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By failing to prepare, you are preparing to fail.

(Benjamin Franklin)

Practice does not make perfect. Only perfect
practice makes perfect.

(Vince Lombardi)
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What is SAP

SAP stands for “System, Applications and Products in Data Processing”. It is the largest business software
company in the world and also the largest Enterprise Resource Planning (ERP Software) solution software

provider.

SAP’s main products are SAP ERP (formerly known as SAP R/3) and SAP Business Objects software. SAP
software has three-tier application architecture: database, application server and client SAP GUI (presentation
layer).As per the reports there are over 100,600 SAP installations at more than 41,200 companies in more than
120 countries /3 architecture was replaced with the introduction of ERP Central Component (ECC).

SAP’s Business Suite contains five enterprise applications.

+ SAPERP

4+ Customer Relationship Management (CRM)
# Product Life-cycle Management (PLM)

+ Supply Chain Management (SCM)

+ Supplier Relationship Management (SRM).

SAP SD ( Sales and Distribution ) is one the largest functional Module in SAP. It handles all the processes
from an Order to delivery. The main operations, this module handles are Customer Sales Orders processing ,
pricing, Picking, packing , Shipping, billing and risk management etc.
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Various Modules in SAP ERP

Fl - Finance
+ GIL Processing
SD - Sales & Distribution '+ AIR, AIP Processing
« Contracts ~+ Bank Accounting
» Sales Order Processing + Balance Sheet Valuation
+ Billing + Cash Flow Transactions
MM — Materials Mgmt .
Material Masters CO - Controlling
Inventory Management D =~ Overhead Cost Allocation
Warehouse Management Actual Cost/Revenue
Shipping Allocation
g O

PP — Production Planning

Production Planning & MRP AM - Asset Management

Capacity Planning Fixed Asset

Demand Planning &
Forecasting

PS - Project Systems
» Project Initiation
 Project Closing

* Results Analysis
PM - Plant Maintenance =
rd WF — Work Flow
HR — Human Resources F
» Employee Masters
» Time Reporting
e

IS - Industry Solution
+ RRB/Milestone Billing

QM - Quality Mgmt

SAP APO module — Advanced Planner Optimizer

SAP CO module — Controlling

SAP CRM module — Customer Relationship Management
SAP CS module — Customer Service

SAP EC module — Enterprise Controlling

SAP EHS module — Environment, Health & Safety

SAP EWM module — Extended Warehouse Management
SAP FI module — Financial Accounting

SAP FM module — Fleet Management

SAP FSCM module -Financial Supply Chain Management
SAP HR module: — Human Resources

SAP IM module — Investment Management

SAP MM module: — Materials Management

SAP PLM module — Product Lifecycle Management

SAP PM module — Plant Maintenance

SAP PP module — Production Planning

SAP PS module — Project Systems

SAP QM module: — Quality Management.

SAP RE module — Real Estate

SAP SCM module — Supply Chain Management

SAP SD module — Sales and Distribution.

SAP SEM module — Strategic Enterprise Management
SAP SM module — Service Management

SAP TR module: — Treasury

R R N N N N N N N N N N N Ny Ny N N YAy S
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SAP WM module — Warehouse Management
SAP LO module — Logistics General

¥

TECHNICAL MODULES
SAP ABAP module — Advanced Business Application Programming
SAP Basis module — Basis Admin, administration of SAP
SAP BI module — Business Intelligence
SAP BPC module — Business Planning and Consolidation
SAP BODI module — Business Objects Data Integrator
SAP EP module -Enterprise Portal

FEEEEE

INDUSTRY SPECIFIC MODULES (KNOWN AS SAP 1S)
SAP IS Aerospace & Defense — Air and military industries
SAP IS Automotive — Automobile manufacturing industries
SAP IS Banking — Financial Industries, Banking, and Market Risk Management
SAP IS Chemicals — Chemical industries
SAP IS Consumer Products — Consumer product industries
SAP IS Defense & Security — Defense and security industries.
SAP IS Engineering, Construction, and Operations — Construction and engineering companies
SAP IS Healthcare — Hospitals and healthcare institutions
SAP IS Higher Education & Research — Campus management
SAP IS High Tech — High tech industries
SAP IS Industrial Machinery and Components — Heavy machinery manufacturing companies
SAP IS Insurance — Insurance companies and Currency Markets
SAP IS Life Sciences — Life sciences industry
SAP IS Media — Communication and Publishing industries
SAP IS Mill Products — Mill product industries
SAP IS Mining — Mining industries
SAP IS Oil & Gas — Oil and Gas Industries
SAP IS Professional Services — Professional services industry
SAP IS Pharmacy — Pharmaceutical industries
SAP IS Public Sector — Public Sector and Administration
SAP IS Retail — Supermarkets and Retail industry
SAP IS Telecommunications — Telecommunication operators
SAP IS Transportation & Logistics — Transportation and logistics industry

F R N R N N N N N N N N N N N N Ny N N Ay AYE

Any organization success is depended on 4m’s. They are Machinery, Material, Man Poour, Money

These M’s are well maintained and coordinated using an ERP

Reasons for preferring only SAP in the companies:-

1) SAP Gives solution to all departments in enterprise to gain success.

2) Tightly integrated product. (Means if we update something in one department i.e. Mfg. It
automatically reflects in relevant departments. No need to inform other departments.)

3) Data Security.
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Future of SAP:-

+ Most of the Mfg Company’s around the world already implemented SAP, Career in sap for Next 40-
50 yrs is Brilliant.

= SAP will do continuous process of R&D with up-gradation in version as per the time i.e.
== 4.6 == 4.7 == 5.0 == ECC6.0... EHP 7(present Version)

= Presently SAP is giving support only for ECC 6.0. Market share of SAP is 65 to 70%

The Architecture of SAP

SARP GUIL . SAP GUI SAR GUI . SAR GUI

Presentation

| | | | Layer

Application Server 11 ... Application Servern -
I I Application

Layer

Message Server

Database

Database Management System

SAP Landscape: - A landscape is an arrangement of servers. Any client if they want to implement SAP they
need to purchase servers.

SAP Suggest to go for minimum 3 Server:-
<+ Development Server
<+ Quality Server
< Production Server
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Development Server: - will be used to configure the client business process into SAP. Development server
will be used by consultants only.

Quality Server: - will be used to test the scenarios. Quality server will be used by consultants and core users.

Core User is the employee of the company who has good experience & exposure in client business process.

Production Server: - Itis the live server, where end user will do day to day transactions in SAP.

4+ Production server will be used by end users and core users.
= Consultants will not have access to production server.
4+ Users will not have access to development server.

Three-Tier System Landscape

@
T
Transport = Trangport

DEV TEST PROD
D42 T42 P42

CONFIGURATION INTEGRATION PRODUCTION
TESTING TESTING SYSTEM

ABAP CROSS MODULE

DEVELOPMENT IMPLICATION
ANALYSIS

UNIT TESTING

DEVELOPMENT QuALTY PRODUCTION
CLIENT ASSURAMNCE CLIENT CLIENT
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Roles & Responsibility of consultant

As a consultant we will be placed into either implementation project , support project, Rollout Project, Upgrade
Project.

Implementation Project

Configuring client business process newly into SAP.

Galaxy Pharmacuticals
Client

=<3

1.BDM 1.BDM 1.BDM
2.Pre Sales Team 2.Pre Sales Team 2.Pre Sales Team

IBM Accenture Capgemini

ImplementationPartners

Whenever implementation partner receives the order from client to implement SAP, then they start using ASAP
methodology (ASAP stands for accelerated SAP).

ASAP methodology consists of guidelines to implement SAP, that is step by step implementing of SAP.

ASAP Methodology consists 5 Phases:-

Project Preparation
Business blue print (BBP)
Realization

Final Preparation
Go-Live & Support

gk~ owbhE

As a consultant we will be involved from business blue print phase.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 _



www.praveensapsdtraining.com

Project Preparation Phase: -

In project preparation phase the management from implementation partner and management from
client will involve,

Management from Implementation Partner Management from Client
=» BDM VP-IT
» Delivery Head VP- Finance
®» Technical Expert Project Manager
®» Project management Technical Head

L
Proie

Preparation

) fssitar ] Preparation Go Live &
o Business Realization o Support

., Blueprint
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: Phase 1 : Project Preparation

Goal Setting oot ot ;
Define project goals & objectives Buiness  Reazotion B .
Implementation strategy
1.Clarify the scope ofimplementation
2 Establish the project organization and
relevant committees and assign ) )
resources During th|5Fhase the
team goes through
. initial planning and
Implementation Sequence Dreparation for
Define sequence in projecthas to be pro jECt
executed '
(:'3 Team
Core team+ project team+
consultant team

g Sign Off

Atthe end ofphase every above steps
will be documented & will be signed off
with the client

1) Project Preparation Phase

Activities:
1. User Licenses: - Any client if they want to implement SAP they need to purchase user licenses from SAP.

Based on number of end users they decide on how many user licenses to be purchased from SAP.

Eg:-
Total no of end users in Galaxy Pharma is 1000, each user license costs around Rs. 80000/-
The client has to pay this money to SAP and get the user licenses.

1000 user licenses X Rs. 80000 = Rs. 8 cr.
This is not one time payment to SAP. Every year client has to pay 22% license cost to SAP in the form of
AMC .i.e 22% of Rs 8 cr. as AMC (Annual Maintenance cost)

= Sharing of licenses can be done in manufacturing plant if they have shift wise work system.
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2. Landscape:- A landscape is an arrangement of servers.
Any client if they want to implement SAP they need to purchase servers.

SAP Suggest to go for 3 Servers:-
4 Development Server
4 Quality Server
4 Production Server

Development Server:- will be used to configure the client business process into SAP.
Development server will be used by consultant.

Quality Server:- will be used to test the scenario. Quality server will be used by consultant and core user.
Core User is the employee of the company who has good experience & exposure in client business process.

Production Server:- 1t is live server where end user will do day to day transaction in SAP.

Production server will be used by end users and core users. Consultant does not have excess to production server.
User does not have excess to development server.

® After deciding how many servers to purchase, then they decide on sizing of the
server.
EX - Hard disk, RAM etc. On the basis of number of Pc’s

Where to purchases the servers? Popular Manufacturers of servers in the market are HP, IBM, HCL,
DELL .

3. Infrastructure:-

A). How many new pc’s to be purchased for implementation of SAP.

Ex. - 1000 licenses means 1000 pc’s required
Present pc’s — 400 nos. (Out of 400, 200 pc’s don’t support SAP)
Total no. of pc’s needed 800+200= 1000 nos

B). Server Environment: -
#+ Decide where to place the servers.
4+ Server room security
4+ Temperature requirement

C). VPN connectivity (Virtual private Network)
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4. Implementation Partner: - will list out all the consultants who are going to involve in this implementation
Project.

On an average the team size for implementation of SAP to Domestic or Unknown client is 15.

The team size for implementation of SAP to foreign client or known client is 60.

Team of Galaxy Pharma will list out all the core users.
They will pick one core user from each module, and core user will be in touch with consultant, throughout

the implementation project whatever consultant require, we need to consult only core user.

5. Consultant Facilities: - If it is domestic project all the consultants will go to client place for implementing
SAP. If it is foreign project, from each module one consultant will go to client place (On-Site) and rest of
the team will work from Off- shore (it means Implementation Partner office).

If its domestic project and all consultants are moving to clients place for implementing SAP, then they will
decide responsibilities of each consultant.

Ex- Accommodation, food expenses, travel expenses, work environment etc.
The Average project tenure for domestic project is 9 months.

For foreign project 18 months

PHASE 1: | PHASE 2: PHASE 3: PHASE 4: | PHASE 5:
Project Business Realization Final Go Live &
Prep Blueprint Prep Testing

-3 - -6 - -6 - -3 - U

MONTHS MONTHS MONTHS MONTHS MONTHS

—————————————————————————————————— Average 18 Month Process e e DL T L i

6. Go-Live Date: - It is a date from which client(Galaxy Pharma) will start using SAP or the date the client will
start entering day to day transactions in SAP.

7. Scope for the project: - Which is not possible in standard SAP. Also called as GAP’s, will not be considered.
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After completion of project preparation phase, the implementation partner management will come back to
office and conduct kick-off meeting.

Kick-off: - It means starting off. For kick —off meeting they will invite all the consultants across all the modules
that are going to involve in this implementation project.

Kick-off meeting agenda:-

Introduction about client

Rules & regulations of client

Role & Responsibility’s of consultant
Core users list.

Go live date.

Staring date.

FEEEEE

After kick —off meeting all the consultants will move to client’s place for implementing SAP (Domestic).

When all the consultants move to client place to implement SAP then we start an phase of ASAP methodology
that is Business Blue Print (BBP).
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2) Business Blue Print Phase (3 Months)

ASAP

O

1
Proie

Preparation

centinuous

: eisitort Preparation Go Live &
o Business Realization 0 Support

., Blueprint

: Phase 2 : Business Blueprint

SCOPEDOCUMENT
This document will consists of Profect ¢ .
guestionnaire of entire business i A e Prepsrclion G Lived
process "
Qﬁ ASIS The purpose of this phaseis to

1.Understanding the business Process achieve a common
_ fromthe core team. 2.Based on the understanding of how the
’”p”'ﬁfgfuﬂgjﬁ;’;’“gﬁ: hasiobe created company intends o run SAP to

supporttheir business. [he
resultis the Business Blueprint, a
. TO.BE _ detailed documentation ofthe
1.in this process will map the business

; results gathered during
process in SAP based on ASIS .
2 Module wise TOBE document has to reqmrements worksh GpS .
be created

(___‘3 GAP ANALYSIS

1.The GAF biv ASIS procezs & TOBE process
iz calied GAF analyeiz ie., The inputz orthe
buzinezz procezs which cant mapped info
signdsrd SAF will be analyzed here

(ﬂ 2 GAP document has fo be created

SIGN OFF
Each process above has to be
taken sign off from client
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Business Blue Print Phase (3 Months)

As an SD consultant we involve from Business blue print phase.

Generally the 1St day of client visit, we will have introduction with core user and core user will take us for site
visit (Mfg plant visit).

on 2™ day, the first activity in BBP is

1)Requirement Gathering: - Client will allocate separate room for each and every module for requirement
gathering.

SD MM PP FI

Room 1 Room 2 Room 3 Room 4

Everyday consultant has to go to core user place, ask the questions and whatever core user will explain note it
down as-it is.
Every day after completion of requirement gathering (time allot 10am to 3pm) consultant has to prepare a

document called AS-1S document.

AS-IS document consist of the present business process of client, whatever core user explain as it is we mention
in the document.

- Based on questionnaires provided by the implement partner we gather requirement from core user.

- The requirement gathering activity we do for 2 months.

2)Prepare BBP document and sign-off: - After completion of requirement gathering ,we need to prepare BBP
document.
BBP document consist of AS-IS and TO-BE document.
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Example of AS-IS - TO BE

AS-IS TO-BE
Cash Sales In SAP standard system this sales process can be
This process occurs when the | configured by sales document type (CS) available.
customer is ready to take the | The delivery is done automatically along with the
Product by paying the required | sales order, while an Invoice is raised when the
amount immediately. order is created.

Rush Order In SAP standard system this sales process can be

The Rush Order also follows | configured by special sales document type (RO)
a cycle similar to the Cash Sales | available. Only difference to that cash sales and
except that an Invoice is raised later | rush order is that invoice is raised later and
and customer pays the amount at a | customer pays the amount at a later date.

later date.

Third Party Sales In the SAP standard system, control parameters
like Item Category group (BANS) and Item
All orders of the companyare  procured | Category (TAS) map Third party sales. The
through the Vendor using third party | Standard sales document type is used to execute
sales process. Vendor directly sends | the third party sales.
the goods to the customer as per the
requirement mentioned in the sales
order and vendor bills the company.

TO-BE document consist of, how the present business of the client is going to be in SAP.
While preparing TO-BE document we may find some GAP’s.

GAP: - For client business process, if there is no solution in standard SAP then we call it
as a GAP.
Whenever we find GAP we will prepare GAP analysis document.

Gap analysis document consist of Clear description of client process, which is a GAP in SAP.
Is there any alternate solution or not? If yes, then what is the solution we are going to provide?
Estimated efforts
- Functional man days — 35 days
- Technical man days — 30 days
After preparing BBP document, we will send this document to core user for sign-off.
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Now core user has to go through the BBP document. If everything is fine then he will send confirmation mail to
consultant.

After getting confirmation mail we take the signature of core user and PM in sign-off form and one copy will be
with Implementation Partner and one copy we will submitted to client.

Without sign off, we are not supposed to move to the next phase of ASAP methodology.

- BBP preparation documentation and sign off will take one-one and half month.

- The tenure for BBP phase is 3-1/2 months.

- We spend more time on BBP phase, BBP phase is most critical phase because the success of the project is
totally depended on how accurate we gather the requirements from core user.

In BBP phase we prepare two documents:-

1) BBP document.
2) GAP analysis document.

Common Problem’s we face in BBP phase:-

1)Most of the core users they don’t support for gathering requirement, and also they don’t come on time. (If it
happens continuous then after 4 or 5 days we need to inform our PM and our PM will inform to client PM).

2)They don’t want change. (They don’t want to implement SAP, they may have threat to their job).

3)Core user having knowledge on SAP configuration (They will join some institute & they will ask some error
and check our knowledge or waste time for gaining their knowledge).

After receiving BBP sign-off from core user then we move to the next phase of ASAP methodology that is
realization.
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3. Realization Phase

O

Preparation Go Live &

ol Business I!ealizmiono
0]
., Blueprint g
: Phase 3 : Realization
Prajadt
- Final d
Baseline N evtmats mocmaman” POt G Lve 8
Major scope P

The purpose of this phase s to
implement all the business

Final Configuration process requirements based on
Remaining scope the Business Blueprint. The
Q:J system configuration methodology
is provided in two work packages:

Baseline (major scope); and Final

SIGN OFF configuration (remaining scope).

Each process above has to be
taken sign off from client

Realization: - Configuring the client business process into SAP or mapping TO-BE process in SAP.

In this phase we Login into development server, to configure the client business process into SAP.

We have two types of configurations:-

1. Base Line configuration
2. Final configuration
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2. Final configuration(Integration between Modules):

1. Base line configuration: - It is the configuration for which, we don’t depend on other module consultant (it is
a configuration which is specific to one module).

- it is the configuration for which we need to
depend on other module consultants(MM,PP,FI). This configuration we can’t do on our own. Ex- Credit
Management, Third party.

In SAP whenever we are saving the configuration, we need to save it in a particular TRANSPORT REQUEST
NUMBER

Request number will help to transport the configuration from one server to another server.

IlI?'F'rnmpt for Customizing request

/|
View Maintenance: Dats ¥ _TWAK
Feguest CUSKAR0369 | Customizing reguest
Sho ription reate a 5ales Organization SO |
V| |3 D[ o eauests | [
Development System Test System Production System
Export Content
Create
Transport

Request

Transport
Request

Ex. - Transport request number will help to transfer the configuration from development server to quality
server for testing purpose.

After completion of base line configuration and final configuration we transport the entire requests from
development server to quality server.
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Functional consultant role in transporting request

1. We need to release the entire request. Each request consist of parent & child, first release the child request
then release parent request.

[E RequestTask Edit Goto  Object  Utiiies(®  Engronment  System  Help

& ~dH ¢@e CHE dDoD @ @

Transport Organizer: Requests
DGO &« aEBE &

Customizing Requests Involving User UDNFIAJAM (Ajay AM)
—(=] 158 ECC Golden Master Config
&= -= UEQD System UEQ

<Not assigned to a projects
—E& Hoditiable
UEDK9B2168 150  UDNFIAJAN Cost Center Addition
8 UEDK9BS168  UDNFIAJAH Customizing Task

8 UEDK989897 158  UDMFIAJAH Mew Tax Codes

2. List out all the request number in excel file along with the description & sequence, and send this excel file
to basic consultant, basic consultant will transport the entire request from one server to another server.

Transport request is of two types:-

A). Customizing request
B). Workbench request

A). Customizing request(Client Dependent): - Whatever configurations functional consultant will do,

that will save in customizing request.
B). Workbench request (Client In-Dependent): - Whatever developments technical consultant will do,

that will store in workbench request.

After transporting the request from development server to quality server then we do internal testing in quality
server.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866



www.praveensapsdtraining.com

| Transport OrganiZer (Extended View)
O 4

Display / Transports | PieceLists | Client | Delivery Transp.

User E
|-Requestiype |/ Global Information | Transport Proposals |
[v|Customizing Requests
V| Workbench Requests
[ I Transport of Copies oo 2 l‘g Transports ]
[ |Relocations QO 1 [A% Repairs J
Lﬁquest Status
[vIModifiable
[ |Released v
[ﬁ Display
Testin
i. Unit testing ii. Integration testing

I). Unit testing: - It is the testing which is specific to one module and no need to depend on other
module consultants.
I1). Integration testing: - It is the testing for which we need to depend on other module consultants.

Before testing we need to prepare test case document or test scenario document. Based on this test case we

will do unit and integration testing
Test Case

a) What to test

b) How to test

c) Expected result

d) Actual result

e) Status

) Tested document number
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1 2'\\ 3 // 4
Out: Product info
In: new Sales Order

2

Out: Sales Order
In: New Delivery Note

Out: Invoice
In: Payment data

4
Out: Sales Order, Shipping

and Customer data
In: Invoice data

3

Out: the Delivery Note
and the Sales Order
In: Goods Issue data

After completion of testing, we prepare user manual document.

User Manual document:-It is a guideline to end users, this document consist of step by step process of
creating master data and transaction data along with the screen shots. After preparing user manual
document, we will give it to core user.

Configuration document: -
This document consists of the entire configurations made for that particular client along with the screen

shots. Configuration document will be used for KT (knowledge Transfer) purpose. This document will be
given to core users.

Functional Specification document (FS):- We prepare FS whenever we require the help of ABAPER.
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0

' it Preparation  Go Live &
9 Business  Realization 0 Support

, Blueprint

: Phase 4 : Final Preparation

Unit Testing repreion DY O

Final
Business Realizanien parclion ‘;" |
Blusprin uppart

Testing within each module

The purpose of this phaseis to

Qt:; Intearation Testin complete the final preparation
.'m‘egraa‘gresﬁng of madufesgfe.J (Im_:"j‘dmg testing, end user
combine testing of all the training, system management and
modules cutover activities) to finalize your
Q:J readinesstogo live. The Final
Preparation phase also servesto

User Training resolve all critical open issu_es. On
successful completion of this
phase, you are ready to run your

business in your live SAP System.
( Cut over Strategy y y

legacy system will be migratedto
SAF system.

(Z:J SIGN OFF

Each process above has to be
taken sign off from client
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Final Preparation

Activities:-

i) Training to core users (Train-the-Trainer): - We give training to core user for 15 days. After that core
user will give training to (15 days) their end User.

i) UAT Sign-off: - After training we will ask core user to test the scenarios and confirm. Core user has to (10
days) test all the scenarios; if everything is fine he will give UAT sign-off (User acceptance test).

Throughout the implementation project we take two sign-off’s from core user. One is BBP sign-off and v

is UAT sign-off.

Iil) Quality to production: - After getting UAT sign-off we transport all the requests(configurations) from

quality to production Server.

iv) Cutover activities: - Uploading of master data and open transactions data from legacy to SAP.
Legacy means Non-SAP.

Consultant role in cutover activities

a) We list out what master data and what open transaction data should be uploaded from legacy to SAP

Master data consist:-
+ Customer master
+ Material master
+ Pricing master
Open transaction data: - Open Order (The order which created but yet not delivered or pending)

b) We do recording and send this recording to ABAPER while doing recording simultaneously prepare excel
sheet with the same sequence of recording and send this excel sheet to core user.

+ Basing on the recording ABAPER will develop BDC (batch data communication) and give it to
consultant.

+ Core user will fill all the excel sheet and give it to consultant.
+ As consultant we first go to quality server and do MOCK run (testing) if everything is fine then we go to
production server and upload the data from legacy or excel sheet.

V) Cutover Strategy: - It is the planning for uploading data from legacy to SAP. During this strategy we
decide when exactly to upload the data from legacy to SAP. Whenever we plan to upload the data from
legacy to SAP, we request the client to stop the business transactions. The reason is to avoid data
inconsistency.
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vi) Cutover Period: - Generally we take 2 days to upload the data from legacy to SAP. The 2 days period
is called cutover period.

After cutover period we go to the next phase of ASAP methodology that is GO-LIVE & Support.

2.GO-LIVE & SUPPORT PHASE

, e S Preparation  Go Live &
o Business Realization 0 Support

., Blueprint

: Phase 5 : Go Live & Support

"w:
Prapourotlom

Production Support Buiness  Meoen’ TN GUmE
The purpose of this phaseis to
QE:] move from a project-oriented, pre-
Monitor System production environmentto live
Transactions production operation.

G

Optimize Performance
(::] Help Desk &
Competency Center
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5" Phase

Go-Live: - Handing over SAP to client, from that date onwards users will start entering day to day transaction
in SAP. After implementation we provide 3 months of post production support.

Interview Questions On IMPLEMENTATATION PROJECT

. What is your team size?
Did you ever attend Kickoff meeting?
Where is your client located?

Can you draw the organization structure of your client?

1

2

3

4

5. What you did on the first day of your implementation project?

6. What is your project tenure?

7. On what basis you gather requirements?

8. From which phase of ASAP methodology you involved in implementation project?
What are the activities they do in project preparation phase?

10. What are the documents you prepared in BBP phase?

11. Where exactly you will find in GAP's?

12. What is GAP?

13. Did you find any gaps in implementation project?

14. Did you face any gaps in BBP phase?

15. What is the tenure for BBP?

16. What is the most critical phase of ASAP methodology?

17. Where the servers are located?

18. How many modules you implemented?

19. Did you visit all the manufacturing plants of our client?

20. Did you visit depots?

21. How many types of configurations do you have?

22. Do you have clients in your development server?

23. What are the documents you prepared in realization phase?
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24. How many types of testing do you have?

25. What is your role in transporting request?

26. What is the T code for importing request?

27. What is the T code for releasing request?

28. What is the T code for transporting request from one server to another server?
29. How many types of requests do we have?

30. In what scenarios we’re getting workbench requests in SD?

31. What is cross client?

32. What happens if we save condition table in local object?

33. What is the T code to transport number ranges?

34. What do we have in test case document?

35. What is the purpose of preparing configuration document?

36. After transporting the request from one server to another server how to take it back?
37. After releasing the request can i use the request to save further configurations?
38. What is the tenure for realization phase?

39. Out of 15 team size how many are SD?

40. How many core users do you have?

41. How many poour users do you have?

42. To whom you will give training?

43. How many days you will give training?

44. How many times you will take signoff from core user?
45. What is your role in cutover activities?

51. What is cutover period?

52. How many months we will support after go-live?

53. What are the issues during 3months of support period?
54. How many total documents we prepare in implementation project?
55. After go-live what we will do?

56. On what basis we do configuration?

57. What is the role of shadow consultant?

58. Explain your total activity in final preparation phase?
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59. How many end users?

60. What is the difference between developer user id's and normal user id's?
61. In which server we do cutover activities?

62. What happens if you get an error while uploading the data?

63. Did you face any scenario for which we need to contact sap for configuring client’s business process?
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SAP SD SUPPORT PROJECT-OVERVIEW
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CUSTOMER
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SLA Recommended Matrix

Mean Times - Regular Business hours

Severity 2 Severity 3

Response | Resolution | Response | Resolution | Response Resolution Response Resolution

30 minutes 8 Hours 2 Hours 1 Business Day 4 Hours 3 Business Days | 5 Business Days | 20 Business Days

Mean Times — On call hours

Severity 2 Severity 3
Response | Resolution | Response | Resolution Response Resolution Response Resolution
1 Business 3 Business 5 Business
45 minutes 12 Hours 2.5 Hours Day 4 Hours Days Days 20 Business Days
Severity Escalation Criteria Escalation Point
Severity 1 & 2 issues All issues Level 1 and Level 2 Managers
Severity 3 Resolution time < 3 days Level 1 Manager
Resolution time between 3 - 5 days Level 2 & 500n...
Severity 4 Resolution time < 20 days Level 1
Resolution time between 20 - 30 days Level 2 & soon...

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866



www.praveensapsdtraining.com

Escalation Matrix for Support

Escalation Level Escalated to

Escalation Level 1

Program lead
Escalation Level 2 Program manager
Escalation Level 3 Account Manager
Escalation Level 4

Delivery Head

¥ Ifthe issue is not resolved within the stipulated timeframe it can be escalated to the next level as per
the escalation matrix.

Roles & Responsibility of consultant in Support Project

Support: - Support is solving the issues raised by the clients who already implemented SAP.

Galaxy Pharmacuticals
Cliant

[ BD ] [ 1.EDM ] [ BD ]
2.Pra Sal am ales Tear 2.Pre Sales Team
IEM Accenture Capgemini

———————————————————————— Support Partners-——--——————

Whenever a support partner get a new project, both the client and support partner will enter into an agreement
called SLA (Service level agreement).
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® [n SLA, as a consultant we should know the information of pricrity of issues.

Generally issues are classified into three types:-

1. High Priority — 4 Hrs 1. Any issues if it is stopping client business process then we treat it as
High Priority.

2. Medium Priority = 24 Hrs 2.lssues in Order Creation are treated as Medium Priority.

3. Low Priority — 48 Hrs 3. Issues in enquiry, quotation and contract are treated as Low priority.

Other information we should know from SLA is change request.

Change Request: - If client is requesting any new change or a new configuration for which there is no
present configuration in the system, than we treat it as change request. Whenever we get change request,
we need to prepare change request document.

This document consists of:-
# |Issue description (Ticket details).
#+ Expected solution
+ Approximate efforts
+ Functional man days 15 days

#+ Technical man days — 10 days

After preparing change request document we need to send this document to superior for review, after review we
send this document to core user for approval, after approval we start working on this issues.

Whenever the organization get new support project, management will conduct kick-off meeting. They invite all
consultants who are going to involve in support project.

For unknown client the project team size is 12 and out of this SD is 2, and for MNC or well known client the
support team size is 50 or more and SD is 10.

Kick-off means — start off

In kick-off meeting all will discuss about client:-
Introduction of client
Rules & regulation of client

Roles & responsibility of consultant
Share core user list

Agreement period

Starting date

FELEEFEFE
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After kick-off meeting all the consultants will move to client place for knowledge transfer which is called KT.

KT process: - When all the consultants go to client place for KT process. Core users will hand over the
configuration document to consultant. Consultant has to go through the configuration document and
simultaneously does the system study (development server). After system study consultant has to prepare
understanding document, After understanding document consultant has to give reverse KT to core users. The
tenure for KT process is 15-20 days.

After reverse KT all the consultants will come back to their office and start supporting the client.

Ticketing tools (Help Desk) available in the market: - HP-QC, Citrix, Remedy, JIRA, Peregrine
It will help to track the tickets and its time.

Ticket cycle process:-

In day to day business transactions End users will get the errors. Whenever he get the error, he will send the mail
to help desk where core users will be available. Core user will try to solve the errors if it is configuration issues
then he will log the ticket into ticket tool along with priority of issues. After placing tickets in ticketing tool mail
will be send to support partner co-coordinator. Co-coordinator will open the ticketing tool and analyze the ticket
and allocate the tickets to relevant consultant then the mail will send to consultant.

The basic responsibility of a consultant once he receive the ticket is, send acknowledgement to core user and end
user.

After acknowledgement we will go to pre-production server and try to do the same what end user is trying to do
in production server then we should also get the same error in pre-production . Because pre-production server is
mirror image of production server. After getting error we analyze it and we go to development server and do the
necessary configuration and transfer the request from development to quality server and ask the core user to test
it and confirm, after confirmation we transfer the configuration from quality to production server.

Status of Tickets:-

When we receive the ticket the status is open, after acknowledgement will change the status from open to being
process. If We send a mail to user requesting for some more information then we change status to waiting for
information .once we receive the required information then again we change the status to being process. After
completion we send a mail to user to test it and confirm, then we change status to waiting for confirmation, after
user confirmation we change the status to close.

Issues Resolution document: - After solving the issues consultant has to prepare Issue Resolution document.
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Issues resolution document consist of:-

-Ticket number
- Ticket Date

. . Issue resolution document will be used for future reference.
- Ticket description

- Solution description
- Core user description

- Consultant description

Consultant role in weekly meeting in support: - List out all the issues which are in pending and discuss on
each and every issue in Weekly meeting.

Escalation in support: - IF The issue is not properly solved or addressed by the consultant then core user
will send escalation mail to superior.

Levels of consultant in support:-
Level 1 — consultant work only in high priority.
Level 2 — Medium & low priority.
Level 3 —work only in change request.

If core user is assigning wrong priority to the ticket, as a consultant we should request core user to change
the priority ,then only we need to accept the issues.

Every client may not have a ticketing tool. If client doesn’t have ticketing tool then ticket process will be manual,
that is end user will send a mail manually to core user and core user will send a mail manually to coordinator and
co-coordinator will send a mail manually to consultant and lastly consultant will send a mail(Acknowledgment)
manually to core user and end user.
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Roll Out Project

1) Company code roll out: - If the client is starting their business in another country then they extend
SAP configuration from one company code to another company code.

2)_Plant roll out: - If the client is introducing new plant into the business then we have to do
configuration for that plant in SAP, this we call as plant roll out.

3) Up gradation Project: - Up gradation is upgrading the SAP system from one version to another version.

Login into SAP: - Double click on SAP logon pad on desk top.

Select IDES (client name). Click on Log on
Client — 800

User — sapuser

Password — indial23

Whenever we are entering to SAP the default screen system propose is “Easy Access”.
- End user will work in easy access screen.
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Interview Questions On SUPPORT Project

. What is your support team size?

. How you got KT form the support client?

. Tell me the process how we will get ticket from the client?

. What is SLA? And what information we should know from SLA?
. What documents you prepare in support?

. Did you worked on any high priority issues?

. Did you worked on any user exit?

. Did you develop any Z reports?

. Tell me one critical issue that you solved for this client?

. What you did yesterday?

. What is the pending issue you are working on now?

. What is your present client’s business process?

. What is the ticketing tool your client is using?

. Where is your client located?

. What is change request?

Do you have levels in support team?

What is your role in weekly meeting?

If core user is assigning the wrong priority as consultant what you will do?
Did you worked on any change request?

What do you mean by escalation?

What happens if you are not in a position to solve high priority issue within 4 hrs?
We got a ticket from core user for which there is no solution from you end?
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Navigation to IMG screen

Enter T-Code (Transaction code) SPRO in T-code bar. Then click on SAP reference IMG (f5).
End user doesn’t have access to IMG screen.

If we are other then easy access screen then we have to enter either /n or /o before the T-code.

If we mention /n before T-code then present screen will disappear and next screen will appear.

If we mention /0 before T-code then without disturbing the present session system will open the screen in
new session.

At a time maximum we can have 6 sessions.

- #F+#FE&r

If we want to log off from SAP, in the menu bar click on system and log off.
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Enterprise Structure

Enterprise structure is an organizational structure that is mapped into SAP
Ex. - Corporate office, Branch office, sales head office, manufacturing plant, etc

Organizational Units

1.Company code: - Company code is an organizational unit which is responsible for all the external
financial transactions which happens in the company.
Example: - Balance sheet and profit & loss statement.

Every company has to prepare Balance sheet and profit & loss statement on the name of company code. It is
the organizational unit, which is registered under company’s act 1956(INDIA).

+ Company code is a physical entity.

#+ FI consultant is responsible to define company code in SAP.

+ A company code is 4 digit codes.

Z A L k

In our project we have one company code and the name of company code is
Galaxy Pharmaceuticals
Address of company: - Galaxy Pharmaceuticals
Industrial Estate#14
Hyderabad
The company code is: - ZALK (the company code can be numeric or alpha numeric or character).

Ans. Group of company or sister concern. Example — Tata group, Reliance group, etc.
Having operations in multiple countries. Example — Ranbaxy India and Ranbaxy US.

2. Sales Organisation: - It is an organizational unit which is responsible for all sales & services happen
in the Company.

Or
It is an organizational unit where strategic decisions related to sales will be taken.
Or
It is organisation unit where we find director sales and VP sales.

SD consultant is responsible to define sales organisation in SAP.
Sales organisation is of 4 digit code.
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Ans. If client is having multiple company codes.Bifurcation of sales responsibility region wise.
Domestic and Export sales.

Galaxy Domestic ~ Galaxy Export
In our project we have two sales organizations. Z7DOM ZEXP

3. Distribution Channel: - The Channel of selling the goods to end customers or the way of distributing
goods to end customer.

DEALER DISTRIBUTOR Institution DIRECT
Pharmacy
MEDICAL SHOP
A
END-USER

SD consultant is responsible to define distribution channel. Distribution channel is a
logical entity.

The length of distribution channel is 2 digits. In our project we have 4 distribution channels.

Z1 z2 Z3 4

Dealer Distributor Institution Direct(GOVT.)
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4. Division: - Division is a range of products or product line. Grouping of products which are similar in
nature.

4+ SD consultant is responsible to define division in SAP.

= A division is 2 digit codes.

= In our project we have 4 divisions.

71 z2 Z3 4

Pediatric Gynecology Cardiac Pain Relief

Sales Line: - The combination of sales organisation and distribution channel is called as sales line.

ZDOM ZEXP

Z1 Z2 Z3 Z4 Z4

Dealer Distributor Institution Direct Direct

Sales area: - A sales area is a combination of sales organisation, Distributor channel and Division.

ZDOM ZEXP

zZ1 Z2 Z3 4 Z4

v v
717273747576 7172737475176 717273747576 7172737417576 717273747576
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4*4 =16 + 4 = 20 Sales areas

5. Sales office: - It is a physical location where group of people work together to perform sale. (We also
call it as branch office).

In our project we have 28 sales offices in India. (Note: - we have to maintain only one sales
office). SD consultant is responsible to define sales office.
Sales office is a 4 digit codes. It is physical location.

The difference between sales office and sales organisation is, in sales organisation we will take strategic
decision related to sales but in sales office we can’t take strategic decisions. In a sales organisation we will
find vice president sales and direct sales but in sales office we will find sales manager, zonal manager.

6. Sales Group: - Group of people within a sales office working for different activities. Hierarchy of
employees in sales office.

Example: - HDFC bank has 5 different sales activities like; CASA, Personal loan, home loan, Vehicle loan
and miscellaneous loan.

There is no relation between two groups.
If they don’t have group then they follow hierarchy. SD consultant is responsible to define sales group.
Sales group is a 3 digits code.

In our project we have 2 sales groups. Ex.:- Insulin & Antibiotic in one group and remain in other

group. Sales group is a logical entity.
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7. Plant:

MM consultant is responsible to define plant in

SAP. A plant is 4 digits code.

It is physical location.

Production Process in Plant

Row material storage

Production Area

- “It is a physical location where we do the process of manufacturing finished goods.”

Producuon process 1

—— PFOCESS 2 Process 3
Xproduct-10000 QTY
Truck waiting for Send Request Semi Truck
unload row material < Producuon Finished —> . Waiting
Store Quality
D Department Department o
Dept 4 will do loading
uality chk
I:I quatly Semi f|n|shec Finished \.| As per [I
Storage Goods Tempreture
Unload Material Location Storage Locat Storage D
I:I D FG 1storage FG 2 Storage
Location Location D
D I
z I
el | ]
I:I —ta J} / Security person will Dispatch Department
== =% " dosecurity check - —D
Gate IN ; : : F/? Shipping Point - :G:t = x.
ate ou
—— Delivery —s Picking — Packing —— ‘]\
Security I
Check |

Autometic
Shipping

Return Goods Point

Storage Location

Raw material is a product which is used to manufacture finished goods and loses its identity in the process.

Whenever production department plan to manufacture particular X product they will send request to store

department.

Store department will cross check the raw materials. If all raw materials are available then they issue raw

materials to production department.

The dispatch department 1% they plan for delivery and then they do picking activity and then packing. After

packing they send the goods to shipping point.
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Shipping point: -1t is a physical location where we do the process of loading goods into trucks ,Rail for
dispatching it to customers.

Storage location: - It is a physical location where we store the goods within plant.

8. Depot: - Depot is a physical location where we store finished goods to easy distribution goods to
customer. In SAP depot is also defined as Plant.

9. C&F: - Carry and forward, It is a physical location where we store the finished goods for easy
distributing goods to customers. Owned by third party Vendor.

In SAP C&F is also defined as plant.

In our project we have two manufacturing plants, one in Vapi and one is in Mumbai and 28 depot
but for practice purpose define only 2 manufacturing plants.

1. Vapi 2. Mumbai

10. Storage location: - It is a physical location where we store the goods within a plant.

In our project each manufacturing plant have 5 storage locations
MM consultant is responsible for storage location definition.
Itis also 4 digit code.

11. Shipping Point: - It is a physical location where we do the process of loading the finished goods into
trucks for dispatching it to customers.

SD consultant is responsible to define shipping point. Shipping point is 4 digits

code.
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Defining Organisational units in SAP

1. Define company code

Menu Path line: - SPRO — Enterprise structure — Definition — Financial Accounting —»
Edit, copy, delete, check— Click on IMG activity (clock symbol) —then double click on edit
company code data — select the standard company code 1000 and click on copy — and change our
company code(ZGAL)—> change the company name(Galaxy Pharma)— City(Hyderabad)—>
Country(India-IN)— currency (INR) Language (EN)—>Enter (after enter system will automatically
ask fer-ageress) — Title (Company) —Name (Galaxy Pharma) — Search team1/2(Galaxy)—»
Address of company — Address of company—Company (IN) — Region specify the state (Andhra
Pradesh) —Press Enter — after creating company code save it— Create your own request number
or same number and enter it.

