowed fields
Create condition tables

Change Condition Tables
Display Condition Takles

FPerform the activities in the

specified order

First the Field Catalog needs to be checked for the fields that
are required in a condition table

. itions: . [ Ch
Click on Conditions: Allowed fields and click on



& Tl eee SHE Bhon FE @

Change View "Field Catalog (Pricing Sales/Distribution)”: Overview

D Newenties || 2B BB

Field |Description |
ADDNR Additional [+]
- |akTHR Action ]
- |aLanD Country —
R Mo, serial numbers
" |auaRT Order Type
_HUHRT_SD Sales Docurnent Type
- |euBEL Sales Docurnent
I Drder reason
e Sales Document ltem
" |BELNR Sales document
I EE Accounting Indicatar
" |Bonus Wolume rebate group
" |erscH Industry
| [puTar Valuation type ||

The List of allowed fields by system in Pricing is displayed in
this Field Catalog.

New Fields can be added in this catalog which also require

system modifications to get the values populated in these
additional fields during sales document processing.

Click ande' .

. iti { Ch
2. Click on Create condition tables and

For explanation let’s create a table with following fields Sales
Organization, Distribution Channel, Division, Sold-to Party
and Material.



Condition  Edit  Goto Lilities  System  Help

U @aQ  SHE SBO8 | ERE @

Create Condition Table (Pricing Sales/Distribution)

Tahle | [3

—

Table no to b¢ created is specified in field ‘table’ and if it is to
copied from existing table enter the table number in field ‘Copy

from condition table’ and click on .

_gnnditinn Edit Goto  LHilities  System  Help

| 2 i aHCaee CHE SHDL0 HAR @

Create Condition Table (Pricing Sales/Distribution)

Table 956
Table [ ]

Following screen is displayed



& Tl H SR SHE 8Sto8 FEF e

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

| Select field || Technical view || Other description || Field attributes... ||E|

Table a56 Fr
[w] Wiith validity period
[w]with release status

Selected fields FieldCatly

Long key Ward Long key Ward

Accounting Indicator
Action

Activity Code Gl Tax
Agreement

Base Unit of Measure
Batch

Bill-to party

CAP prod. group
Campaign 1D
Catalog

City code

City of deliv.plant
Commissian group
Canditn pricing date
Contral code
Country

Country

County code

County of dlv.plant
Cross-plant grouping

| WWith walidi ind i
By Default ith validity period . 4 [w]with release status are check

marked. If the condition records that are to be maintained in
this table do not require validity or release status they can be
unchecked.

Enter the Description of table by clicking on icon ¥ which
will open an editor.



Next the Fields are to be selected from the Field Catalog, the
whole list can be scrolled up or down by clicking on any field
and using the ‘Page up’ & ‘Page down’ buttons on keyboard.

First Search for ‘Sales Organization’ in Field Catalog, double
click on the field when found. It will get transferred to Selected
Fields as below.

izondition  Edit Goto  Environment  System Help

& A EHQa@ 2 HE DL FE @

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

&) | setectfeld || Technicalview || Other description || Field attributes... || [/ B

Tahle 956| | Sorg/DCIOVISold-tolatl. =2
[w]wwith validity period
[w]with release status

Selected fields FieldCatlg

Long kKey YWord Long kKey Word

Sales Qrganization Sales Document Type
Sales Group
Sales Office

Sales deal

Sales district
Sales document
Sales order history
Sales org. of arder

Sales unit

In a similar way select fields Distribution Channel, Division,
Sold-to Party & Material in that order.



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

Table (956 |Sorg/DCDVISold-toidatl =
[v]'With validity periad
[¥]with release status

Selected fields FieldCatlg

Lang Key ward Long key YWard

Sales Organization Incoterms {part 2)

Distribution Channel Industry

Division Internal ohject no.

Sold-to party ltern (SO

Material [tem Mumber
LST CET appl. code
Main group
MatGrHier
Material
Material group
Material group 1

It is important to Check whether fields selected are the correct
fields of table where data would be stored. To check this click

on [Tesmcaivew]

Create Condition Table (Pricing Sales/Distribution): Technical View
V] 1H e SHE ntoh BFE @M

Create Condition Table (Pricing Sales/Distribution): Technical View

Tahle 956 Sorg/DCIDVISold-tosat!.
[w]with walidity period
[¥]with release status

ShotText  |Key |Footerfld Mo...] [

Sales Organization [ YKORG YKORG YKORG 40 [~]
Distribution Channel [ O YWTWEG YTWEG YTHEG 2/C [~]
Division [ o SPART SPART SPART 20
Sold-to party [ o KUNAG KUNAG KUNKR 10.C
Material @ MATHR MATHR MATHR 18C




Following fields are available:

Field Name

Field Description and Value

Short text

Displays the description of field selected

Key

This indicates which field is ‘Key’ field of
table, i.e. for the combination of key fields
there can be only a single condition record
maintained.

If some field is not key that can be
unchecked here. Also all the key fields are at
start of table there cannot be non-key fields
between two key fields.

Footer fld.

Indicates which field appears on Fast entry
screen while maintaining the condition
record

Text Field

Determines if text of field appears on fast
screen. Here ‘Description’ of Material would
appear on fast screen

Field Name

Technical field name of field selected in table

Data element

Data element of field which has attributes
for that field like data type, field length etc.

Domain Domain defines the value range for data
fields

No of The number of characters for field

Characters

Data Type Data type of field like character, date etc.

Click & ande'.




Field attributes of each individual field can be checked by
clicking

| Field atributes... ||
on :

I= =/

Field attributes Sales Organization
Field Mame | ¥KORG
Short Text Sales Organization

Data element YEORG

Damain name YKORG

Internal Length 4

ABAP type C

| [«dl»

On checking of all fields in table, next step is to generate the
table.

Click on>*,

There will be a system prompt whether you want to generate
the table click on Yes’.

Following pop-up is displayed



I=

&= /]

Attribiutes

Package

Qriginal System

Ohject R3TR| WKOS| 4956

Person Respaonsible

Qriginal language

m
Lo}
M2

| Local Ohject || & Lock Overview |

Following fields are maintained

Field Name

Field Description and Value

Package

Package is grouped related objects in ABAP
workbench, it determines the transport
layer. These are maintained by Technical
Basis team and package created by them for
storing Pricing condition tables needs to be
taken and entered here.

Person
Responsible

User name of person creating table, is
usually copied.

Click on & to generate and save table in a transport.

A log is displayed after table is created.

Here table created is A956

Click ande' .

3. Click on [“hange Condition Tables to modify existing condition

tables.




4. Click on PsriaveondtionTables  +, display created condition
tables.

Effect of Configuration

Condition tables are created and ready to be assigned to be
assigned to access sequence so as to have pricing condition
records stored in them.



2.2 Define Access Sequences
Background
This configuration setting enables creation/modification of
Access Sequence, which is a search strategy used by SAP to

search for condition records.

It is recommended that system predefined Access Sequence is
not modified; the following options are then available.

» Copy existing access sequence and change it to new
requirements.

» Create a new access sequence; key should start with Z’
as it is reserved for user requirements.
Instructions
Follow Menu Path: IMG — Sales and Distribution — Basic

Functions — Pricing — Pricing Control — Define Access
Sequences

1. Click &

Following pop-up is displayed



I=

Maintain Access Sequences
Cptimize accesses

Ferfarm the activities in the

specified order

. q q ‘l
Click on [Maintain Access Sequences 5.4 select )

|

= ]

@ Caution: The tahle is cross-client

Click on .



& a0 H e SEE Bna8 FE e
Change View "Access sequences”: Overview

%[ wewEnties | 8] Bl 0B B [

|Dia|0g Structure |
~ SAAccess sequences
Bl \GieEsr Utilties... |
CIFields
AcSq|DescriptiDn |Cat|DescriptiDn ||
FREQ Price Access sequence relevant for pricing |E|
| |PRO1 Price {iterm price lisf) ACcess sequence relevant for pricing (=]
_PRBE Price with Release Status Access sequence relevant for pricing
_PR22 Price with Release Status Access sequence relevant for pricing
| |PREF Preference Price ACcESS Sequence relevant far pricing
_PF'!Elfxr FPreference price - config.mat Access sequence relevant for pricing
_PF‘!Eh| Freference price - cross pint Access sequence relevant for pricing
:PRHI Froduct Hierarchy ACcESS Sequence relevant far pricing

Here the options explained in background are applicable.

g. If existing Access Sequence is to be modified, choose from
list and double click on ¥ O#wesses  to get into details

h. For copying existing Access Sequence to new one select
the access sequence to be copied and click on or F6.

i. For creating a new Access Sequence click on

Here we will follow option ‘a’ and select order type PROO and
click on@®. To search for correct Access sequence, click on

&g Position. | and enter the key.

Following screen is displayed



& I H e DHE 88408 FF o
Change View "Accesses”: Overview of Selected Set

%] [Newentes |8 &) B/ [® &

Dialog Struciure | Access sequence |FROD| Price
= [JAccess sequences
= ClAccesses

[JFields

Acto |Tab |Descriptiun |Requiremnt |E}{c|usi\fe |

10 ] Customerniatarial

20 i Price List TypefCurrencyiMaterial

30 ] Price List Type/Currencyhaterial 3
40 4

&l &l &[]

Material

2. To add on new accesses click on | NewEnties | Depending on
where access is to be maintained access no is selected

Following Fields are maintained

Field Name Field Description and Value

AcNo. Indicates number of access within access
sequence. Search is based on sequence of
this number, here 10 is highest access no.

Tab Condition table number to be entered here.
Description Description of table number is displayed.
Requirement Requirement for a particular access is

maintained here. It’s an ABAP code.
Example ‘3’ here checks for foreign currency
document.

Exclusive Controls whether the system stops searching
for a record after the first successful access
for a condition type within an access
sequence.




3. Next Select each individual access and double click on
[(JFields

Change View "Fields™: Overview

|Dialag Structure | Access PROB| [10] Price
=~ [Access seguences Tabla 5 Customeariatarial
= [JAccesses
SAFields

Condition W0 [Doc.struc [Doc field|Long field 1abel |gource of constant|init JaTvp [Prio |
YEORG 4 KOME YKORG  Sales Organization
YTWEG 4 KOMKE YTWEG  Distribution Channel
KLUNNR 4 KOmK KUWNR  Sold-to party

MATHR 4 EOMP PMATN  Pricing ref material

oooo

No entries are to be made here, unless a particular field has to
be changed here.

This is important for field assignment of particular access.

Click ande' .

Effect of Configuration

Access Sequence is created which has relevant search strategy
to search for condition records for a condition type during
pricing in sales documents.



2.3 Define Condition Types
Background
This configuration setting enables creation/modification of
Condition Types, which represent price elements of business

environments in system.

It is recommended that system predefined Condition Types are
not modified, the following options are then available.

» Copy existing Condition Types and change it to new
requirements.

» Create a new Condition Type; key should start with Z’ as
it is reserved for user requirements.
Instructions
Follow Menu Path: IMG — Sales and Distribution — Basic
Functions — Pricing — Pricing Control — Define Condition
Types
1. Click @

Following pop-up is displayed



1= Choose Activity P

|Maintain Condition Types |

|Deﬂne upperilower limits for conditions |

|Check settings for candition types |

Perform the activities in the
specified order

Click on Mainain Condition Types ) q selec_.




&

TH eee DE R 850408

Change View "Conditions: Condition Types”: Overview

D[ [ wewenies |18 B 0/ BB [&

CTyp |Cnnditi0n type |Cunditinn class |Ca|cu|atinn type ||
PREO Price Prices Gluantity E|
" |PRO1 Price incl.Sales Tax Prices Quantity @
" |rroZ Price Increased Frices Cluantity
_F'F!DT Price for Transfer Pricas Gluantity
" |PRAD Froma SPwhalesale 1 Prices Quantity
_F'F!M Promao SP whaolesale 2 Prices Gluantity
" |PRCE Price hari Prices Quantity
" |PREF FPreference Frices Cluantity
" |rrRP Repair Price Prices Gluantity
~ |psen Margin Discount or surcharge Fercentage itravel expense
" |rsPR Profit Discount or surcharge Fercentage
_F'S'IJB Sales price basis Pricas Gluantity
~|PTaM american Express Discount or surcharge Fixed amaunt
_F'TBL Invaice amaount Discount ar surcharge Fixed amount —
~|pTCH Payment Type - Check  Discount or surcharge Fixed amaunt |
"~ |eTos Payment Type - Cash Discount or surcharge Fixed amount
_F'TDI Diners Card Discount ar surcharge Fixed amount
~ |PTEU Euroeard Discount or surcharge Fixed amaunt
~eTHG Mastercard/Euracard Discount or surcharge Fixed amount
_F'T'IJI WISA Card Discount ar surcharge Fixed amount
“|PTYD woucher Discount or surcharge Fixed amaunt
_F:1I3EI 100% discount Discount ar surcharge Fercentage
" |RADE % Discount from Met Discount or surcharge Fercentage |f|
TR % Disc.from Gross Discount ar surcharge Fercentage E|
[l [ |[«][¥]
I Fosiion.. | Entry 286 of 434
Here the options explained in background are applicable.

a.

b. For copying existing Condition Type to new one select the

If existing Condition Type is to be modified, choose from

list and click on [ to get into details.

Condition Type to be copied and click on or F6.



c. For creating a new Condition Type click on

Here we will follow option ‘a’ and select Condition Type ‘PROO’
and click on &, To search for correct Condition Type click on
k3" pesition. | and enter the key.

Following screen is displayed

& T e SEE ST O8 EFE @

Change View "Conditions: Condition Types": Details

@[ newemes | @ 30 @ @ @

Condit. type PREE | Price ACCBESS 5ed. FROZ| Price with Release St
Records for access
Cond. class B| Prices Plusiminus positive a

Calculat.type C| Quantity
Cond.category

Rounding rule Commercial
StrucCond.

| Group condition
[ &roup cand. GrpCond.routine
] RoundDiffCamp

| Changes which can be made

Manual entries C| Manual entry has priority

[JHeader candit. [+] Amountpercent [] @ty relation

[w] lterm condition []Delate [J¥value [Jcalculatiype

Master data

valid frarm Today's date PricingProc PROBDEEO

Walid to 31.12.9999 delete fr. DB Do not delete (setthe deletio ..
RefConType [w] Condition index

Refapplicatio ] Conditupdate

Scale basis G| Quantity scale Scale farmula

Checkvalue & Descending LInit of meas.



The screen continues and further controls are observed by
scrolling.

The controls are grouped in blocks and explanation provided is
block-wise.