2. Define Sales organisation

Path Line: - SPRO — EP structure — Definition —» S&D —Define copy, delete, check sales
organisation— click on IMG activity (clock symbol) Dqguble click on define sales organisation—

select the standard 1000 sales org— Click on copy—>change our sales org code (ZDOM) and change

name (Galaxy Pharma)— Change the currency (INR) — Enter—>» Enter—select title (company)
— Name (Galaxy Pharma domestic sales org)— search term1/2 (Galaxy) — Address — Country
(IN)—> Region (13) —> Time Zone(India)—> Press enter and save it— use some request number

3. Define distribution channel

Path Line: - SPRO — EP structure — Definition — S&D —Define copy, delete, check channel
distribution— click on IMG activity (clock symbol)— Double click on define distribution channel
— (any organisation unit if we don’t detail step then no need to copy, we can directly go to new entry) Z2-
dealer, Z3-Distributor, Z4-Institution, Z5-Direct—> Then save it.

4. Define Division

Path Line: - SPRO — EP structure — Definition — Logistic general — Define copy, delete,
check Division —Double click on define division — New entries— Z2- Gynoclogistic, Z3-
pediatric, Z4-Insulin, Z5- Antibiotic, Z6-Cordologic, Z7-Orthopedic.—> Save it

5. Define Sales office

Path Line: - SPRO EP structure definition Sales & distribution maintain sales office click on IMG activity
click on new entries mention our sales office (ZHYD) maintain sales office address Region (01) Language
(EN) Mobile Phone click on copy Save it.

6. Maintain Sales group
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Path Line: - SPRO E EP structure definition Sales & distribution maintain sales group click on IMG activity
click on new entries mention our sales group (Z01- Insulin & Antibiotic), (Z02- Other) Save it.

7. Define Plant

Path Line: - SPRO EP structure definition Logistic general Define copy, click, delete and check plant click
on IMG activity Double click on define plant select the standard plant (1000) and click on copy change the
plant code (ZVAP) change the name (Vapi mfg plant) Enter Maintain address Search % (VAP) Region, Time
zone, Language, Telephone Click on copy Save it.

For making another plant (Mumbai)

Plant (ZMUM) change the name (Mumbai Mfg Plant) Maintain address till last click on copy and save it.

8. Define Storage Location

Path Line: - SPRO EP structure Definition Materials Management Maintain Storage location Click On IMG
activity Plant (ZVAP) Enter Go to new entries SLOC (ZFG1 — Finished 1 storage location), (ZFG2- Finished
2 St location), Save it.

Go back and maintain storage location for another plant (ZMUM) go to new entries

9. Define Shipping Point

Path Line: - SPRO EP structure definition Logistic Execution define copy, delete, check shipping point
click on IMG activity Double click on define shipping point select the standard shipping point (1000) and
click on copy change the shipping code (ZVP1) (Vapi manual shipping point) Enter Mention address Region
(06) Language (EN) Enter save it.

Select same shipping point  Code (ZVP2)  Vapi automatic shipping point and save it.

For Mumbai shipping point need to do same process with Mumbai code and address. (ZMU1) (ZMU?2).
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Assignment of Enterprise structure

This is maintaining references between the organisation units which we already defined..

1% Assignment
Assign Sales organisation to company code: - SD consultant will do this assignment

Path Line: - SPRO EP Structure Assignment S&D assign sales organisation to company code click on IMG
activity click on position go to our sales organisation and assigned our company code (ZALK — ZALK) Enter
and save it.

The relation between company code and sales organisation is one to many i.e. one company code can have
many sales organisation but one should be assign to single company code.

an Assignment
Assign Distribution channel to sales organisation: - SD consultant will do this assignment.

Path Line: - Path line is same as above.

The relationship is many to many i.e. one sales organisation can have many distribution channels and one
distribution channel can be assigned to many sales organisation.

Go to new entries ZDOM- Z2, ZDOM- Z3, ZDOM- Z3, ZDOM- Z4, ZDOM- Z5, ZEXP- Z6 after that save it.

This assignment we also call it as sales line.

3" Assignment
Assign Division to sales organisation: - SD consultant will do this assignment

The relationship is many to many i.e. one sales organisation can have many division and one division can be
assign to many sales organisation.

Path Line :- SPRO EP Structure Assignment S&D assign division to sales organisation click on IMG activity
Go to new entry ZDOM - Z2, ......up to ZDOM - Z7 and same with ZEXP —Z2 ........ up to ZEXP — Z7 Save it.

4th Assignment
Setup Sales Area: - Sales area is the combination of sales organisation, Distribution Channel & Division.

Sales area places a vital area role in S&D module because whatever we do in sales it should be routed through
a particular sales area.

Path Line: - SPRO  EP Structure  Assignment S&D  setup sales area go to new entries
ZDOM

—2Z2-272,ZDOM —-Z2 - Z3,........ up to ZEXP — Z5—Z7 (up to 30" sale area) saveit enter.

5th Assignment
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Assign Sales office to sales area:-

Path Line: - SPRO  EP Structure  Assignment S&D  setup sales area go to new entries
ZDOM

—22-272—-7ZHYD, ZDOM - Z2 — Z3 - ZHYD...... up to ZDOM — Z5 — Z7 — ZHYD (Total 24) save it.

Gth Assignment
Assign Sales group to sales office

Path Line: - SPRO EP Structure Assignment S&D go to new entry ZHYD — Z01, ZHYD — Z02 Save it.

7th Assignment
Assign plant to company code: - MM consultant will do this assignment

The relationship is many to many i.e. one company code can have many plants can be assign many company
codes.

Path Line: - SPRO EP Structure Assignment Logistic general assign plan to company code click on IMG New
entry ZALK — ZVAP, ZALK — ZMUM Save it.

8th Assignment
Assign Sales organisation, Distribution channel to plant (Sales line to Plant)

Path Line: - SPRO EP Structure Assignment S&D assign sales org, distribution channel to plant go to new
entry ZDOM — Z2 — ZVAP, ZDOM - Z3 — ZVAP, ZDOM — Z4 — ZVVAP, ZDOM - Z5 — ZVAP, ZEXP

- 2Z5-2VAP, ZDOM - 722 — ZMUM, ZDOM - Z3 — ZMUM, ZDOM - Z4 — ZMUM, ZDOM - Z5 — ZMUM,
ZEXP

—7Z5—-ZMUM Save it.
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9th Assignment
Assign Shipping point to plant: - SD responsible for this assignment

Actually the relationship is one to many i.e. one plant can have many shipping point but one shipping point
should be assign to single plant.

But SAP says relationship is many to many (if both the plant located in same premises).

Here food plant and Pharmacy plant both are located in same

Food Pharma Premises and both shipping point are also in same so in this case

Plant Plant

Shipping(?intl
Shippngcﬁintz

Path Line: - SPRO EP Structure Assignment logistic execution assign activity point to plant IMG activity (
The screen for shipping point assignment will look different up to 4.7 version all assignment will be like this)
go to find symbol put the ZVAP and ZMUM for plant select the plant click on assign select our shipping point
by scroll click on copy select ZVAP Click on assign select our shipping point for Vapi (ZVAl and ZVA2)
click on copy save it.

one plant can have many shipping point and also one shipping point

can have many plant for food and Pharmacy plant so SAP says

relationship is many to many.

ECOL is T- code to see the EP structure Click on structure click on navigation enter double click on our
company code (ZALK).

Other units in organizational unit not relevant to SD consultant

Company: - A company is an organizational unit which will help to group several company codes into one.
Ex. - Tata Group, Reliance group etc.
FI consultant is responsible to define company.

Business Area: - Business area is an organizational unit which will help to generate internal B/S plant
wise. [The Business area concept is not in use from ECC 6.0 version].

FI consultant is responsible to define Business Area.

Credit Control Area: - It is an organizational unit which is responsible for credit activities. (Credit
department).

Controlling Area: - It is an organizational unit which is responsible for controlling the cost of the product.

CO consultant is responsible to define controlling Area.
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Purchases Organisation: - It is an organizational unit which is responsible for all purchases happening in
the company. MM consultant is responsible to define purchases organisation.

“The controls in Sales Organisation”

=> The Address text in sales organisation: - Address text in sales organisation will help to determine the
address of the sales organisation to print it in relevant output.

The output can be printout or email or fax.

=> Sales Organisation Calendar: - The calendar specifies all holidays and working days.

Define Factory calendar: - SPRO SAP Net weaver General setting maintain calendar public holiday click on
change button (Pencil ICON) go to create floating public holiday year (2014 — month — day) mention sort
criteria (IN) religious (22 Hindu) Short holiday — long holiday (Gudipadwa) Enter

Go Back

Click on holiday calendar (in holiday calendar we list out all public holidays — in real time HR consultant
create calendar) click on change go to create calendar ID (P1) (Galaxy Calender) click on assign holiday go to
short key and select all IN (India) holiday assign holiday then select all public holiday save it.

Go Back

Select factory calendar click on change click on create factory calendar ID (P2) (Galaxy Calender) assign
holiday calendar select the day Monday to Friday or Saturday and save it.

After creating the factory calendar we assign the factory calendar to sales organisation.

We assign factory calendar for three organizational units 1. Sales organisation 2. Plant and 3. Shipping point.

Rebate Proc Active: - Rebate is a special kind of discount which is a conditional discount and will be valid for
specific period of time

Example: - The rebate scheme if any customer purchases 15000 nos. Cartoon from January to December then
he will be eligible for rebate of 15%.

This field is pre requites to process rebate in an organisation i.e. if we check this then only system will allow to
process rebates.

ALE: data for purchases order (ALE — Application linking enabling):- We use this only for third party process
and individual purchases order process.
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INVOICE

\

Delivery Vendor ]
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Third Party Business Process - With Out Shipping Notification

/E
[Customer

@ ORDER @
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R v \ \ !
D ' BJO @ 4 Vendor Invoice
E e
.
Vendor |

Individual Purchase Order(IPO) Business Process

If we maintain ALE data for PO while creating sales order in third party process and IPO process, system
automatically generate purchases order.
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Controls in shipping Point

Path line: - go to shipping point loading time (it is time taken to do the process of loading the goods into trucks
for dispatching to customer.

Pick Pack Time: - It is time taken to pick the material from storage location and to pack it.

Loading time and pick pack time will help to perform delivery scheduling (delivery scheduling is the process
of determining the delivery date and confirm quantity).
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MASTER DATA

It is the data which is stored centrally and used in day to day transactions. In SAP SD we have 4 types of
Master Data.

1) Customer Master: - It is the details of the customer which is stored centrally and used in day to day
transaction.

EXx. — Customer Name, address, communication details, payment info, sales info,
etc. Master data is a data which is not changed frequently.

The advantages of Master data:-

I.  No need to enter the details of the customer every time, which will save the time of end-user.
Il.  Master data will avoid manual mistake.

2) Material Master: - It is the details of the products which we store centrally and use in day to day

transactions. Ex- Specification of products,weight

3) Customer material info record (CMIR):- We use CMIR if customer is placing order with their own
material code. By using CMIR we assign customer material number with our material number then while
creating sales order if user enter customer material number and system automatically determine our
material number.

4) Condition Master: - Condition master is nothing but pricing master. In this master data we maintain
pricing data for all the products.
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1) Customer Master

End user will create customer master in SAP Easy Access Screen

Roll of consultant

As a consultant we have to give training to core user, so we should have knowledge of customer master
data.
We should know how to create customer master.

We define new entries in customer master data fields.
The length of customer number is max up to 10 digits.

Customer master data will be divided into three screens:-

General Data Company code Data Sales Area Data
SD — Address Fl — Account SD — Sales
Fl — Control Data Fl — Payment Transaction SD - Shipping
Fl — Payment transaction Fl — Correspondence SD - Billing
SD — Marketing Fl —Insurance SD — Partner Functions.

SD — Unloading points
SD — Export Data
SD — Contact Person

In real time authorization to create customer master will be given to one or two users. If we give authorization
to two users, First SD User will create customer with sales data and send it to FI user. Then FI user will enter
FI related data, the other scenario is, we give training to one user to maintain both SD and FI data. In that case
only one person will be authorized to customer master record.

T. Code Customer Centrally Company Code Data Sales Related
CREATE XDO01 FDO1 VD01
CHANGE XD02 FD02 VD02
DISPLAY XD03 FDO3 VD03
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Path for creating customer Master

Easy Access > logistics > S&D > mastar data > business partner >customer >create XD01 complete
click on account group overview select standard 0001 company code (ZALK) select org (ZDOM) Dist.

Channel Division enter (when we are creating customer for the 1™ time with the new sales area we will get the

error message that lCoIICaISIONUCTNCHOMCUSIOMEr. (To solve this error).

Go to the path SPRO S&D master data define common distribution channel go to our sales organisation
(ZDOM) fill D.CH- Common Distribution channel same which mentioned in dist channel and enter it and save
it.

Go back

Define common division go to our sales organisation enter Division and Common Division same which we

mentioned in division save it.

Copying reconciliation account from standard company code 1000

SPRO financial accounting (new) general ledger accounting (new) master data G/L A/ creation and processing
alternative methods copy G/L A/c copy company code.

Before copying G/L A/C go to the = eX®I2A4¢ and go to our company code, select it go to details chart of
accts [INT] fiscal year variant (V3)
fiscal year variant specify the financial year of the company

#+ Indian company financial year is April to March so for Indian company we maintain fiscal year variant
as (V3).

4+ For foreign companies the financial year is January to December. So we maintain fiscal year variant as
(K4)
Maintain fiscal variant as [1000] pstng period variant as [1000] save it.

Now go to SPRO ....to copy company code in copy from maintain company code [1000] uncheck test run
execute (F8) O will get some msg enter save in a particular request no.

Go back and select the recon account [140000].
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TABS in General Data Screen
2|2 Change Customer: General Data

Ilﬁ Other Customer H Company Code Data ” Sales Area Data II Additional Data, Empties H Additional Data, DSD

Customer 19990000031|  Appolo Hospital Mumbai

|§| @ Previewl @I |@j Internat. versions |
Name
Title [r. 3|
Name |Appolo Hospital \
I | &l
Search Terms
Search term 112 |APPOLO |
Street Address -~
StreetHouse number | Andheri | ]
Postal CodefCity i [Mumbai ]
Country ]IT] India Region ;7137N Maharashtra
Time zone |UTC+53] il
PO Box Address -~
PO Box I ‘1
Postal code | il

TABS in General Data Screen

1. Address: - Address TAB consists of the personal info of the customer. i.e. his name, address and
communication details.

Title (Mr.) name (Apollo hospital) street — house no. Postal code country region

Transportation Zone: Transportation Zone will help to determine route into sales document

2.Control Data: - FI user is responsible to maintain control data. Control data TAB consists of tax
information of the customer,

3.Payment Transaction: - This TAB consists of the customer bank details and cards details. FI user is
responsible .
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4. Marketing: - SD user is responsible to maintain marketing TAB.

@2 Change Customer: General Data

|I-"§ Other Customer” Company Code Data || Sales Area Data || Additional Data, Empties || Additional Data, DSD

Customer j'"9979£;17000031 } Appolo Hospital Mumbai

Classification

NielseniD  [1[®)  cuuRal Regional Market A ]
Customer class. | Y1] 8CRTO10CR Hierarchy assignment [\
Industry |HLTH|  Health & Hospitals

Industry Code 1 |1 | stand Ind Code 1

Keyfigures

Annualsales (300080 [INR | dn [2012]
Employees 1008 | din (2012
Fi¥Year Variant IEI]! Calendar year, 1 spec. period

Sales prospecting

Legalstatus (02| Lt

|

4. Marketing: - SD user is responsible to maintain marketing TAB.

1. Nielsen ID: - Nielsen id will be used to track the customers who are located in market survey regions.
Whenever we are launching new products we do market survey in specific regions. If the customers are
located in market survey regions then we have to maintain this field.

Define new entries in Nielsen 1D

Shortcut method to define entries in fields Place the Cursor in the field and press F1 and click on
customizing (key symbol) continue without specifying project. OR

Take path SPRO S&D master data business partner customer marketing define Nielsen ID new entries
Y1 (GUJ/RAJ), Y2 (TN/KE), Y3(OR/KOL) save it.

Nielsen id (Y1)  Customer classification (Y1)

2. Customer classification: - Classifying the customer based on their sales turnover.

The purpose of this field is 1) Helps to offer discounts 2) Helps to fix credit limits.
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Define customer classification

SPRO  S&D master data business partner customer marketing define
customer

classification go to new entry Y1- 8cr to 10 cr, Y2- 5cr to 8cr, Y3-3cr to 5¢r, Y4 -1 to 3cr, Y5—o0to lcr
save it.

3. Industry: - classifying the customer based on the industry they belong to, the purpose of this field is
1) Reporting (Analysis) and 2) Helps to offer discounts.

Industry code 1: - its sub classification of industry.

4. Regional market: - Dividing the customer in local market into A class or B class or C Class based on the

revenue it’s generate. The main purpose of this field is reporting.

5. Hierarchy assign

Customer Hierarchy: - A customer is having different labels.

Ex. — Big Bazaar East India

Head office Mumbai

6. Key figure: - Key figure will be used to compare the Last year sales with present year sales. In annual
sales field we maintain last year sales.

7.Legal status: - This field controls whether customer is Pvt Ltd, or Public Ltd,

5. Unloading Point: - It is the physical location where we unload the goods at customer place.
Unloading point will be used to plan the delivery for customers.
We assign customer calendar in unloading point. While doing deliver system will consider customer

calendar.

a. Goods receiving hours: - This will specify the time of customer’s goods receiving hours.

Defining receiving hours

Take Path — SPRO Master Data business partner customer shipping define goods receiving hours go to new
entries fill the hours.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866



www.praveensapsdtraining.com

Ans. In goods receiving hours.

6.Export data: - If the customer is located in outside countries then we have to maintain export data TAB.

7.Contact person: - Contact person is the employee of customer who is responsible for various activities.

TABS in Company Code Data Screen

@2 Change Customer: Company Code Data
|G} Other Custamer || General Data || Sales Area Data ||@&||[2)]| Additional Data, Empties || Additional Data, DSD

Customer (9990000031|  Appolo Hospital Murmbai
Company Code | ZALK|  ALKEM Labroetries Ltd

Recon. account (148000 Sort key [ ]

Head office | Preference ind. ﬁ]

Authorization | | Cash mgmt group [
Value adjustment [T

Interest calculation
Interest indic. Jj Last key date ]
Interest cycle [ ] Lastinterest run { \

|
J

Reference data

Prev.acct no. [ l Personnel numhber [

il

Buying Group

1. Account Management

a. Reconciliation account: - Reconciliation account is G/L account which will be used to accumulate total
outstanding of the customer.

Whenever we are creating invoice system will generate accounting document. i.e. system will post the
invoice values into the accounting and
Accounting entry is:

Customer Account Debit
To
Revenue Account Credit
For the customer account system determine G/L account from reconciliation A/c.
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Select reconciliation A/c as 140000

2. Payment Transaction

a. Terms of Payment: - It is an agreement between company and customer for the number of days given to
make the payment. (We also called it as credit period).

b. Payment history record: - If we check this then customer payment information will be updated into
credit management.

TABS in Sales Area Data Screen

1. Sales

@ = Change Customer: Sales Area Data

|& Other Custorer || General Data || Company Code Data ||| ||| Additional Data, Empties || Additional Data, DSD

Customer 19990000031|  Appolo Hospital Murnbai
Sales Org. ZDOM)| ALKEM Domestic

Distr. Channel 21| Dealer Alkern

Division [z1] Gyenocology

| Billing D

m’{w% i

Sales order

Sales district  PUNEO1 [&)pune -mumbai Orderprobab.  |100]%
Sales Office \ZHYD| AuthorizGroup ]

‘Sales Group 201 insulin & antibiotic tern proposal | 50000033 |
Customer group |01 Industrial customers Acct at cust. \' \
ABC class A UoM Group [ ]
Currency [INR_ | Indian Rupee Exch. RateTyoe M|
[[] switch off rounding PP cust. proc. E_]

[ Product attributes I

Pricing/Statistics

Price group 01 Bulk huyer
Cust.pric.proc. W{ Standard
Price List 03] Industry
Custstats.6m | |
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1. Sales

a. Sales District:- It is a sub-classification of sales office, for the purpose of generating sales report.
The main purpose of sales district is reporting.

Defining sales district:-

Path: SPRO  S&D  Master Data  Business partner ~ Customer  Sales  Define sales
districts
go to new entries and define own sales districts.

b. Sales Office: - It is a physical location where group of people with in the office work

together to perform sales. Assign the sales office in which customer belongs to

c. Sales group: - Group of people within a sales office working for different activity.

d. Customer Group: - Grouping of customers who will share the same attributes in volumes

Ex-
Dealer Distributor Institution
P1- Bulk dealer P4 - Bulk distributor P7 - Bulk institution
P2 - Medium dealer P5 - Medium distributor P8 - Medium institution
P3-Low dealer P6 -Low distributor P9 -Low institution

The purpose of customer group is 1. Reporting 2. Pricing
The path is same assales district.

e. ABC Classification: - Customers are classified into A,B,C classification.

Parameters for classification: > Turnover, > Payment history etc...

The purpose of this field is
1. Reporting
2. Response time to solve the issues or queries raised by customer.

f. Currency: - If the customer is located outside the country then we maintain customer currency.

If the customer currency is different from company code currency then while doing sales transaction
system will display the values in customer currency but in accounting document system will display the
value in company code currency.

This conversion will be happened based on exchange rate.
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The T-code to maintain exchange rate is |®esCY@]0Z K]
The Standard exchange rate type is “M”.

0.Switch off rounding: - If we check this, system will not perform rounding while creating sales order.
Quantity Decimals

h.Order probability: - After placing the order what is the chance that the customer will not cancel the order.

i.Item Proposal: - If customer is regularly placing order for similar items then instead of entering the items
manually into sales document every time, we prepare a list and call the list while creating a sales order.
The end user will select the items from the list and copied into sales order which will save the time of
end users.

The T-code for creating item proposal is |E®feJe[VZa%¥1. Mention the item proposal as PV
Maintain sales area enter description mention material and Tgt quantity, UOM, Description and save it.

Go to the item proposal to customer master and assign the number and save it.

. Exchange Rate type: - If we have an agreement with the customer for fixed exchange rate throughout the
month then we maintain exchange rate for the exchange rate type other then “M” and we assign that
exchange rate type in customer master.

If we don’t assign exchange rate type then system consider the standard rate type “M”

k. PP customer procedure: - This field will be used for cross selling concept or product proposal concept.

Cross selling is selling additional products along with the main
product. For cross selling maintain B
For Product proposal maintain A

Product proposal is automatic determination of item proposal in sales document.

L.Price group: - Grouping of customers who will share the same pricing attributes. The purpose of this

field is to maintain discounts.
Price group field will help to simplify the maintenance of discount condition records.
Define Price group:-

SPRO S&D basic function pricing Maintain price relevant master data field define price group and
double click new entries

M. Customer pricing procedure: - This field is one of parameter to determine pricing procedure into sales
document.
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N. Price list: - Grouping of customers who will share the same base price.

Price list will be used to maintain base price. Ex. Dealer pricelist, Distribute pricelist, institution pricelist &
direct pricelist etc.

O. Customer statics group: - This field controls whether to update customer sales data into LIS (Logistics
information system) or not and
LIS is reporting system.

2)Shipping TAB

WPIE Lrnange CUuUsiomer:. Sales Arca wvala

|2 other Customner || General Data || Company Code Data ||| [B)|| Additional Data, Empties || Additional Data, DSD

‘Customer 19990000031]  Appolo Hospital Mumbai
Sales Org. ‘ZpoM| ALKEM Domestic
Distr. Channel [E Dealer Alkem
Division \E Gyenocology
Shipping_/_/
Delivery Priority i [ High Order Combination
Shipping Conditions Ml\ As sooh as possible
Delivering Plant 1ZMUM| MUM Mfg plant Alkem
Relevant for POD
POD timeframe |  30.00)

Partial deliveries -
Complete delivery reqd by law

Partial delivery per itern \C| Only complete delivery allowed
Max. partial deliveries m

[JUnlimited tol.

Underdel. Tolerance 200

Overdeliv. Tolerance 120.0]

General transportation data

Trancnartation Tana

a. Delivery priority: - This field will be used for classifying the customers into high delivery priority,
medium delivery priority, and low delivery priority.

The purpose of this field is it will help to process Back orders and rescheduling.
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Back Order processing :- Whenever high delivery priority customer place order, if stock is not
available then we go back to the open orders of low priority customer and cancel the confirmation of
low delivery priority and assign to high delivery priority customer.

Rescheduling: - Doing the back order process automatically by the system.

Define delivery priority

SPRO S&D Masterdata  business partner  customer  shipping  define delivery priority

b.

Order combination: - This field is prerequisite to combine multiple orders into single delivery. If we
check this then only system will allow combine multiple orders into single delivery.

Shipping condition: - This field is one of the parameter to determine shipping point into sales
document.

Delivering Plant: - If we maintain plant here then it will be determine into sales document.

The criteria for determining plant into sales document

CMIR
Customer

master
Material
master

Relevant for POD (proof of delivery or acknowledgement):- If we check this, system will not allow
to create invoice for the customer until we receive acknowledgement from the customer.

The T-code to receive POD is &RV MO
In POD process while creating invoice to customer, system will copy the quantity from VLPOD.

POD timeframe: - If we mention Number of days here, if customer fails to send the acknowledgement
within the number of days then system will allow creating invoice for the total delivered quantity.

Complete delivery required by law: - If we check this field then system will not allow creating partial
deliveries and system will not allow confirming partial quantities.
Partial Delivery per_item: - This field controls whether to allow partial delivery or not and it also
controls how many maximum partial deliveries to be allowed.

If partial delivery is not allowed then maintain C (only complete delivery allow).

If we want to allow partial delivery then maintain either Blank or D.

If partial delivery per item is blank then we can restrict maximum partial deliveries up to

9. If partial delivery per item is “D” then there is no limit to partial deliveries.
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Ans. Depends on Partial Deliveries per item

i.  Unlimited Tolerance: - if we check this then system will allow increasing or decreasing the quantities
in delivery document without any limitation.

Under delivery tolerance:- If we maintain some percentage here then system will allow to decrease
the quantity in delivery document up to that percentage, if the percentage exceed then system will
give warning message.
Over delivery tolerance: - If we maintain some percentage here then system will allow increasing
the quantity in delivery document up to that percentage, if the percentage exceed system will give
warning message or error massage.

3)Billing Document TAB

WIE Lnange LuUsiomer: S4ies Area vata

!Iﬂ Other Customer || General Data H Company Code Data || Additional Data, Empties || Additional Data, DSD

‘Customer ;E:Q?G‘Elﬂqgﬂ Appolo Hospital Murbai
Sales Org. |ZDOM | ALKEM Domestic

Distr. Channel @] Dealer Alkem

Division [z1] Gyenocology

" Billing Documents

Billing document [s
[]Subs. invoice processing Rehate []Price determin. E
Invoicing dates frPi'Silnvoicing dates

InvoicingListDates \E\ invoicing list

Delivery and payment terms
Incoterms CIF| |carriage in freight
Terms of payment |0002) Paymguarproc. | |

Credit ctrl area

(i

Accounting
Acctassgmtgroup | |

Taxes ~
(S
ICuumr\; ]Name lTax categorleame ITaxc [Description
DE Germany _MWST Output Tax ] Tax exempt H
IN India MWST Outnnt Tay 0 Tay¥ pxpmnt L

a. Rebate: - This field is prerequisite to process rebate for a customer.

b. Invoicing Dates: - If the clients requirement is, invoice to be generated only on specific date of every

month for all the dispatches made during the month then we go for invoicing dates.
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Configuration for invoicing dates

SPRO S&D master data business partner customer billing document define billing schedule factory calendar
change create factory calendar id [P5] invoicing dates holiday calendar remove all working days save it .
Click on special Rules (in same screen) click on create from date 30.09.15 TO date 30.09.15 for September,
SAVE.same to do for each and every month.

C.Invoicing List dates: - Consolidating all invoices raised during a particular month into one and sending it
to payer, it’s called as invoice list.
Configuration is same like above (invoicing Dates).

The T-code for invoicing list is |\AR2N Kl g \ARZA B

D. Incoterms: - It is an international commercial terms which is an agreement between Consigner and
Consignee for the successful completion of deliveries.

This field specifies who is responsible for freight charges, insurance charges, loading charges etc.
That is whether customer is responsible or company is responsible.

Inco terms is one of the split criteria for deliveries.

E.Terms of Payment: - It is an agreement between company and customer for the number of days given to
make the payment. It also called it as credit period.

Defining terms of payment

SPRO S&D master data business partner customer billing document define terms of payment go to new
entries pay terms [PO45 or 45 days] sales text [45 days or 30 days].

Base line date: - it is the date from which system start calculating payment terms. Generally base line date
IS invoice date.

Fixed day: - if we mention someday here then every month from that day onwards system start calculating
payment terms irrespective of invoice date.

Additional month: - If we mention number of months here then after creating invoice system will wait up
to that months and then system starts calculating payment terms.

Cash discount: - It is the discount which we offer to customer, if he is making payment well before due
date. The cash discount percentage what we maintain here will be determine into sales document with the
help of SKTO condition type.
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F.Payment guarantee procedure: - If the customer is liable for payment guarantee, then system will not
allow creating delivery until we receive payment guarantee from the customer. The payment guarantee can be
bank guarantee or letter of credit.

Generally Overseas Customers are liable for payment guarantee.

—

Ans. Customer is liable for payment guarantee procedure.

G.Account assignment group: - This field is one of the parameter to determine the G/L A/C while posting
invoice values into accounting.

H.Tax Classification: - This field controls whether customer is liable for TAX or not.

4. Partner Function TAB

SAP classified the customers into four partner function

i.  Sold to party (SP) — He is the customer who will place an order to company.

i.  Shift to party (SH) — He is the customer to whom we deliver the goods.

iii.  Bill to party (BP) — He is the customer who will receive the bill.
iv.  Payer (PY) — He is the customer who will make the payment.
XD04 — Tracking the change log in customer master.
XDO05 — Blocking / Unblocking the customer master.
XDO06 — Customer flag for deletion
XDO07 — Changing the customer from one account group to another A/C group.

Extending the customer from one sales area to another sales area

Ex. ZDOM +Z1+Z1 ZDOM+Z1+Z2 ZDOM+Z1+Z3......... up to last sales area ZEXP+Z4+76

Take path: - XD01 0001 9990000030(Apollo) as customer no. ZALK, Z1, Z2 (New sales area) in reference
again put 9990000030 as customer no company code Z1 Z1 (because it’s already created so take as reference
division) enter and save it and see customer’s sales area.
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Creating customers with multiple partner functions and assigning to sold to party

Ex. Apollo banjarahill (SP-SH-BP-PY)
Apollo Scunedrabad (SH-BP)
Apollo VIZAG (SH-BP)

XDO01 Select 0001 customer name complete till partner function and see how many partner function in partner
function TAB.

XD01  Select 0002 (for creating ship to party)  and go till partner function
XD01  Select 0004(to create bill to party)  and go till partner function

XD02  for change (assigning) SH and BP to SP.

—

Ans. Maintain message no 145

SPRO logistics general business partner customer control change message control for customer data in this
configuration TAB, mention the message number 145 online (1) batch () save it.

Q Which data from customer master will automatically update in to already created sales order? If we make
changes in customer master.
Ans Address.

Tables in customer Master

Table will help to store the data
KNAL — General data

KNB1 — Company code data
KNVYV — Sales area data
KNVP — Partner data

ADRC — Address data

VBKD - Business Data

The T. Code to see the table entries — ) =ML]
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Common Division
We use common division concept if the client is having more number of divisions.

Common division will help to save the time of end-users and also save the space in data base. If we don’t have
concept of common division then we have to create customer for each and every division.

Ex. - If we have 100 division then we need to create customer in one division and extend the customer to other
99 divisions. Extending the customer will also take same space and time of data base and end-users.

To overcome this SAP has given a provision code is COMMON DIVISION.

Ex. — In our scenario division are Z1, Z2, Z3, Z4, Z5, and Z6 but instead of all we take common division Z0.
Configuration of common division: - Define one new division is called common division.

Define as same as division name common division and code Z0.

Assign Common division to sales org.

Setup Sales area with common division

Assign  S&D  gotonewentries  fill and save it

Define common Division

SPRO S&D master data define common division assign new division with existing division save it.

Common Distribution: - Q:DoWe Use common distribution concept for customer master?

Ans. No, because each customer should belongs exactly one distribution channel and we don’t extend the
customer from one distribution channel to another distribution channel, so we don’t use common distribution
channel.

Fields in Customer A/c group

Account Group: - The standard account group for sold to party is “0001”, Ship to party is “0002”, Payer is
“0003” and Bill to Party is “0004”.

Purpose of Account group: -

1) Account group will help to differentiate the number ranges.

2) Account group will help to control the fields in customer master. Controlling the fields means making
the  fields mandatory,optional,suppress,.

3) Account group will help to control the partner functions.
In real time we need to define new account groups based on client’s requirements.
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Configuring the Customer number ranges

SPRO logistics general business partner customer control define and assign number ranges define number
ranges for customer master click on change interval click on insert interval mention some number (Z8)
mention From no. and To no. (Press F4) and select a number.

External check box : If we check this system will treat it as external number and while creating customer
master user has to enter the number manually, if we uncheck this then system will treat it as internal number
then while saving the customer master system automatically propose the number. save it.

4 Internal number can be numeric, Alfa-numeric or characters.

4+ Alfa-numeric and character should be always external.
4+ Numeric can be either external or internal.

4+ The Status field in number range will help to change the current number.

Define Account Group:-

SPRO logistics general business partner customer control define a/c group and field selection for customer
select the a/c group “0001 (SP) click on copy mention our own A/c group (Q001) and assign our own number
range (Z8) enter save it.

Again do the same for A/c group 0002 (SH) — Q002
Again do the same for A/c group 0003 (PY) — Q003
Again do the same for A/c group 0004(BP) — Q004

One Time Account: - We use this only for one time customers. One time customer is the customer who may
not place order for the next time, for those one time customer we don’t waste the space in database by creating
customer master record.

But without customer master system will not allow to create sales order, so we create one common customer
for all one time customers without name and address. (It is like dummy customer). Whenever one time
customer will place order we use this dummy customer number.

If we check this one time account then while creating sales order for one time customer system automatically
ask for name and address.

The standard A/c group for one time customer is “CPD” (Internal number) “CPDA” (External number).

Field Status: - Field status will help to control the fields in customer master i.e. making the fields mandatory,
or optional, or display or suppress.

Text procedure: - Every customer will have their own specific text information. This text information we
maintain in customer master.

EX. - Packing instruction, delivery instruction, payment instruction, term & condition etc.
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This text information whatever we maintain in customer master will be copied into sales order and then
delivery and then to invoice and we also print the text in relevant outputs.

EX. - Printout, E-mail, fax etc.

Customer Pricing Procedure: - If we maintain customer pricing procedure here then system will propose it
by default while creating customer master.

Partner determination Procedure: - It is the procedure which consists of relevant partner function and which
will help to determine relevant partner function in customer master.

4+ The standard partner determination procedure (PDP) for sold to party is “AG”.

AG procedure will have four partner functions that is the reason when create sold to party system will
propose 4 partner function which are SP-SH-BP-PY.

4+ The standard PDP for Ship to party is “WE”.

WE procedure will have one partner functions that is the reason when create ship to party system will
propose 1 partner function which is SH.

4 The standard PDP for Bill to party is “RE”.

RE procedure will have one partner functions that is the reason when create Bill to party system will
propose 1 partner function which is BP.

L The standard PDP for Payer is “RG”.

RG procedure will have one partner functions is PY
Output determination procedure: - The standard output determination procedure for A/c group is
{DB0001}.
If access to condition field in output type determination is unchecked then system will determine the output

type into sales document from customer master with the help of DB0001 procedure.

In customer master document TAB we maintain output type.
Partner Determination for customer master

This configuration will help to determine partner functions in customer master.

Take path SPRO S&D basic function partner determination setup partner determination setup partner
determination for customer master.

1st step Define partner function

Partner Function  |Partner Type Unique

If we check unique then system will not allow
SP KU adding more partner function in customer
SH KU master.
BP KU
PY KU
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2nd step Partner determination procedure

The standard partner determination procedure for sold to party is “AG”.

Double click on PDP  go to new entries  define our own PDP (QAG) (Galaxy Sold to party ) save it.

d . )
3 step Partner function in procedure

Select the PDP and double click on partner function in procedure and go to new entries.
Place the partner function SP-SH-BP-PY in PDP.

PDP PF |Not Mandatory If PDP is for sold to party then we check not modifiable for SP. If PDP
Modifiable is for ship to party then we check not modifiable for SH. If PDP is for

QAG SP Bill to party then we check not modifiable for BP. If PDP is for Payer

QAG SH then we check not modifiable for PY.

QAG BP If we check not modifiable then system will not allow changing the

QAG PY partner function in customer.

If we check mandatory then if any of the partner function is missing then system will not allow saving the
customer master.

4th Step  Double Click on PDP Assignment
In this configuration step we assign partner determination procedure to A/c group

Alc Group | PDP

Q001 QAG In place of AG, Mention QAG and Save it

Double click on A/c qgroup function
th -
5" Step assignment

In this configuration step, we assign partner function to account group. go to new entries fill this and save it.

sP | Qoo1
SH | Qoo1
BP | Qo001
PY | Qoo1
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Bill to Party

d . )
" step Partner determination procedure

The standard partner determination procedure for Ship to party is “WE”.

Double click on PDP  go to new entries  define our own PDP (QWE) (Galaxy Bill to party) save it.

3r0| step

Select the PDP and double click on partner function in procedure and go to new
entries. Place the partner function SH in PDP.

PDP PF [Not Mandatory
Modifiable

QWE | SH

4th Step  Double Click on PDP Assignment
In this configuration step we assign partner determination procedure to A/c group

Alc Group | PDP

Q002 QWE In place of WE, Mention QWE and Save it

Double click on A/c qroup function
th -
5" Step assignment

In this configuration step, we assign partner function to account group go to new entries fill this and save it.

SH | Qo002

Note: - Same we need to do for Bill to party (BP) and Payer (PY).
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Interview Questions on CUSTOMER MASTER

1 what is the purpose of ALE data for purchase order in sales organization?

34.

to
35
36
37
38
39
40

. Where we maintain pick pack time and loading time? What is the purpose of it?
. Where can i maintain pick pack time other than shipping point?

. What is the relationship between plant and shipping point?

. How many sales organizations your client is having and why?

. What is business area?

. How many divisions your client is having and what are they?

. How many distribution channels your client is having and what are they?

. How many places we assign calendar?

. What is reconsilation account?

. What is invoicing dates?

. What is invoicing list dates?

. What is the t.code for invoice list?

. What is sales area and sales line?

. What is purpose of shipping conditions?

. From which partner function system considers shipping conditions?

. What is POD? What happens if i check POD?

. How many partial deliveries we can make?

. What is the prerequisite to combine multiple orders into single delivery?

. Where we maintain cash discount percentages? And how it determines into sales documents?
. What is fixed day in payment terms?

. How many places we maintain payment terms in customer master? Consider from payer?

. Without configuring credit management my order id blocking for credit what could be the reason?
. System considers incorterms from which partner function?

. What is the criteria for determining plant into sales document?

. Without configuring credit management system is blocking the order for credit, what could be the reason?
. What is the prerequisite to process rebates?

. What is difference between price group and price list?

. What is the purpose of customer pricing procedure?

. What is the purpose of account group?

. What happens if we check one time account in account group?

. Why we assign partner function to partner procedure and account group?

. What is the purpose of status field in number ranges?

If user is duplicating customer master record, that is creating twice the same customer master i want system
give warning message where is the control?

. Where we assign customer calendar in customer master?

. Clients requirement is they want to receive goods only on Saturday how to configure this?

. What is the prerequisite to process rebates?

. Which data from customer master will automatically updates into already created sales order?
. What happens if we check not modifiable in partner determination procedure?

. What happens if we check mandatory?
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Material Master

The Specifications of the product which is stored centrally and used in day to day transactions.

The T-code to create material Master are:-

Create MMO1

Change MMO02
Display MMO03

Material master is integration between SD+MM+PP+FI+CO+QM.
The Length of material master is 18 characters.

Material master will be further classified into multiple views:-
Basic data 1
Basic data 2

MM {
Sales org data 1

+*
%
i
+ Sales org data 2
+*
&
%
-

-
-

-

-

SD Sales general plan -
i i

-

E 3

w {

Sales text
Purchasing {
Purchasing text

e

MM consultant will take active role for Material master. In real time End-user will create material
master.

The Consultant role in material master

Define new entries in the field. We give training to core user.

Material Code Logic: - The purpose of material code logic is it will save the time of end-user
to identify two products.

A S P R B 0 l 0o p 1 5 B o I
Product\rgme Age gronQBOAO) D(Qé;e Packing (B(}tGe)

Mention the material code [ASPR3040015BOT]
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The material code will have option of both external and internal.

If we mention some code while creating material master then system will treat it as external number. If the
material code is blank while creating material master then system will propose internal number.

Industry Sector: - The field specified the type of the industry the material belongs to.