Change View "Conditions: Condition Types”: Details

D New Enties | [18) [ ) @ B (&7

Condit. type PRED| Price Access sed. PROZ| Price with Release St
Records for access

| Control data 1
Cond. class B Prices Flusiminus positive 5
Calculattype G| Guantity
Cond.categorny
Founding rule Commercial
StrucCond.

Following fields are maintained:

Field Name Field Description and Value
Condit. Type 4 character key identifying Condition type
Access seq. Access sequence defined earlier is assigned
here.
Cond. Class Preliminary structuring of condition types,
Condition class|Short text
A Discount or surcharge
B Prices
C Expense reimbursement
] Taxes
E Extra pay
F Fees or differential {only I5-01L)
G Tax Classification
H Determining sales deal
(] Tatals recard far fees {only 15-01IL)
L sage UBB (CRM Only)
W Wiane Withholding Tax
Plus/minus Controls whether condition results in a




amount which is positive, negative or both

amounts are possible.

Plus /minus| Short text |
positive and negative

* Megative

A Positive

Calculat. Type

Determines how system calculates prices,
discounts in condition, like a fixed amount
or percentage based on weight, volume etc.
Many options are provided in system.

Cond. Category

Classification of conditions based on
predefined categories like Freight, Cost etc.

Rounding Rule

Rule that specifies how system rounds off

condition values during pricing.
Rounding rulelShnrt text |

Commercial
A Round up
B Found down

StrucCond.

Used in BOM items for duplication or
cumulation of conditions.

| Group condition
[]&roup cond.
[] RoundDiffcamp

GrpCond.routine

| Changes which can he made

Manual entries
[ Header candit,
[term condition

C| Manual entry has priority

[v] Amountpercent [ &ty relation

[JDelete [value [ calculat type

Following fields are maintained:




Field Name

Field Description and Value

Group cond.

Mark field if it’s a group condition type

GrpCond. ABAP routine that can be used to identify
Routine scale basis in case of group conditions
RoundDiffComp | On indicator being set, system compares the

condition value at header level with the total
of the condition values at item level. The
difference is then added to the largest item

Manual Entries

Indicator which controls the priority within
a condition type between a condition entered
manually and a condition automatically
determined by the system

Manual entries IShnrt text I

Mo limitations

Free

Automatic entry has priarity

Manual entry has priarity

Mot possible to process manually

O o m 1=

Header Condit.

Mark this if Condition type is Header
condition

Item Condition

Mark this if Condition type is Item condition

Delete Indicates if condition can be deleted from
document

Amount/Percent | Specifies if amount or percent can be
changed in document for condition.

Value Specifies if value of condition type can be

changed in document.

Qty relation

Specifies if conversion factors can be
changed.




Calculat. Type

Specifies if calculation type of condition type
can be changed in document.

Master data

valid fram Today's date FricingProc PREGEE

Yalid to 31.12.9999 delete fr. DB Do not delete (=et the deletio.. E
RefConType [w] Condition index

Refapplicatio [1<onditupdate

Scale basis C| Quantity scale Scale formula

Check value & Descending Lnit of meas.

Scale type can be maintained in con

Following fields are maintained:

Field Name Field Description and Value

Valid from Proposed validity start date

Valid to Proposed validity end date

RefConType Condition types which can be used as
reference so that records can be maintained
only once.

RefApplicatio Reference application from other

applications

Pricing Proc

Predefined pricing procedure is entered here
for allowing condition supplements

Delete fr. DB

Allows deletion of condition record from
database

Condition index

Specifies whether system updates one or
more condition index when maintaining
records.




Condit. Update

Limit values relevant for condition record.

Scale Basis

Determines how system interprets scale
while calculating, eg Weight or Quantity
scale.

Check Value Indicates whether scale values are
maintained in ascending or descending order
Scale Type Validity of scale value is set here, like Base-

scale or To-scale

Scale formula

Routine can be assigned here for calculation
of scale

Unit of meas

Unit of measure used by system to
determine scales, proposed while
maintaining records.

| Control data 2

[ ] urrency cony., Exclusion
[ ]Accruals [1*ariant cond. Pricing date Standard (KOMK-PRSDT, ta
[Jine.list cond. [] &y comversion
[(JintcomBillcond FelAcc.Assig Relevant for account ass
[]8eniceChgesSe

| Text determination
TextDetPro El|  TextID

Following important fields are maintained:

Field Name Field Description and Value

Currency Currency varies from document currency, set
conv. here.

Accruals Amount posted as accruals for this condition




type

Variant cond. | Mark if condition is used in variant pricing

Qty conversion | Quantity conversion is allowed in condition

Exclusion If system excludes discounts proposed in
pricing
Pricing date Default Pricing date in system

Rel. Acc. Assig | Controls account assignment for condition
type

Click ande" .

. S " ) ]
2. Click on Define upperlower limits for conditions and click .

Here entries are maintained if upper or lower limits for
condition types need to be maintained, especially for Discount
condition types.

Click on

New Entries: Overview of Added Entries

YEEEE

| |cTwnlconditiontype  [CaTy unit [Lower limit Upper limit [per  Juom |
EI{ADDBaIESPrDthiDn L% 90 . 00

T R1E

Following fields are maintained

Field Name Field Description and Value

CType Condition type to be entered here




Condition type

Description of condition type gets copied.

CalTy Calculation type, if percentage or fixed
amount.
Unit Unit of condition record

Lower limit

Enter lower limit if required for condition

Upper limit

Enter upper limit if required for condition.

Click andc' )

Effect of Configuration

Condition Types for price elements are created to be used in
pricing procedure and maintaining of condition records.




2.4 Condition Exclusion for Groups of Conditions

Background

In this configuration condition exclusion can be setup for
pricing in a document item so as to have best condition record
selected. Example: Condition exclusion can be setup for
determining best price for customer and exclude other
condition records maintained.

This is one of special pricing functions provided in system

Instructions

Follow Menu Path: IMG — Sales and Distribution — Basic
Functions — Pricing — Condition Exclusion — Condition
Exclusion for Groups of Conditions

1. Click &

Following pop-up is displayed



I= B4

Define Condition Exclusion Groups
Aszsign condition types to the exclusion groups
Maintain condition exclusion far pricing procedures

FPerform the activities in the

specified order

. iti i . [ Ch
Click on |Pefine Condition Exclusion Groups 519 click on .

& Tl & CHEE Do
Change View "Condition Exclusion Groups”: Overview

% neweEnties |18 Bl 2B [B[B)

|_C|:|n|:|iti|:|n Exclusion Groups
| ExGr |Mame | |

kEIEIEH Exclusion Graup 1 E|

BEEZ Exclusion Group 2 E'

Exclusion Groups are defined here. For creating new click on

Maintain 4-character key for exclusion group and description.

Click ande' .



2. CliCk on Assign condition types to the exclusion groups and CliCk on

Here the Condition types are assigned to condition group.
Following Discount condition types are assigned to exclusion
group ‘0001°.

& i@ DR R ahan FHE @

Change View "Condition Exclusion Groups: Condition Types™. Overview

(%[ NewEnties 8] @) BB B

ExGr |Cnnd.exc|usiun group |CT3rp |Cunditiun type ||
BO01  Exclusion Group 1 KOO4  Material |E|
BOE1  Exclusion Group 1 KOOS Custometimaterial [~

HEA1  |Exclusion Group 1 KBOY Custormer Discount

| |po01 Exclusion Group 1 K20 Price Group

HEO1  |Exclusion Group 1 KE38 CustormetMatPr.Grp
" |eso1 Exclusion Group 1 K831 Price GrpiatPr.Grp
BO01  Exclusion Group 1 KO32 Price GroupiMaterial

For maintaining new entries click on , enter the
Exclusion Group and Condition Types.