Material Type: - We have Different material types

1. A raw material (ROH - Material Type) is the material which is used to manufacture finished goods.

2. Semi finished (HALB — Material type) is the product which is under the process of manufacturing
finished goods.
3. Finished Goods (FERT — Material Type) is the products which we manufacture and sell to customer.

4. Trading Goods (HAWA — Material type) is the material which we don’t manufacture but we procure it
from vendors and sell it to customer.

Mention the plant, storage location, sales organisation, distribution channel then click on continue.

If we are creating material for the first time with the new organisation structure then we will get the message
that material is not fully maintain for company code.

st

1" step

To solve this go to T-code OBY GEa%ls company code go to details TAB mention chart of A/c [INT]

mention fiscal year variant [V3] maintain field status variant [1000] posting period variant [1000] save it.

2nOI step

LE[XOL\YRYd go to company code and maintain the period (current month as per V3)  and year  save
it.

In MRP 1 view select MRP type as “ND”.
In Accounting maintain cost of product in standard price field.
Sales people are responsibility for only finished goods and trading goods.

Basic Data 1 view

Base unit of measure: - It is the unit in which we manufacture and store the goods. Example — Each, one
piece, liter, bottle, strips, etc.

Material Group: - Grouping of materials which will share same attributes. The purpose of this field is
1) Reporting and 2) pricing.
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Old material number: - This field will be used if the legacy material number is different with SAP material
number. In this field we maintain legacy material number for reference purpose.

Division: - Whatever the division we maintain in material master, it will be determine into sales document line
item.

Product allocation: - It is a process of reserving the stocks to customer, customer groups, and distribution
channel.

X-Plant material status: - This field will be used to block the materials across all the plants.

Product Hierarchy: - IF product is having different labels.
LG

Electrical /\Electronic

Home appliance Kitchen Appliance

Wet Dry

General Item Category Group: - This field is one of the parameter to determine item category in inbound
deliver process.

Gross Weight: - It is the weight of the product including packaging.

Net weight: - It is the weight of the product excluding packaging.
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Basic Data 1 View

Create Material LEXI3040015BOT (Finished product)
|$ Additional data ”:""a Organizational levels H,{l': Check screen data I
O Basic data 1
Material LEXI304001580T | || [ [«]
=4
B =
General data
Base Unit of Measure f\’ | Material Group [E l
Old material number | Ext Matl Group |
Division | ] LabiOffice |
Product allocation | |Prod hierarchy | |
X-plant matl status ,—| Valid from
[JAssign effect. vals GenltemCatGroup INORM Standard item
Dimensions/EANS
Gross Weight 1 | Weight unit KB
Net Weight I i
Yolume | | Volume unit \ ]
Size/dimensions !
EANIUPC i | EAN Category [ ]
Packaging material data
Matl Grp Pack Matls | ] [l
Ref. mat. for pckg ] \
! il
Basic Data Texts -
Languages Maintained ] IEB Basic Data Text l Language: EJ\
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Sales Org Data 1 View

Create Material LEXI3040015BOT (Finished product)

|$ Additional data ||,5°a Qrganizational levels ||n"|'= Check screen data |

&# Classification ol AL LRI (o Sales:salesorg.2 t:)‘ Sales:G || ADE!
Material LEXI13040015B0T Lexine syrup hottle (2]
Sales Org.  ZDOM ALKEM Domestic E]
Distr.Chl 21| Dealer Alkem ] (O]

General data

Base Unit of Measure BT Bottle Division

Sales unit _CAR [[]sales unit not var.

Unit of Measure Grp —

¥-distr.chain status 03] Valid fram 25.09.2013
DChain-spec. status 12| valid from 28.09.2013]
Delivering Plant ZMuM| MUM Mfg plant Alkem

Material Group 017 W Pharmaceuticals

Cash discount I Conditions I
Taxdata

C ICountry |Tax |Tax category ITtI'ax classification I fﬁl
DE Germany MWST Output Tax Dtax [4]
IN India MUST Output Tax 0 No tax [~]
Entry 1 of 2

Quantity stipulations

Min.order oty A1 po BT ‘Min. dely gty _‘1 BT

Delivery unit \
Rnding Profle

Sales unit: - It is the unit in which we sell the goods to customers.

If base unit and sales unit is different, than system will ask for conversion. (if we want to do conversion go to
additional data unit of measure there we can see the conversions).

Sales unit not vary: - This field controls whether to change the sales unit or not in sales document. If we check
this then system will not allow change the sales unit in sales document.

X- Distribution chain status: - This field will be used to block the material for sales across all distribution

channels.
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D-Chain specific Status: - Thus field will be used, if we want the block the material for sales in a particular
distribution channels.

Delivery Plant: - If we maintain plant here then it will be determined into sales document line item.
The Criteria for determining plant into sales document is: CMIR, Customer Master, and Material Master

Cash Discount: - This field is prerequisite to determine the cash discount condition type SKTO into sales
document.

If we check this then only the cash discount will be determine into sales document.
Tax Classification: - This field controls whether the material is liable for tax or not.

Minimum Order quantity: - While creating sales order system will check the sales order quantity with
minimum order quantity. If sales order quantity is less then minimum order quantity then system will give
warning message.

Minimum delivery Quantity: - If we maintain some quantity here then while creating delivery document
system will check the delivery quantity with minimum delivery guantity.

IF The delivery quantity is less than minimum quantity then system will give warning or error message.
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Sales Org Data 2 View

Create Material LEXI3040015BOT (Finished product)
IW} Additional data ”ﬁ Organizational levels ”,5"1': Check screen data |

J![??%’[al7.1}?5_?51{,3_9_‘??@'1??,_U_T_{ Lexine syrup bottle |

Sales Org. | ZDOM| ALKEM Domestic

Distr. Chi |21 Dealer Alkern =] (O
Grouping terms -
hatl statistics grp [1} Relev. f. statistic Material pricing grp §El1 ‘ Standard Pars
Volume rebate group Minor Rebate  Acct assighment grp ‘{031 Finished goods

Gen. item cat. grp ‘NURN} Standard item  Item category group E'Flﬂﬁﬁl Standard item
Pricing Ref.Matl | ]
Product hierarchy 80160 | Pharmaceuticals

Commission group {

Material group 1 | |
Material group 4 -

Material group 2 1 Material group 3 -

Material group 5 | l

Product attributes

[T Product attribute 1
[] Product attribute 4
[C1Product attribute 7
[ Product attribute 10

[T]Product attribute 2
[T] Product attribute 5
[T]Product attribute 8

[[]Product attribute 3
[C] Product attribute &
[C]Product attribute 9

Material statics group: - This field control whether to update material sales data into LIS or not.

Material pricing group: - Grouping of materials which will share the same pricing attributes. This field will

be used for group condition concept in pricing.

Volume rebate groups: - We use this field for group rebate concept. Group rebate is announcing the rebate

for group materials.

Account Assignment Group: - This field is one of the parameter to determine revenue G/L A/c while posting

invoice values into accounting.

Item category group: - This field is one of the parameter to determine item category in sales document.

+ The standard item category group is “NORM”.

+ Third party item category group is “BANS”.

+ [IPO item category group is “BANC”.
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+ Make the order item category group is “0001”
+ BOM (Bill of material) — Header Pricing
o Header item — ERLA
+ BOM — Item pricing
o Header item — LUMF

Pricing Reference material: - If pricing is same for multiple products then instead of maintaining pricing for
all the products we maintain pricing for one material and that material we assign it as pricing reference material

for other materials.
Sales General / Plan View

Create Material LEXI3040015BOT (Finished product)
[ => Additional data | (&% Organizational levels | |8 Check screen data | @]

T el qd & Foreign trade export TaDE|
Material 'LEXI3040015B0T | |Lexine syrup bottle }
Plant ﬂﬂylﬂ MUM hfg plant Alkem

|

9??99!‘1(9@’!9??9@,7,@ Bottle Replacement part ‘ |

Gross Weight K6 | QualfFreeGoodsDis. | |

MNet Weight [ Material freight grp [* ‘
Availability check 01 Daily requirements [l Appr.bateh rec. req.

Batch management

Shipping data (times in days)

Trans. Grp 0005, Lotfortruck LoadingGrp |0003| Manual

Setup time }*47 Proc.time | \ Base gty ];7 : |BT

Packaging material data

Matl Grp Pack Matls
Ref. mat. for pckg ]

General plant parameters

[[INeg.stocks Profit Center \ SerialNoProfile DistProf

Availability check: - This field is one of the prerequisite to perform availability check in sales document.
This field controls how the sales order quantity should be update in MRP (T-code — MDO04 — Stock

requirement).
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- Daily requirement 1005 Sales order

X is material MDO04 1006
Stock 100 1007sales order no.
Sales ﬁ
Available 25

If we maintain 01 then system accumulate the sales order quantities on the particular date and update in
single line in MDO04.

02 — Individual requirement

X is material MDO04 1005 Sales order
Stock 100
1005 - 30 70
1006 — 25 45
1007 - 20 25

1006

1007 sales order no.

f1/

If we maintain 02 each sales order quantity will be update in
MDO04 along with the sales order number.

Batch Management: - Batch is a unique number which system generate for a single lot of manufacturing.

The purpose of this Batch is: -

i.  Itwill track expiry date.
ii. It will track the defective goods.
iii. It will track the person responsible.

If the material is relevant for batch then check this.
Transportation group: - This field is one of the parameter to determine route into sales document.

Loading Group: - This field is one of the parameter to determine shipping point into sales document.

Shipping point determination: -Shipping point determination is based on
shipping condition. loading group+ plant. T.Code OVL2
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Path for shipping point determination

SPRO Logistic execution shipping basic shipping function shipping point & goods receiving point
determination assign shipping points new entries

01/0001/ZMUM = ZMU1
01/0002 / ZMUM = ZMU2

10/0001/ZMUM = ZIMM

Sales text View

In sales text we can maintain additional information of the material.

Purchasing View

Plant specific material status: - If we want to block the material for a particular plant then maintain this field.

Automatic PO: - If we check this, while creating sales order in third party process and IPO process system
automatically generate purchase order.

If we uncheck this the system generates purchase requisition.
Purchasing value key: - It will help to send the reminder to vendors to deliver the goods on time.

GR Processing type: - GR (Goods receipt). After unloading the goods at manufacturing plant location, how
much time it will take to take the goods into storage location.

Purchase order text View

In this view we maintain some additional information related to material.

MRP 1 View

MRP group: - This field is one of the parameter to determine requirement type into sales document.
MRP Type: - This field controls whether the material is relevant for planning or

not. If the material is relevant for planning then maintain [PD].

If the material is not relevant for planning then maintain [ND].

This field is one of the parameter to determine requirement type into sales document.

This field is one of the parameter to determine schedule line category in sales

document.
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MRP controller: - He is the person responsible to run MRP (Material requirement planning).

F4 yes customizing without specification select MRP controller click on continue select the standard plant
1000 and click on copy mention our plant enter and save it go back select then maintain LOT size [EX].

MRP 2 View
Schedule Margin key: - Same as MRP controller.

Procurement Type: - This field controls whether the material is manufactured internally or procured
externally or both.

In house production: - It is the time taken to manufacture the goods.

Planned delivery time: - It is the approximate time taken to deliver the goods from vendor location to
manufacturing plant location.

Safety Stock: -It is the minimum stock which company has to maintain to meet the future
emergency requirement.
Generally we are not supposed to go below to the safety stock level.

MRP 3 View
Strategy Group: - This field controls whether the material is relevant for Make to stock or Make to order.

Make to stock: - Irrespective of the customer order we manufacture the goods and keep stock of it. When
orders come then we deliver the goods from the stock.
If it is make to stock then we maintain strategy group as “Blank” or “10”.

Make to Order: - When we receive the order from customer then only we start manufacturing the
product because the specifications of the products is not standard. Every customer will place order with
their own specifications.

For make to order maintain strategy group “20”.

This field will help to determine requirement type into sales document.

The criteria for determining requirement type into sales document.
1. Strategy group 2. MRP group 3. MRP type+ Item Category

Total Replenishment lead time: - It is the time taken to manufacture the goods and finally take the goods
into storage location.

This field will help to perform delivery scheduleing.

Delivery scheduleing is the process of determining delivery date into sales document. While performing
delivery scheduling system consider replenishment lead time if stock is not available.
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General plan data storage 1 view

Storage condition: - It is one of the parameter to determine storage location into delivery document.

Path for storage location determination

SPRO logistic execution  shipping  picking  determine picking location  assign picking location
storage location will be assign to the combination of

Shipping point + Plant + Storage condition |K®feJe[ZN@AV/ B’

ZMU1 - ZMUM - 01 = ZFG1

ZMU1 - ZMUM — 02 = ZFG2 | New entries  save it

Total Shelf life: - This field will help to calculate the shelf life of the product.

Accounting 1 view

Valuation class: - It will help to determine G/L A/c while generating inventory accounting document.

Inventory accounting document generates at the time of PGI (Post goods issue) and accounting entry is,

Cost of goods sold account Debit
TO

Inventory Account Credit

If it is finished product then valuation class is [7920].
If it is trading goods then valuation class is [3100].

Price Control: - This field controls whether the cost of product is standard or moving price.

For all finished goods system propose “S”
For all trading goods system propose “V”
If price control is S then maintain cost in standard price field.
If price control is V then maintain cost in moving price field.

Whatever the cost we maintain here it will be determine into sales document with the help of “VPRS”
condition type.
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Tables in Material Master

Basic Data MARA
Sales Data MVKE
Plant Data MARC

Finance data MBEW

Extending the material from one plant to other plant

Go to the T-code MMO01 mention the material and all in copy from mention same material number select the
views take reference ZVAP in place of ZMUM and copy from mention ZMUM, ZFG1, ZDOM, Z1 till last
view and save it.

Extending the material from one sales organisation to other sales organisation

Same like plant

Extending the material from one distribution channel to other distribution channel

Same as previous.

“Customer Material Information Master” (CMIR)

We use CMIR if customers are placing order with their own material number.

By using CMIR we link customer material code with our material code then while creating sales order if user
enter customer material code in sales document then system automatically determine our material code.

The T-code to create CMIR master is [\YBXYN

Whatever the information we have in CMIR system will give first preference to that while determining into
sales document.

The fields we have in CMIR are :

— Plant, 2 — delivery priority, 3 — Minimum delivery %uantlty, h — partial delivery per item, 5
maximum partlal delivery, 6" — under delivery tolerance, 7™ _ over delivery tolerance, 8 — unlimited
tolerance, 9 — Item usage.
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Interview Questions on MATERIAL MASTER

What is the purpose of valuation class?

What happens if we don’t maintain cost in material master?
| want to block the material for sales, where is the control?
What is the material type for semi finished goods?

What is the material type for configurable material?

What is the purpose of product allocation?

What is the purpose of volume rebate group?

What is the purpose of material pricing group?

What is the purpose of shipping conditions?

. What is the purpose of loading group?

. What is the purpose of general item category group?

. What is the item category group for third party material?

. What is the item category group for BOM header pricing main item?

. System should not allow to change the sales unit while creating sales order where is the control?

. While creating delivery if delivery quantity is less than 50 quantity then system should give a error

message?

What is the purpose of item category group?

What is the prerequisite to determine cash discount percentage into sales document?
What availability check field controls in material master?

What is the diff b/w daily requirements & individual requirements?

What is automatic PO check?

What happens if we don’t maintain cost in material master?

After creating material master how to change the cost in material master?

How requirement type determines into sales document?

. What is the purpose of RLT?

What is price control?

T-code to create CMIR?
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How plant determines into sales document?

What is the purpose of check division?

What is the purpose of item division?

If document is incomplete 1 don’t want system to save the order, where is the control?
What is the purpose of transaction variant?

What is status profile?

What is the purpose of ALT TYPEL & ALT TYPE2?

What is the purpose of document pricing procedure?

What is the purpose of condition type line item?

What is Make to order?

What is Make to stock?

What is safety stock?

What is the purpose of business item check box?

What is the purpose of item relevant for delivery in item category?

Which item category we assign special stock?

I don’t want to update the line item value into credit management, where is the control?
What is the prerequisite to determine cost into sales document?

What is the T code to rum MRP?

What is the purpose of valuation class?

What is the T code for storage location determination?

What is the T code to determine shipping point?

How shipping point determines?
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SALES PROCESS

SALES DOCUMETNS

The Structure of sales document will is divided into three parts:-

1. Header data

2. Item Data

3. Schedule line Data

1. Header data: - It is the data which is applicable to all the line item in sales document.
Example: - Customer data.

The source of header data is
<+ Customer master
+ Control data (enterprises structure)
<+ Some part of configuration data

Header data will be controlled by document types.

The table of header data is [VBAK].

2. Item data: - It is the data which is applicable to particular line item in the sales
document.
Example: - Material data
The source of item data is
=+ Material master
+ CMIR
= Some part of control data
=+ Some part of configuration data
Item data will be controlled by item
category. The table for item data is [VBAP].

3. Schedule line data: - It is the data which consist of delivery dates and confirmed quantity information.
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The source of scheduling line data is only configuration data.
Schedule line data will be control by schedule line category.

The table for schedule line data is [VBEP].

Sales document: - It is the document which consists of sales related information.

Sales document types

No. [Process Document Type [T-Code
1 Enquiry IN VALl
2 Quotation QT VA21
3 Order OR VAOL
4 Rush Order RO \VAO1
5 Cash Sale CS Do
6 Returns RE Do
7 Credit memo request CR Do
8 Debit memo request DR Do
9 Invoice colleting request RK Do
10 Free of charge FD VAOL
11 Subsequent delivery free of charge SDF Do
12 Consignment fill up CF Do
13 Consignment issue Cl Do
14 Consignment return CONR Do
15 Consignment pick up CP Do
16 Quantity contract QC VA4l
17 \Value contract general WK1 Do
18 \Value Contract material specific WK?2 Do
19 Scheduling agreement DS VA31
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Create Sales order

T-code VAO1 Order type [OR]  Fill ZDOM —-Z1-Z1 enter

- When we are creating sales order for the 1% time with the new organisation structure then we
will get error message that order type [OR] has not been defined in sales area.

To solve this Path for only checking SPRO S&D master data define common distribution channel go to our
sales organisation and distribution channel check common division for checking only.

SPRO S&D sales sales document sales document header assign sales area to sales document type combine
sales org go to sales org (ZDOM) assign our sales org (remove 1000 and maintain ZDOM & ZEXP save
it.

Go back and double click on combine dist channel go to our sales org and dist channel and assign same dist
channel in reference dist channel save it

Again double click on combine division go to our division and assign the same division in reference save it.

Assign sales order types permitted for sales area go to new entries [ZDOM - Z1 — Z1 — RO] till last ZEXP —
Z4 — Z6 — RQO] first complete one sales area with all documents types then go for other sales areas {Total
entries 570}.

Create Standard Order

Enter the customer number (sold — to — party)

Enter the PO number

- No pricing procedure could be determined.

Solution:- Path Go to T-code [V/08] go to new entries mention proceed name any (Y00001) (New
procedure) select the procedure double click on control data go to new entries 1st-Step-10, 3rd-Condition
type-PROO, 12th-Requirement -2, 15th-Accounting Key-ERL enter & save it.

After this go to the T-code [OVKK] go to new entries ZDOM — Z1 — Z1 — A (maintain document procedure as
A) — 1 (customer pricing procedure) — Y00001 (Pri proced) — PROO (C type) Save it.

After this assignment
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Condition_Master: - Go to the T-Code [VK11] Mention the condition type PROO select material with
release status enter search material and select the material, put some amount Rs. 10000, INR Save it.

Again go to create sales Order

T-Code [VAO01] customer number PO No.  Material  order quantity enter.
Tocheck gotomenuEDIT incompletionlog go to missing data & mention input.
Whenever we save the sales order system will propose one number.

Posting the stocks

The LESLEEISY=¥{® mention the movement type [561] plant [ZVAP]  storage location [ZFG1] enter

EBRROREE parameter for plant not maintained in inventory management.

Solution 1. SPRO Materials management inventory management and physical inventory plant parameters select
the standard plant 1000 and copy mention your plant enter save it do again for ZMUM.

Solution 2 SPRO production material requirement planning plant parameters copy mention the standard plant
1000 and in To plant mention our plant click on copy save it Again do for ZMUM.

Again go to T-code [MB1C].

Mention all and enter ~ mention the material ~ mention the quantity  enter.

BB Combination of plant and material type does not exist.

Solution T-code [OMS2] select the material type FERT and double click on quantity / Value updating go to
our plant and check quantity / value updating do for other plant also save it.

Same do for HAWA for both plants.
Again go to T-code [MB1C].
EREGEEE No controlling area has been assigned to company code ZALK.

Solution SPRO controlling general controlling organisation maintain controlling area maintain controlling area
go to new entries mention our some controlling [ZA00] give some name cocd >co area [cross company code
cost accounting] mention currency type [10] currency [INR] chart of account [INT] fiscal variant year [V3]
cctr ctd hierarchy [any] enter yes save it.

Select controlling area double click on assignment of company code new entries ZALK Enter & save it.

Double click on activate component / controlling area go to new entries controlling area fiscal year (2013) save
it.

Again go to [MB1C]
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BREGREIE Check table [T169P]: entry ZALK does not exist.

Solution Go to T-code SE16N table [169P] enter go to T-code enter go to T-code & SAP_Edit enter message
SAP editing function is activated execute new entry mention our company code PO text (mention same as
above) check amount currency type [10] enter yes save it.

Go to again [MB1C]
BRSO For object bele ZALK. Number range internal [49] does not exist FBN1.

Solution T-Code [FBNL1] enter company code click on change intervals go to insert intervals mention the no.
interval [49] year from number [00010000] to no. [0000199990] save it.

The T-code to see the stock overview [MMBE] mention material, plant, and storage location, execute can see
unrestricted.

VAO1 create sales order with quantity.

Create Delivery

LS R\ MOIN]| mention the shipping point mention date  sales order no.  Enter.
Then go to picking TAB  mention the storage location ~ mention picked quantity.
BREOREE Material is not defined for sales from India.

Solution SPRO S&D basic function taxes define tax determination rules go to entries tax country [IN]
sequence [1] tax category [MWST] save it.

Go to T-code [OBBG]  country IN [assign some tax procedure].
Go to customer master in billing TAB; maintain tax classification [0]  save it

Go to material master, sales organisation 1 view; maintain tax classification [0].
After picking quantity click on post goods issue.

EREGEZEE INT GBB — BSA 7920 not possible.

Solution Go to T-code OBYC double click on GBB mention our chart of A/c [INT] click on continue scroll
down and find 0001 BSA 7920 and select and click on copy and make it blank 0001 enter save it.

BERES G/L A/cis not maintaining in our company code.

Solution Go to T-code [FS00] mention the G/L A/c company code standard 1000 message click on block
—> .
uncheck save it.

Then again mention our company code click on with template mention same G/L A/c company code 1000
enter save it.
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Create Invoice

VFO1 already delivery no.  enter & save it.

BEEE Number not maintained for trans / event WE & WA for year 2013.

Solution Go to the T- code [OMBT] click on change group the select WA and click on change select the
previous year edit insert year mention year 2013 mention some number enter save it.

BREORZ Posting period for A/c type S and G/L Alc with number is not open in 2013.

. . . . . nd
Solution GO to OBY®6 check posting period variant [1000] then go to T-code OB52 select all 1000 variant 2

year coloum mention future year [2013 < i.e. 2014, 2015] save it.

BERORE Calculation procedure is not assign.

Solution Goto OBBG go to country India (IN)  assign some tax procedure [TAXD].
—_—

BREOREE Ficld selection for mvmt type 561/ acct 399999 differs for ext GA amount in LC (023), for cost
centre, profit centre.

Solution Go to [SE38] programme [RMO07CUFA] execute mention the movement type whatever mention in
the error [Here 561] company code mention G/L A/c whatever mention in the error [399999] execute go to
highlight area and click on pointed point and go to particular group and manage or balance suppress or optional
as per field description save it.
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Standard business process: -

Quotation
Contracts
Agreements

Debit Mema Eiling Credit Mema
Document

SAP Sales Distribution (SD) Flow with Tcodes and Tables.

TCode Flow Tables
VA1l Inquiry VBAK, VBAP
VA21 Quotation VBAK, VBAP

!

ME21N Purchase Order EKKO, EKPO

VAO1 Sales Order VBAK, VBAP

VLOIN Delivery LIKP, LIPS

V101 Shipping VTTK, VTTP
VFO1 Billing VBRK, VBRP
VF21 Invoice VBRK, VBRP
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Inquiry: - Whenever customer enquires about the product we create enquiry document in SAP.
Enquiry document is an internal document.
Types of Enquiry: - Walkin, phone, E-mail, or website, tender notice.
Enquiry document consists of customer details, material details, quantity details, and validity periods.

Quotation: - Whenever customer enquires about the products, in return we create quotation document with
reference to enquiry and send this quotation to customer.

Quotation document is an external document which we submit to customer. Quotation document is a
legal document.

Quotation document consists of: - customer details, material details and specification, details, pricing, validity
period, terms & conditions.

Order: - If customer is not satisfied with the quotation then he will further negotiate. If everything works out
for customer, he will place order. Then we create order in SAP with reference to quotation.

Order is an agreement between company and customer, for supplying the goods to the customer.
Sales order consists of customer details, delivery details, material details, quantity details, pricing, terms and

conditions. Etc.

Delivery:-After order we deliver the goods to customer for that we have to create delivery document in SAP.
In delivery we have three activities.

1. Picking 2.Packing 3.PGI (Post goods issue).

Picking List consists of material, Quantities and Storage Location.

Invoice:-After PGI we create invoice and send the goods to customer.

While creating invoice system generates accounting document

The accounting entry is: -
Customer Account Debit
TO

Revenue Account Credit

We have 3 kinds of invoices 1.Commercial Invoice 2.Proforma Invoice 3. Excise Invoice (CIN)
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BUSINESS PROCESSES

1. Inquiry (VA11)

Document Type IN, Enter sales area and mention the customer no. in sold to party, mention the date, mention
the material detail, mention the order quantity, enter save it Make a note of inquiry no.

2. Quotation (VA21)

Document Type QT, click on create with reference mention the inquiry no. Click on copy, save it system will
generate a quotation number note it down.

3. Order (VAO01)

Document Type OR , Click on create with reference mention quotation no click on copy save it. Make a note of
Sales order Number.

\Whenever we create sales order in SAP, in the background system performs various activities:-

1. Partner Determination

2. Listing Exclusion

3. Material Determination
4. Free Goods

5. Delivery Scheduling

6. AvailabilityCheck

7. Pricing

8. Credit Management

9. Text Determination

10. Output Determination

11. Transfer of Requirements
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Delivery (VLO1N)

Enter the shipping point, Enter Delivery date which we mentioned in the sales order, Enter sales order
number. Go to picking TAB mention the storage location, mention the picking quantity click on post goods
issue and save it .Make a note of delivery no.

1. It Updates Stocks
2. Inventory Accounting Document generates

Accounting Entry Is:-

Cost of goods sold account debit
TO

Inventory Account Credit

3. It updates in document flow

4. It updates in credit management
5. It updates in LIS

6. It updates in billing Due List

5. Invoice( VF01)

Delivery Number will be automatically copied into billing document, if we create invoice immediately after
delivery. Press enter and save it.

1. Accounting Document Generates

Accounting Entry is:-

Customer Account Debit
TO

Revenue Account Credit

2. Profitability analysis document generates
3. Cost Center Document generates

4. It Updates in Document Flow

5. It Updates in Credit Management

6. It Updates in LIS
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6. Return Process(VAQ1)

Whenever customer finds damage or fault in the delivered goods or expired stocks, then customer will inform
to company. Company will send the service employee to customer place to cross check and he will prepare

return note and submit to company, then [HEHGICGICRIGIUIMNOIGCINIINCICICHOCNONONOINAIMNVOICE 2nd the
customer return the goods to company then we do return delivery then [HEICICEICHCIUINMNVOICCRUINCICICHos

Process: Invoice

Return Order (RE)

l Retu*] delivery

Return invoice

Ans. Because we need to create return invoice for the quantity damaged at customer place (return note) but not
the quantity received.

Accounting entry is:-

Revenue Account Debit
TO

Customer Account Credit

STEPS TO CREATE RETUEN ORDER
Document Type RE ,

Enter Sales area,

create with reference to billing document

But don’t click on no copy Button

Press ENTER,

mention order reason (damage in transit)

billing block should be blank

save it.

Return delivery: - VLO1IN Order no. Picking PGR(Post Goods Receipt )save it. VF01 with ref to return order
no. save it
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7. Credit Memo request
Credit memo is used to deduct the amount from customer outstanding, without receiving the goods from
customer.

Example — 1.User mistakenly over charged the previous invoice.
2. The goods are totally damaged at customer
place and which are not in a position to take back
3. Return Delivery may be more costly.

4. Secondary promotional activity.

Process Flow: Invoice
\Credit Memo request (CR)

Credit Memo (Invoice)
When we create credit memo Accounting Document generates and Amount will be deducted from customer
outstanding.
Accounting Entry is

Revenue Account Debit

TO

Customer Account Credit

Steps to create CR
VAO1 CR Create with reference, mention billing document, no copy, billing block (blank) save it. Give some

reason.

VFO1 enter save it
8. Debit memo request

We Create debit memo, if we want to add some amount to customer outstanding.
Example: - 1.Charging interest to customer for late payment.
2. User mistakenly under charged the previous invoice.

Process Flow: Invoice

Debit Memo request (DR)

Debit Memo (Invoice)
Customer Account Debit

TO

Revenue Account Credit
In both Credit Memo & Debit Memo we don’t have delivery
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9. Invoice correction reguest

Invoice correction request(RK) is used to make any corrections in Invoice, the mistakes can be
overcharged or undercharged.

By using invoice correction request, we can either deduct the amount from customer outstanding or add to
customer outstanding.

Process Flow: Invoice
\ Invoice correction request (RK)
Credit mer*o (invoice)

Each line item from invoice will be copied as two line items in invoice correction request document.

1% one is credit item (disable) +

nu

2~ one is debit item (enabled) —

Revenue Account Debit
Accounting entry is: TO
Customer Account Credit

Accounting entry is:
Customer Account Debit
TO

Revenue Account Credit

VAO1 RK click on reference billing number copy will get 2 line item we can change the price in 2nOI line blank
the billing block order reason save it
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10. Rush order

Rush Order is an immediate delivery order.

Whenever customer asking delivery immediately then we do rush order process.
Process Flow: Rush Order (RO)
System automatically create delivery in the Background
Delivery
PGI
InVoice
VAO1 RO salesarea  enter SP materials  quantity  save it

VLO2N Picking qty PGl Save it.
Invoice.
When we create Invoice in Rush Order Process, System generates accounting entry document.
Accounting Entry is: -
Customer Account Debit
TO

Revenue Account Credit

11. Cash sales

It is also called as counter sale. Here Customers are one time customers.
Customer will walk into outlets, pick the materials and go to the counter, pay the cash, take the bill and leave

the counter.
Example: - Big Bazaar, Wal-Mart

Process Flow: cash sales order (CS) 1

Automatically create delivery 2

Bill 3 (Handover to customer) deliveries)

When counter is free

Invoice 5

VAO1 CS Salesarea SP Material Qty Saveit. VLO2N PGI Invoice enter saveit
When we Create Cash Sales Invoice, system generates Accounting Document.
Accounting Entry Is :-
Cash Settlement Account Debit
TO
Revenue Account Credit
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12._Free of charge Delivery
Sending the goods or Product Samples to customers without charging i.e. without raising invoice.

Process Flow: Free of charge (FD)
Delivery

Perform% Invoice

13. Subsequent delivery free of charge

Whenever customers return the goods, we deduct the amount from customer outstanding by raising credit
memo. Instead of deducting the amount from customer outstanding, if we want to replace the goods to
customer then we do subsequent delivery free of charge.

Process Flow: Return Order

\SDF

Deﬁvery
Perforr*a invoice

+ Whenever we create SDF with reference to return order, the return order items should be rejected .Then
only system will allow creating SDF.

+ |f we mark return order items as rejected, the system will not allow creating return invoice.

+ |If user already created return invoice, then system will not allow creating SDF. Because we cannot
reject return order items.

Reason For Rejection: - If we assign reason for rejection in return order it controls 2 Things.

1. If we assign reason for rejection, and we create SDF for that return order. Then system will not allow
creating return Invoice.

2. If we create return invoice then system will not allow assigning reason for rejection. Without reason for
rejection, system will not allow to create SDF.

14. Quantity contract

It is an agreement between company and customer for supplying the goods of a particular quantity within a
specific validity period.

In agreement both the parties should have benefit , here benefit to customer is less price or discount and benefit
to company is assured sales.
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Process Flow: Quantity contract (QC) [VA41]
Rele%se order (Any order we create with reference to contract is called as Release order.)
Delivery
Invo#ce

VA41 QC sales area enter customer PO no valid from and valid to material quantity save it.

15. Value contract general

It is an agreement between company and customer for supplying the goods for a particular value within a
specific validity period. Value contract is not specific to one material. It is for group of material.

Process: Value contract general (WK1) [VA41]

Assortment m0du|e4/Re|eglse order

————— List
————— of
————— materials

Delivery

Invoice

In value contract general we create assortment module which consists of group of materials, and assign this
module to value contact general.

Createing _assortment _module path:- easy access logistic S&D master data products value contract
assortment module WSV2(create) enter give some description list out materials valid from & To save it get
some number note it down.

VA41 WK1 Sold to party valid from — valid to target value (30L) Assortment module number save it.

16. Value contract material specific: - It is an agreement between company and the customer for supplying
the goods of a particular materials and value within a specific validity period.

Process: Value contract material specific (WK2)
Releas% order
Delivery

Invoice
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17. $cheduling agreement: - It is an agreement between company and customer for supplying the goods of a
particular quantity within a specific validity period with pre define delivery dates

Process: —-Scteduling agreement (DS) [VA31]

v
Deliver .
Invo+ce>'/ W

Consignment Process: - Dumping the stocks at customer place and retaining the ownership with the company.
When customer [Consignment Service Agent (CSA)] sells the goods to their customers (B2C), then company
will raise invoice to their [Consignment Service Agent (CSA)] (B2B).

We do consignment process for slow moving item and newly launched products.

When the company decided to send the goods on consignment basis, they’ll inform to all customers, if
customers accept then we do 1% process i.e.

18. Consignment Fill up: - (CF) when we do delivery in consignment fill up stock will be reduce from
unrestricted stocks and stock will be added to consignment stock.

CF  delivery  Performa invoice.

19. Consignment Issue: - (CI) when [Consignment Service Agent (CSA)] (B2B) sold the goods to their
customer(B2C) then [Consignment Service Agent (CSA)] will inform the same to company. Then we do
consignment issue process.

Cl  delivery invoice
When we do delivery in consignment issue the stocks will be reduce from consignment stocks.

20. Consignment returns: - (CONR) we do consignment return when end customer return the goods to
[Consignment Service Agent (CSA)], then [Consignment Service Agent (CSA)] will inform the same to
company, then we do consignment returns.

CONR  return delivery  return invoice.
When we do return delivery in consignment return the stock will be added back to consignment stock.

21. Consignment Pick Up: - (CP) if [Consignment Service Agent (CSA)] request to take back the
consignment stock, then we do consignment pick up. When we do return delivery in consignment pick up the
stock will be reduce from consignment stock and add back to unrestricted stock.

CP  return delivery
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Example to understand consignment process

Company: Maruti Vendor: Varun motors

Unrestricted Stocks: 1000 Cars

Less delivery car - 400 Cars Consignment Stocks: 400 Cars
Available balance 600 Cars Sold to end users - 250 Cars
Return consignment+ 180 Cars Stock balance 150 Cars
Final Stocks 780 Cars Return Cars +30 Cars
Stocks 180 Cars
Return to Company -180 Cars
Final stocks balance000 Cars
Consignment Fill up Consignment Issue Consignment Return Consignment Pick Up
(CF) (CI) (CONR) (CP)
Deliver (400) Deliver (250) Return delivery (30) Return delivery (180)
Performa Invoice Invoice (250) Return Invoice

The table for business data is [VBKD].

The table for sales document partner data is [ VBPA]
The table for header status is [ VBUK ].

The table for item status is [ VBUP ].

The table for document flow is [ VBFA ].

The table for sales docun/1ent pricing is [KNOV].

%&NV
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Document Type controls

The T-code to define document type is [VOV8]

Path for defining document type : SPRO S&D sales document sales document header define sales document

type go to OR

Change View "Maintain Sales Order Types™: Details

Delivery block
Shipping conditions
ShipCostintfoFProfile

Billing
Dilv-rel billing type
Order-rel. bill type
Intercomp . bill.type
Billing block

Lead time in days
Date type
Prop.fpricing date
Prop.valid-from date
| Contract
PricProcCondHeadr
PricProcCondltem
Contract profile
Billing request

Group Ref. Procedure
Availability check

 Business transaction

|
|
STANDARD

F2 | Invoice (F2)
[F2 | Invoice (F2)
Iv | Intercompany billing

Requested delivery datefpricing datefpurchase order date

T

DR |
|

OR | Sales Order

Sales Document Type OoRrR \Standard Order
SD document cateqg. (= Sales document block
Indicator
Number systems
No.range intassgt. o1 Iterm no.increment 10
MNo. range ext. assg. o2 Sub-iterm increment
General control
Referénce 'mranda(ory Material entry type
Check division Itermnm division
FProbability 100 Read info record
Check credit limit D Check purch.order no
Credit group a1 [T Enter PO number
COutput application v Commitment date
Transaction flow
Screen sequence grp. au | Sales Order Display Range uaLL
Incompl  proced. 2k Sales Order FCode Tor overv.scr. UER1
Transaction group o Sales order Quotation mMmessages =]
Doc. pric. procedure o Outline agrmt mess. | B |
Status profile Message: Mastcontr.
Alt.sales doc. type Prodattr.messages
Alt.sales doc. type2 [ Jincompletmessages
ariant
Scheduling agreement
Corr.delivery type Delivery block |
Usage
MRP for DIvSchType
 Shipping
Delivery type _‘LF Delivery Immediate delivery

Standard freight inTormation

CndType line items |EKB2
Billing plan type | |
Paymt guarant. proc. (01|
Paymt card plan type 83|
Checking group 191 |

Propose deliv.date
[JPropose PO date

Contract data allwd. |
FollUpActivity Type [
Subseqg.order type |
Check partner auth. |
[N update low. lev.cont.
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SD_document category: - Document category is the actual control, that controls the

functioning of sales document. Ex. — Inquiry and quotation is different that will be
determined by document category.

Q. Where is the control that, system will not allow creating delivery with reference to inquiry or

quotation?
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Doc Doc Item Schedule Delivery
Types Type Category ItemCat LineCat Type Billing Type
S.NO Transaction (vOv8) Controls (VOV7) Group (vove) (OVLP/OVLP) (VOFA)

1 Inquiry IN A AFN NORM AN or AT - -

2 Quotation QTt B AGN NORM BN or BT - E5

3 Order OR @ TAN NORM CPorCN LF F2

4 Rush Order RO C TAN NORM CPorCN LF F2

5 Cash Sales CS c BVN NORM DN BV BV

6 Return Order RE ® REN NORM - LR RE

7 Credit Memo Req CR K G2N NORM - - G2

8 Debit Memo Req DR L L2N NORM - - L2

9 Invoice Correction Req RK K G2N NORM - - G2
10 Free Of Charge FD @'ﬁ KLN NORM CPorCN LF F8
11 Subsequent Del Free Of Charge SDF | KLN NORM CPorCN LF F8
12 Consignment Fill Up CF C KBN NORM E1l LF F8
13 Consignment Issue Cl C KEN NORM C1 LF F2
14 Consignment Returns CONR H \//‘ KRN NORM DO LR RE
15 Consignment Pick Up CP H KAN NORM F1 LR -
16 Quality Contract Qc CG KMN NORM - - -
17 Value Contract General WK1 G WKN NORM - -

Value Contract Material %

18 Specific WK2 G WKN NORM - -
19 Scheduling Agreement DS E LPN NORM CPorCN LF F2
20 Free Goods - - TANN NORM CPorCN - -
21 STO - - NLN - NN NL F2
22 STO Returns - - NLRN - NR NLR RE
23 Inter Com. STO - - NLC - NC NLCC \Y,
24 Inter Com. STO Returns - - NCRN - NS NCR \%
25 BOM Header Pric Main Item - - TAQ ERLA CPorCN - -
26 BOM Header Pric Sub Item - - TAE NORM CcT - -
27 BOM Item Pric Main Item - - TAP LUMF Gl - -
28 BOM Item Pric Sub Item - - TAN NORM CPorCN - -
29 Material Det Header Pric Main - - TAX PSHP CX - -
30 Material Det Header Pric Sub - - TAPS PSEL PP - -
31 Material Det Item Pric Main - - TAPA PSA1 CD - -
32 Material Det Item Pric Sub - - TAN PSA2 CPorCN - -
33 Third Party Process - - TAS BANS (& - -
34 PO Process - - TAB BANC CcB - -
35 MTO Process - - TAK 0001 CPorCN - -
36 Variant - - TAC 0002 CPorCN - -
37 Third Party Returns - - TASG BANS (& - -
38 TextItem - - TATX - - - -
39 Value ltem - - TAW - - - -
40 Service Item Cat - - TAD - - - -

41 Cross Selling - = 2 5 =
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Sales document block: - If we don’t want to use a particular document type then maintain this field, then
system will not allow creating the sales document with that document type.

Indicator: - We use indicator only for RK.
For RK we maintain indicator as “D”.

Indicator D controls that each line item from invoice will be copied as two line items in invoice correction
request document.

Number systems: - In sales document we have option of both internal number and external number.

Defining number ranges for sales document. [VNO1]

SPRO sales & distribution sales sales document sales document header define number ranges for sales
document change interval mention some number either internal or external and save it.

Item number increment: - This fields control how the line item number should be incremented in sales
document.

Sub item increment: - Sub item concept is used for below scenarios:

I.) Free goods: - Free goods are in relation to main item so free goods will have main item and sub item.
i) BOM: - Material with multiple components.

iii) Material determination: - Substituting one material in place of other material.

iv) Cross selling: - Selling other products with main product.

In below scenario we substitute the materials:
4+ Unavailability of stocks
+ Stopped manufacturing old products and coming out with new products
This field controls how the sub item number should be incremented in sales document.

Reference mandatory: - This field controls whether any preceding document required or not to create a sales
document.

For Doc. Type RK and SDF will have reference mandatory.

Q. The client’s requirement is for dealer & distributor system should allow creating order directly but for
institution & direct customer while creating sales order system should mandatorily ask for quotation. How to
configure this?

Check Division: - This field controls how system should response if the division in the header deviates from
division in the item i.e. whether to give warning message or error message or no message.
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If we want warning message then maintain 1
If we want error message then maintain 2

Item Division: - If we check this the line item division in sales document will be copied from material master.
If we uncheck this the item division in sales document will be copied from header division.

Material Entry Type: - This field controls how the material should be entered in sales document i.e. whether
to enter the material based on material number or product category.

Probability: - This field specifies the chances of converting the document into order.
SAP standard says inquiry convert order is 30% and quotation convert order is 70%.

Read Info record: - This field control whether to determine CMIR into sales document or not. If we check
this then only system will read CMIR and determine it into sales document. If we uncheck this then system
will not read CMIR and system will not determine it into sales document.

Check purchases order number: - It will help to restrict the duplication of purchases order number or sales
order number while creating order. If PO number exist then system checks whether customer is same or not if
same then system will give warning message.

Enter PO number: - If we check this while creating sales order, if PO number is blank then system will copy
sales order number as PO number.

Check Credit limit: - This field specifies whether to perform simple credit check or automatic credit check. If

we want to perform simple credit check then maintain either “A” or “B” or “C”

4+ If we want to perform automatic credit check then maintain “D”".

+ A” means run simple credit check and warning message.
+ “B” means run simple credit check and error message.

+ “C”” means run simple credit check and delivery block.
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Difference between Simple Automatic credit check

Simple credit check

Automatic credit check

In this if customer credit limit exceed we can block
only at order level.

In this if customer credit limit exceed we can block it
At order level or delivery level or PGI level.

In this there is no concept of risk category.

Based on risk category of the customer i.e. High risk
customer block at order level. Medium risk customer
block at delivery level. Low risk customer block at PGI
level.

In simple system considers only receivable while
performing credit check.

Receivable means open items (Open items means
invoice raised but not yet paid)

In automatic system consider open order value, open
delivery value, open invoice value and open item value
while performing credit check.

Credit_group: - This field will be used only for automatic credit check and this field controls which

transaction to block.

Commitment date: - If we maintain this field we will get an extra field in line item scheduling tab . Any
order with committed quantity will be given 1 performance while delivering the goods to customer.

Q. Client requirement is for some orders they promise the delivery date. How to give solution to client?

Screen sequence group: - This field controls which screen should be displayed in sales document.

Display range: - This field controls whether to display all items or only main items (this field is used only if

we have main item & sub item concept).

Creating BOM

Creating BOM 1™ create material master for computer MM01  Q computer

Maintain item category as ERLA in sales org 2
ERLA  Header pricing

LUMF  Item Pricing

Create material master for CPU, Monitor, key board, and mouse

Here item category group will be NORM.
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Maintain pricing to go to T-code VK11

Create BOM

T-Code CS01 Q computer plant BOM usage [5] enter maintain the component and quantity (QCPU -1, Q
monitor — 1, Q keyboard — 1, Q mouse — 1) maintain item category as [N] save it.

Incompletion procedure: - This procedure consists of list of mandatory fields which user has to enter while
creating sales document. If any of the mandatory field is missing then either system will not allow saving the
sales order or even system will allow to save the status of the sales document will be incomplete and
incomplete document cannot be processed further.

F . Code for overview screen: - This field controls which screen should display by default while entering into
sales document.

Transaction group: - Transaction group controls the T- code of the sales document type.

Quotation Messages: - If we maintain this then while creating sales order system will check for this customer
is there any open quotation existing or not, if yes then system will propose that quotation.

Outline agreement message: - If we maintain this then while creating sales order system will check for this
customer is there any open contracts existing or not. If yes system will propose the open contract.

Document pricing procedure: - This field is one of the parameter to determine pricing procedure in sales
document.

Pricing procedure determination: - T-code (OVKK)
The pricing procedure determination is based on below combinations:-

Sales area + Document pricing procedure (A) + Customer pricing procedure (1) = Pricing procedure
(CVAAOL)

DO + B +1=GVAAOL for FD
DO + C +1=REAAO0L1 for RE

If we want to differentiate the pricing procedure based on document wise then we use document pricing
procedure i.e. Aor B or C.

If we want to differentiate the pricing procedure based on customer wise then we use customer pricing
procedure i.e. 1 or 2, 1 for domestic customer and 2 for export customer in customer master.

Status Profile: - It is an order release process. After creating sales order by end user, the order will be sent to
authorized person to cross check the order; if everything is fine then authorized person will release the order
.Then only system will allow creating delivery and invoice.
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Alternate sales document type 1 and 2: - If users are confusing between any two types of document type i.e.
instead of rush order user mistakenly created OR then user has to come out from OR document create again the
sales document with RO document, this confusion waste the time of end user.

To overcome this SAP has given a provision of alternate sales document type 1 and alternate sales document
type 2. By using this we can swap the sales document from one document type to another document type.

Incomplete Message: - If we check this then if any of the mandatory field is missing then system will not
allow saving the sales document. If uncheck this even if some mandatory fields are missing in sales document
then system will allow to save.

Variant (Transaction variant): - It will help to control the fields in sales document i.e. mandatory or optional
or display or suppress.

The T-code to create variant is [SHDO]

Shipping

Delivery Type: - Whatever the delivery type we maintain here system by default takes it while creating
delivery document.

+ Standard delivery type is “LF”

+ Return delivery type is “LR”

+ Cash sale delivery type is “BV”

+ Delivery without order reference “LO”
+ STO delivery type is “NL”

+ STO return delivery type is “NLR”

+ Intercompany STO is “NLCC”

+ Intercompany STO return is “NCR”

Immediate delivery: - We use this field only for “CS” and “RO”. If we maintain ‘X’ then while creating sales
order system automatically creates delivery in the background.

In immediate delivery we can maintain either A or X.

If we maintain A then system will not check whether stock is available or not and system will create delivery
automatically.

If we maintain X and if stock is available then system will create delivery automatically in the background.

Deliver block: - If we maintain this field then order will be automatically blocked for delivery and system will
not allow creating delivery for that order. An authorized person has to release the block then only system will
allow to create delivery.
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Shipping condition: - This field is one of the parameter to determine the shipping point in sales document. If
we maintain shipping point here then system over right the shipping condition in customer master while
determining shipping point into sales document.

We use this field only for “CS” and “RO” document types and maintain “10” (immediate).

Delivery related billing type: - if we maintain billing type here then system by default create invoice. If the
document type is delivery related billing then maintain in delivery related billing

Ex.-OR, RO, CI, DS ------ delivery related
RE, CS, CONR, CR, DP, RK ----- order related billing types
QC, WK1, WK2, FD, SDF, CF, CP, IN, QT ------ not related for billing

The Standard billing type is “F2”

Cash sale billing type is “BV”

Return billing type is “RE”

Credit memo billing type is “G2”

Debit memo billing type is “L2”

Invoice cancellation type is “S1”

Return invoice / Credit memo cancellation S2”
Performa invoice order related “F5”

Performa invoice delivery related “F8”

FrEEErErErEEF

Intercompany billing type is “IV”

Intercompany billing is a sale between two company codes of the same company
Performa invoice is a dummy invoice which will not post the values into accounting.

Billing Block: - If we maintain this field then the order will be automatically blocked for billing and an
authorized person has to cross check and release the block then only system will also to create invoice.

In standard RE, CR, DR, RK will have billing block.

Condition_type line_item: - We have two types of condition types to determining product cost into sales
document.

i) EKO1 i) EK02
We use EKOL1 if the selling price is totally depended on cost.
We use EKO?2 if the selling price is totally not depended on cost.

Billing plan type: - We have two types of billing plan

+ Periodic billing
#+ Mile stone billing

1. Periodic billing is billing on regular intervals. Ex. - monthly billing (Service and rental contracts)
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2. Mile stone billing is activity based billing i.e. billing based on work done. Ex. — Construction industry &
project industry (Railway).

Lead time in days: - If we maintain lead time in days here, then it over right RLT in material master while
performing delivery scheduling.

Propose delivery date: - If we check this then system will propose today date as requested delivery date in
sales document. If we uncheck this system will not propose request delivery date in sales document.

Propose PO date: - If we check this system will propose today as PO date, if we uncheck this system will not
propose PO date in sales document.

Date Type: - This field controls how the requested delivery date should appear in sales document i.e. day wise,
week wise, month wise. If we maintain 1 then day wise, 2 week wise, 3 month wise etc.

“"Real-time Scenarios (client’s Requirements) for Sales Document types”

1. For dealers & distributors system should allow creating order directly but for institute customer and
direct customer system should not allow creating order directly.

2. Clients requirement is system should not allow duplication of sales order.

3. Client is having BOM material but system should not display the components in sales order.
4. Each sales order should consists of same division products.

5. System should not allow the user to change payment and Inco terms in sales document.

6. My user is confusing between two documents types instead of one document type he is creating sales
order with another document. How to give solution?

7. Client Requirement is after creating sales order by user, the order will be sent to authorize person to
release. Then only system should allow creating delivery and invoice.

8. Client requirement is they want to configure automatic credit check.
9. While creating sales order if order is incomplete then system should not allow saving the sales order.

10. While creating sales order without reference to QT system should check whether if any quotation
(open) is existing for same customer or not?

11. While creating sales order system should determine immediate shipping point and delivery should
created automatically.

12. The selling price of product should be totally depended on the product cost.

13. Client requirement is for some orders, they promise delivery dates and for some orders they won’t
promise delivery dates. How to configure this

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 118



www.praveensapsdtraining.com

Item Categories Controls

Item category controls the line item data of sales document.

The T-code to define item categories is [VOVT7].

Path §PRO S&D Sales sales document sales document item define item categories select standard and click

on copy create new item categories.
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Doc Doc Item Schedule Delivery
Types Type Category ItemCat LineCat Type Billing Type
S.NO Transaction (vOov8) Controls (VOV7) Group (vove) (OVLP/OVLP) (VOFA)

1 Inquiry IN A AFN NORM AN or AT - -

2 Quotation Qr B AGN NORM BNorBT - FS

3 Order OR C TAN NORM CPorCN LF F2

4 Rush Order RO C TAN NORM CPorCN LF F2

5 Cash Sales (6 (& BVN NORM DN BV BV

6 Return Order RE H REN NORM - LR RE

7 Credit Memo Req CR K G2N NORM - - G2

8 Debit Memo Req DR L L2N NORM - - L2

9 Invoice Correction Req RK K G2N NORM E - G2
10 Free Of Charge FD | KLN NORM CPorCN LF F8
11 Subsequent Del Free Of Charge SDF | KLN NORM CPorCN LF F8
12 Consignment Fill Up CF C KBN NORM El LF F8
13 Consignment Issue Cl 5 KEN NORM C1 LF F2
14 Consignment Returns CONR H KRN NORM DO LR RE
15 Consignment Pick Up cp H KAN NORM F1 LR -
16 Quality Contract Qc G KMN NORM - - -
17 Value Contract General WK1 G WKN NORM - -

Value Contract Material

18 Specific WK2 G WKN NORM - -
19 Scheduling Agreement DS E LPN NORM CPorCN LF F2
20 Free Goods - - TANN NORM CPorCN -
21 STO - - NLN - NN NL F2
22 STO Returns - - NLRN - NR NLR RE
23 Inter Com. STO - - NLC - NC NLCC v
24 Inter Com. STO Returns - - NCRN - NS NCR [\
25 BOM Header Pric Main Item - - TAQ ERLA CPorCN - -
26 BOM Header Pric Sub Item - - TAE NORM CcT - -
27 BOM Item Pric Main Item - - TAP LUMF cT - -
28 BOM Item Pric Sub Item - - TAN NORM CPorCN - -
29 Material Det Header Pric Main - - TAX PSHP CX - -
30 Material Det Header Pric Sub - - TAPS PSEL PP - -
31 Material Det Item Pric Main - - TAPA PSA1 CcD - -
32 Material Det Item Pric Sub - - TAN PSA2 CPorCN - -
33 Third Party Process - - TAS BANS cs - -
34 |PO Process - - TAB BANC CB - -
35 MTO Process - - TAK 0001 CPorCN - -
36 Variant - - TAC 0002 CPorCN - -
37 Third Party Returns - - TASG BANS cS - -
38 Textltem - - TATX - - -
39 Value Item - - TAW - - - -
40 Service Item Cat - - TAD - - -

41 Cross Selling - = = = s
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Scenarios

BOM header pricing
Computer——»  [TAQ]

Here Computer is a main item and other is component.

—— CPU —» [TAE] Main item means computer has pricing i.e. Rs. 16000/-

L i but th icing i.e. Rs. 0/-
Momtor_’ [TAE] ut component has no pricing i.e. Rs. 0/

——  Key board—» [TAE]

——  Mouse — [TAE]

BOM Item pricing

Computer [TAP] Here Computer is a main item and other is component.

‘ CPU — [TAN] Main item means computer has no pricing i.e. Rs. 0/- but component

| I Momtor_> [TAN] has pricing i.e. CPU Rs. 8000/-

——  Key board—» [TAN]

——  Mouse — [TAN]

Material determination header pricing

Y —»[TAPS]

Material determination item pricing
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Item category Controls screen

Change View "Maintain Item Categories": Details

ltern category (TAN | |Standard Item \

Business Data

ltem Type | Business ltem
Completion Rule | Sched.Line Allowed
Special Stock [ ] [ item Relev.for Div
Billing Relevance '°‘, [[]Returns

Billing Plan Type | ] [¥] Wahtivol Relevant
Billing Block Credit active
Pricing (] Determine Cost

Statistical value

Revenue Recognition
Delimit. Start Date

General Control -~
[] Autom.batch determ. [(JRounding permitted []order gty =1

Transaction Flow

Incompletion Proced. |20 Standard Item Screen Seq.Grp N |
PartnerDetermProced. [N | Standard ltem

TextDetermProcedure E‘ Sales item Status Profile |

Item Cat.Stats.Group 1 Order, dehit memo [] Create PO Automatic.

Bill of Material/Configuration
Config. Strategy | ]
Mat. Variant Action {
ATP material variant [
|
|

[[Jvariant Matching

Create Delivery Group
[(IManual Alternative
Param. effectivities

Structure scope
Application

Value Contract
Value contract matl
Contract Release Ctrl

Service Management
Repair proced. \

Control of Resource-related Billing and Creation of Quotations_V,,.»--""'
Billing form | DIP Prof.
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Item type: - This field specifies the functioning of the line item. i.e. whether the item is normal item (standard
item) or Text item or value item or packing item.

Standard or Normal item: - It is the item which is sold to customers.

Text item: - It is the item which consists of some information and which we deliver to customers along with the
main product and which we never sell to customer. Ex. - User manual, catalogue, booklet etc.

Value item: - It is an item which consists of certain value and which is delivered to customers and which we

never sell to customer. Ex. — Gift voucher etc.

Package item: - It is the item which is used to pack the main item. Ex. — cold drink bottle, Gas cylinder, etc.

Business Item: - This field controls whether to change the business data at item level or not. If we check this
then system will allow changing the business data at item level. If we uncheck this system will not allow to
change the business data at item level. The business data at item level will be disabled

Business data is the data, which copies into sales order from sales, shipping, billing Tab’s of customer master.
The table for business data is [VBKD].

Completion rule: - This field controls when the status of line item should be completed.

4+ For inquiry “AFN” completion rule is “A” (item is completed with the first reference).
+ For quotation “AGN” completion rule is “B” (item is completed after full quantity has been referenced.

+ For quantity contract “KMN” completion is “C” (item is completed after the target quantity is fully
referenced)

4+ For value contract “WKN” completion rule is “E” (item is completed after full target value is
referenced).

between sales document to sales document and completion rule is not

applicable between sales documents to delivery document. That is the reason TAN does not have
completion rule.

Schedule line allowed: - This field controls whether to determine schedule line tab into sales document line
item or not.

If we check this then only schedule line tab will be determine into sales document line item.

If we uncheck this then schedule line tab will not be determined.

The below item categories will have schedule line allowed uncheck:-

G2N, L2N, KMN, WKN, TATX
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Special stock: - We have two types of special stocks:
1) Consignment stock “W” (indicator)
i) Make to order stock “E” (indicator)

TAK item category will have special stock indicator “E”. This controls while creating sales order, system will
consider only sales order stock, and system will not consider unrestricted stock.

Order (20010
X-100 TAK > Production
Finished goods
Delivery =————
Customer & X200

Invoice

TAB item category (IPO process) will also have special stock indicator as “E”

®
P:Ri

PO

[ Vendor

Individual Purchase Order(IPO) Business Process

@

Delivery

=3

®

Vendor Invoice

w R ==

Customer

In IPO process when we receive the stock from vendor the stock will be reserved to particular sales order
number. Special stock indicator “E” controls that while doing delivery in IPO process, system will consider
sales order stock; system will not consider unrestricted stock.

Consignment issue KEN}
. “W” indicator (Consignment Stock)
Consignment Return KRN
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KEN — “W”: - This field control that while doing delivery in consignment issue the stock will be reduced from
consignment stock.
KRN “W”: - This field controls that while doing return delivery in consignment return the stock will be added

to consignment stock.

Item relevant for delivery: - This field is only applicable for text item or value item. This field is not
applicable for standard item. If text item and value item is relevant for delivery then check this field.

Billing relevance: - This field controls whether item is relevant for billing or not and it also controls whether
item is order related billing or delivery related billing.

4+ The below item categories are not relevant for billing:-
= [AFN, AGN, WKN, KMN, TATX, KLN, KBN, KAN]

4+ The below item categories are delivery related billing: -
o [TAN-‘A’, KEN-‘A’, TAB-‘A’, TAK - ‘A’, TAQ — ‘A’, TAX — ‘A’]

4+ The below item categories are order related billing: -

o [REN-‘B’, KRN - ‘B’, BVN — ‘B’, G2N — ‘C’ (order related billing status according to target
guantity), L2N — C’]

Q. Why G2N and L2N billing relevance is “C”.
Ans. Because for G2N and L2N schedule line allowed is uncheck, if schedule line allowed is uncheck then
system consider quantity as target quantity.

Third party process

> The billing relevance for TAS is “F” (order related billing status according to invoice quantity).(MIRO)

INVOICE

Customer

Third Party Business Process - With Out Shipping Notification
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> Billing relevance “F” controls that while creating invoice to customer in third party process system
checks whether MIRO is created or not. If MIRO is created then only system will allow creating
invoice to customer.

> Billing relevance “D” (relevant for Proforma invoice)

In free of charge delivery and consignment fill up even though the process is not relevant for billing, in India
scenario we have to raise proforma invoice while delivering goods to customer. For Proforma invoice billing
relevance is “D”.

> Billing relevance “K” (delivery — raised invoice for partial quantity)

We use billing relevance “K” if we want to create partial invoice to single delivery.

In third party process we can also use “G” (with shipping notification).(MIGO)

MIGO

Shipping
Motitfication

or
Delivery Challan

= ma ®E g

| C
."l
Customer

Third Party Business Process - With Shipping Notification

Billing relevance “G” controls that while creating invoice to customer in third party process system checks
whether MIGO has been created or not. If MIGO is created then only system will allow creating invoice to
customer.

Returns: - This field controls
=+ Whether item is delivering to customer or coming back from customer.
+ it controls the accounting entry at the time of invoice.

If we check this then system will treat as return item and while creating invoice the accounting entry is

Revenue Account Debit

TO

Customer Account Credit
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The below item categories will have return check
REN, KRN, G2N and KAN

Any document types if document categories are “H” or “K” for those item categories we have to check return.

Billing plan type: - If we maintain billing plan type for item category then it will be applicable to particular
line item in the sales document. If we maintain billing plan type in document types then it will be applicable to
total document.

Weight / volume relevant: - If we check this system will calculate the wait and determine it into sales
document line item.

Billing block: - If we maintain billing block here then it will be applicable to particular line item in the sales
document.

Credit active: - This field controls whether to update the line item value into credit management or not. If we
check this then only the item value will be update in credit management.

The below items will have credit active uncheck.

AFN  REN KMN KBN TAPS AGN KRN KLN KAN TAP BVN WKN

The below item categories will have credit active check.

T

Q. Client Requirement is any customer if he purchase slow moving item system should not update the value in
credit management. How to configure this?

2N TAE TATX

AN TAS TAX TAK TAB L2N TAQ

Pricing: - This field controls whether item is relevant for pricing or not. It also controls whether item is
relevant for normal pricing or free goods pricing (100% discount)

+ If the item is not relevant for pricing then maintain ‘Blank’
4+ If the item is relevant for pricing then maintain ‘X’

+ [fthe item is relevant for 100% discount then maintain ‘B’

NoOSEEERNRIIENGEIENSY TATX, KLN, KBN, KAN, TAE, TAP, TAPS, TAPA

FOEEERTNEIEIeRY  AFN, AGN, TAN, BVN, REN, G2N, L2N, KRN, KEN, WKN, KMN, LPN,
TAQ, TAX,
TAK, TAB, TAS

Relevant for free { TANN
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Statistical value: - If we maintain this field then the line item value will not have any effect on net value. The
line item value will become inactive.

Ex. — In BOM header pricing system will not determine pricing for components, Because TAE is not relevant
for pricing. If management is asking report on component sales then we have to go to item category TAE and
maintain pricing “X” and also statistical value “X” then system will determine pricing for component but it
does not have any effect on total document value.

Determine cost: - This field is a prerequisite to determine cost into sales document. If we check this then only
cost will be determine into sales document i.e. “VPRS’ condition type will be determined into sales document.

Automatic batch determination: - If we check this the batch number will be automatically determine into
sales document in line item.

Rounding Permitted: - If we check this, and if order quantity is in decimals then system will round off the
decimal quantities to the nearest number.

Order quantity = 1: - If we check this system will restrict each line item quantity to 1.

Status profile: - If we maintain status profile in document types then it will be applicable to total document. If
we maintain status profile in item category then it will be applicable to particular line item in sales document.
(Generally we will not maintain status profile in line item in real time).

Create PO automatic: - In third party process and IPO process while creating sales order system
automatically generates “PR”, but if we check this system automatically generates purchase order “PO” (If we
want automatic PO in third party process along with ALE data for purchase order we have to check this).

Value contract material: - This field will be maintained only for WKN item category. In this we maintain
some dummy material which will be determined into value contract general document; because value contract
general is not specific to 1 material and without material we cannot create a line item.

Contract relevance control: - This field controls how system should response if the release order value
exceed contract value i.e. to give warning message or error message or no message.

Structure scope: - This field controls whether to explode BOM or not and it also controls whether to explode
single level BOM or multi level BOM.

4+ If we want to explode single level BOM then maintain “A”
+ If we want to explode multi level BOM then maintain “B”.
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These are main item category fields which will help to differentiate between two item categories: -

*Item type, *Completion rule, *Billing relevance, *Credit active, *Pricing, *Structure scope, *Special stock,
*Schedule line allowed, *Returns

Difference Between Item categories and Sales Document Types

TAQ

Price
Billing EI

L2N

Billing relevance
Schedule line aml:|

TAB

Special stock EI
Billing relevance IEI

GIN

Billing relevance

TAP

TAN

Structure Scope I:I

EEN

Special Stock | w |

TAP

TAQ
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BVN AFN AGN

TAN
Credit Check I:I Complefion rule IZI
Billing relevance

BEN EAN EEN GIN

Pricing [ ] Scheduling allowed ]
Billing relevance I:I Billing relevance
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Difference Between Sales Document Types

RO C8 N QT

Delivery type EI

Probability E
Billing type IEI Dovument category III

FXK CE CR DE

Indicator [ D | [ ] Billing type EX
Ref mandatory IEI I:I Documernt Category IZI

FD DF WE1 WE2

2]

Screen sequence group differ Fereen sequence group differ

]

Ref Mandatory I:I

Real Time Scenarios (Client Requirements) for Item Categories

1. The client’s requirement is system should allow referring quotation only once.

2. System should not allow changing the customer data in sales document item level.
3. System should display the price of BOM components in BOM header pricing.

4. For slow moving items system should not update the values into credit management.
5. There are some high value materials for which system should not display the cost.

6. While creating return invoice system is generating account entry ie.

Customer Account Debit
TO

Revenue Account Credit
which is wrong. Where is the problem?

7. In third party process client wants to generate PO automatically.
8. While doing free of charge process system should allow to create Performa invoice.
9. Client wants to do third party process with shipping notification.

10. Client wants to determine immediate shipping point in cash sale process.
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Item categories determination

It will help to determine item categories in sales document. Without item category system will not allow to
create sales document.

T — code for item categories determination is [VOV4].

Path SPRO S&D Sales sales document sales document item assign item categories

Item categories determine based on below combination:

1. Sales document type A
2. Item category group

3. Item usages '
4. Higher level item categories !

1. Sales document type: - It is one of the parameter to determine item category in sales document.
Ex.- IN - AFG, QT — AGN, OR - TAN.......

2. ltem category group: - We have this field in material master sales org 2 view.

+ The standard item category group is “NORM”.
4+ Third party item category group is “BANS”.

+ [IPO item category group is “BANC”.

+ Make to order item category group is “0001”

4+ BOM (Bill of material) — Header Pricing ERLA
+ BOM - Item pricing — LUMF

We use item category group if we want to determine different item category for the same document
type (Material wise).

Material wise if we want differentiate item category then we use the field item category group.

Document Type OR OR OR OR OR OR
Item categories group NORM BANS BANC 0001 ERLA LUMF
Item usage

Higher level item categories

Item categories TAN TAS TAB TAK TAQ TAP
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Real Time Scenario

Client requirement is any customer if he purchases slow moving item system should not update the value
into credit management. How to configure this?

Solution
1 step  Copy TAN to YTAN and in YTAN make credit active uncheck

2_nOI step Define new item category group SPRO S&D sales sales document sales document item define item
category group go to new entries and create own item category group (ZORM)

3_rOI step  Then go to slow moving item material master and item category group as ZORM

4_th Step Go to item category determination (VOV4) and assign item category YTAN to the combination of
OR and ZORM.
Now create one order and mention normal item and slow item.

3. Item usage: - System considers item usage for the below scenarios: -
1) Whenever sub item is automatically determining into sales document other than BOM. Ex. - Free goods,
material determination, cross selling and Batch split.
#+ Free goods usage is “FREE”
Material determination usage is “PSHP” — for header
item Material determination usage is “PSEL” — for sub item
Material determination usage is “PSA1” — for item pricing

Material determination usage is “PSA2” — for sub item

- & = & ¥

Cross selling usage is “CSEL”
+ Batch split usage is “CHSP”

ii) System considers item usage if we want to determine different item category for the same combination
of document type + item category group
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Ex.- Material determination header pricing

Order (OR)
X —>TAX » Document type - OR
|_ y Item category group — NORM
Item usage — PSHP
Higher level item categories - Blank
TAX
In normal order = Document type — OR

Item category group — NORM
Item usage — Blank

Higher level item categories - Blank
TAN

In this scenario for both normal order and material determination header pricing order, we use same
combination of document type (OR) and item category (NORM) but system triggers different item category
because of using item usage (PSHP) for material determination header pricing. That’s the reason we get item
category TAX for material determination header pricing and TAN for normal order.

Ex.- Material determination item pricing

Order (OR)
X ————>TAPA » Document type — OR
I_ v Item category group — NORM
Item usage — PSA1
Higher level item categories — Blank
TAPA
In normal order = Document type — OR

Item category group — NORM
Item usage — Blank

Higher level item categories - Blank
TAN
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4. Higher level item category: - System consider higher level item category to determine item category for

sub item.

Ex. — BOM, Free Goods, Material determination, cross selling.

BOM header pricing

Computer——»  [TAQ]

CPU —» [TAE] —— OR Document type - OR
Monitor_> [TAE] NORM I;em category group : ERLA
Key board—» [TAE] Item usage .
Mouse —> [TAE] TAQ Hjgher level item categogy ----
TAE TAQ

Here higher level item for sub item is computer so for TAE we mention TAQ as higher level item category
and for TAQ no higher level item.

Multi level BOM header pricing

Computer——— > [TAQ]

Mouse —> [TAE]
Monitor__ [TAE]
Key board— [TAE]

CPU —» [TAE]

|_ RAM — TAE — » OR

|— Hard disk — TAE

NORM

TAE  (Here TAE for CPU)
TAE
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\— Mouse —»  [TAN]—— OR

——  Monitor__,, [TAN] NORM
- Key board—» [TAN] = ——
—— CPU —» [TAN] T4P
TAN
Manual Free Goods: -
Order (OR)

X —FTAN

L‘l" ——# TANN —

Document type — OR
liem category group — NORM
Jtem usage— *
Higher level item categories - TAN
TANN

* For manual free goods system will nof consider item usage

* Document type - OR
Ttem category group — NORM
Ttem usage - Blank
Higher level item categories - Blank
TAN
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Automatic Free Goods: -

Order (OR)
X —*TAN

» Document type - OR
| v TANN — Item category group — NORM

Item usage - Blank

Higher level item categories - Blank

TAN
Document type — OR
Item category group — NORM
Item usage — FREE
Higher level item categories - TAN
TANN
137
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Order (OR)

X —»TAN

» Document type - OR
| Y TAN Item category group — NORM

Item usage - Blank
Higher level item categories - Blank
TAN
Document type — OR
Item category group — NORM
Item usage— CSEL
Higher level item categories - TAN

TAN
Ex.- Material determination header pricing
Order (OR)
X > TAX » Document type - OR
| v TAPS — Item category group — NORM

Item usage — PSHP
Higher level item categories - Blank

TAX

Document type — OR

Item category group — NORM
Item usage — PSEL
Higher level item categories - TAX

TAPS
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Ex.- Material determination Item pricing

Order (OR)
X ——"TAPA

|—Y —> TAN  —

Document type
Item category group
Item usage

Higher level item categories

OR

NORM

PSA2

TAPA

TAN

* Document tbype- OR

Item category group — NORM

Item usage — PSAI

Higher level item categories - Blank

TAPA

In item category determination we have 11 manual item categories. The manual item category will
help to change the item category manually in sales document.

Item category determination scenario

1% Scenario

Item category determination based on document types

Document
type

IN

QT OR Ccs

RO

RE

CR

DR

RK FD

Item
category

group

NORM

NORM | NORM | NORM

NORM

NORM

NORM

NORM

NORM | NORM

Item
usage

Higher
level item
categories

Default
item
category

AFN

AGN TAN BVN

TAN

REN

G2N

L2N

G2N KLN
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Document type SDF QC WK1 WK2 DS CF C1 CONR |[CP
Item category group | NORM | NORM |NORM [ NORM | NORM |NORM [NORM [NORM | NORM
Item usage
Higher level item
categories
Default item KLN KMN WKN WKN LPN KBN KEN KAN
category
2" Scenario
Item category determination only based on item category group

Standard Third party [IPO Make to BOM BOMitem

Order header
Document type OR OR OR OR OR OR
Item category group NORM BANS BANC 0001 ERLA LUMF
Item usage
Higher level item categories
Default item category TAN TAS TAB TAK TAQ TAP
140
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Item category group will help to determine different item category, material wise for the same document
type.

3" Scenario
Item category determine based on higher level item

category i) Manual free goods (Sub scenario)

System consider higher level item. Whenever system is determining item category for sub item.
Manual free goods (OR)
Manual free goods (OR)

70| Vaxin 1500  TAN L
11| Vaxin 100 TANN
l OR
NORM
OR o
NORM L
TAN TAN
TANN

Q. How systems determine item categories for manual free goods item?
Ans. OR + NORM + no usage + TAN = TANN

Q. Clients requirement is system should not allow the users to enter free goods manually into sales

document. Ans. Delete the combination of OR + NORM + Blank + TAN = TANN.

i) BOM header pricing (sub scenario)

Computer——— >  [TAQ] l
— CPU — [TAE] — > OR Document type R OR
——  Monitor—> [TAE] NORM te,; category group : ERLA
—  Keyboard™* [TAE] tem usage R
——  Mouse — [TAE] TAQ digher level item category ——--

_TAE TAQ
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iif) BOM Item pricing (sub scenario)

v
o
Puj

Computer—— »  [TAP]

—— Mouse —> [TAN] » OR LUMF
L——  Monitor _ [TAN] NORM e
—>

—— Keyboard—» [TAN] oo e

L CPU —» [TAN] TAP TAP

TAN

v) Multi__level BOM header
pricing _ _ _ __ _ _ _

Computer——— » [TAQ]

——  Mouse — [TAE]
- Monitor_» [TAE]

———  Key board—» [TAE]

| CPU —» [TAE]
RAM —» TAE — » OR

|— Hard disk — TAE NORM

TAE (Here TAE for CPU)
TAE
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v) Multi level BOM item pricing

Computer——— »  [TAP] ¢
L Mouse— [TAN] ) ] oR
L——  Monitor [TAN] LUMF

—> \ ZTAN (Copy TAN and OR Blank
| Keyboard_—, [TAN] create new ZTAN) NORM Blank
BLANK TAP
____ CPU —» [TAN] TAP
RAM —» TAE — , OR ZTAN
L Hard disk —» TAE NORM
ZTAN
TAE

A" scenario

Item cateqgory determination based on item usage

i) System considers item usage whenever sub item is automatically determining into sales document other
than BOM.

Ex. Free goods (usage — FREE), cross selling (CSEL), material determination header item (PSHP) Sub item
(PSEL), material determination item pricing header (PSA1) sub item (PSA2), Batch split (CHSP).

Ex for item usage is : Automatic free goods

Order (OR)

X ——TAN cument type - OR
| Y TANN Item category group — NORM
Item usage - FREE

Higher level item categories - TAN
TANN
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Ex for Cross selling: -
Order (OR)

X —>TAN Document type - OR

| v TAN %category group — NORM
Item usage - CSEL

Higher level item categories -TAN

TAN
Ex.- Material determination header pricing
Order (OR)
X ——>TAX » Document type -OR
| v TAPS — Item category group — NORM
Item usage — PSHP

Higher level item categories - Blank

TAX
Document type — OR
Item category group — NORM

Item usage — PSEL
Higher level item categories - TAX

TAPS

Ex.- Material determination Item pricing
Order (OR)
X ———>TAPA > Document type -OR
| y AN — Item category group — NORM
Item usage — PSA1

Higher level item categories - Blank
TAPA
Document type — OR
Item category group — NORM
Item usage — PSA2
Higher level item categories - TAPA
TAN
* Item usage will be considered automatically by the system, but one place we can control item usage

manually i.e. CMIR.
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i) System considers item usage whenever it determine different item category for the same combination of
document type and item category group.

Ex  while determining TAX (Material determination header pricing —header item)

Order (OR)
x FTAX * Document fype - OR
| v Jtem category group — NORM
ftem usage — PSHFP

Higher level ifem cafegories - Blank

TAX
Ex - TAPA (material determination ifem pricing — header ifem)
Order (OR)
x > TAPA ¥ Document fype - OR
| v TAN Jtem category group — NORM
Jem usage — PEAI

Higher level ifem categories - Blank
TAFPA

Client requirement

If some customers purchase slow moving item, system should not update the value into credit management.
Solution:-
Step1 copy TAN to YTAN and uncheck credit active in YTAN.

Step 2 Create new item usage, Path SPRO S&D sales sales document sales document item define item
category usage go to new entry and create own item usage (Q111) save it.

Step3  Maintain CMIR for those customer & materials,

Path go to VD51 maintain new item usage put customer no. i.e. 711 or 712 maintain material
QVALL, QVAL2, QVAL3 put material no. i.e. Q1, Q2, Q3 enter Q111

Step 4 Item category determinations, path VOV4 go to new entries OR NORM Q111 no higher level YTAN
save it

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 145



www.praveensapsdtraining.com

Schedule line Cateqories

> The table for schedule line data is [VBEP].
> Schedule line data consists of delivery dates and confirmed quantities.
> Schedule line data will be controlled by schedule line categories.

The T-code to define schedule line category is [VOV6]

Path for defining schedule line categories:

SPRO S& D sales document sales line define schedule line categories
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Doc Doc Item Schedule Delivery
Types Type Category ItemCat LineCat Type Billing Type
S.NO Transaction (vOov8) Controls (VOV7) Group (vov6)  (OVLP/OVLP) (VOFA)

1 Inquiry IN A AFN NORM AN or AT - -

2 Quotation Qr B AGN NORM BNorBT - FS

3 Order OR C TAN NORM CPorCN LF F2

4 Rush Order RO C TAN NORM CPorCN LF F2

5 Cash Sales CS (2 BVN NORM DN BV BV

6 Return Order RE H REN NORM - LR RE

7 Credit Memo Req CR K G2N NORM - - G2

8 Debit Memo Req DR L L2N NORM - - L2

9 Invoice Correction Req RK K G2N NORM - - G2
10 Free Of Charge FD | KLN NORM CPorCN LF F8
11 Subsequent Del Free Of Charge SDF | KLN NORM CPorCN LF F8
12 Consignment Fill Up CF C KBN NORM E1l LF F8
13 Consignment Issue Cl C KEN NORM C1 LF F2
14 Consignment Returns CONR H KRN NORM DO LR RE
15 Consignment Pick Up cP H KAN NORM F1 LR -
16 Quality Contract Qc G KMN NORM - - -
17 Value Contract General WK1 G WKN NORM - -

Value Contract Material

18 Specific WK2 G WKN NORM - -
19 Scheduling Agreement DS E LPN NORM CPorCN LF F2
20 Free Goods - - TANN NORM CPorCN -
21 STO - - NLN - NN NL F2
22 STO Returns - - NLRN - NR NLR RE
23 Inter Com. STO - - NLC - NC NLCC v
24 Inter Com. STO Returns - - NCRN - NS NCR \Y)
25 BOM Header Pric Main Item - - TAQ ERLA CPorCN - -
26 BOM Header Pric Sub Item - - TAE NORM CcT - -
27 BOM Item Pric Main Item - - TAP LUMF cT - -
28 BOM Item Pric Sub Item - - TAN NORM CPorCN - -
29 Material Det Header Pric Main - - TAX PSHP CcX - -
30 Material Det Header Pric Sub - - TAPS PSEL PP - -
31 Material Det Item Pric Main - - TAPA PSA1 cD - -
32 Material Det Item Pric Sub - - TAN PSA2 CPorCN - -
33 Third Party Process - - TAS BANS cs - -
34 |PO Process - - TAB BANC CcB - -
35 MTO Process - - TAK 0001 CPorCN - -
36 Variant - - TAC 0002 CPorCN - -
37 Third Party Returns - - TASG BANS cs - -
38 Textltem - - TATX - - -
39 Value Item - - TAW - - - -
40 Service Item Cat - - TAD - - -
41 Cross Selling - - - - -
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*In material master if we maintain MRP type as [PD] then system determines schedule line category as
G(CP77.

* If we maintain MRP type as [ND] then system determines schedule line category as “CN”".

Delivery Block: - If we maintain delivery block in document types then it will be applicable for all data. if
we maintain here then this block will be applicable to particular schedule line in sales document line item.

Movement Type: - Every physical movement of goods, requires movement type information.

Movement type will have two effects: -

It specifies from where goods are moving to where (stock updating).
% |t controls whether to generate inventory accounting document or not.

System considers movement type at the time of PGI. Whenever we do PGI system updates the stocks and
inventory accounting document generates. These two activities happen with the help of movement type.

Movement Types & Effects

Post Goods Issue:-

Scheduling line category Movement Type

CP 601

Effect: 1. Stock will be reduced from unrestricted stock

2. Inventory accounting document generates.

Cost of goods sold A/c Dr.
To, Inventory AlC........ Cr.

.Returns:-

Scheduling line category Movement Type

(In case of damage stock) DN 651 (adding the stock to return stock)

Effect: 1. Stock will be added to return stock.
2. Inventory accounting document will not be generates
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Returns-Over Delivery:-

Scheduling line category

Movement Type

(In case of dumping stock) DN

Effect: 1. Stock will be added to unrestricted stock.

2. Inventory accounting document generates.

To, COGS Alc

[ Inventory Alc........

Returns-Quality Inspection :-

653 (adding to unrestricted stock)

Scheduling line category

Movement Type

(In case of defect stock) DN

Effect: 1. Stock will be added to quality inventory stock.

2. Inventory accounting document will be generates.

Inventory Alc .......
........ Cr.

To, COGS Alc

655 (adding stock to quality stock)
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Returns-Blocked Stock:-

Scheduling line category Movement Type

(In case of expiry stock) DN 657  |(adding stock to block stock)

Effect: 1. Stock will be added to blocked stock.