Click ande' .

3 CliCk on Maintain condition exclusion far pricing procedures

Here select the Pricing procedure in which the exclusion needs
to be setup.

and click on



Change View "Procedures”: Overview
T e S N8 B FE @

Change View "Procedures”: Overview

ENEE ERE I E!
= A Frocedures
Exclusion
= Procedures
RV 881 Standard
RVAAOZ Standard with Price Boak E|
R 00 0 R Standard - Argentinia
RYBOCH Standard
RVAACH Standard - Switzerland
RVAACO Standard Example - Columbia
RV AAFR Standard - France
Ry A AHU Standard - Hungary
RYRATT Standard - taly
Ry LAMY Standard - Mexico [«]
RiAAPL Standard - Poland []
[l T[]
1] Entry 24 of 126

Select the Pricing Procedure ‘RVAAO1’ and double click on
(3 Exclusion

Change View "Exclusion™: Overview
1 e SHE aNnOD B E @

Change View "Exclusion”: Overview
LENE M= S E)

Procedure RYALET | Standard
<~ [JProcedures

‘| 2 Exclusion

‘ k) A Best condition betwe 0081 Exclusion Group 1

Following fields are maintained



Field Name

Field Description and Value

SNo.

Step Number is entered here for exclusion.

Cpr

Condition Exclusion procedure is maintained
here, following options are predefined in
system

ConditExclusionProc. ISImrt text |
Best condition between condition tvpes

Best condition within the condition type

Best condition between the two exclusion groups
Exclusive

Least favorable within the condition type

Least favorakle betweent the two exclusion groups

M m 3 ¢ M I=

Select ‘A’ for determining best condition
among condition types, for best price among
condition records select ‘B’ and so on.

Here we select ‘A’.

ExGrl

Enter the Exclusion Group 1.

Group 1

Description of exclusion group 1

ExGr2

Enter Exclusion Group 2 for cases where
exclusion procedure C, D or F is used.

Group 2

Description of exclusion group 1

Click ande' .




2.5 Define Tax condition type

Background

Taxes as applicable in a country as per material and customer
can be configured using pricing condition types for the
relevant taxes.

Tax rates can be maintained by integration with FI. Departure
and destination can also be used in configuring taxes.

Specific requirements of local taxes with tax jurisdiction can
be mapped by allowing interface with external tax systems like
Vertex.

Instructions

Follow Menu Path: IMG — Sales and Distribution — Basic
Functions — Pricing — Pricing Control

Taxes are defined as condition types in pricing

= = Sales and Distribution
= Master Data
~ = Basic Functions
= B Pricing
< 2 Pricing Control

Maintain Condition Types
Define uppetlower limits for conditions
Check settings for condition types

2 @ Define Condition Tables
By &b Define Condition Types
B @ Define Access Sequences

Double click on “Maintain Condition Types”

Example — Tax determination for US sales documents with tax
jurisdiction

Country — United States

Tax condition type — UTXJ, XR1 to XR6

UTXJ is statistical tax type to pass jurisdiction data to
external system.
XR1 to XR6 are defined to receive tax rates for local taxes.



On the screen displayed, search condition type UTXJ.

Change View "Conditions: Condition Types": Delails

mTaxJuriadict.Cnde m

Control data 1

Cand. class [ Taxes Flusfiminus positive a

Calculat.tvpe & Percentage

Cond.category 1 TaxJurDic level 1 (with license check

Rounding rule Commercial

StrucCond.
M

[] Group cond. GrpCaond.routine

[ ] RoundDiffcomp
M

Manual entries [ Mot possible to process manually

[ ] Header candit, [JAmountpercent [] Gty relation

[tern candition []Delete [Iwalue

Select condition type XR1

Let us understand how tax condition types are configured for
determination in sales documents.



2.6 Define Tax determination rules

Background

Let us understand how tax condition types are configured for
determination in sales documents.

Instructions

= Eh Sales and Distribution
e Master Data
e Basic Functions
e Pricing
e Free Goods
e Bonus Buy
= B Taxes
[=5 (& Define Tax Determination Rules
[= (& Define Regional Codes
[= (EF Assign Delivering Plants For Tax Determination
[=% (&b Define Tax Relevancy Of Master Records
(= & Check Material Master Records far Obsolete Tax Classications
= &F Maintain Sales Tax Identification Mumber Determination

Click on “Define Tax determination rules”



Change View "Taxes: Tax Categories by Country”: Overview
[ERNEM-EENEE

]
|
)
|

[+]
W
[4]
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[+][» | [« ][> ]
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Click on

Enter

Taxcounty U5
Taxsequence




Change View "Taxes. Tax Categories by Country": O

_[Taxcount_[Name ___|Seq [Tmccateq. [Mame |

LIE Linited States 1 Txd axJurisdict. Code




3.Partner determination and control

3.1 Define Status group for incompletion
Background
Incompletion Log is a key tool in ensuring all correct data is
maintained in sales documents. Let us study how to setup
configuration for Incompletion Log.
Scenario
Incompletion will be setup for Sales Header for Standard Order
‘OR’. As this is already available in system we will study the
controls

Instructions

Follow the Menu path: IMG — Sales and Distribution — Basic
Functions — Log of Incomplete items — Define Status Groups

Click &



& B e DEE Do FHE @

Change View "Incompletion Control: Status Groups": Overview

(%[ ewEntries | (18] Bl 2 [B] B [&

Incompletion Contral: Status Groups

Status gr. IGeneraI IDeIiver\y IEIiIIing doc. IPrice IGDDEIS maoverment IPickinngutawa\;IF’ack |
| [oe U 0 U U U U O [
ot O O O O O o &
oz O O O O mi
| (o3 0 U U U
| [o4 U U U
|98 | U |
| |os [ O
| |18 | | | | |
L | | | | O |
32 | | | | O
| |8 | |
|| | | | O |
|2 | | O |
| e 0l 0l 0l OJ 0l
L[5 0
| |52
| [5T U U U
| [4]

(-]
Ko [0

&g Fosition.. | Entry 1 af 17

Here we define Status Groups.

Status Group — These are grouping of various kinds of status,
and can consist of combination of general, delivery, billing and
pricing status. Status groups are assigned to individual data
fields, which need to be checked, and the reaction after check
is defined here.

A lot of status groups are provided in system. These can be
used or new created as per specific requirements.

For maintaining a new status group, click on



Following fields are maintained:

Field Name | Field Description and Value

Status Gr. 2 character key for status group

General If this check box is marked system checks for
General information at Sales document Header
and item level and marks item complete /
incomplete. General info can include ‘Purchase
Order No’ etc.

Delivery If this check box is marked system determines

status of delivery information by checking status
of fields that are assigned to this group. If some
data is missing it would issue message on
status for delivery creation. Example field
‘Shipping Point’ is not filled in delivery could not
be created.

Billing Doc.

If this check box is marked system determines
status of billing information by checking status
of fields that are assigned to this group. If some
data is missing it would issue message on
status for billing creation. Example field ‘Terms
of Payment is not filled in billing doc. could not
be created

Price

If this check box is marked system determines
status of pricing by checking status of fields
that are assigned to this group. If some data is
missing it would issue message on status for
pricing is incomplete.

Goods
movement

If this check box is marked system determines
status for goods movement by checking status
of fields that are assigned to this group. This is
relevant for shipping documents like delivery.




Picking / If this check box is marked system determines

putaway status for picking by checking status of fields
that are assigned to this group. This is relevant
for shipping documents like delivery

Pack If this check box is marked system determines

status for packing by checking status of fields
that are assigned to this group. This is relevant
for shipping documents like delivery

Click and back.




3.2 Define Incompleteness procedures
Instructions
Follow the Menu path: IMG — Sales and Distribution — Basic

Functions — Log of Incomplete items — Define Incompleteness
Procedures

Click @
Table Wiews Edit Goto  Selection  Wilities  System Help
& 2l H I @@  SEHE BDO8 EE @6
Display View "Groups": Overview
Dialog Structure |
¥ & Groups mcompletion aroups
< [IProcedures =
[ Fields Group |Descr|ptlon ||
_.“. Sales - Header E|
B Sales - ltem E‘
_E Sales - Sched. Line
_D Fartnar
F Sales Activity B
_E Delivery header
_H Delivery item
|| [+
[
[ES Position.. | Entry 1 of 7

Incompletion Groups are already defined in system for 7
categories. No new groups need to be created.



Select group ‘A — Sales - Header’ and double click on [IProcedures

& Tl e BHE Shas FE @

Change View "Procedures”: Overview

P [ NewEnties | [ @ ] BB [B

Dialog Structure Errar group i
¥ [Groups | Incompletion procedures
~ Y Frocedures —
(T Fields InProc  |Description il
10 InquirgQuatation [«]

B Sales Order Ii‘
2 Dutline Agreement __|
BE Order win charge
|14 Credit memo
| lis Dehit Memo
e Froduct proposal
Bk Rebate Credit Memo
BE Contract
- am CampSupplier Returns
a1 Delivery arder
a2 Fepair request
_EHB Returns Recycling
o Order with cust. NF
- |uH Return with cust. MF
e RTF ret. w. cust MF
- o RTP ret. w. own NF
- s Order . NF simp. ft

Various Procedures are predefined in system for various kinds
of Sales documents. There are three options for configuring
incomplete procedure

» Change existing incomplete procedure

» Copy existing procedure and change it to new
requirements.

» Create a new incomplete procedure.



Here the three options explained in background are applicable.

j. If existing Incompletion procedure is to be modified,

choose the procedure from list and click on OFields to get
into details
k. For copying existing procedure to new one select one to

be copied and click on or F6.

1. For creating a new incompletion procedure type click on

Here we will follow option ‘a’ and select procedure 11 and

double click on[OFields

&

BB e CHE £h4a08

FFE @

Change View "Fields": Overview

D [ NewEntres | 1] [ 2/ B @B

Cialog Structure

~ [JGroups
= [JProcedures

CHFields

Errar proc.

Llncompletion fields

Table

Fld name |Description

|Scr. |Status|Warning |Seq. |

YEAK
YBAK
| vk
" veKD
" |vekD
YBKD

AUDAT
WRERK
BSTED
INCO1
FRSDT
ZTERM

Document Date KE&U 01
Document currency KBUC D3

FO numher KBES |01
Incoterms KDEZ 04
Pricing date kEol o4

Payment terms KDE3 D3

Following fields are maintained

O00=0O0O

LD ED

Field Name |Field Description and Value

Table The ABAP table name in which field is stored

Fld Name Field name in which data is stored in the table
which has to be checked for incompletion

Description | Description of field would appear on entry of

field




Scr. Screen name where field exists in sales
document and where user has to be taken for
entering data for completion

Status Status group is assigned here for the reaction of
system on incompletion and areas to check.

Warning Warning check issues a message for fields
during sales order processing

Seq. Sequence can be maintained here if required for
system to check the fields in that order.

Click and back.




4.ATP through shipping

4.1 Availability in Sales order
Background
Let us now study how to setup Availability check in Sales and
Distribution. This configuration guide will explain step-by-step
process for setting up availability check in business scenario.

Scenario

Availability check will be setup for Daily requirements in a
Sales order.

Instructions
1. Follow the Menu path:

IMG — Sales and Distribution — Basic Functions —
Availability Check and Transfer of Requirements — Availability
Check with ATP Logic or Against Planning — Define Checking
Groups

Click &



Tahle¥iew Edit Goto  Selection  Liilities  Systerm Help

& A HICe@ 8 EE Sha8 EE @b
Change View "Availability Check Control”: Overview

Av|Descrip1iun |T|:|taISaIes |TDtDIvReqs |EII|:u:k Qth|ND check |Accumu|. |Respunse |Re|ChkF’Ian
fiTiDaily requiraments B B L] [4]
102 Individual regmt A A O [~]
03 Repl Lead-time & 8 O O _|
|04 Current stock L] ]
42 IndReq CMDS En. A i O
E: N f O
o f i 0o
| ICHBatches i 5 Ol
B i A L
- bR O |
" 1kP Mo check i 5 O
ML Individual regmt  |& A U
- IPLinG (ndividual A A O
:ST’I Individual regrmit & o O] |

For maintaining a new checking group, click on
Here let us study checking group 01 — Daily requirements.

Following fields are maintained:

Field Name Field Description and Value

Checking 2 character key code for checking group.
Group for
Availability
Check

Description | Description of checking group

Total Sales Specifies the kind of requirements that the
Order system automatically generates during sales
requirements | order processing.

Individual requirements or collective
requirements are specified here as follows




Total sales req...IShnrt text

A Single records

B Totals records per day

C Totals records perweek, regs date on Monday of current weel
] Totals records perweek, reqs date on Maonday of fol. week

Total Similar like sales but at delivery level

delivery

requirements

Block QtRq. | Blocks material for other users when availability
check is being run on that material.

No check This indicator can switch off Availability check if
checking group is used for the material.

Accumul. Availability check with cumulative confirmed
quantities. Following options are available
Accumulation |5Imrt text |
0 Mo cumulation
1 Cumulation of confirmed gquantity when created and changed
2 Feguired guantity when created, no cumulation when changed
3 Required gquantity when created, conf. ghwhen changed
Normally ‘no cumulation’ option is used.

Response Response to shortfall, whether there should be
any information output or not. Normally blank

RelChkPlan | Indicator for relevance for check against

planning

Click and back.




4.2 Define Scheduling by Sales Document Type

Background

This configuration setting enables to define scheduling by
sales document type.

Activate Delivery and Transportation scheduling for the sales
document type.

Example — It can be deactivated for order type RE for return
order, which is created to get the material back from the
customer.

Instructions

Menu path: Sales and Distribution — Basic functions —»
Delivery scheduling and Transportation scheduling — Define
scheduling by sales document type

Click @

Dispiay View "Sales Documents: Types - Scheduiing”:

B = E

rSaTy Description DivSchedly |TranspSchd [Backwards
OR  |Standard Order X | [+]
= — p— 1




5.Billing and Material Determination

5.1 Define blocking reason for billing
Background
This configuration enables definition of Reasons for blocking of
billing documents. These reasons can be used to block billing
creation for customer.