2. Inventory accounting document will be generates.

Inventory Alc ........ Dr.
To, COGS Alc........ Cr.

Movement type for reserve PGl —[602]

Effect: 1. Stock will be added to unrestricted stock.

2. Inventory accounting document will be generated.

Inventory Alc ........ Dr.
To, COGS Alc........ Cr.

* The T- code for reverse PGl is [VL09]

Schedule line category for consignment fill up (E1)

Scheduling line category Movement Type

El 631

Effect: 1. Stock will be reduced from unrestricted stock and it will add the stock to consignment stock.

2. Inventory accounting document will not generate.
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Schedule line category for consignment issue (C1)

Scheduling line category Movement Type

| c1 | 633
Effect: 1. Stock will be reduced from consignment stock.

2. Inventory accounting document will be generate.

COGS Arlc......... Dr.
To, Inventory Alc.......Cr.

Schedule line category for consignment return (D0O)

Scheduling line category Movement Type

| Do | 634
Effect: 1. Stock will be added to consignment stock.

2. Inventory accounting document will be generate.

Inventory Alc......... Dr.
To, COGS Alc......Cr.

Schedule line category for consignment Pick up (F1)

Scheduling line category Movement Type

F1 632

Effect: 1. Stock will be reduced from consignment stock and stock will be added back to
unrestricted  stock.

2. Inventory accounting document will not be generated.
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STO (Stock transfer order)

> “Transferring the stock from one plant to another plant.”

Supplying Supplying [Supplying ]
Plant Plant Plant
\ : V.
D el?’very@ PO D eflver}@

PO W.R To PO ReturngDelivery

W.R To PO
@ & @ No MIGO
MIGO @ | ReturnMIGO
/A J T Return|PO ’f
Receiving Recelving e
Plant eceiving
Plant
Plant

STO 2 STEP | STO1STEP | STO Returns

In STO we have two types:
) STO 2 step
i) STO 1 step
In Indian scenario we never use STO 1 step.

Process of STO 2 step:-

1™ step  Receiving plant raises PO of X —Material | 200-Quantity to supplying plant

p"d step when we do delivery in supplying plant, then stock will be reduced from supplying plant and stock
will be displayed as stock in transit in receiving plant.

Brd step when the goods actual reached at receiving plant, then we do MIGO. Then stock in transit will be
converted into actual stock.

STO one step Process:-

Schedule line category for STO is (NN)

Scheduling line category Movement Type

NN 641 [Two step

Effect: 1. Stock will be reduced from supplying plant and stock will displayed in transit at receiving plant.

2. Inventory accounting document will generate.
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Stock inward movement A/c Dr.
To, stock outward A/c........ Cr.

Schedule line category for STO is (NN)

Scheduling line category  |[Movement Type

NN 647  |One step

Effect: 1. Stock will be reduced from supplying plant and stock will be added in receiving plant.

2. Inventory accounting document will generate.

Stock inward movement A/c Dr.
To, stock outward A/c........ Cr.

STO return:-

Schedule line category for STO return is (NR)

Scheduling line category Movement Type

NR Two step | 671 677 |One Step

Intercompany STO:-

Schedule line category for intercompany STO is (NC)

Scheduling line category Movement Type

NC Two step| 643 645 [One Step

Intercompany STO return:-

Schedule line category for intercompany STO return is (NS)

Scheduling line category Movement Type

NS Two step| 673 675 | One Step
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Item relevant for delivery: - This field controls whether item is relevant for delivery or not. If we check then
item is relevant for delivery.

“CT” schedule line category will have item relevant for delivery and CT schedule line category doesn’t
have movement type i.e. this item will be determined into delivery document as a dummy item and
stock will not be reduced.

Order Type: - We use this field only for “CS” and “CB” i.¢. for Third party and IPO.

We maintain (order type [NB]) in this field.

Order type “NB” will help to generate purchase requisition automatically in the back ground, while
creating sales order in third party process and IPO process.

\<z & CB (order type [NB])
R

Item category: - Item category will be used only for “CS” (third party) and “CB” (IPO).

Order

The purpose of item category in schedule line category is, like sales document, MM documents also
require item category.

While creating PR manually user will maintain item category manually in purchases requisition.

But in Third party process and IPO process, PR will be automatically generated in the background. So
we are sending item category information from schedule line category to purchases requisition.

> For third party “CS” we maintain item category as [5].

Item category [5] controls that even we do MIGO in third party process with shipping notification,
system will treat it as dummy MIGO and stock will not be updated.

> For IPO “CB” we maintain item category as [0].

Item category “0” controls that if we do MIGO in IPO process, system will treat it as actual MIGO
and stocks will be updated.
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(O} CcB
Movement type [ ]
Order type [NB] [NB]
Item category [5] [0]
Account assignment category [1] [E]
Purchase requisition delivery schedule [ ] [T
ltem relevant delivery [ ] M

Account assignment category: - This field controls whether to generate inventory accounting document at

the time of MIGO or PGI.

Purchases requisition delivery schedule: - We check this only for CB schedule line category. If we check
this then the delivery dates and confirmed quantities information will be copied from sales order to PR.

Requirement assembly: - This field is one of the prerequisite to transfer the sales order requirement to MRP.
If we check this then only sales order quantity will be update in MRP (MDO04).

Availability: - This field is one of the prerequisite to perform availability check in sales order. If we check
this then only system will perform availability check in sales order

CP (MRP)(PD)

CN (w/o MRP) (ND)

Requirement assembly

Availability

[ 1 Requirement assembly

[ 1 Availability

Product allocation: - If we want to reserve the stock to customer or customer groups to meet future

requirement then we have to check it.

CP

Cl

Movement type [601]

No movement type
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Schedule line category determination

The T-code is “VOV5”

Schedule line category determination is based on item category + MRP type = Default schedule line category

Item category TAN TAN AFN TAE
MRP PD ND PD PD
Schedule line category CP CN AN CT

While determining schedule line category in sales document, system will give first preference to item category

+ MRP type combination. if that combination is not maintained then system will give an preference to only
item category.
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DELIVERY TYPES

Structure of delivery documents:-

Header data

Item data

Header data :- will be controlled by delivery types.

Item data :-
4+ will be controlled by delivery item category.

+ The table for header data is “LIKP”.
4 The table for item data is “LIPS”.
+ The T-code to defining delivery types is [OVLK] or [OVLK].

The path for defining delivery types:-

SPRO logistic execution shipping delivery define delivery types.
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Doc Doc item Schedule Delivery
Types Type Category ItemCat LineCat Type Billing Type
S.NO Transaction (vovs) Controls (VOV7) Group (voves) (OvLP/OVLP) (VOFA)

1 Inquiry IN A AFN NORM AN or AT - -

2 Quotation QT B AGN NORM BNor BT - FS5

3 Order OR C TAN NORM CPorCN LF F2

4 Rush Order RO C TAN NORM CPorCN LF F2

5 Cash Sales cs € BVN NORM DN BV BV

6 Return Order RE H REN NORM - LR RE

7 Credit Memo Req CR K G2N NORM - - G2

8 Debit Memo Req DR L L2N NORM - - L2

9 Invoice Correction Req RK K G2N NORM - - G2
10 Free Of Charge FD | KLN NORM CPorCN LF F8
11 Subsequent Del Free Of Charge SDF | KLN NORM CPorCN LF F8
12 Consignment Fill Up CF C KBN NORM El LF F8
13 Consignment issue Cl C KEN NORM C1 LF F2
14 Consignment Returns CONR H KRN NORM DO LR RE
15 Consignment Pick Up cpP H KAN NORM F1 LR =
16 AQuality Contract Qc G KMN NORM - - -
17 Value Contract General WK1 G WKN NORM - -

Value Contract Material

18 Specific WK2 G WKN NORM - -
19 Scheduling Agreement DS E LPN NORM CPorCN LF F2
20 Free Goods - - TANN NORM CPorCN - -
21 STO - - NLN - NN NL F2
22 STO Returns - - NLRN - NR NLR RE
23 Inter Com. STO - - NLC - NC NLCC v
24 Inter Com. STO Returns - - NCRN - NS NCR v
25 BOM Header Pric Main Item - - TAQ ERLA CPorCN - -
26 BOM Header Pric Sub Item - - TAE NORM CcT - -
27 BOM Item Pric Main Item - - TAP LUMF cT - -
28 BOM Item Pric Sub Item - - TAN NORM CPorCN - -
29 Material Det Header Pric Main - - TAX PSHP X - -
30 Material Det Header Pric Sub - - TAPS PSEL PP - -
31 Material Det Item Pric Main - - TAPA PSA1 cD - -
32 Material Det Item Pric Sub - - TAN PSA2 CPorCN - -
33 Third Party Process - - TAS BANS cs - -
34 |IPO Process - - TAB BANC cB - -
35 MTO Process - - TAK 0001 CPorCN - -
36 Variant - - TAC 0002 CPorCN - -
37 Third Party Returns - - TASG BANS cs - -
38 TextItem - - TATX - - - -
39 Value Item - - TAW - - - -
40 Service Item Cat - - TAD - - - -

41 Cross Selling
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If we create new delivery types then assign it with sales order type.

Delivery Document Types Controls

Document category: - This field controls the functioning of the delivery document.

For Standard delivery type the document category is “J”.

Return delivery type the document category is “T”.

If document category is “J” then while creating delivery system proposes post goods issue (PGI).
If document category is “T” then while creating delivery system proposes post goods receive

(PGR).

Q. While doing return delivery system will propose PGR. Where is the control?

Number system: - In delivery document also we have option of both external number and internal number.

Item number increment: - This field controls how the line item number should be incremented in the
delivery document.

Order _required: - This field controls whether any preceding document is required or not to create a
delivery document.

For “LF” order required, is sales order required.
For “LO” order required, is No preceding document required.
For “NL — NLR — NLCC — NCR” order required is, purchases order required.

System considers default order type ‘DL’, whenever order required field is “No sales order required” i.e. for
LO and NL.

System consider default order type “DL” to determine movement type while doing PGI.

Q. While creating delivery W/O order reference, how system is determining movement type information?

Item Requirement: - This field controls whether to add new line item in delivery document or not. If we want
to add new line item in delivery document then maintain item requirement as [202].

If we don’t want to add new line item in delivery document then maintain item requirement as [201].
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Storage location rule: - This field will help to determine storage location automatically into delivery

document. We have three types of storage location rules: -

1) MALA :- MALA rule specifies, storage location should be determined into delivery document based on
shipping point + plant + storage condition.

i) RETA :- RETA rule specifies, that storage location should be determined based on shipping point +
Situation + storage condition.

iil) MARE :- MARE rule specifies that first check MALA rule, if MALA rule is not maintained then check
RETA rule.

Delivery item cateqgory

The T-code for defining delivery item category is [OVLP].
Path is same as delivery types.

In real time we don’t create new delivery item categories. Whatever the item category we create in sales
documents that will be automatically reflected in delivery item categories

Material number 0 allowed: - This field controls whether to allow creating delivery document without any
material code or not. We create delivery without material code in case of text item.

Item category statics group: - This field controls whether to update delivery data into LIS or not.

Check guantity 0: - This field controls how system should respond, if the quantity of material in the delivery
document is zero i.e. whether to give warning message or error message or no message.

Check minimum guantity: - This field controls how system should respond, if the quantity in the delivery
document is less then minimum delivery quantity maintained in material master i.e. whether to give warning
message Or error message or no message.

Check over delivery: - This fields control how system should respond, if user is increasing the quantity in
delivery document more than order quantity i.e. whether to give warning or error or no message.

Q. My user is increasing the quantities in delivery document more than order quantity, i want to restrict that.
Where is the control?

Check over delivery concept will not work if we check unlimited tolerance in customer master.
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Relevant for picking: - This field controls whether item is relevant for picking or not. If we uncheck relevant
for picking then the pick quantity field in delivery document will be disabled and system will allow doing PGI
without picking.

In standard BVN, REN, KRN, KAN will have relevant for picking.

Determine_storage location: - If we check this then system will try to determine storage location
automatically into delivery document basing on storage location rule.

Automatic batch determination: - If we check this the batch number will be automatically determined into
delivery document.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 161



www.praveensapsdtraining.com

Billing Document Types

The T-code for billing type is “VOFA”.

SPRO S&D billing  billing document  define billing types
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Doc Doc Item Schedule Delivery
Types Type Category ItemCat LineCat Type Billing Type
S.NO Transaction (vovs) Controls (VOV7) Group (voves) (OVLP/OVLP) (VOFA)

1 Inquiry IN A AFN NORM AN or AT - -

2 Quotation QT B AGN NORM BNor BT - F5

3 Order OR C TAN NORM CPorCN LF F2

4 Rush Order RO C TAN NORM CPorCN LF F2

5 Cash Sales cs C BVN NORM DN BV BV

6 Return Order RE H REN NORM - LR RE

7 Credit Memo Req CR K G2N NORM - - G2

8 Debit Memo Req DR L L2N NORM - - L2

9 Invoice Correction Req RK K G2N NORM - - G2
10 Free Of Charge FD | KLN NORM CPorCN LF F8
11 Subsequent Del Free Of Charge SDF | KLN NORM CPorCN LF F8
12 Consignment Fill Up CF C KBN NORM El LF F8
13 Consignment issue Cl C KEN NORM C1 LF F2
14 Consignment Returns CONR H KRN NORM DO LR RE
15 Consignment Pick Up cP H KAN NORM F1 LR -
16 AQuality Contract Qc G KMN NORM - - -
17 Value Contract General WK1 G WKN NORM - -

Value Contract Material

18 Specific WK2 G WKN NORM - -
19 Scheduling Agreement DS E LPN NORM CPorCN LF F2
20 Free Goods - - TANN NORM CPorCN - -
21 STO - - NLN - NN NL F2
22 STO Returns - - NLRN - NR NLR RE
23 Inter Com. STO - - NLC - NC NLCC v
24 Inter Com. STO Returns - - NCRN - NS NCR v
25 BOM Header Pric Main Item - - TAQ ERLA CPorCN - -
26 BOM Header Pric Sub Item - - TAE NORM CcT - -
27 BOM Item Pric Main Item - - TAP LUMF cT - -
28 BOM Item Pric Sub Item - - TAN NORM CPorCN - -
29 Material Det Header Pric Main - - TAX PSHP X - -
30 Material Det Header Pric Sub - - TAPS PSEL PP - -
31 Material Det Item Pric Main - - TAPA PSA1 cD - -
32 Material Det Item Pric Sub - - TAN PSA2 CPorCN - -
33 Third Party Process - - TAS BANS cs - -
34 |IPO Process - - TAB BANC cB - -
35 MTO Process - - TAK 0001 CPorCN - -
36 Variant - - TAC 0002 CPorCN - -
37 Third Party Returns - - TASG BANS cs - -
38 TextItem - - TATX - - - -
39 Value Item - - TAW - - - -
40 Service Item Cat - - TAD - - - -

41 Cross Selling
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Performa Invoice is a dummy invoice which will not generate accounting entry.

We do Performa invoice when the process is not relevant for invoice.

* For billing document there is no provision of external number because its legal requirement tha
billing document number should be always in sequence.

SD_document categories: - This field controls the functioning of the billing document and also

controls accounting entry while creating invoice.

Billing Type Document Categories Account Entries
Customer A/c.....Dr.
F2 M
To, Revenue Alc......Cr.
Revenue A/c....... Dr.
RE & G2 (0]
To, Customer A/c....Cr.
No accounting entry
F5 & F8 U

_
Q. Where is the control, when we create return invoice the accounting entry is  Revenue A/c.....Dr.

Ans.- SD Document category — “O” L To, Customer A/c....Cr.

Q. Where is the control that when we create proforma invoice system will not generate accounting entry?

Posting block: - If we check this accounting document will not generate automatically while creating invoice
the user has to post it manual

To post the invoice into accounting manually go to change mode of invoice and click on release (Flag
symbol).

The T-code to post collective billing document into accounting is [VFX3].
Statistics: - This field controls whether to update billing document data into LIS or not.

Document type: - The document type for accounting document is “RV”.

Negative posting: - This field controls if the billing document values is in negative whether to generate
accounting document or not.
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Invoice list type: - The standard invoice list type is “LR” and T-code for invoice list is [VF21] or [VF24].

Relevant for rebate: - This field is one of the prerequisite to process rebate.

The total prerequisite to process rebates:
1% Sales org — Rebate proactive check.

2mI Customer master — Rebate check

3m| Billing type — Relevant for rebate check

Cancellation billing type: - Standard cancellation invoice billing type is “S1”

Return and credit memo cancellation billing type is “S2”

Account determination procedure: - This procedure will help to determine revenue G/L account, while
posting invoice values into accounting.

When we create invoice system generate accounting document and the accounting entry is
Customer Alc.......Dr
To, Revenue Alc.....Cr.

For the customer account, system determines G/L account from reconciliation account.
For the revenue account, system determines G/L account based on account determination procedure (Revenue

account determination).

The standard account determination procedure is [KOFI100].

Document pricing procedure: - This field is one of the parameter to determine pricing procedure in billing
document.

Normally pricing will be copied from sales order to invoice, but in some scenarios if we don’t have sales order
then we determine pricing procedure in invoice with the help of this field.

Account_determination_reconciliation A/c: - Normally when we create invoice for the customer account,
system determine reconciliation account from customer master. But the client requirement is reconciliation
account should not be determine from customer master, it should be determine based on some combination like
(Plant + Division) then we use account determination reconciliation account.

Account determination cash settlement: - We use this field only for cash sales billing type “BV” when we
create invoice in cash sales process the accounting entry is

[Cash settlement A/c.... Dr.
To, RevenueArc...... Cr]for cash settlement account system determine G/L account from account
determination cash settlement.
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Split criteria for deliveries

1. Ship to party should be same
2. Shipping point

3. Incoterms

4. Delivery date

5. Route

Standard split criteria for billing

1. Payment terms
2. Payer
3. Billing date

The activity system perform when we do PGI

1. Inventory account document generates
2. Stock updates

3. It updates in document flow [VBFA]
4. It updates in credit management

5. It updates in billing due list

6. It updates in LIS

The activity system perform when we create invoice

1. Accounting document generate

2. It generates profitability analysis document
3. It generates cost centre document

4. 1t updates in document flow

5. It updates in credit management

6. It updates in LIS

The activity system perform when we create sales order

1. Partner determination 4. Free goods 7. Pricing 10. Output determination
2. Listing exclusion 5. Delivery schedule 8. Credit management 11. Transfer of requirement
3. Material determination 6. Availability checks 9. Text determination
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* The T-code to combine multiple orders into single delivery [VL10A] or [VL10C] (it is called collecting
processing of deliveries).

First create two different orders then go to VL10A for combine multiple into single delivery mention shipping
point mention ship to party click on background click on log select the line and click on documents system will
display delivery number select the delivery number and click on display document click on change mode and
do PGI

* Combining multiple deliveries into single invoice the T-code [VFO04] — (it also called collective processing
of billing document).

Billing date  sold to party  select all deliveries  click on collective billing document
* The T-code to cancel invoice [VF11].
* The T-code to do reverse PGI [VL09]

Restricting number of line item in invoice
SPRO S&D billing billing document country specific feature maintain maximum number of billing item go to

our sales organisation and mention number of items save it

* The T-code for collecting processing of picking [VL0O6P].
* The T-code for collecting processing of PGI [VL06G].

* The T-code for delivery monitors [VL060O].
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Interview Questions-Sales Documents, Item Cateqgory,Delivery,Billing

1.

© © N o g > w D
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19.
20.
21.
22.
23.
24.
25.
26.

What is the structure of sales document?
What is the table for header data?

What is the table for item data?

What is the table for scheduline data?
What is the purpose of pricing field?
What is the purpose of billing relevance?
What is billing relevance in third party?
What is the purpose of statistical value?

What is the purpose of structured scope?

. What is the purpose of value contract material?

. What is the purpose of contract release control?

. What is the purpose of create po automatic check?

. What are the total prerequisites to create po automatic?

. List out the movement types? And its usage?

. What is item relevant for delivery?

. When we use one step?

. What is the diff b/w one step and two step in stock transfer?

. Mention schedule line cat & movement type for below information? CF,CI,CONR,CP,STO,STO

RETURNS,INTER COMP STO,INTER COM STO RETURNS, THIRD PARTY,IPO,RETURNS?
What is the purpose of order type in schedule line category?

What is the purpose of item category in schedule line category?

What item category 5 controls in third party?

What is the purpose of acct assignment cat in schedule line cat?

What is the purpose of requirement assembly check & availability check in schedule line category?
List of delivery types?

How you get PGR when you're doing return delivery?

What is split criteria for deliveries?
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What is split criteria for invoice?

Can i create delivery without order reference?

If yes what is delivery type?

If am creating delivery without order reference how system is determining below information?

MOVEMENT TYPE, ITEM RELAVENT FOR BILLING OR NOT, ITEM RELAVENT FOR
DELIVERY OR NOT, DEFAULT BILLING TYPE, PRICING PROCEDURE.
Can i enter new line item in delivery?

But i want to restrict that where is the control?

What is the purpose of storage location rule?

Can i increase quantities in delivery?

But i want to restrict that where is the control?

What scenarios we perform availability check in deliveries?
What is determining storage location check in delivery item category?
How many maximum deliveries we can make for order?

What are the activities systems performs when you do PGI?
Prerequisite to combine multiple orders into single delivery?
Collective processing of deliveries tcode?

Delivery due list tcode?

Reverse PGl tcode?

What is the movement type for reverse PGI?

Collective processing of billing documents tcode?

Invoice cancellation tcode?

Invoice duelist tcode? What are the activities systems performs when you create invoice?
Tcode to post invoice values into accounting manually?

What are the prerequisites to process rebates?

What are the activities systems performs when you create PGI?
What happens if you check posting block in billing types?

Diff b/w pro forma invoice and normal invoice?

What is the purpose of revenue acct determination procedure?

What is the purpose of cash settlement acct determination procedure?
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55. What is the purpose of reconciliation acct determination procedure?

56. Accounting entry when you create cash sale invoice?

57. Where is the control that system will not generate accounting document for pro forma invoice?
58. Can i create invoice without PGI?

59. Can i create pro forma invoice without PGI?

60. Can i cancel pro forma invoice?

61. Can i restrict no' of line items in invoice? Where is the control?

62. Can i create partial invoices to single delivery? Where is the control?

63. What are the fields i can change in invoice before accounting document generates?

64. What are the fields i can change in invoice after accounting document generates?
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PRICING

Pricing is based on condition technique. Condition technique is a process of determining condition records
into sales document.

4+ Condition technique consists of condition records.

4+ Condition records will be stored in condition table.

+ Condition table will be placed in access sequence from most specific to most general.
*

-

Access sequence will be assigned to condition type.

Condition type will be placed in pricing procedure.

Access Sequence

Condition Table

Condition Record

Condition records: - Condition record is the master data for pricing. We also call it as “pricing master”.
The T-code to create condition record is [VK11].

Condition Table: - Condition table is the combination of field which will help to maintain the condition
record.

Combination: - 1) Customer / Material
2) Pricelist / Material
3) Material
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The T-code to create condition table is [V/03].

Access seguence: - It is a search strategy which will search for the valid condition record from the most
specific to most general.

Access sequence 100213 /Vaxin1500 _ g g4,
100214 / Vaxin1500
10) Customer / Material
o _ Z1 / Vaxin1500= Rs 9800/-Customer no. (100215) Dealer
20) Pricelist / Material §E Z2 / Vaxin1500= Rs 9600/-Customer no. (100216) Distributor
Z3 / Vaxin1500= Rs 9400/-Customer no. (100213 / 17) Institution

& Vaxin1500 =Rs 10000/-

Exclusive: - Exclusive is one field in access sequence. If we check exclusive in access sequence then if system
finds valid condition record at any of the combination then system will immediately come out of the search
strategy and determine the price into sales document.

30) Material

If we uncheck exclusive in access sequence even if system find valid condition record system will not come
out of the search strategy. It will continue search in other combinations, if system find valid condition record in
other combination then it will determine all the condition records into sales document.

If it is a base price, it activate the last one and deactivate previous one .
If it is discount then it will activate all.

The T-code to create access sequence is [\V/07].

Condition type: - It controls the type of the price components i.e. whether it is a base price or discount or
surcharge.

The T-code to create condition type [\V/06]

Ex: -Base price XXX
Discount - XXX
Gross XXX
Surcharge XXX
Net value XXX
Excise XXX
Net + Excise XXX
Tax XXX
Total XXX

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 172



www.praveensapsdtraining.com

Pricing procedure: - It is a procedure which consists of all the relevant condition types, which are placed
in a sequence.

The T-code to create pricing procedure [\V/08]
* The common T-code for total pricing is [VOKO].

Configuration of Base price

1% step - Defining condition table: - [\V/03]

SPRO™ S&D ™ basic function™ pricing control** defining condition table** double click on **

crege condition table **mention the table number above 500 (Up to 500 the condition table are standard , the
user define condition table should be above 500) 505 enter

Field catalogue: - “Field catalogue consists of allowed fields to create condition table”, while creating
condition table we need to select the fields from field catalogue.

go to field catalogue put the crusher here and select (customer / material) (price list / material) (material) one
by one by using page up and page down select and double click on technical and medium to move to selected

fields after selecting click on generate ***.* Icon.

We can save condition table in local object or package.

If we save condition table in local object, then system will not generate transport request number. and without
transport request number we cannot transfer the condition table from one server to another server.

If we save condition table in package then system generate request number then we can transport to other
server.

Basis consultant will provider package (go to F4 and put Z * enter and search manually ZSDO) and save it.

Condition table will be stored in workbench request.

SIS AGISHBNHGH < on ition table Eillaccess sequence [l EaNRNGHRGEHCAN NS aEHaRNGE

Development Server

1 T%

Sandbox Configuration Testing
f Cross client:- The configurations and customization we do in one client will
Automatically update in other clients within a server.
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Q. Any condition table if we save it in local object then how to get it back into Transportation request?

Allowed fields in condition table: - Allowed fields will be used to add the fields in field catalogue.

d . . -
2" step - Define access sequence: - In access sequence we place the condition tables from most specific to

most general. Access Sequence configuration is also cross client.

[V/07] Path SPRO** S&D ** Basic function™* pricing™* pricing control “*define access sequence “*
double click on **maintain access sequence “*go to new entries ™ to create new access sequence In AS
(access seqyence) mention [ZPRO] [New Access sequence for base price] select new access sequence and
double click on access go to new entries mention some number [10] and mention the table number which we
created in condition table [505-customer/material] check exclusive Enter.

select the condition table and double click on fields ,system will prompt some message Press Enter.

Go back and place another table & mention some number [20] and mention the table number which we created
in condition table [509-pricelist/material] check exclusive ENTER.

select the condition table and double click on fields ,system will prompt some message Press Enter.

Go back and place another table mention some number [30] and mention the table number which we created in
condition table [512-material] check exclusive ENTER.

select the condition table and double click on fields ,system will prompt some message Press Enter & SAVE.

3" step — Define condition types: - [V/06] SPRO®™* S&D **Basic function™™ pricing ™ pricing control
—_—

*% define condition types ™ double click on maintain condition type ** Position** go to PR00™* {The
standard condition type for base price is PR00} select the condition type and click on copy create own [YPRO]
[Base price] maintain access sequence [ZPRO0] which we assigned in access sequence ENTER & SAVE.

—
4t step — Define pricing procedure: - [V/08] Path SPRO** S&D** Basic function =%
pricing™™ pricing control “*define & assign pricing procedure** double click on™* maintain
pricing procedure ** {The standard pricing procedure is “RVAAO01”} go to new entries to define new pricing
procedure [ZVAAO1] [new pricing procedure] select the pricing procedure double click on control data go to

new entries
step(10), CType (YPRO), Reqt (2), Acckey (ERL) save it.
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5th step — Assign pricing procedure or pricing procedure determination: - [OVKK] we assign pricing procedure

to combination of sales area / document pricing procedure / customer pricing procedure = Pricing procedure.
(We have document pricing procedure in sales document types and customer pricing procedure in sales Tab in
customer master).

(Document wise if we want to differentiate the pricing procedure then we use the field document pricing
procedure. Customer wise if we want to differentiate the pricing procedure then we maintain customer pricing
procedure.)

OVKK "*Position™ Sales area / A /1 **change customer pricing procedure (ZVAAO01) and“* condition
type (YPRO) save it.

Q. Why we assign condition type in “OVKK”?

6th step — Maintain condition records: - The T-code is [VK11]

Before Maintaining VK11.
first create five customers with numbers (100213 / 14 / 15/ 16 / 17 / 19) and also create one material
(Vaxin1500).

VK11*% Condition type YPRO** Select “**customer/material mention customer number 100213 Mention
the Material (Vaxin1500) mention the amount (Rs.9000/-) and Unit (INR) enter save it.

Again go to VK11 and maintain condition record for customer 100214

VK11 Condition type YPRO Select customer/material mention customer number 100214 Mention the Material
(Vaxin1500) mention the amount (Rs.9000/-) and Unit (INR) enter save it.

7th step — Define price list: -

SPRO ™ S&D ™ basic function ™™ pricing ™ maintain price relevant master data field** define price list

categories for customer “* new entries “*Wholesaler / dealer / Institution ** save it

Go to customer master XD02 and assign the pricelist 100215 — Retailer, 100216 — wholesaler, 100217 —
Institution save it

Go to condition record VK11 Condition type (YPRO) select pricelist / Material enter Mention price list
(Retailer) Material (Vaxin1500) Rs.9800 INR Enter save it

Mention Price list (Wholesaler)  Material (Vaxin1500) Rs. 9600 INR Enter  save it
Mention Price list (Institution)  Material (Vaxin1500) Rs. 9400 INR Enter  save it
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Again go to VK11 YPRO Select Material (Vaxin1500) Rs.10000 INR Enter save it.

Discount: -

A discount is deduction which we offer to customer and this discount will be deducted from Base price.

+ The Standard Condition Type for material discount is [K004].
#+ The Standard Condition Type for customer / material discount is [K005].
+ The Standard Condition Type for customer discount is [K007].

For KOO4 we have only one condition table i.e. Material
For KOO5 we have only one condition table is i.e. Customer / Material

For KOO7 we have only one condition table isi.e.  Customer

Configuration for Discount price

1% step - Defining discount condition table: - [V/03] here we need to create condition table only for “K007”
i.e. only for Customer because we already created Material and Customer / material combination earlier in
base price configuration.

Path SPRO** S&D ** basic function™* pricing™® pricing control ** defining condition table “*double

—>
click on™* create condition table ™ mention the table number above 500 (Up to 500 the condition table are
Standard , the user define condition table should be above 500) (513) enter

[Field catalogue: - “Field catalogue consists of allowed fields to create condition table”, while creating
condition table we need to select the fields from field catalogue].

Go to field catalogue put the cursor here and select (customer) one by one by using page up and page down
select and double click on technical and medium to move to selected fields after selecting click on generate “*

We can save condition table in local object or package.
If we save condition table in local object then system will not generate transport request number and without
transport request number we cannot transfer the condition table from one server to another server.

If we save condition table in package then system generate request number then we can transport to other
server.

Basis consultant will provider package (go to F4 and put Z * enter and search manually ZSDO) and save it.
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an step - Define discount access sequence: - Create access sequence for “Material” K004 (512)

[V/07] RathsSPRO ** S&D ** Basic function ™ pricing™® pricing control ** define access sequence **

double click on **maintain access sequence “* go to position and put K004 select and go to new entries to
create new access sequence In AS (access sequence) mention our [Z004] [New Access sequence for Material
discount price] select new access sequence and double click on access go to new entries mention some number
[10] and mention the table number [512-material] which we created in condition table check exclusive enter
select the condition table and double click on fields, we will get some message enter save it

Go to new entries Z005 (New access sequence for customer / material discount price) select new access
sequence and double click on access go to new entries mention some number [10] and mention the table
number [505- Customer / material] which we made in condition table check exclusive enter select the condition

table and double click on fields we will get some message enter save it

Go to new entries Y007 (New access sequence for customer discount price) select new access sequence and
double click on access go to new entries mention some number [10] and mention the table number [513-
Customer] which we made in condition table check exclusive enter select the condition table and double
click on fields we will get some message enter save it.

3"d step — Define discount condition types: - [V/06] Path SPRO** S&D ** Basic function** pricing“*
—

pricing control ** define condition types** double click on maintain condition type Position go to K004
select the condition type and click on copy create own [Z004] [Material discount] maintain access sequence
[Z2004] which we assigned in discount access sequence enter save it.

Position go to K005 select the condition type and click on copy create own [Z005] [Customer / Material
discount] maintain access sequence [Z005] which we assigned in discount access sequence enter save it.

Position go to K007 select the condition type and click on copy create own [Y007] [Customer discount]
maintain access sequence [Y007] which we assigned in discount access sequence enter save it.

4t step — Placed the discount condition type in pricing procedure: - [V/08] **go to™* position and

place our pricing procedure [ZVAAO01] ** select and click on**control data **go to new entries

Step Cond Type [Description From To Statistic  [Requirement JAccount key
20 Base value 10

30 Y007 Cust Disc 20 2 ERS

40 7005 Cust/Mat disc 20 2 ERS

50 7004 Mater Disc 20 2 ERS

60 Gross value 20 50

70 Total Dis val 30 50
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5th step — Maintain condition records for discount condition types: -

The T-code is [VK11]
VK11 Condition type Z004 Mention the Material (Vaxin1500) mention the discount amount (Rs.1500/-) and
Unit (INR) enter save it.

VK11 Condition type Z005 mention customer 100215 Mention the Material (Vaxin1500) mention the
discount amount (Rs.1800/-) and Unit (INR) enter save it.

Mention customer number 100216 Mention the Material (Vaxin1500) mention the discount amount
(Rs.1900/-) and Unit (INR) enter save it.

Mention customer number 100217 Mention the Material (Vaxin1500) mention the discount amount
(Rs.2000/-) and Unit (INR) enter save it.

VK11 Condition type Y007 mention customer 100213 Mention the Material (Vaxin1500) mention the
discount amount (30) and Unit (INR) and UOM (%) enter mention customer 100214 Mention the Material
(Vaxin1500) mention the discount amount (30) and Unit (INR) and UOM (%) enter save it.

Surcharge
Surcharge is additional charges which we charge to the customer. Ex — Freight charge, packing charge etc.

The standard condition type for freight is [KF00].

Freight charge will be calculated on i) Incoterms 1 & Incoterms 2, ii) Incoterms 1

Packing charge is based on Material which already created.

We need to create condition table for Freight
T.code:-V/03
1) Incoterms 1 & Incoterms 2 [Condition table no 515]

2) Incoterms 1 [Condition table no 516]

We need to create two Access sequences
1. Freight charge V/07 position KFOO std and create new entries YFOO select and click on access place
condition table 515 & 516 select click on fields one by one and save it.

2. Packing charge V/07 there is no standard access sequence for packing so creates new one YPAC select and
click on access place condition table 512 select click on field and save it.
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Condition Types

V/06  for freight charges select standard KF0O and copy it as YF00 place access sequence YF0O0 and save
it.

V/06 for packing charge selects KOO7 and copy it as YPAC place access sequence YPAC plus / minus [A]
save it.

Place the freight and packing condition types in Pricing Procedure

V/08  position  procedure (ZVAAO1) select and click on control ~ go to new entries

Step Cond Type [Description From To Statistic [Requirement |Account key
71 Copy Gross value 60

75 'YFOO 60 2 ERF

80 YPAC 60 2 ERF

90 Net value 71 80

Maintain condition records for freight & packing

VK11*% condition type [YF00] “*select incoterm1&2 CIF inco2 (freight) ** amount (5) ** INR™* enter

"Fsave it

Select Incoterms  IN (CIF)  amount INR  saveit.
VK11 condition type [YPAC] material (vaxin1500) amount(2) % INR saveit

Common discount concept

Go to V/07 **new entries ™ ZDIS New common discount ** enter **select ™™ click on Access
10 - 512,

20 — 505,

30 -513

enter ** select ™™ click on field ** save it.

Go to V/06™* position™™ K007 ** copy condition copy (ZDIS) **Access sequence (ZDIS) “*

enter =¥ save it.
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Go to V/08 ** position **ZVAA01 *“*select “*click on control **go to™* new entries

Istep |Co |CTyp|Description [Fro |To [Ma |R |stat |PlsuTot |Reqt|Camy |BasTy Jacek |
55 0 IZDISMON Discount 20 O (00 2 | ‘ ERS
88 @ | Grossvalue 20 55 |0 /0 & | [ ] ' '

70 0 Total discount 30 85 | O 0O .

718 COPY OF GROSS e | OO ™.

75 0 YFOO fFreightSurcharge 60 | | [l D ] . "I ERF
88 @  YPAC Packing Surchage e | O[O0 2| ‘ ERF
99 @ | NETVALUE e 00O ™) |

VK11 **condition type (ZDIS) *“*select “*key combination one by one and place some % here and**
save it.

TAX Condition Confiquration

V/03**table [517] **select country **departure **generate™” =~ **save it

V/07** new entries™® ZWST "% [MWST standard condition type for tax — not for Indian company]

enter ** select ™™ click on access ™ new entries 10 — 517 enter **select **and click on field **save it.

V/06 =% position ™™ MWST “*click on copy condition type [ZWST] **access sequence [ZWST] **
save it.

V/08 ** position ** ZVAA01 “*select “*click on control **go to“* new entries

step _|Co_|CTyn[Description [Fro|to |mMa |R |stat |P|suTot [Regt|caiTy |BasTy [Acck |
9% @ ‘ZWST Output Tax 90 BCIRRC IR 1Y | 2 | 4 Ms
[188 B | COPYOF NETVALUE oo o5 |O (O™ ] | | |

VK11 "% condition type (ZWST) ** country (IN) ** PI (IN) amount (4%) tax (Y5) “*enter**
save it.

For Y5

T-code FTXP**IN**IN*“*Tax code (Y5) outputtax (4%) “*saveit.
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Final Pricing procedure

Step_|Co_|CTyp|Description |Fro |to |mMa |R |stat |P|suTot |Reqgt|calmy |BasTy |Acck |
18 08 [PRO [@)se price 0|00 O 2 ERL
20 0 Base value 10 OO

300 0 Y807 Customer Discount 20 OO O 2 ERS
40 B 7005 CustomerMate discou 20 OO O 2 ERS
50 0 2004 Material discount 20 O (OO0 2 ERS
55 0  ZDIS COMON Discount 20 OO O 2 ERS
60 0 Gross value 20 55 | [ [

70 0 Total discount 30 55 0O

710 COPY OF GROSS 60 O O

75 0  YFOO Freight Surcharge 60 a E (m 2 ERF
88 0  YPAC Packing Surchage 60 O (O O ERF
| 0 NET VALUE 7180 |0 O

95 0 ZWST New Output Tax 90 O (0| O 2 MWS
100 0 COPY OF NET VALUE 98 95 | [J 10O

VA01**create an order and check whether all the condition types determined or not.

Sales Document ltem (1 | Itern category \@ Standard ltem
Material (YAXIN1S00 \ Yayin 1500

eds  OrderData | Stalus |

a | ER] et
T | 159.32 |
P ments. ; — e —_—
|CnTy|Name IAmount ICrcy Iper ]U Ibunditionvalue |Curr. IStatuslNumC |0Un ICCon ]Un ]Conditionvalue ]CdCurI
@ YPRO Base price 9,000.00 INR 1EA 9,000.00 INR 1EA 1EA 0.00
| | Basevalue ' 9,000.00 I | 1EA | 9.000.00 I | 1EA  1EA | 8.00
| @ Y867 Customer Discount 0.000-5 2,700.00-MW 8 8 0.00
| @ 2004 Material discount ' 1,500.00- 1R | 1EA | 1,500.00-10 | 1A | 1EA | 5.00 |
" | @ 2015 COMON Discount 10.000-% wo.00-IR 8 8 0.00
| Grossvalue | 3,000.00 IR | 1EA | 3,000.00 M | 1EA | 1EA | 5.00 |
B Total discount | 5,100.00- 1N | 1EA 5.100.00-1N  1EA  1EA | 8.00
] COPYOFGROSS | 3,000.00 IR | 1EA 3,000.00 I | 1EA | 1EA | 8.00
| @ Y700 Freight Surcharge 5.00 IR | 1KG 500 R | 1K6 K6 | 0.00
| |@PAC Packing Surchage | 2000 | | | 700K 68 8 0.00
] NET VALUE | 3,083.00 IR 1EA 3,083.00 I\ | 1EA  1EA | B.00
| @ 25T New Output Tax ' 40008 15932 I 8 | 8 | 8.00
] COPYOF NETVALUE | 414232 IR | 1EA 414232 IR 1EA | 1EA | 8.00
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Header condition

Header condition is the condition which is applicable to all the line items in the sales document.
The standard header condition

+ HAOO0 Header discount %

+ HBO0O0 Header discount fixed amount
+ HDO0O0 Header freight
4+ HMOO Order value

Placed the Header discount in pricing procedure

V/08 =¥ ZVAA01 **go to control data™*go to new entries “*

step_|Co__|CTyp|Description |Fro [To |Ma |R |Stat |P|SuTot |Reat|CalTy |BasTy |Acck |Accru |
56 0  HABO Percentage Discount 20 Oy O 2 ERS
57 @  HBAA Discount (Value) 20 u m 2 ERS

Enter ** save it

Change

|Step |Co  |CTyp|Description |Fro |To |Ma |R |Stat |P|SuTot |[Reat|CalTy [BasTy |accK |accru |
60 0 Gross value 20 57 | [0 |J

700 Total discount 357 O 0O

1. Header condition is the condition which applies to all the line items into sales document.

2. Header condition should be always processed manually.

3. Header condition doesn’t have access sequence.

4. It is always placed between base value and gross value.

5. To checking header condition discount result, we should have 2 or more materials in sales order.

Now go to VAOL go to header data condition tab put HA00 10% select the header condition type and click on
activate.

Again do for HB0O, go to VAOl go to header data condition tab put HBOO Rs 10000/- select the header
condition type and click on activate.

Group condition: - If we check this then header condition amount will be distributed among all the line items
in proportionate to value of the line item.

- If we uncheck this then header condition amount will be proposed to all the line item in sales document.
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HAOQO it is a group condition as well as header condition.
HBOO it is a group condition as well as header condition.

HDOO it is only header condition.

 F £ ¥

HMOO it is a group condition as well as header condition.

Header freight: - Freight condition type should be always placed between gross value and net value.

It is only applicable for header condition.

Istep [co  |cTyp|Description |Fro |To [ma |r |stat |P|suTot |Reat|camy [BasTy [acck |accru |
81 @  HDBO Freight 60 0O 0O 2 ERF

Order value: - We use HMOQO if we want to change total order value manually in sales document.

|Step ICD ICTypIDescription |Fr0 ]To IMa IR IStat IPISuTot |Reqt|CaITy IBasTy |Ach IAccru |
120 @  HMOO OrdervValue 60 95 O O 2 ERF

Statistical Condition Types:-

Any condition type if it statistical then it will have two effects.
i) The value of condition type will not have any effect on net value.

ii) The value of condition type will not be posted into accounting.

1_St Condition “VPRS”: - The cost of the product which we maintain in material master, Accounting 1 View
will be determined into sales document with the help of “VPRS” condition type.

Statistical condition types are always placed in the last.

step [Co |CTyp|Description [Fro JTo [mMa |r [stat [P|suTot |rReqt|camy |BasTy [Acck [aceru |
130 0 YPRS Cost OO B 4

2_nOI condition “SKTO” (Cash discount): - we maintain cash discount % in define payment terms, that cash
discount % will be determine into sales document with the help of “SKTO” condition type.

IStep ICo ICTyp]Description ]Fro ]To [Ma IR ]Stat IPISUTotIReqt]CaITy ]ElasTy ]Ach ]Accru ]
140 @  SKTO Cash Discount OO 4 11

3" Condition “KUMU?” (Cumulating condition)

It will be used only in BOM concept, KUMU condition type will help to cumulate the value of components and
display the value in main item.
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Rebate condition

1) Group rebate: - Condition type “BO01”
il) Material rebate: - Condition type “B0O02”
iii) Customer rebate: - Condition type “BO03”

iv) Independent of sales volume: - Condition type “B0O06”

Intercompany condition type

#+ PIO01 Intercompany price (amount) condition types determine in intercompany sales
order.

4 PI02 Intercompany percentage

4+ V01 Intercompany price condition type determine in intercompany invoice

4+ V02 Intercompany percentage

Some more condition types

4+ EDI1 Customer expected price
4+ EDI2 Customer expected value

EDI means electronic data interchange. EDI will be used to transfer the data from Non-SAP system to SAP
system.

Total order value 500000/-
AMIW 490000/-

4+ AMIZ Minimum value surcharge AMIZ _10000/-

+ AMIW Minimum sales order value
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+ DIFF This condition type will help to round off the total document value.

If we want to do rounding in pricing go to SPRO ™ SAP net waver “* general setting “*currency “* define
rounding rules for currency “* mention the condition of company code and currency “* go to new entries “*

ZALK ™ INR ™10 "*enter **save it.
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Change View "Conditions: Condition Types": Details

Condit. type iPRBBHFﬁce | Access seq. \PROZ| Price with Release St
Records for access I

Control data 1~
Cond.class B Prices Plusiminus | | positive a
Calculattype IE Quantity

Rounding rule D Commercial
StrucCond. m

Group condition
[] Group cond. GrpCond.routine ||
[J RoundDiffComp

Changes which can be made/./

Manual entries \E\ Manual entry has priority

[JHeader condit. [V] Amount/percent [[] Gty relation
ltern condition [ Delete [Cvalue

Master data

valid from | | Today's date PricingProc  |PROOOO]
_gaAl_iQ_ftg—E 31.12.9999 delete fr. DB | Do not delete (setthe deletion 2|
RefConType |*X\ [[] condition index

RefApplicatio \j Conditupdate

Scales

Scale basis |G| Quantity scale Scaleformula | |
Checkvalue  |A| Descending Unitofmeas. | |

Scale type Ii can be maintained in con

Control data 2~

[J currency cony. Exclusion m

[ Accruals [Jvariant cand. Pricingdate | | Standard (KOMK-PRSDT; ta
[Jinv.list cond. Qty conversion

[Jint-comBiliCond RelAcc.Assig ﬂ Relevant for account ass
[JsericeChgeSe
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The T-code is V/06

Condition class: - It controls the type of the pricing component i.e. Base price, Discount, Surcharge, Tax,

Rebate.
Pricing Component:-Base price, Discount, Surcharge, Tax, Rebates
Condition Class:- [B] [A] [A] [D] [C]

Q. Can i have two base price condition types active in a single sales document? Where is the control?

Plus / Minus: -

+ This field is applicable if condition class is “A” (Discount & Surcharge)

= If the condition type is discount then we maintain here [X] (Negative).
4+ If the condition type is surcharge then we maintain here [A] (Positive).

<+ This field controls whether to deduct the amount or add the amount.

Calculation Type: -
Calculation type converts the condition amount to condition type value.

For base price calculation type is “C” (quantity).

For discount calculation type is [A or B or C]
|

%  fixed amount Quanfity
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Condition category: - It is a sub classification of condition class. This field will have relationship with pricing
type field in copy controls.

Sales order Pricing Invoice

PROO
K004 ™
K005 —Delivery
KFOO

MWST

v

The pricing type field in copy controls control, how the pricing should be copied from sales order to invoice
e

+ whether to re-determine the pricing in invoice,

+ whether to copy the price as it is from sales order to invoice,

<+ whether to copy pricing as it is and re-determine only taxes,

+ Whether to copy pricing as it is and re-determine only freight.

“B”  Pricing re-determining

=

“D” Copyasitis
+ “G” Copy pricing as it is and re-determining only taxes.
+ “H” Copy pricing as it is and re-determining only freight

The below condition type have condition categories:-

MWST “D”

KF0OO “F”

VPRS “G”

EKO1 “Q’

EK02 “Q”

£+ & #

Rounding Rule: - This field controls whether to perform commercial rounding or round up or round down.
This is quantity rounding.

Structure condition: - We use this field for ‘KUMU?’ condition type.

+ KUMU condition type will be used in BOM concept.

+ KUMU condition type will help to cumulate the value of components and display it in main item.

4+ For KUMU we maintain structure condition as “B”.
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Group condition: -
+ |f the client requirement is to consider the total document value or group of material value to propose the
discount, then we need to check group condition.

+ |f we check group condition then group condition amount will be distributed among all the line items in
propionates to the value of line item.

Group condition routine: -

4+ This field controls whether to consider total document value or group of materials value.
+ If we want to consider total document value then maintain group condition routine as “1”.

4+ If we want to consider group of materials value then maintain group condition routine as “3”.

Rounding difference comparison:

If we check this while distributing group condition amount among all the line items, if is there any left out
amount, then left out amount will be added to the highest value item

Configuration for group condition total document value

Scenario-Client’s Requirement
The clients’ requirement is any order if the total document value reaches to 10,00,000/- then they want to
propose 20,000/- discount.

Solution:-

For group condition total document value, we need to create a condition table with the field only sales
organisation. (In this condition material will not be taken).

1% step — Create new condition table with sales organisation field

an step — Create access sequence and placed the condition table (ZGRP). Go to ™ V/07go to new entries **
Create [ZGRP] [group condition] ** go to new entries **no [10] [350] **exclusive check **save it

3rd step — Create new group condition type

Copy K004 condition type **ZGRP ** Access sequence (ZGRP) **change the calculation type [B]
¥ Check group condition **maintain group condition routine [1] **check rounding difference

Comparison “*scroll down and go to scale basis as [B-value scale] “* save it.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 189



www.praveensapsdtraining.com

4" step — Placed the condition type in pricing procedure in discount placed. If want then create new one with
ZVAAO2 otherwise entered in old one. For new one /08  **new entries “*ZVAAO02 (new pricing

Procedure) “*select *“*click on control “* new entries **

[Step |Co_ |CTyp|Description |Fro |To IMa |R |Stat |P]SuTot |Regt|CalTy |BasTy JAccK |
18 0 YPRO [@se price O opa 2 | AL
20 @ Base value 10 L1 | | 1 |

3 B Z6RP group condition 20 | (OO O 2| ERS
“#FSave it.

g step — Go to OVKK ™#Put sales area**change pricing procedure (ZVAA02) **save it

sorg. |Dchi|Dv|DoPr]cu  |PriPr.  |Pricing procedure |CTyp|Condition type
ZDOM AZ1 .21 'ﬂ .1 2".":“-392 e ing Proce for grp 'YPRG iBase price

Gth step — Maintain condition type records for group condition go to VK11 **ZGRP**ZDOM **20000/- “*

Select this then go to scale and click on**scale value 1000000/- “*save it.

® Now go to VAOL*“* create a new order with some material and if total document value will be more than
10 L then 20K will be given discount and distribute among all the line item in propionates to the value of

line item.
Sales Document ltem '28 \ ltern category _'TP.N Standard ltem
Material (REVI2040050B0T \ REVITAL 20 TO 40 YRS 50MG BOTTLE
Net A 2,385,628.74 |INR |
N [CnTy]Name [Amount ICrcy [per [U ]Condition value ICurr. [Status]NumC [OUn [CCon [Un [Condition value ]
@ YPRO Base price 1,000.00 INR 1EA 2,400,000.00 INR 1EA 1EA 0.00
Base value 1,000.00 INR 1EA 2,400,000.00 INR 1EA 1EA 0.00

@ Z6RP group condition 20,000.00- INR 14,371.26- INR ] ] 0.00

For Material Vaxin1500 — Net Value is [934371.26]

[N [CnTy|Name |Amount |Crey [per U |Condition value |Curr. |Status|NumC |oUn |CCon |un  |Candition value |
@ YPRO Base price 9,400.00 |INR 1EA 940,000.00 INR 1EA 1EA 0.00

| Basevalue ' 9,400.00 INR | 1EA 940,000.00 INR | ' 1EA | 1EA | 0.00
'@ ZGRP group condition ' 20,000.00-INR | [ 5,628.74- INR | ' 0 ’ ] ' 0.00
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Group condition concept for group of materials:-

we use the field material pricing group from (material master — sales organisation 2 view).

Scenario-Client’s Requirement

Clients requirement is they have 3 materials X, Y and Z. While creating sales order if these three materials value
reaches to 10 L then they want to offer 20K discount.

Solution:-

1% step —
Create new condition table **select the field as material pricing group. Go to V/03*% select material Pricing

group **generate **save it
2" step —
Create new access sequence and place the condition table. (ZGR1** Group condition material group)

Go to V/07*% go to new entries ™ crate [ZGR1] ** select it and click on access **go to new entries

INo. |Tab|Description |Requiremnt [Exclusive |
10 28 Material Pricing Group}
3 step -
Create new condition type “*copy of K004 **ZGR1**pricing group discount**ZGR1**access
Sequence “* Calculation Type B **group condition CHECK **group condition routine 3 **rounding
difference comparison CHECK **scale basis B “*save it
4_th step —

Place condition type in pricing procedure, go to our pricing procedure. go to v/08 “*select (ZVAA02)

Go to control **maintain new condition type in new entries

step [Co |CTyp|Description [Fro[To Ma [R |stat [P|suTot |Reqt|camy [BasTy [acck [accru |
10 0 yPRBeprice O (0] 0 2 ERL

20 0 Base value 10 O0| [ ' |

30 0 Z6R1 Pricing Mat grp dise 20 | (O[O0 2| ’ ERS |

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 101



www.praveensapsdtraining.com

5_th Step -

maintain condition record for group condition group of materials.
Go vk11™% ZGR1"% M-[01] "% 20000/- **INR™ select it ***SCALE™ scale value**
10L "% save it.

Go to group of material in material master sales org 2 view and maintain pricing procedure as [01].

Create 3 materials [X, Y, Z] and maintain material pricing procedure as [01].

Go to VK11 **ZPRO **maintain the price as [X **10000, Y- 10000 and Z — 10000] **save it.

Now go to VAO1** create an order with materials [X,Y,Z] ** which total value will go more than 10L then
will get discount 20000/- and distribute among all the line item in propionates to the value of line item.

N |CnTy|Name |Amount |Crey |per JU |Condition value |Curr. [Status|NumC |OUn |CCon |Un |Condition value |
@ YPRO Base price 10,000.00 [INR 1EA 1,000,000.00 INR 1EA 1EA 0.00

. Basevalue ' 10,800.00 INR | 1EA | 1,000,000.00 INR ' 1EA | 1EA | 0.00
@ Z6R1 Pricing Mat grp disc ' 20,000.00- INR | ' 6,666 66- INR o o 0.00
For material °Y”, Net value [993333]
N [cnTy|Name |amount lcrey [per  Ju |cCondition value |curr. [status|Numc [oun [ccon [un  [Condition value |
@ YPRO Base price 10,000.00 [INR 1EA 1,000,000.00 INR 1EA 1EA 0.00

| Basevalue ' 10,000.00 INR  1EA | 1,000,000.00 INR 1EA 1EA 0.00
@ Z6R1 Pricing Mat grp disc ' 20,000.00-]INR | [ 6,666.67- INR | ’ a a 0.00

Manual entries: -
This field controls whether to change condition type amount or value in sales document pricing.

« If we want to change the price of condition type then maintain manual entry as [Blank]
Or [C]
4+ If we don’t want to change the price then maintain manual entry as [D].
[ 1 Amount / percent
[ 1 Quantity relation
[ ] Delete
[] Value
[ ] Calculation type
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#+ If manual entry is [Blank] or [C] then further we have control whether to change amount or value or
delete.

+ |f we want to change amount or value then check these.

4+ If we don’t want to change then uncheck these.

Q.Client requirement is, there is a condition type which is manual which user enters manually into sales
document but after entering condition type. System should not allow to change the amount or value. Where is the
control?

Header condition: -

4+ Header condition is the condition which applies to all the line items into sales document.

+ Header condition should be always process manually.

%+ Header condition doesn’t have access sequence.
The standard header condition

+ HAOOHeader discount %

+ HBO0O0 Header discount fixed amount

=+ HDO00 Header freight

+ HMO00Order value

Item condition: - It is a condition which applies to particular line item in the sales document.

= It can be processed automatically.

+ It will have access sequence.

Master Data (sub screen) this is related to condition record (VK11).

Valid from and valid To: - It will help to determine the default validity period while creating condition record.
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Pricing procedure: -

+ The pricing procedure field in condition type will be used for condition supplement concept.

+ Condition supplement is a concept of adding one condition record to another condition record.
+ If the main condition record determine then only supplement condition record will be determine.

We use this condition supplement for the below client requirements:-

Scenario-Clients Requirement:-

The client requirement is any customer if he is getting maximum price then client wants to offer 3% extra
discount.

Solution:-

In this scenario, we go to the condition record maximum price (material combination) and we add supplement
condition record.

Configuration for condition supplement

1_St step — Create new condition type

Go to V/06 ™% Copy of KO0O7** ZSUP (Condition supplement) **save it

Z_nd step — Place the condition type in ZVAAOL pricing procedure

Go to V/08 **position **ZVAA01**select and click on control **go to new entries

|step |co  |cTyp|Description [Fro [To [Ma |R |stat |P|suTot |Regt|camy |BasTy |Acck |
|45 0  ZSUP Condition supplement 20 O 0O 2 ERS

S_rd step — Create new supplement pricing procedure

Go to V/08 **new entries “*ZSUP01 ** Supplement pricing procedure “*select and click on control

“*9o to new entry =¥

|step [Co |CTyp|Description |Fro |To IMa |R |Stat |P|SuTot |Reqt|CalTy |BasTy |acck |
18 8 YPRO (e price | | NCISNCTNSCIN | |
20 0  ZSUP Condition supplement 10 O 0|0

4_th step — go to the main condition type [YPRO] and again supplement pricing procedure [ZSUPO1] in

pricing Procedure. Go to V/06 “*position™ YPRO "“*and maintain ZSUPO1 (supplement

condition) in Pricing procedure field in \V/06.
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5_th step — Maintain condition record **VK12*%* YPRO** material ** select the condition record and click

on Supplement L **add ZSUP ** 3% "“*enter and save it.

®» Go to VAOL create order and check

N [cnTy[Name Jamount lcrey [per  |u condition value |curr. [status|Numc |oun [ccon [un  [condition value |
@ YPRO Base price 10,000.00 |INR 1EA 10,000.00 INR 1EA 1EA .00
| Basevalue ’ 10,000.00 |INR 1EA | 10,000.00 INR | ' 1EA | 18 | 0.00

0 25UP Condition supplement 3. eco- 3eB.08-INR 88 LR
2004 Material discount 1,500.00- INR 1EA 1,500.00- INR 1EA 1EA 0.00
ZDIS COMON Discount 10.000- % ’ 1,000.00- INR | ] ' 0 ' 0.00
@ Z6RP group condition ' INR | [ 0.00 INR | ' o | a 0.00
' Gross value ' 7,200.00 [INR 1EA | 7,200.00 INR | 1EA | 1EA 0.00
Total discount ‘ 2,800.00-INR | 1EA | 2,800.00- INR | ' 1EA | 1E8 0.00
COPY OF GROSS ‘ 7,200.00 INR 1EA | 7,200.00 INR | ‘ 1eA | 1EA 0.00
@ YFOO Freight Surcharge ' 5.00 INR 1K6 | 5.00 INR | ' 1ke | 1K6 0.00
YPAC Packing Surchage 2.000 % ’ 144.00 INR a ’ 0 .00
| NETVALUE ' 7,349.00 INR | 1EA | 7,349.00 INR | ' 1EA | 1E8 0.00
ZWST New Output Tax ' 4.000 % ’ 293.96 INR | ] ' 0 0.00
| COPYOF NETVALUE | 7,642.96 INR | 1EA | 7,642.96 INR | ' = 1EA 0.00

Delete from database: - This field controls whether to delete the condition record permanently from the data
base or not.

Condition Index: - It will help to display or change all the combinations of prices in a single window.

If management requirement is to change the prices of all combination with immediate effect then by using
condition index concept, we change all the combination of prices in single window.

Configuration for condition index

Check condition index in condition type go to path

SPRO ™ S&D ** basic function ™ pricing **maintain condition index ** double click on maintain condition

table for index =*
When we double click on maintain table for index then change mode screen will be displayed so go to condition
and click on create mode.

Create one condition table in which combination we want to display the condition records in condition index

502 **material “* generate “* save it
Double click on activation on condition index

Go to our condition table and check the (601)
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Path for executing condition index

Go to easy access “* logistic “* S&D “*master data“* condition** select using index “*V/I5 — change, V/16

— display “* material ** execute

Condition update: -

Restricting the condition record up to particular quantity or value or number of orders. It is called as condition
update.

Scenario-Client Requirement

The clients requirement is whenever they launch new product they want to offer 6000/- discount to the 1™ 10
Lakh guantity.

In condition update concept SAP restrict the number of orders to 3(This is a GAP)

Configuration for condition update

1% step —

Create new discount condition type, a copy of K004 ** ZUPP and check condition update ** save it.

2" step -

Place the condition type in pricing procedure [ZVAAO01] or [ZVAAO02] and place ZUPP ** save it.
When pricing procedure [ZVAAOQ1]

step [co |cTyp|Description [Fro|to [ma [r [stat [PlsuTot [Reqt[camy [BasTy [Acck |
0o ondionugose e (ONOlO) @ s

When pricing procedure [ZVAAQ2]

step [co [cTyp|Description [Frofto [Ma |r [stat [PlsuTot [Reqt|camy |Basty [Acck |
10 1] YPRO Base price e m = j 2 | ERL
| e | O[O ] —
| ] ' ERS
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3 step —

Maintain condition record
Condition type [ZUPP] **ZDOM *#*Z1 **vaxin1500 *“*6000/- “* INR **select the conditionrecord and

go to additional data (If any condition type if we check condition update then we get extra 3 fields in condition
record that we call is as limit for pricing)

4+ Maximum condition value [ ]

+ Maximum no. of order [ ] [(EZa\RINESTAD)

4+ Maximum condition base value [1000] **enter ** save it.
th
4~ step —

go to OVKK and check pricing procedure i.e. [ZVAAO01] or [ZVAA02] [YPRO] it should be.

Go to VAO1 and create an order and check condition update when pricing procedure is [ZVAAOQ1]

[N JenTy[Name |amount |crey [per  [U |condition value |curr. [status[Numc |oun [ccon |un  [condition value |cdcur]:
@ YPRO Base price 10,000.00 INR 1EA 10,000.00 INR 1EA 1EA 0.00
Base value 10,000.00 INR 1EA 10,000.00 INR

|@ Z5UP Condition supplement | 3.000-% | 300.00- INR |

0 ZUPP C i 6,000.00- INR i

@ 2004 Material discount | 1,500.00- INR B0-

|@ ZD1S COMON Discount 10.000-% ' [ ] 1,000.00- INR

| @ Z6RP group condition ' IR ] 8.00 INR

| Grossvalue ' 1,200 88 INN = 1EA | 1,200.08 INR
Total discount ' 8,800 08-INR | 1EA | 8,800.00- INR
(COPY OF GROSS ' 1,200.08 INR | 1EA | 1,200.08 INR

|@ YFOO Freight Surcharge ' 5.00 INR | 1KG | 5 00 INR

|@ YPAC Packing Surchage ' 2.000 % | Bl 2400 INR

[ NETVALUE ' 1,229 88 INR | 1EA | 1,229.0808 INR

| @ 2ZWST New Output Tax [ 4.000 % ' [ 4916 INR |

Go to VAO1 and create an order and check condition update when pricing procedure is [ZVAAQ2]

N [cnTyIName [Amount [crey [per |u [conditionvalie  [cum. [Status|Numc Joun [ccon [un [Condiionvae  |cacur
@ YPRO Base price 10,000.00 INR | 1EA 10,000.00 IR = | 1EA 1EA | 0.00

Base value 10,000.00 INR 1EA 10,0000 IR | 1EA | 1EA | 0.00
B 2UPP Condition update ' §,000.00- TR | 1EA | 6,000.00-I | 1EA | 1EA 6,000.00- INR
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Reference condition type: -

For Any condition type if we maintain reference condition type, then whatever condition record we maintain for
reference condition type that will be applicable to main condition type.

+ We use this concept for intercompany condition type.

IVO1 and P101 is intercompany condition types.

—is Reference condition type for [P101]

In intercompany sale, we maintain condition record for PI01 and that will be applicable to I\VVO1 condition
type.

Any condition type if we have reference condition type then go to pricing procedure in which main
condition type exist. [ICAAQ1] and check transaction specific

SCALEL:- Scale means maintaining the price in slab system i.e. Normal scale or Graduated scale.

Go to VK11™% PR0O0O™™ uantity Price If customer is placing 99 QTY order
If customer’s order 1 10000 the material price will be Rs. 10000

Lexi material amount™ *

* 99, if customer placing 250 Qty

go to scale and maintain | [If customer’s order 100 0900
| | then Rs. 9800 * 250, If customer
normal scale. >
If customer’s order 200 0800 giving 550 Qty order then material
Remember pricing | If customer’s order 300 9600 Rs. 9500 * 550.
procedure should be there o
If customer’s order 500< 0500 This is called Normal scale

with PROO with sales area.
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Scale basis: -This field controls on what basis we want to maintain the slab price i.e. based on quantity or value.

Check Value: - This field controls whether the slab price should be decrease or increase.
Scale type: - This field controls whether to go for normal scale or graduated scale.
Normal scale: - It is based on order quantity and system directly considers that slab price.

Graduated scale: - System considers each slap price that particular order quantity.

Go to V/06™* PROO Quantity Price If customer is giving 350 Qty order:-
st .

scale type [D] save it If customer’s order 100 10000 1 d100 Qty is Rs. 10000 * 100 =

- 2"% 100 Qty is Rs. 9900 * 100 =
Material amount select | [If customer’s order 300 0800 Last 50 Qty is Rs. 9600 * 50 =
and click on scale and If customer’s order 400 0600 This is called Graduated scale
maintain graduated scale
save it. If customer’s order 500 0500
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Create an order with 350 Qty

N [CcnTy|Name |Amount Icrey [per U |condition value |curr. [status|Numc [oun [ccon un  [Condition value

@ PROG Price 10,000.00 |INR 1 CAR 1,000,000.00 INR 100BT 1CAR 0.00
@ PROO Price 9,900.00 INR 1 CAR 990,000 .00 INR 100B8T 1 CAR 0.00 |
@ PROO Price 9,800.00 INR 1/caR 930,000.00 INR 108 8T 1CAR | 0.00 |
@ PROO Price 9,600.00 INR 1 CAR 480,000.00 INR 100B8T 1 CAR 0.00 |

Exclusion: - Any condition type if we maintain exclusion[X], if that condition type determine into sales
document then it eliminates all the below condition types for which we have same requirement [Pricing

procedure — Reqt (2)].
Exclusion can be maintained at two levels.

+ Condition type level

4+ Condition record (VK11 **details “*exclusion)

Maintain exclusion [X] in condition type “Y007”, and create one order with customer 100213 and it eliminates
all the below condition types Z004, ZDIS. Just see the below conditions in order

N [CnTy|Name |Amount |crey |per  |u  |Condition value lcurr. |
@ YPRO Base price 9,000.00 INR 1EA 900,008.00 INR
Base value g,008.88 INR 1EA 900,000.00 INR
@ Y087 Customer Discount 30.000-% 270,000.00- INR
Gross value 6,300.80 INR 1EA | 630,000.00 INR
Total discount 2,708 .00- INR 1EA 270,000.00- INR
COPY OF GROSS 6,300.80 INR 1EA | 630,000.00 INR
NET VALUE 6,308.80 INR 1EA 630,000.00 INR
COPY OF NET VALUE 6,300.80 INR 1EA 630,000.00 INR
@ YPRS Cost 100.00 INR 1EA 10,000.00 INR
@ SKTO Cash Discount 3.000-% 18,900.00- INR

Exclusion _group: - Grouping of multiple condition types into one and allow the system to propose best

discount or the least discount.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866

200



www.praveensapsdtraining.com

Configuration for exclusion group

SPRO*¥S&D ™ basic function™ pricing condition exclusion®™® condition exclusion for groups of

condition **define condition exclusion group ** go to new entries “* Z001 — New own group “* save it

Go back

Assign condition types to the exclusion group™®  go to new entries **

ExGr |Cond.exclusion Condition T

' - s

| = save it

Go back

Maintain condition exclusion for pricing procedure ** select our pricing procedure [ZVAAO01] and double

click on exclusion** go to new entries “*

sno|cpr|Procedure [ExGr1 [Group 1 [ExGr2
10 & Best condition betwe Z001 New own groupi |

=¥ Save it

Now create an order when condition exclusion procedure is “A”

ConditExclusionProc. IShort text |
A Best condition hetween condition types

Here order with customer 100219 which applicable for Material discount (Z004) and Common discount
(ZDIS) due to A condition exclusion procedure only best discount which is Z004 is active and ZDIS Inactive.

N |cnTylName |Amount |crey |per U |Condition value |cur. |
mf_l"_'_ﬁ_'@ije price 9,500.00 INR 1EA 9,500,000.00 INR
. PBasevalue 9,500.00 INR = 1EA 9,500,000.008 INR
@ ZUPP Condition update ' 6,000 00-INR |  1EA | f,000,000.00- INR
@ 2004 Material discount 1,500.00- INR 1EA | 1,500,000.00- INR
& ZDIS COMON Discount ' 10.000-% [ 950,000 .00- INR
@ ZGRP group condition 20,000.00- INR | | 5,671.64- INR
| |Gross value ’ 1,094.33 INR | 1EA | 1,994,328.36 INR
Total discount 7.505.67-INR | 1EA | 7,505,671 .64- INR
COPY OF GROSS ' 1,894.33 INR = 1EA | 1,894,328 36 INR
@ YFOO Freight Surcharge 5.00 INR 1KG | 5,000.00 INR
@ YPAC Packing Surchage ' 2.000 % [ 39,886.57 INR
. NETVALUE 2.833.21 INR = 1EA 2,039,214.93 INR
@ ZUST New Output Tax | 4.000 % [ 81,568.60 INR
. COPY OF NET VALUE 2.120.78 INR | 1EA | 2,120,783.53 INR
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Now create an order when condition exclusion procedure is “L”

| ConditExclusionProc. |Short text |
L Least favorable hetween conditions types

Here again order with customer 100219 which applicable for Material discount (Z004) and Common discount
(ZDIS) due to “L” condition exclusion procedure only least discount which is ZDIS is active and Z004
Inactive.

N |CnTy|Name |Amount |crey |per U |Condition value [cur. |
@ [VPRO[@)se price 9,500.00 INR | 1EA 9,500,000.00 INR
’ Base value ‘ 9,500.00 INR 1EA | 9,500,000.00 INR
@ ZUPP Condition update ‘ 6,000.00- INR | 1EA 6,000,000.00- INR
& 2004 Material discount ‘ 1,500.00- INR 1EA | 1,500,000.00- INR
@ 2D15 COMON Discount ‘ 10.000- % ' | 950,000 .00- INR
@ 2Z6RP group condition ‘ 20,000.00- INR | | 5,671.64- INR
' Gross value ‘ 2,544.33 INR | 1EA | 2,544 ,328.36 INR
Total discount ‘ 6,955 .67- INR | 1EA | f,955,671.64- INR
COPY OF GROSS ‘ 2,544.33 INR | 1EA | 2,544,328.36 INR
@ YFOO Freight Surcharge ‘ 5.00 INR | 1ke | 5,000.00 INR
@ YPAC Packing Surchage ‘ 2.000 % ' I 50,886.57 INR
' NET VALUE ‘ 2,600.21 INR | 1EA | 2,600,214.93 INR
@ ZWST New Output Tax ‘ 4.000 % ' = 104,008 .60 INR
' COPY OF NET VALUE | 2,704.22 INR | 1EA | 2,704,223.53 |INR

Exclusion group can be between two groups.

SPRO™ S&D ™™ basic function™ pricing condition exclusion®™ condition exclusion for groups of
condition ***define condition exclusion group** go to new entries“* Z001 — New own group 1% Z002 —

New own group 2 ** save it
Go back

Assign condition types to the exclusion group  go to new entries

CTyp|Condition Type

Save it
Go back

Maintain condition exclusion for pricing procedure ** select our pricing procedure [ZVAAO01] and double

click on exclusion** go to new entries “*

Sho|Cpr|Procedure

S —

=¥ Save it
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Now create an order when condition exclusion procedure is “C”
iC Best condition hetween the two exclusion groups

Crate an order with customer 213 and material Vaxin1500

[N JenTy|Name |Amount |Crey |per  JU  |Condition value |curr. |
@ YPRO[@)se price 9,000.00 INR 1EA 900,000.00 INR
[ ] Base value ' 9,000.00 INR | 1Ea | 900,000.00 INR
@ Y807 Customer Discount ' 30.000- % ' | 270,000 .00- INR
| @ ZUPP cCondition update ' 6,000.00- INR | 1E8 | 600,000.00- INR
@ Z004 material discount ' 1,500.00- INR | 1EA | 150,000.00- INR
& ZDIS COMON Discount ‘ 10.000- % ' [ | 90, 000.00- INR
@ ZG6RP group condition ‘ INR | [ ] 0.00 INR
[ ] Gross value ' 1,200.08- INR | 1A | 120,000.00- INR
Total discount ' 10,200.00- INR | = 1,020,000.00- INR
COPY OF GROSS ' 1,200.00- INR | 1EA | 120,000.00- INR
| @ YFOO Freight Surcharge ' 5.00 INR | 1KG | 500.00 INR
| @ YPAC Packing Surchage ' 2.000 % ' [ ] 2,400.00- INR
' NET YALUE ' 1,219.008- INR | = 121,900.00- INR
| @ ZWST New Output Tax ' 4. 000 % ' [ 4,876.00- INR

Create same order when condition exclusion procedure is “F”

[sno|cpr|Procedure |ExGr1 |Group 1 |ExGr2 |Group 2 |
10 F  Best condition betwe Z081 New own groupi ZOB2  MNew own group2 |
F Least favorable betweent the two exclusion groups

Crate an order with customer 213 and material VVaxin1500

N |CnTy|Name |Amount |Crey |per U |Condition value |Curr. |
O,Y_P_'B,i;ie price 9,000.00 INR | 1EA 900,000.00 INR
Base value 9,000.00 INR 1EA 900,000, 00 INR
A Y007 Customer Discount 30.000-% | 270,000, 00- INR
@ 2UPP Condition update 6,000.00- INR 1 EA 600,000, 00- INR
O 2004 Material discount 1,500.00-INR | 1EA 150,000, 00- INR
@ 2015 COMON Discount 10.000- % 90,000, 00- INR
@ Z6RP group condition INR | 0.00 INR
Gross value 2,100.00 INR 1EA 210,000.00 INR
Total discount 6,900.00- INN | 1EA | 690,000, 00~ INR
COPY OF GROSS 2,100.00 INR 1EA 210,000.00 INR
@ YFOO Freight Surcharge 5.00 INR 1KG | 500,00 INR
@ YPAC Packing Surchage 2.000 % 4,200,.00 INR
NET VALUE 2,147.00 INR | 1EA | 214,700.00 INR
@ 2WST New Output Tax 4,000 % 8,588.00 INR
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Create an order with customer 215 (dealer) materials Vaxin1500

N |cnTy|Name |amount |crey |per U |cCondition value lcur. |
f{_P_'R'_B'je price 9,800.00 INR | 1EA 980,000.00 INR
. Basevalue ' 9,800.00 INR | 1EA | 980,000.00 INR
a:ZGEIS 'Customer!Mate discou 1,800.00- INR ' 1EA | 180,000.00- INR
@ ZUPP Condition update ' 6,000.00-INR |  1EA | 600,000 .00- INR
@ 2004 Material discount 1,500.00-INR | 1EA | 150,000 .08~ INR
& ZD1S COMON Discaunt ’ 10.000-% [ 98,000 .00- INR
@ ZG6RP group condition INR | [ 0.00 INR
. Gross value ' 2,300.80 INR = 1EA 230,000,008 INR
Total discount 7,500.00- INR ' 1EA ' 750,000.00- INR
COPY OF GROSS ' 2,300.80 INR | 1EA | 230,000.00 INR

% The condition exclusion procedure “D” will be used in group condition concept.

= Supplement condition cannot be eliminated, if we have both exclusion and condition supplement then
system could not able to eliminate condition supplement.
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16 fields of pricing Procedure

Required Print Requirement Accounting key
step |Co  |CTyp|Description [Fro fto Ma |rR |stat |PlsuTot [Regt|camy |BasTy |acck [Accru |
vV .. v v g v .
CounterCondition type FromManualStatisticSubtotal Accounting

. v key accruals
Condition formula Calc rule !

Condition formula for basic

1. Step:-
+ Step number will specify the sequence of condition types in pricing procedure.

+ Step number will also be used in “Form” and “To” to calculate the base value.

2. Counter: -

We use counter if there is no space between two steps to add one more condition type.

Example — If Step numbers are maintained as 1, 2, 3, 4, 5 instead of 10, 20, 30, 40, 50 then in this case
we are unable to add new condition type between two steps, then here we use counter to add new
condition type. Refer below pricing procedure in which ZDIS is new condition type.

step |co  [cTyp|Description [Fro [to [Ma |r [stat |PlsuTot [rReat|camy [pasTy Jacek Jaceru |
1 ZPRD 00 0O
2 ‘ Base value O []' Il
3| vYeo7| OO0l
4 1 zoes Olol0
4 2 20Is)| ool
5 zo04[3) O 00

Note  Maintain step number with some gap in real time for future requirement.

3. Condition type: - Condition type specifies the type of the pricing component.

4. Description: - We use description to describe the condition types in sales document pricing, which
will be useful for end users.

Description will also be used to bifurcate the pricing structure. Ex. Base value, Gross value, Net
Value, Total value, etc.

Any step if we enter only description then for that step we have to check statistical.

5. From: - |ZIRiE e NI ORI El EERE Eite Eive Mortegl From field will help to determine the base

value for calculating the condition type value in sales document pricing.
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6. To:-To field will be used cumulate the value of multiple steps which are in a sequence.

If we leave ‘From’ and ‘To’ value fields then system will take immediate above value.

7. Manual: - Any condition type if we check manual, then system will not determine the condition
type automatically into sale document. User has to enter it manually in sales document.

In standard all header conditions are manuall.

8. Required: - Any condition type if we check required, then system will not allow to save the sales
document if the condition type is missing.

9. Statistical: - Any condition type if we check statistical then it will have two effects.

+The value of condition type doesn’t have any effect on net value.
+ The value of condition type will not be posted into accounting.

In standard the statistical condition types are VPRS, SKTO, PI01, KUMU and all bifurcation steps are
statistical condition.

10. Print: - This field controls whether to print the condition type into output printout or not.
+ If we don’t want to print then leave the field ‘Blank’.
+ If we want to print maintain either ‘X’ or ‘S’.
#+ ‘X’ means if we want to print at item level. — maintain ‘X’
+ ‘S’ means if we want to print at header level — Maintain ‘S’
+ All header condition we maintain print as ‘S’.

11. Subtotal: - It will be used to store the value of condition type in some temporary tables and fields for
the purpose of further calculation.

We do calculation in alternate calculation type and alternate base type.

Subtotal will also be used to update the sales document value into credit management.
The subtotal for credit management is “A”.

The subtotal will also be used to update billing document value into rebate agreement.

The subtotal for rebate agreement is “7”.

- & + & = ¥

The subtotal for VPRS condition type is “B”.
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12. Requirement: -

is a condition which system will check every time while determining condition type into
sales document. If the condition is fulfilling then only condition type will determine into sales document.

If the condition is not fulfilling then condition type will not determine into sale document.

>

The standard requirement is “2”.
Requirement 2 checks that the Pricing field in item category should be maintain with “X* or “B”.
The requirement for “VPRS” condition type is “4”.
Requirement 4 checks that the Determine cost field in item category should be checked.
The requirement for “SKTO” condition type is “9”.

Requirement 9 checks that the Cash discount field in material master- accounting 1 view should be
checked.

The requirement for “R100” condition type is “55”.

Requirement 55 checks that the Pricing field in item category should be only “B”.
That is the reason R100 appears only for ‘TANN’ item category because only TANN will have pricing
C(B”-

‘NRAB’ condition type determines in free goods without item generation. Requirement is “59”.

The requirement for PI01 condition type is “22”.

Requirement ‘22’ checks that the ordering company and delivery company should be different.

For all rebate condition types the requirement is “24”.

Requirement “24” checks that the document should be billing documents.

That is the reason rebate condition will determine only in billing document.

13. Alternate calculation type: - We use alternate calculation type, if the calculation part of condition

type is not standard.

*
*

Alternate calculation type is a formula.

If we maintain formula in alternate calculation type then system calculates and propose us total value
of condition type.

If we maintain formula in calculation type then no need to maintain condition record because system
is directly proposing the condition value.
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14. Alternate base type: - IR LIl EIT LAY B TR STs 104

We use alternate base type when the base value of the condition type is not standard.

+ Alternate base type is also formula.
If we maintain formula in alternate base type then system calculate and propose us only base value.

If we maintain formula in base type then we have to maintain condition record to convert the base
value into condition value.

Difference between Alternate calculation type & Alternate base type

Alternate calculation type Alternate base type
i). Alternate calculation type is formula. i) Alternate base type is also formula.
ii). We use it if the calculation part of condition value| ii). We use it if the base value of the condition type is
IS not standard. not standard.
iii). If we maintain formula in alternate calculation | iii). If we maintain formula in alternate base type then

type then system calculate formula and propose us | system calculate formula and propose the base value.

condition value. iv). If we maintain formula in alternate base value
iv). If we maintain formula in alternate calculation | then we have to maintain condition record.
type then no need to maintain condition record

15. Account key: - Account key is one of the parameter to determine revenue G/L account while
posting invoice values into accounting.
Any conditions, if it is not statistical then we have to maintain account key otherwise system
will not generate accounting key document.

Q.There is a condition type which is statistical but we assigned accounting key. What

happens?

Rebate condition type Accounting Key Accruals
BOO01 ERB ERU
BO02 ERB ERU
BOO03 ERB ERU
BOO06 ERB ERU
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15.  Accruals: - Keeping some amount aside from each transaction into provisional account to

meet the future requirement of rebate settlement.

Q. There is a condition type which is statistical but i want to post it into some G/L account.

How it is possible?

Reverse Pricing

Forward pricing

Reverse pricing

SBI ACT AIBT
10 |PROO 100000 [10 |ZPRO 1 l 104000
20 Base price[LO |100000 R0 [JVAT(4%) P v KOMP-Kzw11*100/100+4 4000
30 [JVAT(4%) 20 14000 30 Base value (kOMP - KzZWi11) - (KOMP — KZW12) 100000
40 Total 20-30/104000 K0 [PROO 30 copy of base value 100000

In above example we have only total value which is Rs. 104000/- need to determine base value by using
reverse pricing. So we are using formula in Alternate calculation type (ACT) and Alternate base type (ABT).