Instructions

Follow Menu Path: IMG — Sales and Distribution — Billing —
Define Blocking Reason for Billing

1. Click &

Following pop-up is displayed

I= B

Billing: Blocking Reasaons
Assign blocking reasons to billing types

FPerfarm the activities in the
specified arder

Click on Billing: Blocking Reasaons and click @] Choose



& 2T H @& 8 EE 8D a8
Change View "Billing: Blocking Reasons”. Overview

B[ Newenries |8 B [0 BB B

Block Igilling block desc. [T
1 Calculation missing [=]
_EIE Compl Confirm Missng E'
! Prices incomplete
- |na Check terms of paymt |
- o Check delivery terms
G Check credit memao
CE Check debit memo
_41 hatyet completed
a2z no price agreement
_43 hew price as of...
- |sa Authorisation Reqg
51 Rejected

Click on for maintaining new one’s. and then click
‘!{
Following fields are maintained

Field Name Field Description and Value
Block 2 character key for billing block
Description Description of billing block

Click and €.

2. Click on [#ssignblocking reasons to hilling twes 519 click @ Choose




&

-

1B eea DHE fnay

Change View "Billing: Blocking Reasons”: Overview

P ewEnties || =2 B/ BB

Block |Block [Bill. Type  |Billing Type (i
11 Calculation missing F1 Imvoice (F13 |z|
BT Calculation missing FZ Invaice @
_EI1 Calculation missing F& Pro Farma far Order |
e Calculation missing Fa Fra Forma lnv T Dl
X Calculation missing Fa Invoice (ALE)
BT Calculation missing YER Invaice
_EI1 Calculation missing ZFE Trade Fair1-Invoice
e Calculation missing ZFOZ Trade Faird2-Invoice
_EI1 Calculation missing ZFB3 Trade Faird3-Invoice
BT Calculation missing ZFB4 Trade FairQ4-Invoice
_EI1 Calculation missing ZFB5 Trade Fairda-Invoice
e Calculation missing ZF A6 Trade Fair0B-Invoice
_EI1 Calculation missing ZFOT Trade FairQ7-Invoice
- os Calculation missing ZFBg Trade Fair08-Invoice
_EI1 Calculation missing ZFB9 Trade Fair09-Invoice |§|
a1 Calculation missing ZF1@ Trade Fairl 0-Invoice |E|
L[]l |41 [+]
= Fosition.. | Entry 2 of 321

Click on for maintaining new one’s. and then click

H

Effect of Configuration

Billing block reasons are defined and assigned to Billing types.



5.2 Assign Invoice List Type to Billing Type

Background
Invoice List type is also a Billing type and is created in Billing
type creation configuration menu. Here for Invoice Lists to be

created they needs to be assigned to billing types. This
configuration is provided for this purpose.

Instructions

Follow Menu Path: IMG — Sales and Distribution — Billing —»
Invoice Lists — Assign Invoice List Type To Each Billing Type

1. Click &



& T B e LR 8hos FE @

Change View "Billing: Document Types - Invoice List Type". Overview

Bill. Type  |Billing Type lInvListTyp  [Irvoice list type il
Fz Invaice LR Irvnice list E|
~IFee Mota fiscal LR Imvoice list @
33 Pro Forma for Order
B Pro Forma Iny f Dy
_FEI Invaice (ALE) LR Invnice list _—
" Advance invoice BR LR Irvoice list —]
Far Fut. dely invoice BR LR Invoice list
_FP.S Canc.down pyimnt req. LR Irvnice list
|z Down payment request LR Invoice list
"o MF cons. withdrawal LR Invoice list
_FE:F: MF cons. fill-up LR Irnice list
L Proforma for LB
_FF‘ Billing POS-Interfce LR Invnice list
_FF! Invaice Repair LR Irnice list
~|Fs Invaice Service/Rent LR Invaice list |§|
“FsT MF for goods receipt LR Irnice list E|
LAl [ [0
= Position.. Entry 26 0f 115

Billing types are available here. The Invoice List type is
assigned to billing types.

Click & and €.

Effect of Configuration

Invoice Lists can be created in system for Billing documents.



5.3 Define Rule for Date Determination

Background

This configuration setting enables creation or modification of
rules for determining dates in Billing plan.

Various Rules are preconfigured in system and can be used for
various scenarios. There are three options for configuring new
rules:

*» Change existing rule

» Copy existing rule and change it to new requirements

= Create a new rule.

You define the rules for date determination on the basis of the
following dates:

» The possible baseline date is predefined by a fixed value
range (for example current date, beginning of the
contract) and cannot be changed.

* You can define the period in any way by specifying a
number with a corresponding time unit.

» If you use a calendar ID to define a rule, the system
determines the next possible workday starting from the
baseline date. If you use a calendar ID, you may NOT
specify a period.

We will study the configuration of SAP provided rule 50 —
Monthly at end of each month’.



Instructions

Follow Menu Path: IMG — Sales and Distribution — Billing —»
Billing Plan — Define Rules for Determining Dates

1. Click &

& Tl ee@ BEE BN O8 FHE] @R

Change View "Rule Table for Date Determination™: Overview

P& Newenies | 18] @ 2B BB

Fule IDescriptinn ||
[ Today's date E'

|02 Contract start date -]

_EI4 Acceptance date —]

| |85 Installation date

| |06 Date contract signed

|07 Billing date

L Contract start date + contract validity period

G Contract end date

_1 [0} Todays date + 1 yvear

K Last of month for billing date + 1 maonth

i Contract start date + 1 week

BE End of contract - 1 maonth

21 First of Current Marith

|22 First of Month of Contract Start

13 Last of Current Month

W Last of Month of Contract Start

e Last of Month of Contract End

| |48 End ofCurrent Quarter

=0 mMonthly atthe end ofthe month

|51 monthiy at the first of the month

|52 Horizon 1 vear

|52 Monthly

5o “early atthe first of the year E|

22 manthly at the end of every 3 months E|

DI L[]

= Position... | Entry 1 of 25




Here the three options explained in background are applicable.

m.If existing Rule is to be modified, choose the Rule from
list and click on & to get into details

n. For copying existing Rule to new one select the Rule to be
copied and click on or F6.

o. For creating a new Rule click on

Here we will follow option ‘@’ and select Rule ‘50’ and click

onl@l. To search for Rule click on &3 Position.. | and enter
the key.

Following screen is displayed



HIahIeView Edit Goto Selection UMilities  Systerm  Help

&

A CEeO SEHE STO8 HE @b

Change View "Rule Table for Date Determination™: Details

Date det. rule

50 panthly at the end ofthe month

Control data
Baseline date

Tirme period
Time unit

Last of manth
Calendar D

Contract data |

B7| Billing dateilnvoice date

1
3| Month

B Lastofthe month

Maintain the fields as explained below:

Field Name

Field Description and Value

Date Det.rule 2 character code for Indirect rule

determination of dates in Billing plan.
Here ‘50’ exists in system, for new any two
characters can be entered.

Description

Text description of rule for identification

Baseline date This is baseline date from which further

dates are calculated. This is predefined in
system and following entries exist:




Baseline date |Short text

01 Today's date

0z Contract start date

n4 Acceptance date

L Installation date

)5 Diate contract sioned

¥ Billing datefinvoice date

ng CntretStDate+contract duration
n4 Contract end date

Here ‘07’ is selected

Time Period

Time Period, which is to be added or
subtracted from baseline date, is added
here.

Time Unit

Time Unit of time period defined above
Time unit |Shorttext |

1 Cray
2 Weelk
3 Marith
4 Year

Last of Month

Last of month switch for date

determination
Determ.ast of month |Short text |

A First ofthe month
B Last ofthe month

Calendar ID

If Calendar is to be used to influence date
determination, example actual dates in
month it has to be entered here.

Contract data

Used for Contract items where item date
has not to be selected from baseline date,
but from Header date.

Click and back.