SBT = Subtotal is 1 = carry over value to KOMP-KZW!I1 (Table-field) for
104000 SBT = Subtotal is 2 = carry over value to KOMP-KZWI2 (Table-
field) for 4000 KOMP-KZWI1 * 100 /100 + 4 is 104000 *100 / 100 + 4 =

100000

So 4% of 100000 = 4000/-

104000 — 4000 = 100000 (Base value)

For determining base price need to copy of base value which Rs.

100000 So by this example we can understand the process of

reverse pricing

And also the use of Subtotal, Alternate calculation type and Alternate base type which are most important
of 16 fields in pricing procedure
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Forward pricing Reverse pricing
SBI ACT AI|3T

10|PROO 100000 [10| ZPRO 1 l 116854
20 Base price[10 [100000 [0 |JVAT(4%) P v KOMP-KZWI1*100/100+4 4494
30|BED(12%) 20 12000 B0 Baset+exise| |3 | (Komp-kzwi1) - (KOMP - Kzwi2) 112360
40|ECS(2%) 30 [240 40 Base value KOMP-KZWI3 *100/ 100 +12.36 [L00000
50[SECS(1%) 30 (120 50 | BED(12%) 40 12000
60 Base+exise [20-50[112360 60 [ECS(2%) 50 240
70[(0VAT (4%) 60 4494 70 | SECS(1%) 50 120
80 Total 60-70{116854 80 | PROO A0 Copy base value 100000

Client’s requirement: - is any customer if we purchase slow moving item then they want to offer 20 days
extra credit period.
Configuration: - Create one new condition type a copy of KO04

Placed the condition type in pricing procedure in the last and make it statistical save it.

Maintain condition record: VK11 maintain material X, Y, Z and Rs. 1,1,1 go to additional data one by one
and maintain additional value days [20] save it.

Q. How systems determine pricing into sales document?

VAOL
Doctype  OR } _IDOM+Z1+Z1+A+ 1:}@01
2
Salesorg  ZDOM e Wk
Dist chanl Z1 s / Step Ctyp Reqt
Division Z1 Back 10 ZPRO 2
systepfprocess \ (3)

ACcess sequence ZPR1
/ / (4)

Cust Nect value xxx (5) condition table |10 cust/material

/

20  Pricelist / material

10° Material qty TAN Price b=

an Material
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1_St System will try to determine pricing procedure with the combination of sales area + Doc pr pro + Cust Pr
pro = Pricing procedure.

Z_nd Then system will go inside pricing procedure and take the 1% step, condition type and check whether
requirement is fulfilling or not.

3_rd If requirement is fulfilling, system will go inside the condition type and take access sequence and take all
the combination and search for valid condition record if system find valid condition record then system will
determine price into sales document

Q. What sequence system follows out of 16 fields of pricing procedure while determining the condition
records into sales document?

Step

Counter

Condition type

Requirement

Subtotal

Alternate base type

Alternate calculation type

From

To

$°9°>‘.@P1:'>9°!\>!—‘l

—
o

Manual

—
=

Remaining

Q. What is the purpose of loour limit & upper limit in condition record?

Q. How to maintain loour limit & upper limit for manual condition type.

Q.what is pricing report?
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SPRO *# S&D ** basic function **pricing **maintain pricing report** create pricing report **name of
list [Z1] *=*title [new pricing report] ** click on this => or enter.

The T-code for creating pricing report is [V/LA] **select the field on what basis we want the generate the
report (select the field — customer, price list, material and click on “OR” ** select our made Cust/material,

Pricelist/material, material table ** click on => **positioning “*select as per our wish “* select all default

values and click on **save it.

The T-code to execute pricing report [V/LD] ** maintain the price report name [Z1] "% execute™*
condition type (whatever we want to see).

Q. Clients requirement is they want to introduce new discount condition type in existing pricing procedure but
new discount condition type should appear while creating invoice to already create sales order.

Q, client’s requirement is freight condition type should be calculated based on below requirement:

Total document weight:
X
Y |—»Weight >400 Kgfreight = Rs. 5000/- > 1000 Kg freight = Rs. 10000/-<
z < 400 Kgfreight = Rs. 3000/- 200 Kg freight = Rs. 1500/-
A
B —» Weight > 400 Kgfreight = Rs. 3000/-
¢ < 400 Kgfreight = Rs. 2000/-
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Interview Questions For Pricing

Q1. What is condition technique and what it consists?

Ans. Price is based on condition technique. Condition technique is a process of determining condition records
into sales document.

Condition technique consists of condition records.

Condition records will be stored in condition table.

Condition table will be placed in access sequence for most specific to most general.

Access sequence will be assigned to condition type.

Condition type will be placed in pricing procedure.

Q2. What is access sequence?

Ans. It is a search strategy which will search for the valid condition record for the most specific to most general.
Q3. What happens if i uncheck exclusive in access sequence?

Ans. If we uncheck exclusive in access sequence even if system find valid condition record system will not come
out of the search strategy. it will go and search and other combination if system find valid condition record in
other combination then it will determine all the condition record into sales document. If it a base price it activate
the last one and deactivate previous one but if it is discount then it will activate all.

Q4. What happens if i check exclusive in access sequence?

Ans. Exclusive is one field in access sequence. If we check exclusive in access sequence then if system finds
valid condition record at any of the combination then system will immediately come out of the search strategy
and determine the price into sales document.

Q5. What is condition table?
Ans. Condition table is the combination of fields which will help to maintain the condition record.
Q6. What happens if i save condition tale in local object?

Ans. If we save condition table in local object then system will not generate transport request number and
without transport request number we cannot transfer the condition table from one server to another server.

Q7. Condition table will be store in which request?

Ans. Condition table will be stored in workbench request.

Q8. What is field catalogue?

Ans. Allowed fields will be used to add the fields in field catalogue.
Q9. What happens if the field is not available in field catalogue?
Ans. We need to add the field in field catalogue.

Q10. What is the purpose of condition index?
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Ans. It will help to display or change all the combination of prices in a single window.

If management ask to change the prices of all combination with immediate effect then by using condition index
concept, we change all the combination of prices in single window.

Q11. What is the purpose of condition update?

Ans. - Restricting the condition record up to particular quantity or value or number of orders. It’s called as
condition update.

Q12. SAP restricts the number of order to?
Ans. In condition update concept SAP restricted the number of orders to 3.

Q13. What is the info structure we use for condition update?
Ans. S071, go to the T-code ‘OMO1 (To see the info structure)  search SO71 (condition update).
Q14. What happens if i check group condition?

Ans. If we check group condition then group condition amount will be distribute among all the line item in
propionates to the value of line item.

Q15. What is group condition routine and how many routine we have and what is purpose of it?

Ans. Group condition routine controls whether to consider total document value or group of materials value.
We have 2 routine. 1 and 3.

If we want to consider total document value then maintain group condition routine as “1”.

If we want to consider group of materials value then maintain group condition routine as “3”.

Q16. What is rounding difference comparison?

Ans. If we check this while distributing group condition amount among all the line items, if is there any left out
amount then left out amount will be added to largest amount in form of value.

Q17. Why we assign condition type in OVKK?

Ans. To see the amount of condition type in line item overview or to change the amount of condition type in line
item overview.

Q18. What is the purpose of exclusion indicator?

Ans. Any condition type if we maintain exclusion[X], if that condition type determine into sales document then it
eliminates all the below condition types for which we have same requirement [Pricing procedure — Reqt (2)].
Q19. What is the common T-code for pricing?

Ans. The common T-code for total pricing is [VOKO].
Q20. What is condition supplement?

Ans. Condition supplement is concept of adding one condition record to another condition record. If the main
condition record determine then only supplement condition record will be determine
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Q21. What is cumulate condition?

Ans. Cumulate condition will be used only in BOM concept, KUMU condition type will help to cumulate the
value of components and display the value in main item.

Q22. What is exclusion group?

Ans. It will be used only in BOM concept, KUMU condition type will help to cumulate the value of components
and display the value in main item.

Q23. What is the difference between normal scale and graduated scale?

Ans. Normal scale: - It is based on order quantity and system directly considers that slab price.
Graduated scale: - System considers each slap price that particular order quantity.

Q24. What scenario system activates multiple base pricing in single sales document?

Ans. In graduated scale scenario system consider multiple base pricing in single sales document.

Q25. What is the purpose of subtotal?

Ans. It will be used to store the value of condition type in some temporary table and fields for the purpose of
further calculation in Alternate calculation type and Alternate base type.

Q26. There is a condition type which is manual which user enters manually into scale document but entering
the condition type system should not allow to change the price?

Ans. [ ] amount and [ ] value in particular condition
type. Q27. What happens if a check statistical?
Ans. Any condition type if we check statistical then it will have two effects.
i) The value of condition type doesn’t have any effect on net value.
il) The value of condition type will not be posted into accounting.
Q28. There is a condition type which statistical and if assigned accounting key for that. What
happens? Ans. There is no effect, statistical over right to accounting key. It will not post to
accounting.
Q29. There is a condition type which statistical but i want to post into some G/L account.

Ans. If any condition type is condition class is “C” (rebate condition) even it is statistical we can post it
into some G/L account with the help of Accruals.
Q30. What is the purpose of requirement?

Ans. Requirement is a condition which system will check every time while determining condition type into
sales document.
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If the condition is fulfilling then only condition type will determine into sales
document. If the condition is not fulfilling then condition type will not determine into
sale document.

Q31. What is the difference between alter calculation type and alter base type?

Ans. Difference between Alternate calculation type & Alternate base type

Alternate calculation type Alternate base type
I). Alternate calculation type is formula. i) Alternate base type is also formula.
ii). We use it if the calculation part of condition value| ii). We use it if the base value of the condition type is
is not standard. not standard.
iii). If we maintain formula in alternate calculation | iii). If we maintain formula in alternate base type then

type then system calculate formula and propose us | system calculate formula and propose the base value.

condition value. iv). If we maintain formula in alternate base value
iv). If we maintain formula in alternate calculation | then we have to maintain condition record.
type then no need to maintain condition record

Q32. What is accrual?

Ans. keeping some money aside from each transaction into provisional account to meet the future requirement
of rebate settlement

Q33. Client’s requirement is any customer if he purchase slow moving items then they want to offer 20 days
extra credit period.

Ans. Create one new condition type a copy of KO04

Placed the condition type in pricing procedure in the last and make it statistical save it.

Maintain condition record: VK11 maintain material X, Y, Z and Rs. 1,1,1 go to additional data one by one and
maintain additional value days [20] save it.

Q34. Can i have difference payment terms for different material?

Ans. No.

Q35. When we check transaction specific?

Ans. Any condition type if we have reference condition type then go to pricing procedure in which main
condition type exist. [ICAAO01] and check transaction specific

Q36. What is header condition?
Ans. Header condition is the condition which applies to all the line items into sales document.
Header condition should be always process manually.

Header condition doesn’t have access sequence.
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Q37. Without maintaining condition record how to determine pricing for a particular material?
Ans. Price reference field in material master

Q38. What is the T-code to develop new pricing requirement?

Ans. VOFM  User define requirement number should be 900 and above.

Q39. Client’s requirement is they have two base price condition type in single pricing procedure.
ZPRO  Normal order, ZPRO condition type should determine for normal order process.

ZPR1  Third party order, ZPR1 condition type should determine only for Third party process.

Ans. As consultant we will give logics and ABAPer will do configuration

2 Regr
go0 I SOy 900
KOMP—PSTV  TAS
ZPR1 901 _|
907
KOMP— PSTV = TAS
Normal Third party
Order Order

ABAPer and basis consultant are responsible to take access key.

They take access key service.sap.com website when we enter it this website system will ask for OSS id number
and password.

OSS id number and password will be provided by client the number and password will be provided by client the
number look like (S0000567820) put this number to access key and click on continue then put the details in
website then system will propose 20 digit number and we do place the number in access key, then system will
allow to change or develop the program

The activity system perform when we create sales order

1% Partner determination
an Listing exclusion

3" Material determination
4th Free goods

5th Delivery scheduling
6" Availability check

7th Pricing

8™ Credit management

9th Text determination
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10th Output determination

11th Transfer of requirement

Q. Client’s requirement is bill to party should be determine from ship to party but not from sold to party while
creating sales order.

Ans. First go to partner determination T-code [VOPAN] customer master go to ship to party (WE) partner
function in procedure WE — BP.

Go to account group function assignment  assign bill to party (BP) — (0002)  save it.

Go to sales document header change select (TA) double click on Partner determination procedure go to bill to
party (TA) source as (SH) ship to party sequence (1) save it.
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FREE GOODS

“Offering the goods free of cost to customer in relation to the main item”.

Ex. - Any customer if he purchases ‘X’ material of 100 quantity, he will get Y’ material 20 quantity free.

free goods is two types: -

1.
2.

Inclusive

Exclusive

i). In inclusive the free goods quantity is included
with in the Ordered quantity.

Ex. - Offer is, if customer purchases ‘X’ material of
100 gty he will get 20 qty free.

For the above scenario, customer placed the order for
100 gty then main item gty becomes 80 & free goods
gty become 20.

Customer will Pay for 80 qty]
and get 100 qty delivered

Order | X—-80qty

Y —-20 qty

1). In exclusive the free goods quantity is excluded
from ordered quantity.

Ex.- for the same offer if customer places order for
100 gty then main item gty remains 100 and free
goods qty becomes 20

Order

X =100 gty

Y —-20 qty

Pay for 100 gty and get 120 gty delivered

if). In inclusive we can offer only same material as
free goods.

ii).In exclusive we can offer same material or
different material as free goods.

Inclusive is further classified into two types:-

i) Free goods with item generation: - In inclusive with item generation the free goods item will be determined as
separate line item. Here R100 condition type will get triggered, and make the free goods line item value as
zero.
il) Free goods without item generation: - In free goods without item generation the free goods item will not
determined as separate line item. Here NRAB condition type will get triggered, and deducts the value of free
goods item value from main item value.

Free goods is also based on condition technique
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Condition technique is a process of determining condition records into sales document.
+ Condition technique consists of condition records.
4+ Condition records will be stored in condition table.
+ Condition table will be placed in access sequence for most specific to most general.
+ Access sequence will be assigned to condition type.

+ Condition type will be placed in pricing procedure.

Path for configuration free goods

SPRO S&D basic function free goods condition technique for free goods maintain condition table generate one
condition table with sales org and material maintain access sequence (the standard Access sequence is NA0O)
ZA00 double click on access new entry 10 — table no. - save & go back

> Maintain condition type (the standard condition type is NAOO) create new condition type ZA00 and
assign access sequence ZAQ0 save it go back

> Maintain pricing procedure (the standard procedure is NA0OOO1) create own ZA0001 select and
double click on control data new entry [10 — ZA0O0] save it.

> Activate free goods determination (we assign free goods procedure to the combination of sales area +
document pricing procedure + customer pricing procedure

|SOrg. |DChI |Dv |DoPr |CuPP|Proc. |
]zoom Z1 Z1A 1 ZADOOT

save it.
Determination of item category for free goods item
Manual Free Goods Automatic Free Goods
OR OR
NORM NORM
----- FREE
TAN TAN
TANN TANN
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Go to ¥ & Contral Free Goods Pricing & Control Pricing For Free Goods Item Category (go to item

category TANN and maintain pricing field as ‘B”).
@ Maintain Condition Type For 100% Discount (The standard condition type 100% discount is R100)

@ Maintain Pricing Procedure For Pricing (1n this configuration step, we go to our pricing procedure and
maintain R100 condition type).

For R100 condition type maintain net value step number in “From?” field in pricing procedure.

step |co  |cTyp|Description |IFro [To |Ma R |stat |PlsuTot |Regtlcaity |BasTy |acck |
56 ] HA00 Percentage Discount 20 | | O 2 ERS
57 O  HBOO Discount (Value) 2 | | Ol 2 | ’ ERS
53 ] ZGRP group condition e | | m m 2 | ' ERS
60 [ . :Grossrvélhé oo TSB V | |:]- 4 ' V ' 4
Fo: o Total discount e 58 | O[O} |
71 B ICOPY OF GROSS se | |O (O & |
75 (e} YFOO Freight Surcharge 60 | ' m] (ml | 2 - ' ERF
80 @  YPAC Packing Surchage 60 | | Ol 0| 2 | ’ [ERF
81 @  HDBO Freight 60 | | ] [m | 2 ' ERF
g8 @ NET YALUE 71 81 | OO OO ‘ ' ' ' ‘
92 '@ nNRaB ) fag m B 59 | 29 ERS
R100 joo | NOMCMNO® | 55| 28 ERS
ZWST New Output Tax an w H 10 16 MWS

For R100 condition type maintain requirement as ‘55°. The requirement 55 checks that the pricing
field in item category should be only ‘B”. That is the reason R100 condition type determines only for
free goods line item.

For R100 maintain Alt Base type as ‘28’. The base type formula 28 will make the free goods item
value as zero.

For R100 maintain Account key ‘ERS’.  Save it.

Transfer the cost of free goods item to main item

(&> Set Transfer Of Costs To Main Item

This configuration step will help to transfer the cost of free goods item to main item.
Click on change

position (F2 — LF) select and double click on item in left menu

position (TANN) select and click on details and Check “cumulate cost” field in copy control save it.
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The T-code to maintain free goods master is [VBN1]
ZA00 (condition type) enter,
» maintain the material
» Min qty (Minimum quantity is the quantity which customer has to place the order to get eligible
for free goods, if customer is not placing the minimum quantity then system will not propose the
free goods) [100]
» From quantity (from quantity is the base quantity to calculate the free goods quantity [30]
maintain unit of measure [EA]
> free goods gty (It is the free goods quantity which we offer to customer in relation to from
quantity) [3] [EA]
> calculation rule

(We have 3 calculation rules to calculate the free goods quantity: -

i) PRORATA: - In prorate, system calculates the free goods quantity in proportionate to Order quantity and
From quantity.

Ex - Offer is, minimum order quantity is 100 and after each 30 gty get 3 gty as free goods, so in this
calculation rule if customer purchases 100 gty then he get 10 qty free i.e.

30=3

100 =?

?=100x3/30=9.3... ?=10(Rounded OFF)

i) Unit reference: - In unit reference system considers From quantity as 1 unit and system checks the
number of units in ordered quantity. Based on this system will propose free goods quantity.

Ex- if order is 110 then 30 + 30 + 30 + 20
v vV VvV ¥
5 5 5 0=15qty free goods

iii) Whole Unit: - If order quantity in exactly divisible by From QTY then only system will propose free
goods.

Ex — If order gty is 110 which is not exactly divisible by 30 so free goods is 0.)

Calculation rule [1] (prorate)
Free goods (this fields control whether the free goods is inclusive or exclusive and it also control whether
the free goods is inclusive with item generation or without item generation) [1]

Free goods delivery control (this field controls the free goods qty should be deliver in relation to the
main item qty [E] save it.
Create an order and check free goods determination
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Free goods without item generation

In free goods without item generation, the free goods item will not be determined as separate line item, Here
‘NRAB?’ condition type determines and deducts the value of free goods from main item value.

Configuration: -

Go to pricing procedure and place NRAB condition type above R100 in pricing procedure ZVAAO1

step |co  |cTyp|Description IFro [To |ma R |stat |PlsuTot |Regt|caity |BasTy |acck |

56 0 HABD Percentage Discount 20 | (] [ 2 ERS

57 @  HBOO Discount (value) o | | Ol | I3 1 ERS

58 O  ZGRP group condition e | | ) [m | | ' ERS

g8 B8 lGrossvalue l2e 58 | O [T ' 1 [ I ‘

Foi o Total discount Be B8 | ICI| = |

7100 /COPY OF GROSS e | [ (OO '

75 0  YFOO Freight Surcharge 60 ' Ol ol 2 | ' ERF

80 @  YPAC Packing Surchage 60 ' Ol 2| ' ERF

81 @  HDOO Freight 6o | | m | 2 | ' ERF

98 @ | NETVALUE 71 o1 O[O & | —_— ' '

[ fog I 59 | 29 ERS

.98 () (m] pe | [ [ERS:

ZWST New Output Tax an R 10 16 MWS

Requirement 59 checks that in VBNL1 the free goods category should be 3.
Base type “29” will help to deduct the value of free goods from main item value.
Exclusive free goods

Go to VBN1 ZDOM click on exclusive minimum gty (100) from qty (30) EA 3 1 free goods category (2)
additional material (Revital) E

Material [rame Imin gty [For  [unit [add. FG Jadd fin%  [cal [F [Free goods |AddMat FrGd [Material Description IF |
YAXINISOO  Vaxin 1500 100,  30EA | 3EA 9.081 2 Exclusive REVI2040050B0T REVITAL 20 TO 40 YRS 50MG BOTTLE E |

select this go to scale

|sca IMinimum oty |Freecdsaty  |Unit |AdotFGds ladd [in% |cal [F |Free goods |AddMat FrGd |Description IF |
From 100, 30EA | 3eA | 9.891 2 Bclusive  REVIZ848058B0T REVITAL 20 TO 40 YRS 50MG BOTTLE E
From| 200‘ 3BAEA _ 3LCAR | 0. 00.1 A2 Exclusive ALEXI3B4BB1 5B0T LLexine 30 to 40 yrs 15my hottle 'E
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Question & Ansour For Free Goods

Q1. What is the difference between inclusive and exclusive?

AnS,

I). In inclusive the free goods quantity included in 1). In exclusive the free goods quantity exclude from

order quantity. order quantity.

Ex. - Offer is, if customer purchases ‘X’ material of [ Ex.- for the same offer if customer places order for

100 qty he will get 20 gty free. 100 gty then main item gty remains 100 and free
goods qty becomes 20

For the above scheme customer placed the order for

100 gty then main item gty becomes 80 & free goods | Order X = 100 gty
gty become 20.
Y —-20 qty
Order | X-80qty Pay for 80 gty and get 100 gty
Y - 20 gty Pay for 100 gty and get 120 gty
i). In inclusive we can offer only same material as if).In exclusive we can offer same materialor
free goods. different material as free goods.

Q2. What is the difference between inclusive with item generation and without item generation?
Ans. i) Free goods with item generation: - In inclusive with item generation the free goods item determine as
separate line item and here R100 comes into picture and make the free goods line item value is zero.

ii) Free goods without item generation: - In free goods without item generation the free goods item will not
determine as separate line item. Here NRAB condition type determines and deducts the value of free goods
from main item value.

Q3. How many calculation rule we have in free goods and explain it?

Ans. (We have 3 calculation rules to calculate the free goods quantity: -

i) PRORATA: - In prorate basis system calculate the free goods quantity proportionally based on Order quantity
and From quantity.

ii) Unit reference: - In unit reference system consider From quantity as 1 unit and system checks the number of
units in order quantity based on that system will propose free goods quantity.

iii) Whole Unit: - If order quantity in exactly divisible by From then only system will propose free goods.
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Q4. 1 want to control the free goods delivery in relation to main item. Where is the control?

Ans. free goods delivery control (this field controls the free goods qty should be deliver in relation to the
main item qty [E]
Q5. | want to determine different materials as free goods if quantity increases.

How? Ans. Maintain scale

|sca IMinimum oty |FreeGdsaty  |unit |AdotFGds ladd |in% |cal |F |Free goods |addMat FrGd |Description IF |
From | 1 ﬂﬂ. 30EA 3 EA | 9. 09.1 A2 ‘Exclusive 'REUIZMBBEBBUT REVITAL 20 TO 40 YRS 50MG BOTTLE .E
From | 200 30EA | 3CAR | D.88¢1 2 Exclusive  LEXI3048015B0T LLexine 30 to 40 yrs 15mg hottle E

Q6. Can i determine multiple goods as free goods?

Ans. NO — Multiple free goods is GAP in SAP.

Q7. Can i determine free goods in quotation?

Ans. No — we can determine free goods only in order.

Q8. | want to transfer the cost of free goods item to main item. Where is the control?
Ans. In copy control check cumulate cost.

Q9. What is the requirement for R100 and what it checks?

Ans. For R100 condition type requirement as ‘55°. The requirement 55 checks that the pricing field in item
category should be only ‘B”. That is the reason R100 condition type determines only for free goods line item.

Q10. What is the requirement for NRAB and what checks?

Ans. For NRAB condition type requirement is 59 checks that in VBNL1 the free goods category should be “3” i.e.
inclusive rebate without item generation.

Q11. What is base type formula for R100 and what it will do?

Ans. For R100 maintain Base type as ‘28’. The base type formula ‘28’ will help to deduct the total net value.
Q12. What is the base type formula for NRAB and what it will do?

Ans. Base type “29” will help to deduct the value of free goods from main item value.

Q13. How to determine free goods in third party process?

Ans. X TAS Copy TAS and create new item category TASS for sub-item and maintain pricing B’
H e |
Y TASS TA
—b

[TAS
OR
BANS
FREE
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Q14. How to determine free goods in consignment issue?

Ans.

X KEN 1 X KEN Copy KEN and create new
|_ C1 (633) Movt Type I_ item category KENN
Y —» TANN_| Y —ENN
[ CP(601)} Movt Fype Cl for sub-item and

OR Maintain pricing B.
NORM
FREE
KEN

Q15. Clients requirement is they have three materials [X, Y. Z] if any of these three materials determine as free

goods item then system should propose only 50% discount not 100% discount. If any other material determine
as free goods then system should offer 100% discount.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 226



www.praveensapsdtraining.com

Material Determination

It is the process of substituting one product in place of other product.

Reason for substitution:

i) If the product is discontinued and coming with new product.
i) If the product is not available.
iii) Combo packs (promotional activity).

Material determination is of two types: -

1. Manual — In manual process, user will manually substitute the item .

2. Automatic — In automatic process, system automatically determine the substitute item.
= Auto replacement
= Substituted item will be displayed as sub item.

Sub item is again classified into two types: -

= Header pricing

= |tem pricing
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Material determination header pricing

Order (OR)
X —*TAX * Document type - OR
| ¥ TAPS — Item category group — NORM
Item usage — PSHP

Higher level item categories - Blank
TAX
Document type— OR
Item category group — NORM
Item usage — PSEL
Higher level item categories - TAX
TAPS

Material determination Item pricing

Order (OR)
X ——>TAPA >

Document type - OR

L Y — »TAN — Item category group —_\-OR?M’
Item usage — PSAI

Higher level item categories - Blank
TAPA
Document type— OR
Ttem category group — NORM
Ttem usage — PSA2
Higher level item categories - TAPA
TAN
Material determine also based on condition technigue.

Material determination is also based on Condition Technigque

Configuration for material determination

SPRO ™ S&D **pasic function ™ material determination & Maintain Prerequisites for Material Determination
Create condition tables ggles org + Material entered generate  save it.

Maintain access sequences (The Material entered standard Access sequence is A001) create own Z001
and place the condition table in access sequence save it

Define condition types Go to new entries create own condition type Y001 and assign access

sequence save it

Double click on Maintain procedure the standard procedure is A00001 create own Y00001 (New
procedure) click on control data

step |Co |CTyp|Description |Requiremnt | [
10 Lc] ‘.YEIEI1 Condition Type Mat d
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Go back @ iAssign Procedures To Sales Document Types! position OR  assign new pricing procedure
SaTy|Sales Doc. Type [MatDeterm. |Mat. determination |
OR  Standard Order YoO081 erial determination1 Save it.

Go back @ Define Substitution Reasons

(The substitution reason actually controls, whether to substitute the material manually or automatically and it also
control whether to do auto replacement or whether to determine substitute item as sub item. It also controls
whether to go for Header pricing or item pricing)

Click on new entries Y001 (New substitute reason)

[Entry (This field controls which item should be printed into the outputs (printout) i.e. whether to print entered
item or substitute item, if we check this system will print main item into the printout, if we uncheck this system
will print the substituted item into the printout).

[Warning (If we check this, before determining the substitute item system will give warning message).

Strategy  (This field controls whether to go for manual substitution or automatic substitution) “Blank” means
automatic and “A’ means substitute item will be displayed as sub item.

[Outcome (This field controls whether to go for automatic replacement or whether to determine the substitute
item as sub item and it also controls whether to go for header pricing or item pricing. “Blank” means auto
replacement and “A” means substitute item will be displayed as sub item with header pricing. “B” means
substitute will be displayed as sub item pricing.

> The T-code to create material determination master [VB11]
> mention condition type (YOOl)"'"*ZDOM “*Mention substitute reason (Y001) “**material entered (X)

“*Material (Y) “*save it.

If we want manual determination then strategy (A) and outcome (Blank)

If we want go with automatic and header pricing the maintain strategy (Blank), and outcome (A).

If we want to see the result of MRP indicator then go to T-code [OVZ9] **select the combination of availability
check ‘01’ or ‘02’ with A and go to details and [-/ Jcheck without RLT and save it.
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MRP indicator in material determination: - If we check MRP indicator, if stock of substituted item is not
available then system will try to substitute another material into sales document.

Interview Questions for Material determination

Q1. What is the purpose of Entry field in substitute reason?
Ans. This field controls which item should be printed into the outputs (printout)

Q2. What is the purpose of strategy in substitute reason?
Ans. This field controls whether to go for manual substitution or automatic substitution.

Q3. What is the purpose of outcome in substitute reason?
Ans. This field controls whether to go for automatic replacement or whether to determine the substitute item as

sub item and it also controls whether to go for header pricing or item pricing.

Q4. What are the items categories systems determines for header pricing?
Ans. TAX and TAPS

Q5. What is the item category system determine for item pricing?
Ans. TAPA and TAN

"Q6. How item categories determine in item pricing?

Ans.OR OR
NORM NORM
PSA1l PSA2
Blank TAPA
TAPA TAN

Q7. How item categories determine in header pricing?

Ans.OR OR
NOR

NORM M
PSHP PSEL
BLANK TAX
TAX TAPS

Q8. What is the purpose of MRP indicator in material determination?

Ans. If we check MRP indicator and if stock of substituted item is not available then system will try to
substitute another material into sales document.
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Listing / Exclusion

Listing: - Listing is allowing customer to buy only listed materials.

Exclusion: - Exclusion is restricting materials which customer is not eligible to buy.
Listing / exclusion is also based on condition technique.

Path for Listing / Exclusion

Stepl:-

SPRO|"""’S&D|"""Basic functions|""" listing exclusion **maintain condition table for listing / exclusion

"""’condition""" create table number"‘"" customer/material **generate it
Maintain access sequence for listing / exclusion (The standard access sequence for listing is A001 and
Exclusion is BOOl)l""" go to new entries **Z001 (Listing), Y001 (Exclusion)l"""’ select the access
sequence do the rest.
-Maintain Listing / Exclusion types (The standard Listing condition type is A0O01 and Exclusion condition

type is BOOl)"'"" Z001 - Z001, Y001 - YOOl"‘"" save it.

CTyp|Name |as  |Description |
Z001 Listing Condition ty Z001 Listing own
Y001 Exclusion condition Y001 Exclusion Own

Step4:-

-Procedure for maintaining Listing / Exclusion (The standard procedure for listing is A00001 and

Exclusion is BOOOOl)"'"" new entries"‘"" Z00001 - Listing, Y00001 — Exclusion.

Proce |Descript. |
200001 Listing Pricing Procedure
YBBBG1 Exclusion Pricing procedure

Step5:-

“Optimize access"'""’ go to new entr%""" Z001 """YOOl""" save it. In this configuration step we place the
access from most specific to most general.

|CTyp|Candition Type |access sequence |ac |Access
EG0T [)ting Condition ty 2801 18 CustomerMaterial
YBB1 Exclusion condition Yoe1 10 CustomeriMaterial
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Step6:-
Activate listing / exclusion by sales document typel""" go to our document type and assign Listing and

Exclusion procedure (Z00001 & Y00001) **save it.

SaTy|Sales Doc. Type Pro |Listing isti Exclusion |Exclusion

VfZE!BEIEH

Step7:-
-The T-code to maintain master data for Listing / Exclusion is VB01 “**Customer/material “**Customer

number (9990000045) “*material Al, B1, Cl“"‘" save it.

Customer: 19990000045
[Material |Description
i Material A1
B1 Material B1
e Material C1

“For exclusion VBO01 “*customer“*material [X]*“*save it.

|Material |Description
X Material X
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Cross selling

“It is the process of selling additional products along with main products.”

Cross selling is a push strategy

Cross selling is also based on condition technique.

Path SPRO "'"‘S&D"'""basic function"‘"’cross selling

< [  Cross Selling
[ & Define determination procedure for cross selling;

I%( @ Maintain Customer/Document Procedures For Cross Selling
Ey @ Define And Assign Cross-Selling Profile

Define determination procedure for cross selling
> create condition table — 502 (If for all customers (sales org + material), if for selected customers then

(customer + material) **generate it.

> Maintain access sequence (the standard access sequence for cross selling is [ 001] ***new entry
[Z001] do the rest and"‘"" save it.

> Define condition type (the standard condition type for cross selling is [CSOl])|"'"‘ new entry [ZS01]

Access sequence 2001""" save it.

|CTyp|Name |45 |Description |
|ZSB1 ‘New condition typ CC EZEJEH .NewAccess seq for CC

> Maintain procedure (the standard procedure for cross selling is [CSOOOl])l"'" new entry [ZSOOOl]l"'""
control 10 — ZSOl"‘""’ save it.

lstep |co |CTyp|Description |Requiremnt |
18 @ Z501 New condition typ CC |

Maintain customer/Document procedure for cross selling
Define customer procedure for cross selling (if needed create new)

Define document procedure for cross selling (if needed create new)

Assign document procedure for cross selling to sales document type “* Go to OR** assign PP DocProc as

B ** save it

SaTy|Description PP DocProc |Description

B e o 7t *U:!:gi?‘ "
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Go to customer master  “*customer no. (9990000065) and assign PP Customer procedure as ‘B> “*save it.

Define and assign cross selling profile ** define cross selling profile **go to new entries Y0001 (new

profile) **cross selling pricing procedure (ZS0001) ***Save it.

Key
Cross-selling prof. ¥eEOB1|  [New profile

General control

Product proposal proc. |

___________

Cross-selling pricg proc. | 250001 New Procedure CC

Assign cross selling profile (we assign cross selling profile to the combination of sales area + CS customer
procedure + CS document procedure

sorg. |Dchi |Division |CS cust proc.  |CS doc. proced.  [CS profile  |Description ]
Zbon 21 Z1 B B YOoeEO1 MNew profile

=¥ Save it.
The T-code to maintain master data for cross selling [VB41]  ZS01  Vaxinl500 X Material  save it.

Item category determination for cross selling is: - OR + NORM + CSEL + TAN = TAN
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Incompletion Loqg

In this configuration we define incomplete procedure for sales documents.

Incomplete procedure consists of list of mandatory fields, which user has to enter mandatorily while creating
sales document.

If any of the mandatory field is missing then either system will not allow saving the sales document or even if
system allow to save, the status of document will be incomplete and incomplete documents cannot be processed
further.

In document type, incomplete message check box will control whether to save incomplete document or not.

Path for log of incompleteness

SPRO *#S&D ™ basic functions™™ log of incomplete items “**define incompleteness procedure “* select
group A and double click on procedure ** go to change mode “*new entries “* define our own procedure “*

Y1 [new procedure] **select and click on fields™ new entries™ table [VBKD] — Field [ZTERM] —
Scr.(Screen will help to take us directly to that particular field while processing incompleteness in sales

document) [KDE3] “*status (It controls which further transaction should be blocked if the particular field is
missing in sales document) (see the configuration further).

For Incoterms:- VBKD INCO1KDES3
For sales district: -VBKD  BZIRK KKAU
For PO number: -VBKD BSTKD KBES
Save it
Incompletion fields
Tahle |Fid name  |Description Iscr. |status  |warning |Seq. |
YBKD ZTERM Terms of Payment KDE3 O
YEKD INCO1 Incoterms KDE3 |
YBKD BZIRK Sales district KKA&U ]
YBKD BSTKD PO numher KBES ]

Assign incompleteness procedure (If it is header incomplete procedure then we assign it into document type, if

it is item incomplete procedure then we assign it into item category) ** Assign procedure to sales document
types “* go to our document ‘OR’ — Y1 “*save it.

|saTy |Description |Proc. ‘Description lic-dialog |
@ |

OR Standard Order i procedure v [l
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Define status group  “*go to new entries “*Y1 — billing, Y2 — Delivery, Y3 — for All **save it.

|s |General |Delivery  |Billing doc. |Price |Goods move |Pickingiputaway |Pack |

A S [ |1 | | — )
| S S 5 5 T ) [ | W
] I R R (I

Go back to incomplete procedure and assign status Y1 — Billing, Y2 — Incoterms, Y3 — Sales district & PO
number save it.
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Item Proposal

Listing of materials for which customer regularly places order, and calling the list while creating sales order.

Item Proposal will save the time of end users who is creating sales order.

The T-code to create item proposal is [VA51].

Item proposal type is [PV].

Path **VAb51 "¥PV™¥ sales areas “*enter “* mention description™* material and quantity “*enter and

"Fsave it.
ltem Proposal 50000034 |
Description fNew Item proposal \
Valid-from date [ | valid-to date [
tern  |Material |Target quantity |u |Description |
10/4BC 100 EA ABC |
| 2exvz 100 EA XYZ
1 38k 100 EA Material X
| sy 100 EA Material Y
| saz 100 EA Daterial Z
Y 200 EA Material A1
| 78t 300 EA Material B1
| sac 50 EA Material C1
" | OBCROCINTABLET 40 CARcrocin tablet for hedech
~ |  100REVI2040050B0T 20 CARREVITAL 20 TO 40 YRS 50MG BOTTLE
1 118vaXINISE0 30 EA Waxin 1500
~ | 120LEX1304001580T 10 CARLexine 30 to 40 yrs 15mg bottle

When we save, system will propose a number.Aassign this number in customer master in item proposal field.

VA01**Sales areas “*enter “* and click on (Propose item)
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Revenue Account Determination (SD-FI Integration)
It is the process of determining G/L Account while posting invoice values into accounting.

While creating invoice in background system generates accounting document and the accounting entry is: -

Customer Account Debit
TO
Revenue Account Credit

@R @ @

Configuration for Revenue A/c determination

SPRO *™#S&D "*pasicfunctions ™~ = Account AssignmentiCosting ¥ [ Revenue Account Determination
(» Check Master Data Relevant For Account Assignment

Alc assignment group of customer and A/c assignment group of material fields are one of the parameters to
determine revenue G/L A/c while posting invoice values into accounting.

In this configuration step we can define new A/c assignment group of customer and A/c assignment group of
material.)

Acct assignment grp |Description

1 Mew Trading Goods

¥2 New Finished Goods|  gaye it.
Account assignment group of customer

|AcctassaGr |Description |

1 _New Domestic

Y2 _New Foreign revenue Save it.

&» Define Dependencies Of Revenue Account Determination (Dependencies is nothing but Condition Table)
The standard combination of condition table for revenue A/c determination is

1. Sales org / A/c assignment group of customer / A/c assignment group of material / A/c Key.
2. Sales org / Alc assignment group of customer / A/c Key.

3. Sales org / Alc assignment group of material / A/c key

B. Sales org / Alc key

4. Sales org.
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Q. In standard what combination system determines revenue G/L A/c?

Q. client requirement is revenue G/L A/c should be determined based on plant too. How to do this?

STEP1:-

Double click on create table **

Table no. 501 (Sales org / Plant / A/c assignment group of customer / A/c assignment group of material / A/c
Key.) ** generate it “*save it.

Table no. 001 (Sales org / A/c assignment group of customer / A/c assignment group of material / A/c Key.) “*
generate it “*save it.

Table no. 002 (Sales org / Alc assignment group of customer / Alc Key.) “*generate it “*save it.

Table no. 003 (Sales org / Alc assignment group of material / A/c key.) **generate it “* save it.

Table no. 005 (Sales org / Alc key) *“*generate it “*save it

Table no. 004 (Sales org) “*generate it *“*save it.

Step2:-

@ Define Access Sequences And Account Determination Types
Maintain access sequences for account determination, the standard access sequence for A/c determination is
KOFI **create “*own go to “*new entry

|as  |Description
|YUFI MNew Access seq

Select: click on access sequence “*new entries “*place the condition tables in access sequence.
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No. |Tab|Description
10 Bifi{sles org.PlantiAcctAssaGrAcctAsgnmiiAcct key
20 1 CustGrpMaterialGrpiacctKey

30 2 CustGrpfAccount Key
40 3 Material GrpiAcet Key
50 5 AcctKey

60 .4 .G'e nre ral

Save it

Define account determination types :
The standard condition type for revenue A/c determination is KEEINICICOECoHToNNG KOFNEE)

“*new entry “*

CTyp|Name |as  |Description ]
YUFI New cond typ wio CO YVDFI New Access seq
YOFK New cond typ with CO YOFI New Access seq

Save it.

Step4:-

@ Define And Assign Account Determination Procedures

Double click on Define account determination procedure ([iiCHSINCEICIAICHUCICHINGHONNRIocCaucHE

-) “# go to new entry™® YOFIO0 **select “*click on control data “*New entry and placed the

condition type =%

[Step ]Co ICTyplDescription |Requiremnt I
18 @  YOFI New cond typ wio CO 3

20 @ YOFK New cond typ with CO 2

Save it.