Effect of Configuration

Rule for date determination are defined to be used in Billing
plans.



6.Special sales processes

6.1 Define credit control area
Background
The purpose of credit management is to monitor credit status
of customer so as to take decision on continuing or reviewing
credit related decisions like increasing credit limit or blocking

delivery to the customer.

This is done with financial accounting integration as in most
of the companies, credit management is FI function.

Instructions

Pre-requisite

Company code is created in enterprise structure of financial
accounting.

Define Credit Control Area:

Menu path: Enterprise structure — Definition — Financial
accounting — Credit Control Area

Click @

This is FI configuration and not part of SD configuration



Change View ""Credit Control Areas"": Overview

Credit contral area 0001

Credit control area Europe
Credit contral area Marth America

Canadian Credit control area

Credit contral area Japan
Credit control area Singapore
Credit contral area Japan

Credit control area Mexico

Credit contral area Mexico

Credit control area Mexico

Credit contral area Mexico

Credit control area Mexico

Credit contral area Mexico

Credit control area Mexico

Credit control area Mexico

Credit Ctrl Area-IDES Australia
Credit Ctrl Area-IDES Australia MR
Credit Ctrl Area-IDES Australia SR
Credit Ctrl Area-1DES Australia PS
Credit Ctrl Area-IDES Mew Zealand
Retail credit control area Germany

Fetail credit control area America

Double click on credit control area, which you want to select



Change View ""Credit Control Areas"": Details
%  MNew Entries = @ 3 &9

Cred.cantr.area 100 Credit contral area Europe
Currency EUR

Data for updating S0
pdate naaA1 2
F Wariant K4

Diefault data for automatically creating new customers

Risk category
Credit lirmit
Fep. aroup

Qrganizational data
[]All co. codes

Key fields are as below.

Update group — It determines how credit value should get
updated at the time of order, delivery and billing.

Credit update for open ordendeliverdbilling documentvalue 4 En

Update |Short text

Mo update from S0 documents

000012 COpen ordervalue on time axis, delivery and bill. doct value
0000145 Cpen delivery and hilling document value

000018 Cpen delivery walue for sales order, open billing doct value

If a document cannot be processed with the update group you
specify, the system determines the next possible update it can
carry out. For example, you select Update group 000012,
which, at delivery, reduces the open order value and increases
the open delivery value. Assume that one item in the order is
not relevant for delivery. In this case, the system automatically



determines Update group 000018 for this item. Update group
000018 increases the open delivery value for the order item.
The system uses the confirmed quantity of delivery-relevant
schedule lines to update the order value.

Risk category — Risk category entered in the related control area of the
customer's credit master record, which is automatically created when a
customer is created in a company code.

The credit master record is automatically maintained when at
least one of the following fields is maintained for the
corresponding control area.

e Risk category — defined in FI accounting - Credit
Management--->Credit control account--->Define Risk
categories.

e Via the customer master record, you can allocate every
customer to a credit risk category. This is used if
automatic credit control is used.

e Menu path: Customer master - Environment — credit
management



Customer Credit Management Display: Overview

| Administrative data |

Dunning data

Dunning Area

Credit limit 40 . 000, 00

Credit exposure 16. 2408, 00 Last dunned
Cred.lim.used an, 60 % Leg.dunn.proc.
Horizon 24 02 2007 Cunning level 1]

Fayment historgarrears 1 2/96-02/99
With cash disc. 28,745 43 251
Wfo cash disc. ] £

Risk category BE
Last int.review
Blacked

Payment data Cred.rep.grp I

Dso 1] Fayment index
Cleating amount @, 00 Rating
Author.deduct. ] Last ext review

Linauthar.dedus. [, ae Monitoring

Credit representative group

Credit limit - This credit limit is not a total credit limit for the

control area.

In this way you ensure that a credit restriction will be effective
for new customers, too, as soon as the customer has been

created.

If no credit master record has been maintained, there is no

credit limit.



6.2 Type of Credit check
Background

There are major two types of credit checks can be performed.
They are

e No credit check
e Simple credit check or Dynamic check for a particular
order type.

Instructions

Menu path: SD — Basic Functions — Credit Management —
Assign Sales documents and delivery documents

Click ®

Pop-up as below

& omose %

Select “Credit limit check for order types” and click Y choose |



|E| Positian... |

On the next screen, click and select order

type as “OR”

Change View "Sales Document Types - Credit Limit Check": (

P E M E
rﬁaﬁr Description Check credit Credit group
 [0R  Standard Order D o1 [+]

Check credit limit (13 5 Entries Found

AR ERERE
Check credit li... |Short text

Mo credit limit check
Fun simple credit limit check and warning message
Fund simple redit limit check and error messange
Run simple credit limit check and delivery block
Credit management: Automatic credit contral

Lo B o v m R

Simple Credit Check (Option A or B or C)

During the check, the SAP System totals the receivables (A
claim for payment on the recipient of goods or services
supplied.), the open items from special G/L transactions and
the net value of the sales order for every item of a sales
document.

The open items from special G/L transactions take into
account obligations bound by contract which are not recorded
for accounting purposes but which involve expenses through
diverse business transactions. Example - the value of
materials in the warehouse that have been reserved for an
order or project



The total is compared with the credit limit. If the limit is
exceeded, the system responds in the way defined by you in
the configuration menu.

If credit limit exceeds, system responds giving
A. Warning message in sales order.

B. Warning message and a delivery block (which will allow
order to be taken but blocked for delivery).

C. Error message that will not allow you to save the order.

Automatic Credit Check

Check credit has value “D”

Credit limit check can take place @
Sales order entry

Delivery

Goods issue

For this, Automatic credit control defines “Document Credit
Group” for each Sales Order, Delivery and Goods issue.



6.3 Inter-company Sales

Background

If one legal company delivers product to the customer, sourced
from the plant, which belongs to another company code, then
the scenario is termed as Inter-company sale

Delivering company bills the ordering company. This is called

as Inter-company billing.

Standard inter-company billing type is IV

Let us take scenario as below:

Customer — 300711

Sales area for creating sales order — 3000/10/00

Delivering plant — 1200

Material is R-1006

Company
code 3000

'

Sales org. 3000

Company
code 1000
Supply l
S —— Plant 1200

H

Customer 300711

Let us understand configuration behind

e Determination of Billing type IV

e Payer to which, supplying plant should bill.




e Sales area in which payer should be defined
e Pricing procedure for inter-company billing

e Posting of inter-company invoice in MM

Instructions

Menu path: IMG — Enterprise structure — Assignment —
Assign sales organization — distribution channel - plant

Click &

Sales organizationddistribution channel
Plants

308 18 USA Philadelphia Final customer sales

1200 Dresden

Plant 1200 has to be assigned to sales organization 3000, as it
is a delivering plant.



6.4 Maintain Credit card types
Background

In this configuration the basic card types are defined.
Standard system contains three card types and their function
modules for checking.

» American Express
» Master Card
= Visa

Let’s see the configuration predefined in system for these
categories.

Instructions

Follow Menu Path: IMG — Sales and Distribution — Billing —»

Payment Cards— Maintain Card Types
1. Click @&

& I H ee@é CHE Shas BFHE @

Change View "Payment Card Type": Overview of Selected Set

@[ newEnties [ B/ 2B BB

Fayment Card Tvpe

| Type |Descriptn |Check |Date trpe |‘JirtCard |
BMEX  American Express [CCARD_CHECK_AMEX Manth E ] [4]
MG Master-/Euro Card CCARD_CHECK_MG Manth T ] [~]
YISA  Wisa Card CCARD_CHECE_WISH Month g Il H

For maintaining new card type click on | New Enries |



Following are fields explained:

Field Name Field Description and Value

Card Type Key for Card Type, predefined entries exist
for AMEX, MC & VISA.

Description Description of the card type

Check Function, which carries out the check for

card numbers. This check is in first check
in system before authorization from
Clearing houses.

Four standard function are provided in
system:

CCARD_CHECK_LUHN_MOD_TEN - Runs a
general check of the card number, for
example, for a valid length and
combination of digits. This is the industry
standard check.

CCARD_CHECK _MC - Checks MasterCard
numbers for a valid leading digit. The

system also carries out the
LUHN_MOD_TEN check.

CCARD_CHECK_VISA - Checks Visa card
numbers for a valid leading digit. The
system also carries out the
LUHN_MOD_TEN check.

CCARD_CHECK_AMEX - Checks American
Express card numbers for a valid leading

digit. The system also carries out the
LUHN_MOD_TEN check.

Additional functions can be created in
system in customizing.

Date Type

Valid from & to date period is controlled




here, options include Day or Month.

Virtual Card Specifies if card is virtual card, used over
internet.

Click & and €.




7.SD Reports

List of Sales Documents

List of sales documents is function provided in system to list Sales &
Distribution documents like Sales Orders, Billing Documents etc.

This function is a worklist wherein list of such orders / billing
documents are available based on selection criteria and can be
worked on directly from list.

A. List of Sales Orders

We will see list of Sales Orders now

Menu Path: Logistics — Sales and Distribution — Sales —
Information System — Orders — VAOQ5 — List of Sales Orders

& B dE e  DRHE Sho8 FHE R

SAP Easy Access

F=

ross-Application Components
ollabaration Projects
~ %4 Logistics
[ [# Materials Management
= & Sales and Distribution
aster Data
ales Suppoart
antract Handling
endulum List Indirect Sales

cheduling Agreement
ontract

ackarders

roduct Cost by Sales Order
nviranment

mation System

1) WADS - List of Sales Orders



Double click ‘VAO5 — List of Sales Orders’

& Dl EH e CEHE SATA8 HE ok

List of Sales Orders

||&| Dispyvariants || Further sel.criteria || Crganizational data || Partner function... |

Sold-to party
Material

Furchase arder no.

| Sales order data
Document Date 21 .11 2006 T 21 .12, 2006

| Selection critetia
(O Open sales orders [ ] My orders
@ All orders

Above screen is displayed
Following input options are available:

Sold-to Party

Material

Purchase Order no. (Customer reference)
Date selection for period

Further selection criteria includes check boxes for selecting either
Open Sales Orders

All Orders

My orders — Orders created by user



In addition to this the Organizational Data needs to be maintained.

Click on | Organizational data |

Enter selection here, Only Sales Organization is mandatory.

I= = /]

Sales Organization anze LISA Denver
Distribution Channel 10 Final customer sales
Divigion [ Cross-division

Sales office
Sales Group

Click ¥

Let’'s search for all orders for material M-10.

& Bl E e SERE SNa8 FE o

List of Sales Orders

|&| Disp.variants || Further sel criteria || Qrganizational data || Fartner function. . |

Sald-to party
Material M-10
Purchase order no.

| Sales order data
Diocument Date 21.11. 2006 To 21.12 . 2006

| Selection criteria
() Open sales orders ] by arders
@ Al orders



Enter M-10 in Material and click on &

_‘I=|St Edit Goto

&

Settings

Engironment Systern  Help

B AHCae BRE D000 IRE @

. >APS

List of Sales Orders

Material  W-10

List of Sales Orders

Flatscreen MS 1775P
Doc. Date 21.11.2006 To 21.12.2006

[EEE)

f| Document IHemISLNoIS

IDescription

ISaTy IDoc. Date

ConﬂerWIPO Mumber PO number

[Baten [valid frarm]valid o

Delivery date | Crez

60000091
10821
[ 10921
IR EEE
[ 10918
[ 10855
| |10885
[ |10843
[ 10643
[ 10843
[ 10643
| |108a3
[ 10643

10
10
10
10
10
10
10
10
20
30
Elil
40
40

1

2z
1
i
1
2
1
1
1
2z
1
2
1

Flatscreen M5 1775P
Flatscreen MS1774P
Flatscreen M5 1775P
Flatscreen M5 1775P
Flatscreen M5 1775P
Flatscreen M5 1775P
Flatscreen MS1774P
Flatscreen M5 1775P
Flatscreen M5 1775P
Flatscreen M5 1775P
Flatscreen M3 1774P
Flatscreen MS1774P
Flatscreen MS 1775P

RE
SDF
SDF

21.12.2008
21.12.2008
21.12.2008
21.12.2006
21.12.2008
04.12.2008
04.12.2008
01.12.2008
01.12.2006
01.12.2008
01.12.2008
01.12.2008
01.12.2006

2

1
0
2
]
5
]
1
1
1
]
1
1]

90035185 90035185

PO refd29 PO ref339
PO refd2d PO ref33a
Customer ref. 1 | Customer ref. 1
Customer ref: 1 | Customer ref: 1

sample 1 sample 1
sample 1 sample 1
sample 1 sample 1
sample 1 sample 1
sample 1 sample 1
sample 1 sample 1

31.12.8989
31.12.9989
31.12.8989
31.12.9989
31.12.9999
31.12.8989
31.12.9989
31.12.8989
31.12.9989
31.12.9999
31.12.9989
31.12.9989
31.12.9989

21.12.2008 1000
26.12.2008 100C
21.12.2008 (1000
26.12.2006 1000
21122006 1000
06.12.2008 100C
04122008 100C
08.12.2008 |100C
08122006 1002
20.12.2008 1000
08122008 100C
20.12.2008 1000
08122006 1000

Ll

IL«[+]

Here it displays all the orders for Material ‘M-10’ for selection period.

To view any of the sales order select order line and click on

In main screen there is also option to add on the selection criteria by

clicking on

| Further sel.criteria |

| Mark (maximum 3 fields)

] Distribution Channel
[] Division
[]5ales Office

[]sales Group

[]5ales Document Type
[ created by
[]5ales document

[15D dacument cateq.

] order reasaon



In similar fashion the required list of sales orders can be viewed
using this worklist option provided in system.

That’s it then... As it told you earlier the entire SD configuration pack
comes in 9 voluminous content based power packed CDS and each sub
module in SAP SD is broken into Configuration, End user and Power
point and there are tons of bonuses coming with this pack along with all
other Integration documents, SDInterview questions and answers and a
boatload of step by step guides......... You can take advantage of the
special offer by visiting the site at

http:/ /www.sap-topjobs.com/SpecialPP/sapsd20071919.html

All our packs are shipped thru FedEx and reaches you in three days
time. One more thing this configuration pack is compatible with version
4.7, version 5.0 and 6.0 So you really do have to worry about the version
at all.. We have taken care of that... Also all future version changes
which will come up will be provided as free updates to you. So you can
sit back relax and play the music....

What I want from you now is to do yourself a favour by bringing the
brains and wisdom of 10+yrs of SAP SD Experts to your drawing room
today. Do it right now my dear friend and take your SAP career to the
next level.... You will love it I promise you....

http:/ /www.sap-topjobs.com/SpecialPP/sapsd20071919.html

www.sap-topjobs.com
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