Step5:-

Assign Account Determination Procedure (we assign A/c determination procedure to billing type) position F2

assign YOFI00 **save it.
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Step6:-

@ Define And Assign Account Keys
In this configuration step we can define new A/c key and assign it to condition type in pricing procedure.

“*Double click on define A/c key ™ new entry“* YPC (Packing charges) “* save it.

Assign Account keys “*position“* ZVAA01

Step7:-

&» Assign GIL Accounts
In standard we assign G/L A/c to the combination of
sales org | A/c assignment group of customer | A/c assignment group of material | Account key)

“*Double click on our condition table (sales org | plant | A/c assignment group of customer | A/c assignment

group of material | Account key) go to** new entries

App|CraTy. [Chac]Sorg. [Pint [AAG[AAG [actky | | [ARRICndTy. [Chac|SOrg. [Pint |AAGIAAG |Actky |
v YOFI INT ZDOM ZMUM Y1 Y1 ERB ¥ _[YOF1 [INT [70OR @ZHUN[Y2 [¥1 [ERL
¥ YOFI INT ZDOM ZMUM Y1 Y1 ERF v _[YOFI |INT |ZDOM |ZMUM Y2 ¥1 |ERS
¥ YOFT INT ZDOM ZMUM Y1 Y1 ERL ¥ YOFI INT ZDOM ZMUm ¥2 ¥1  ERU
¥ YOFI INT ZDOM ZMUM Y1 Y1 ERS v [YOFT |INT ZDOM ZMUM Y2 ¥1  YPC
¥ YOFI INT ZDOM ZMUM Y1 Y1  ERU v YOFI INT ZDOM ZMUM Y2 Y2 ERB
¥ YOFI INT ZDOM ZMUM Y1 Y1  YPC v YOFI INT ZDOM ZMUM Y2 Y2  ERF
Y YOFI INT ZDOM ZMUM Y1 Y2 ERB ¥ YOFT INT ZDOM ZMUM Y2 ¥2 ERL
¥ YOFI INT ZDOM ZMUM Y1 ¥2 ERF v YOFI [INT ZDOM ZMUM ¥2 ¥2  ERS
¥ YOFI INT ZDOM ZMUM Y1 Y2 ERL ¥ YOFI INT ZDOM ZMUM ¥2 Y2  ERU
¥ YOFI INT ZDOM ZMUM Y1 Y2 ERS ¥ YOFT INT ZDOM ZMUM Y2 Y2 YPC
¥ YOFI INT ZDOM ZMUM Y1 Y2 ERU ¥ YOFI INT ZDOM ZVAP ¥1 ¥1 ERB
¥ YOFI INT ZDOM ZMUM Y1 Y2  YPC ¥ YOFI INT ZDOM ZVAP Y1 Y1 ERF
¥ YOFI INT ZDOM ZMUM Y2 Y1 ERB ¥ YOFI INT ZDOM ZVAP ¥1 ¥1 ERL
¥ YOFI INT ZDOM ZMUM Y2 Y1 ERF ¥ YOFI INT ZDOM ZVAP Y1 ¥1 ERS
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App|CndTy. |ChAc]SOra. [Pint |AAGIAAG |Actiy |

¥ YOFI INT ZDOM ZVAP ¥1 Y1 ERU
¥ YOFI INT ZDOM ZV¥AP Y1 Y1  YPC

¥ YOFI INT ZDOM ZVAP Y1 Y2 ERB

¥ YOFI INT ZDOM ZVAP Y1 Y2 ERF

¥ YOFI INT ZDOM Z¥AP ¥1 ¥2 ERL

T TR T T T T App|CndTy. [Chac[sorg. [Pint [aaclaac [actky
¥ YOFI INT ZDOM ZVAP ¥1 Y2 ERU v YPFT: [@7 2ZDOM ZVAP Y2 Y2 ERB
v YOFL INT Z00M ZvAPY1 Y2 YPC  ly  woF[ INT ZDOM ZVAP Y2 Y2 ERF
¥ YOFI INT ZDOM ZVAP Y2 Y1 ERB -

¥ YOFI INT ZDOM ZVAP Y2 Y1 ERF ¥ YOFI INT ZDOM ZVAP ,Y2 ‘Y2 ERL
¥ YOFI INT ZDOM ZVAP ¥2 ¥1 ERL Y YOFI INT ZDOM ZVAP ¥2 Y2 ERS
Y YOFL INT ZDOM ZVAP Y2 ¥1 ERS ¥ YOFI INT ZDOM ZVAP Y2 Y2 ERU
o NOFT BT ot avirys vi vee [V YOFT [INT ZDOM ZvaP¥2 Y2 YPC

=¥ Save it*™”

click on table view and click on print and click on this and click on spreadsheet and save it to desktop in
excel sheet.
The T-code to assigning G/L A/c is [VKOA.

The T-code to create G/L A/c [FS00]. In Real Time FI consultant will create G/L Accounts.
We have to create Different G/L for each Account Key.

G/L Account for Account Key ERL
Select the standard G/L A/c **go to T-code FS00 “*mention our own G/L A/c 600100 “*mention our

company code **click on with template™ mention standard G/L A/c [800000] *** Mention standard
company code [1000] **continue ** change the short text [ ] “*long text [ ] “*save it.

G/L Account for Account Key ERS
G/L A/C is 600200, same process as above. need to change only standard G/L A/c [600100] [ZALK] and change
short text and long text and save it.

Repeat this process for other Account keys ERF — 600300, ERB — 600400, ERU — 600500, YPC — 600600.

According to the client scenario, FI consultant will create 48 different G/L A/c and place them in excel sheet and
send to SD consultant. SD consultant will place all G/L A/c in VKOA combination

For Accrual ERU G/L A/c should be assigned with provisional G/L A/c too.

For practice purpose we will copy all 6 G/L A/c which we created and past them to all 48.
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Q. How you integrated with FI consultant while configuring revenue account?

Using MASS TOOL.:-

By using MASS Tool we can update A/c assignment group of customers to ‘Y1’ for all the customers.

Go to XD02*“*take the field for A/c assignment group of customersfKTGRD] with the help of F1.
The T-Code for MASS Change is [MASS].

MASS **for the customer select the object KNA1 and execute ™ select table KNVV and go to fields**

select our field [KTGRD] and execute “**mention our sales org** execute ***mention the new value [Y1] and

click on |24 ICON carry out a mass change **  save it.

Now go to MMO02 ** take the field name A/c assignment group of material with the help of F1 [KTGRM].

Mass“* for material master select the object as BUS1001 and execute ** select the table [MVKE and go to

fields™ select our field [KTGRM] and execute “*mention our sales org “*execute ™™ mention the new

For “MWST” [sales tax condition type] maintain G/L A/c in T-code [OB40].
In OB40 — assign G/L A/c with combination of tax code [W1].

OB40 " MWS **chart of A/c [INT] **continue **tax code [W1] ** A/c [175000] *“*save it].
FS00** 175000 change mode “*save it or change to [W1]

Create bill go to up to invoice **go to revenue A/c analysis.
Q. If accounting document is not generated as a consultant. What you do?

~click on revenue A/c analysis ~~here we come to know the error & we will solve the error

For manual process go to VF02 and click ‘flag’

If we check posting block in billing type then system will not generate accounting document automatically while
creating invoice then we have to go to change mode of invoice and click on flag to release it to accounting.

For collective processing of billing documents into account the T-code is [VFX3].
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VFX3**payer “*ZDOM **select all & click on flag.
Q. what fields we can change in invoice, Before A/c document generated.

Q. What are the fields we can change in invoice after account document generate?
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Interview Questions for Revenue A/c determination

Q1. How you integrated with FI consultant while configuring revenue A/c determination?

Ans. 1st we list out all the combinations in VKOA and take them into excel file and send this excel file to FI
consultant. FI consultant will create all the G/L A/c and put it in excel file and send this excel file to SD
consultant. SD consultant will go to VKOA and assign all the G/L A/c.

Q2. What is the accounting entry when we create invoice?

Ans. Customer Account Debit

TO
Revenue Account Credit

Q3. What is the accounting entry when we create proforma invoice?
Ans. No Accounting entry.
Q4. What is the accounting entry when we create return invoice?
Ans. Revenue Account Debit
TO

Customer Account Credit
Q5. What is the accounting entry when we create credit memo?
Ans. Revenue Account Debit

TO
Customer Account Credit

Q6. I don’t want to post invoice values into accounting automatically. Where is the control?

Ans. If we check posting block in billing type then system will not generate accounting document
automatically while creating invoice.

Q7. What is the T-code for collective posting of invoice values into accounting?
Ans. T-code is [VFX3].
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Q8. Before A/c document generate what are the fields i can change in invoice?

Ans. 1.Billing date, 2. Account assignment group of customer, 3. Account assignment group of material, 4. Tax
classification, and 5. Pricing.

Q9. What are the fields i can change in invoice after account document generate?

Ans. We cannot change anything.

Q10. How system identify whether to determine KOFI or KOFK?
Ans. Requirement 3 and 2 controls whether to determine KOFI or KOFK.

Q11. My client requirement is revenue G/L A/c should be determined based on plant also. How to do this?

Ans. By the help of Revenue A/c determination, define new condition table with this combination: Sales org /
Plant / A/c assignment group of customer / A/c assignment group of material / A/c Key.

Q12. In standard what combination system determines revenue G/L A/c?

Ans. Sales org / Alc assignment group of customer / A/c assignment group of material / Alc Key.

Q13. If accounting document is not generated as a consultant. What we do?

Ans. Go to VFO02 click on revenue A/c analysis here we come to know the error & we will solve the error to get
the A/c document.

Q14. What is the T-code to cancel the invoice?

Ans. VF11

Q15. What are the document system generating when we create invoice?

Ans. Revenue A/c document, Profitability analyst document, cost centre document, document flow, credit mgt,
LIS.

Q16. What is the accounting entry when we do PGI?

Ans. Cost of goods sold Account Debit
To
Inventory Account Credit

Q17. What is the accounting entry when we cancel invoice?

Ans.If i increase debit item value  Customer A/c....... Dr.

To, Revenue Alc..... Cr.
If i decrease the debit item value  Revenue A/lc........ Dr.

To, Customer A/C..... Cr.
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Q18. How we integrated with CO consultant?

Ans. CO consultant will ask list of condition type which we created for the client. We prepare list in excel file
along with the description and send the excel file to CO consultant. CO consultant will prepare “Value fields”
based on condition types and value fields will help to generate profitability analysis document.
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Reconciliation account determination

It is the process of determining reconciliation A/c while posting invoice values into accounting.
Normally in standard when we create invoice, system generates accounting document and accounting entry is:

Customer Account Debit
TO
Revenue Account Credit

For the customer account system determines G/L A/c from customer master reconciliation account.

But if clients requirement is reconciliation account should not be determine from customer master, it should be
determine based on some other combination like plant & division then we will configure reconciliation A/c
determination.

Path for reconciliation A/c determination

Stepl:-

SPRO™ S&D** Basic functions™ account assignment coasting™® reconciliation A/c determination**
maintain condition tables (maintain condition table as per client’s requirement Ex. Plant / Division) *“* Plant /

division ™ generate ** save it.

Step2:-

Maintain access sequence (the standard access sequence for reconciliation account determination is KOAB) **

create own [ZOAB] “*select ™ accesses “* placed condition table ** fields“* save it.

Step3:-

Maintain condition types (The standard condition type for reconciliation account determination is KOAB) **
create own [ZOAB] ** placed access sequence [ZOAB] “*save it.

Step4:-

Maintain A/c determination procedure (The standard A/c determination procedure for reconciliation A/c is

KOFIAB) ** create own [ZOFIAB] **select control ** new entry “*placed condition type “*save it.
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Step5:-

Assign account determination procedure **we assign reconciliation account determination to billing type ** go

to F2 and assign ZOFIAB new procedure =% save it.

Step6:-

Assign G/L Alc**double click on our table (plant / Division) “** new entries “*

ApplCndTy. [Chac]Pint |Dv]GiL Account |
YB ZOAB |INT ZMUM Z1 350000
¥B ZOAB |INT ZMUM Z2 351000
¥B ZOAB INT ZMUM Z3 352000
¥B |ZOAB |INT ZMUM Z4 353000
YE ZOAB |INT ZMUM Z5 354000
¥B |ZOAB |INT ZMUM Z6 355000
VB ZOAB INT ZVAP Z1 356000
¥B |ZOAE |INT ZVAP Z2 357000
VB ZOAB INT ZVAP Z3 358000
¥B |ZOAE |INT ZVAP Z4 359000
¥B ZOAB INT ZVAP Z5 360000
¥B |ZOAE |INT ZVAP Z6 370000

Save it.
Step7:-
Define alternate reconciliation account “*INT **continue “*go to new entries

GIL Acc Jait. GiL |
140000 350000
140000 351000
140000 352000
140000 353000
140000 354000
140000 355000
140000 356000
140000 357000
140000 353000
140000 359000
140000 360000
140000 3700808 Save it.
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Cash Account determination

It is the process of determining G/L Account for cash settlement A/c while creating cash sale invoice.
We use this determination only for cash sale process.
When we create cash sale invoice, system generates accounting entry

Cash settlement Account Debit
TO
Revenue Account Credit

Path

< 2 Cash Account Determination
2 & Maintain Condition Tables
[E @ Maintain Field Catalog
[ &> Maintain Access Sequences
[E & Maintain Condition Types
[E» & Maintain Account Determination Procedure
B @ Assign Account Determination Procedure
[ @ Assign GIL Accounts

Create Condition table with sales org.
Create access sequence new or use standard access sequence.

Create condition type and assign access sequence.

Create new account determination procedure and we assign account procedure type for BV =% save it.

Create new G/L account and assign G/L account

App|cndTy. |chaclSorg. |GiL Account
YC ZASH INT ZDOM 361000|

Also maintain Revenue A/c determination procedure YOFIOO0 in A/c determination procedure in billing type
VOFA.

Now create a Cash Sale order™ PGI™ and billing and check G/L account in accounting.
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Delivery Scheduling

It is the process of determining delivery dates & confirmed quantities into sales document.

System considers below parameters while performing delivery scheduling

1. Pick pack time: - (We maintain this in shipping point). It is the time taken to pick the material from
storage location and to pack it.

2. Loading time: - (We maintain this in shipping point). It is the time taken to do the process of loading the
goods into trucks for dispatch.

3. RLT: - (Replenishment lead time — we maintain this in material master MRP 3view) It is the time taken
to manufacture the product. System considers RLT if stock is not available.

4. Transit time: - (we maintain this in route determination). It is the time taken to deliver the goods from
plant to customer.

5. Transportation lead time: - (We maintain this in route determination.) It is the time taken to arrange the
mode of transportation (Trucks) for dispatching it to customer.

Process of delivery scheduling:-

Whenever we create a sales order, 1% system will perform ‘Backward scheduling’ if backward scheduling
fails then system will perform ‘Forward scheduling’.

Q. What scenarios backward scheduling fails?

+ Backward scheduling is always based on customer requested delivery date.
4+ Forward scheduling is always based on today’s date.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 251



www.praveensapsdtraining.com

Scenario 1
i:_;f:::!
Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 100 gty — Vax100 (always see the order stock in MDO04)
th
10" Dec
. th
Sales order 4 » Customer requested delivery date — 13" Dec
Vax100 Vax100
Qty 60 Qty 40
. . 3 days 2 days
Backward schf:dulmg fails be::auze 8th Dec ————"——— 11th Dec 13th Dec ==——— Backward Scheduling
propose date is beyond today's date
i.e. 10th dec
3 days 2 days system will propose delivery

Forward scheduling ————=— 10th dec C—— ——~ 13thdec ————— 15th dec date is 15th dec.

Note: - Whenever backward scheduling fails system determine two schedule lines.
Order made on date 11/12/2013 i.e. today’s date as 11 Dec. 13

|Delivery Date|Order quantity |Rounded gty |Confirmed Oty |sa |i
h3.12.2e13 40 40 DEA
16.12.2013 i) B 40EA |
Scenario 2

I%éample: - Pick pack time — 3 days, Loading time — 2 days,RLT — 10 days
Stock 100 qty - Vax100

(MDO04) "
10" Dec
Sales order 4 » Customer requested delivery date — 18th Dec
Vax100 Vax100
Qty 60 Qty 40

3 days 2 days

Here Backward scheduling is
13th Dec —==———= 16th Dec —=—>—= 18th Dec ==-_——= Backward Scheduling

success because delivery date
not going beyond today's date

Order created on 11/12/13 so requested delivery date on 19" Dec.

|Delivery Date|Order guantity |Rounded qty |confirmed Qty |sa |
19.12.2013 [5) 40 40 40EA
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®. Scenario 3
Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 100 qty - Vax100

(MDO04) "
10" Dec
Sales order 1 »Customer requested delivery date — 20th Dec
Vax100 Vax100 Vax100
Qty 60 Qty 40 Qty 50
10 days 3days 2 days

Here Backward scheduling is
fails because proposedate
going beyond today's date

Sth Dec =——3—— 15th Dec —=—3—= 18th Dec ==—_——=20th Dec = Backward scheduling

10 days 3 days 2 days system will propose delivery
Forward scheduling 10th dec =——=—=-20thdec ——"""—=-23rd dec ——"——— 25th dec date is 25th dec.
Created order on 12/12/2013 and CRDD is 22/12/2013
[Delivery Date|Order quantity |Rounded gty |Confirmed Gty |
p2.12.2013[5) 50 50 clf
27.12.2013 ] [0} 50
@ Scenario 4

Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 100 qty - Vax100

(MDO04) h
10" Dec
Sales order 1 »Customer requested delivery date — 30th Dec
Vax100 Vax100 Vax100
Qty 60 Qty 40 Qty 50
10 days 3days 2 days

not beyond today's date 15 th Dec ==—+— 25th Dec ———= 28th Dec ==—_——130th Dec  Backward scheduling

Order created on 12/12/2013 and CRDD is 31/12/2013

Delivery Date|Order quantity |Rounded gty |Confirmed Oty |
31.12.2813 50 50 50|
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_ Scenario 5
l%(ample: - Pick pack time — 3 days,Loading time — 2 days, RLT — 10 days
Stock 130 qty - Vax100

(MDO04) h
10" Dec
~ . th

Sales order 1 »Customer requested delivery date — 20" Dec

Vax100 Vax100 Vax100

Qty 60 Qty 40 Qty 50

Only 30 qty will 3days 2 days
confirm on this date 15th Dec ——=—>—= 18th Dec ==—_——20th Dec  Backward scheduling
3 days 2 days
10 days ilb £
Forward scheduling 10th dec =———=-20thdec ——_——=-23rd dec ——"—— 25th dec tZ: q;v \;VI e confirm on
IS date
Order is created on 12/12/2013 and CRDD is 22/12/2013
Delivery Date|Order guantity |Rounded oty |Confirmed Qty |sa |
22.12.2013 (&) 50 50 30EA
27.12.2013 ] 0 20EA
@, Scenario 6
Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 130 qty - Vax100
(MDO04) h
10" Dec
~ . th

Sales order 1 »Customer requested delivery date — 14~ Dec

Vax100 Vax100 Vax100

Qty 60 Qty 40 Qty 50

Beyond today's date 3days 2 days
so fail 9th Dec —=—5—= 12th Dec ==—_——14th Dec  Backward scheduling

Order is created on 12/12/2013 and CRDD is 16/12/2013

|Delivery Datelprder guantity |R0unded gty olgaonﬁrmed Qty ]Sa l —

h6.12.2013 ) 50 50 OEA |

17.12.2013 [ i] 30EA :vs

27.12.2013 0 0} 20EA 20 qty will be confirm on

=Co=- 25thdec .- date

Note:
If we want to create an order with 50 Qty and we need stock only 30 then check in MDO04, here material

quantity should be 30 in positive then actual result will come as per the scenario.
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By using MB1C or maintaining stock in MB1C we can increase the stock in MD04 and for reducing stock or
maintaining stock zero in MDO04 we have to create order of complete balance stock.

Scenario 7
Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 130 gty — Vax100 (MD04)

Check complete delivery required by law in customer master
If we check complete delivery by law in customer master then system will not allow to confirm partial quantity

and system also will not allow to partial delivery
Ll

12" Dec
Sales order 4 »Customer requested delivery date — 20th Dec
Vax100 Vax100 Vax100
Qty 60 Qty 40 Qty 50

) , ) -10 -3 -2
Going beyond today's date - fail  Sth Dec ==———= 15th Dec =<<Z——18th Dec —————70th Dec Backward scheduling

10 days 3 days 2 days ) )
Forward scheduling 12th dec =———=-22thdec ———_——-25th dec ——"—— 27th dec tS: qgv \tNIII be confirm on
IS date
[Delivery Date|Order quantity |Rounded gty |confirmed aty |sa |
20.12.201B [5) 50 50 OEA
201222813 ] 0 S50 EA
@ Scenario 8

Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 130 gty — Vax100 (MD04)

Replenishment lead time

Go to OVZ9 and position 02 or 01 (availability check) / A details | ¥ Checkwithout RLT 12" Dec

+

Vax100 Vax100 Vax100 Vax100

Sales order ®Customer requested delivery date — 20th Dec

Qty 60 Qty 40 Qty 30 Qty 50

If we check without RLT and if stock is not available then system will not confirm the quantity.

P|Delivery Date|Order quantity |Rounded gty |Confirmed Qty |sa |
D20.12.2013 50 50 QEA
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® Scenario 9
Example: - Pick pack time — 3 days, Loading time — 2 days, RLT — 10 days
Stock 160 gty — Vax100 (MD04)

Replenishment lead time -~
Go to OVZ9 and position 02 or 01 (availability check) / A details | ! Checkwithout RLT 12" Dec

a " . th
Sales order Vax100 Vax100 Vax100 Vax100 [Clstomer requested delivery date — 20" Dec
Qty 60 Qty 40 Qty 30 atyso  [In this only 30 Qty will be confirmed.

Configure for route determination
SPRO logistic execution transportation basic transportation function routes define routes define routes &

stages new entry 210000 (Vizag route) Transit time [5 days] Transportation lead time [7 days] save it

Go to route determination  define transportation zones  new entries
|Ctry  |TranspZone |Description |
[IN ZDEPDOROG1  Departure Zone
IN  ZDESBEEEE1 Destination Zone Save it

Maintain country and transportation zone for shipping point go to our shipping point assign country and
departure zone save it
Go to customer master and assign Destination zone.

Maintain route determination go to new entries Maintain departure country & departure zone — Destination
country & destination zone select click on route determination without weight group new entries shipping
condition (02) Transportation group (0001) Z1000 save it.

{Cross check customer master and material master for shipping condition and transportation group.}
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© Scenario 10
Example: - Pick pack time — 3 days, Loading time — 2 days,RLT — 10 days, Transit time — 5 days, Transport
lead time — 7 days.

Stock 160 gty — Vax100 (MD04)

th
13" Dec
. th
Sales order : »Customer requested delivery date — 19 Dec
Vax100 Vax100 Vax100 \Vax100
Qty 60 Qty 40 Qty 30 Qty 30
) -7 days -2 days -5 days

Fail backward 4 hor ————= 11th Dec ==——= 14th dec <©—= 19th Dec Backward scheduling
scheduling

: 7 da 2 days 5 days
Forward Scheduling 13th Dec r:\fé:,:- 20th Dec :&: 22th Dec =&= 27th Dec

IDeIivery DateLOrder guantity IRounded gty ]Conﬂrmed Qty ISa I
19.12.2013 o) 30 30 OEA
71252813 2] 0 30EA

®  Scenario 11
Example: - Pick pack time — 3 days, Loading time — 2 days,RLT — 10 days, Transit time — 5 days, Transport
lead time — 7 days.
Stock 160 gty — Vax100 (MDO04)
th
12 Dic

. th
Sales order »Customer requested delivery date — 18" Dec
Vax100 Vax100 Vax100 | Vax100

Qty 60 Qty 40 Qty 60 Qty 50

- 10da 3 days 2 days 5 days
Forward Scheduling 13th Dec |=y;§:=- 23th Dec =CL_;=- 26 th Dec =&=. 28 thDec ———= 2 Jan

If we have and stock is not available then system consider either of (RLT + PP) or (TLT) whichever is higher.

Configuration for delivery scheduling

SPRO ™ S&D ** basic function™* delivery scheduling & transportation scheduling “*define scheduling by

sales document type ** go to OR mention [X].

This configuration step controls whether o perform delivery scheduling or not.

Define scheduling by scheduling by shipping point (In this configuration step we can maintain loading time and
pick pack time in shipping point.

* We can maintain pick pack time and loading time other then shipping point i.e. Route dependent.
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Maintain duration in maintain duration we mention loading time and pick pack time with route dependent go to
pick pack time new entries ZMAN — Z1000 — 3 days save it.

“Delivery Scheduling Question”
Q.1. How system perform delivery scheduling?

Ans. system will perform delivery scheduling 1% ‘Backward scheduling’ if backward scheduling fails then
system will perform ‘Forward scheduling’.

Q.2 When backward scheduling fails?
Ans. If the propose date is going beyond today’s date.

Q3. If i check without RLT what is the result in delivery scheduling?
Ans. If we check without RLT and if stock is not available then system will not confirm the quantity.

Q4. Can i maintain pick pack time and loading time other then shipping point?
Ans. Yes, In Route dependent.

Q5. What are the parameter system consider while performing delivery scheduling?
Ans. Pick pack time, Loading time, Replenishment lead time, Transit time and Transportation lead time.

Q6. What happens if i check complete delivery required by law in customer master?
Ans. If we check complete delivery by law in customer master then system will not allow to confirm partial

quantity and system also will not allow to partial delivery.

Q7. If stock is available and if we have pick pack time & transportation lead time then system which one will
take?
Ans. System considers either of pick packs time or TLT which one is higher.

Q8. If stock is not available and if we have transportation lead time, Pick pack time and RLT then system which
one will take?
Ans. System consider either of (RLT + PP) or (TLT) whichever is higher.

Q9. When systems consider RLT?
Ans. System consider RLT if stocks is not available.
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Availability Check

It is a process of checking the stock availability of the materials while creating sales order.

Prerequisite to perform availability check: -

1. Availability check field in material master (General /plant data view in material master). This field is also
called as checking group.
In this field we maintain either 01 or 02.

01} Daily requirement 1005 Sales order

MDO04 For X Material 1006
Stock 100

Sales 75 <t——
Available 25

1007

If we maintain 01 then system cumulates the sales order quantities on that particular date and update in single
line in MDO0A4.

02 — Individual requirement

MDO04 ForXmateria 1005 Sales order
Stock 100
1005 — 30 70,\ 1006
1006 — 25 45¢—__ 1007
1007 - 20 25— |

If we maintain 02 each sales order quantity will be update in
MDO04 along with the sales order number.

If we maintain KP in availability check then system will not perform availability check.

2. Schedule line category: - [»/]Requirement Availability

If we check requirement & assembly and availability check in schedule line category then only system will
perform availability check.

3. Requirement class: - [ /] Requirement m Availability in TOR

4.Requirement type:- Requirement type should be determined into sales document.
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The criteria to determine requirement type into sales document: -

i) Strategy group(MRP 3 View)

i) i) MRP group (MRP 1 View)

iii) iii) Item category + MRP Type (MRP 1 View)
Iv) 1IV)Item Category

Configuration for availability check

Availability check can be configured in three ways:-

i) Availability check with ATP Logic(Available to promise).
i1) Availability check with product allocation.

Rule based availability check.

Stepl:-

SPRO*# S&D "*basic functions “*availability check & transfer of requirement™* availability check ** go to
=~ %, Availability Check with ATP Logic or Against Planning -r@ Define Checking Groups

In this configuration step we can create new checking groups in availability check.

Total Sales:-In this configuration step it actually controls whether to update Total (B)Records per day or
individual(A) records)

Q.Where is the control that for ‘KP’ system will not perform availability check?
Ans. In define checking groups if we check fiGIGHEeRIficld for ‘KP’.

Q. In define checking groups we have actual controls of how to update sales order quantities in MRP i.e. total
records per day or single records?

New entry Z1-B-B
Z2-A—-A saveit

Step2:-
(E» Define Material Block For Other Users

If multiple users are performing availability check, for the same material in the same plant at the same time. Then
system will performs availability check for 1™ user and block availability for other users.

This control is in Define material block for other users.

with the combination of availability check field and initiator “A” we have check block **go to** new entry

Initiator A=Order
Initiator B=Delivery
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Z1 — A —check,
Z1 — B — check,
Z2 — A — check,

Z2 — B — check ®* save it.

Step3:-

@ Define Checking Groups Default Value
If we maintain checking group here then system automatically determines it while creating material master.
In this configuration step we will assign Material Type with Plant and Availabilty Check

New entry ** FERT — ZMUM / ZVAP — Z1 "*save it

Step4:-

(T» Carry Out Control For Availability Check T-code [OVZ9]

Scope of check is also called as Availability check control
Scope of check = Availability check control

we configure scope of check with the combination of (checking group + checking rule).

Checking rule specifies the transaction in which we want to configure availability check i.e. whether to configure
availability check for order or delivery.

If we want to configure availability check in order then checking rule is [A].

If we want to configure availability check in delivery then checking rule is [B].

Availability check 82| Individual regmt

Checking Rule lT SD order

Stocks Infoutward movements
[Jinclude safety stock Incl.purchase orders
[ stackinTransfer Incl. purch.requisitions
[CJIncl.guality insp. stock Include sales regmts
[Jincl. blocked stock Include deliveries

Replenishment lead time
[CJcheckwithout RLT

Incl. planned orders
Incl. production orders

—
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Include safety stock: - It is the minimum stock which company has to maintain to meet the future emergency
requirements.
We have safety stock field in material master MRP — 2 view.

If we check this then system will consider safety stock also while performing availability check.

Stock in transfer: - If we check this system considers the stock which is in transit while performing availability
check in receiving plant.

STO Two step
Supplying plant

X-1000
-200
800

\ PO(X-200)

Receiving

2 \)Delivery w.r.t. PO

Include quality inspection stock: - After manufacturing the goods the stock will be kept in quality stock. After
the quality check, then stock will be moved to unrestricted stock.

If we check this then system considers quality inspection stock while performing availability check.

@ The movement type for maintaining Quality stock is [503].

Include block stock: - If we check this system considers the block stock also while performing availability
check.

®,  The movement type for block stock is [505].

Check without RLT: - If we check this then system will not confirm the quantities, if stock is not available.

If we uncheck this even if stock is not available system will confirm the quantities based on RLT.
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Inward / Outward movement: -

Purchase order
R Inward movement
Purchase I’EC]UISItIOI’l

Sales Requirement
. Outward movement
Sales delivery

Production order
Inward movement
Planned order

Inward movements will add the stock.
Outward movement will deduct the stock.

Include purchase order: - If we check this the purchase order quantities will be updated in MD04 as inward

movement.

Include purchase requisition: - Generally we should not check include purchase requisition because purchase

requisition is only request. It can be rejected or accepted.

Include sales requirement: - [Availability quantity = Stock — (open orders + open deliveries)]

After creating order After delivery w/o PGI After PGI
Stocks 100 Stock 100 Stock 95
1480 -20 80 1480 -15 85 1480 - 15 80
1481 -25 55 1481 -25 60 1481 - 25 55
1482 -30 25 1482  -30 30 1482 -30 25
r 800410 -5 25
» 1482 - T
——» 1480 > 1481 X =30
X =25
X=20
*Delivery 800410 (5 Qty wio PGI) ———— PGI 800410 (5 Qty)

If we check sales requirement then system considers open quantities also while performing availability check.

If we uncheck sales requirement then system will not consider open order quantities while performing
availability check.

Include deliveries: - If we check include delivery then system will consider open delivery quantity while
performing availability check.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 263



www.praveensapsdtraining.com

If we uncheck include delivery then system will not consider open delivery quantity while performing

availability check.

Real Time Scenario(Clients requirement)

Clients requirement is they have 2 plants, and they manufacture some materials in both plants. In one plant if
stock is not available then system should not confirm the quantities. In other plant even if stock is not available

system should confirm the quantities basing on RLT. How to configure this?

Solution: - Create new checking groups (Example — 02 is standard, so create new Z2) and maintain different
checking group for different plants i.e. (ZMUM - 02, ZVAP — Z2) in checking group default values, then when
we creating material master system propose checking group as 02 and for other plant Z2 then we maintain carry
out control for availability check for 02 & A combination we check w/o RLT and for Z2 & A combination we

uncheck w/o RLT.

Step5:-

@ Define Procedure By Requirements Class
In this configuration step we check requirement and availability in requirement class.
This configuration step is one of the prerequisite for Availability check.

Standard requirement class is [041 / 011].
Requirement class for Make to order is [040].
Requirement class for IPO is [KEB].

Go to requirement class and check Requirement [¥] Availability

Step6:-

@ Define Procedure For Each Schedule Line Category

In this configuration step we have to check requirement and availability in schedule line category.

Go to CP and [¥] Requirement [¥] Availability.

This configuration step is one of the prerequisite for Availability check.
Step7:-

@ Determine Procedure For Each Delivery ltem Category

This configuration step controls whether to perform availability check in delivery or not.

In The below scenarios we have to perform availability check in delivery: -
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i). When we are creating delivery w/o order reference.
ii). Adding new line item in delivery.

iii). Increasing the quantity in delivery.

iV) STO Delivery

Step8:-

Define default Settings:- & Define Default Settings

In this configuration step if we check fixed date and quantity, then system will not allow to change the delivery
dates and confirmed quantities while creating sales order

1.Availability check rule:- This field will help to propose POPUP in case of shortages of stock.
2.Fixed Date&Quantity:-

Step9:-

3 Checking Rule For Updating Backorders

The confiquration for backorders:

These are one of the configuration steps to process Backorders.
1.In this configuration step, go to our plant and assign checking rule as “BO” (Backorder process).

> If our plant is not displayed in checking rule for updating for backwards then we have to maintain plant
parameters PP.

» T-code [OPPO] | SPRO**production™* material requirement planning“* plant parameters“* carry
out overall maintain of plant parameters
> copy from plant (1000) To plant (ZMUM / ZVVAP) click on copy save it.

Second Method

> SPRO™*material management** inventory management** physical inventory plant parameter select
the standard plant (1000) copy mention our plant save it.

2.Maintain Carry out control for Availability check with the combination of Checking Group Checking Rule
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Backorder processing

Whenever high priority delivery customer places order, if stock is not available then we go back to open orders
of low priority customers and cancel the confirmation of orders and assign it to high priority delivery customers.

In The below scenarios backorder process is not possible: -

1). If availability check field is 01 then it is not possible.
if). If we check fixed date and quantities in default setting.

Client Scenario:-

Two customers, one is 100219 (High delivery priority) and 100213 (Low delivery priority).

Stock is 100 qgty. First create two open orders for customer 100213 with 60 and 40 Qty and then high priority
customer 100219 with 40 Qty order .then we will cancel 40 Qty order for 100213 customer and assign 40 qty to
100219 customer.

ABC material 100Qty

100213 100213 100219

100213 -60 40

ABC 60 Q ABC 40Q s
100213 -40 0 |

ABC 40Q

The T-code for back order process is [V_ RA] “*material [ABC] **plant [ZMUM] **execute.

Select both orders, which we need to cancel and which we want to assign

Material Cust. Docmt Item |DI1wPr|Fix|1 DlwDteOrder guantity Confirmed guantit |Dpen guantity SUnit
] BACKORDERS 9990000065| 12357 000010 03 19.12.13 £0.000 60.000 £0.000 |EA
[V] BACKORDERS 9990000065 12358 pooe1e| @3  [19.12.13 40.000 (40000 | 40.000 (EA
{'_»'/_‘I: BACKORDERS 9990000070| 12359 000010 21 19.12.13 40.000 0.000 40.000 |EA

®¥Click on backorder*™™ double click on the order

Date |IMRP & |[MRP element data |Regmtsireceipt |confirmed |
]23.12.201 3 Order 0000A12358/0000810/0002 0 40
*“#Delete committed quantity and click on copy

Sales requirements

Order 12358 10 MatAvDt  [23.12.2013

Open 40 | Totcmmttd |40 | |

Committed | ATP oty 40 J

40
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Double click on the order which we want to confirm

Date |MRP & |MRP element data |Regmtsireceipt |Confirmed |
23.12.2013 Order 000DO12353/000010/0001 40- ]

¥ Committed quantity [40]

Sales requirements

Order 12359 10 MatAvDt  |23.12.2013]

Open 40 . Totemmttd 0 | |G

Committed |40 | ATPoty |48 J 7

“*Click on copy !

[Date IMRP & |MRP element data |Rec.reqd gty |Confirmed |
23.12.2013 Order 000O012353/000010/0001 40- 40
Save it.

Material Cust. Docmt. Item (DIvPr|Fix|1 DlvDtelrder guantity Confirmed guantit |Open guantity | SUnit
"1 BACKORDERS 9990000065 12357 pooete| 03|  [19.12.13 60.000 60.060 60.000 |EA
[¥] BACKORDERS 9990000065 12358 ooaote| 03|  [19.12.13 48,009 9.000 40.000 |EA
[7] BACKORDERS 9990000078| 12359 pooeta| 01| [19.12.13 48,000 [40. 80| 40.000 |EA
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Rescheduling

The T-code for rescheduling is [V_V2].

Rescheduling is doing backorders process automatically by the system.

Create new material Rescheduling, post some stock - 50qty, create order for low delivery priority customer with full gty 50 and save it,
create order for high delivery priority customer with 50 gty and save it.

V_V2™% material “*plant™ uncheck simulation=* enter ** yes “*executec“* yes (System will confirm
gty for high delivery priority customer).

Material Description
Customer Name ,
Document Item  Order guantityloM 01d date

new confirmed gty

RESCHEDULING RESCHEDULING MATERIAL ZMUM  MUM Mfg plant Alkem
9990000065 Special customer 100213 insulin & antibiotic
12363 10 100.000 EA 19.12.2013 0,000
02.01.2014 100.000 0.000
9990000070 100218 customer insulin & antibiotic
12364 10 100.000 EA  19.12.2013 0.000
02.01.2014 100.000
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Interview Questions For Availability check

Q1. What are the prerequisite for availability check?

Ans. Availability check field in material master, Check requirement and availability in schedule line category,
Check requirement and availability in requirement class and Requirement type should by determining into sales
document.

Q2. What is checking group and what it controls?

Ans. Checking group is nothing but availability check and it is a process of checking the stock availability of the
materials while creating sales order. In define checking groups we have actual controls of how to update sales
order quantities in MRP i.e. total records for day or single records? For 01 we maintain “B” (total records for
day). For 02 we maintain “A” (single records).

Q3. What is the difference between availability check field in 01 and 02?

Ans. If we maintain 01 then system accumulate the sales order quantities on the particular date and update in
single line in MDO4. If we maintain 02 each sales order quantity will be update in MDO04 along with the sales
order number.

Q4. Where is the control that the checking group KP system will not perform availability check?
Ans. In define checking groups we check no check field for ‘KP’.

Q5. What combination we configure scope of check?
Ans. we configure scope of check with the combination of (checking group + checking rule).

Q.6. What is checking rule?
Ans. Checking rule specifies the transaction in which we want to configure availability check i.e. whether to

configure availability check in order or delivery].

Q7. What happens if i check safety stock, stock in transit, quality stock and block stock?
Ans. If we check these then system will consider these stock also while performing availability check.

Q8. What happens if i check without RLT?
Ans. If we check without RLT and if stock is not available then system will not confirm the quantity.

Q9. What happens if i uncheck includes sales requirement?
Ans. If we uncheck sales requirement then system will not considers open order quantities also while performing

availability check.

Q10. What happens if i uncheck includes delivery?
Ans. If we uncheck include delivery then system will not consider open delivery while performing availability

check.
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Q11. The clients requirement is the manufacturing some material in both the plant. In one plant if stock is not
available then system should not confirm the quantities. In other plant even if stock is not available system
should confirm the quantities basing on RLT. How to do this?

Ans. Create new checking groups (Example — 02 is standard, so create new Z2) and maintain different checking
group for different plants i.e. (ZMUM - 02, ZVAP — Z2) in checking group default values, then when we
creating material master system propose checking group as 02 and for other plant Z2 then we maintain carry out
control for availability check for 02 & A combination we check w/o RLT and for Z2 & A combination.

Q12. What scenario backorder process is not work?
Ans. i). If availability check field is 01 then it is not possible.
ii). If we check fixed date and quantities in default setting.

Q13. What happens if i check fixed date & quantity?
Ans. If we check this, system will not allow changing the delivery dates and confirming quantities in sales order

manually.

Q14. Where is the control that system is proposing popup in case of shortage?
Ans. Availability check rules (This field will help to propose the popup in case of shortage while creating sales
order).

Q15. What is the configuration required for backorder processing?
Ans. 1). Assign checking rule is ‘BO’ to plant.
i1). Go to carrwet control for availability check maintain the combination of “02” & “BO” save it.

Q16. What is backorder processing?

Ans. Whenever high priority delivery customer places order if stock is not available then we go back to open
orders of low priority customer and cancel the confirmation of order and assign into high priority delivery
customer order.

Q17. What is the T-code for backorder processing?
Ans. V_RA.

Q18. What is rescheduling?
Ans. Rescheduling is doing backward process automatically by the system.

Q19. What is the T-code for rescheduling?
Ans.V_V2.

Q20. How many types of availability check we have?
Ans. Availability check can be configuring in three ways: - i) Availability check with ATP (Available to
promise). ii) Availability check with product allocation. iii) Rule based availability check.

Q21. What is product allocation?
Ans. It is a process of reserving the stocks to customer, customer groups, and distribution channel.
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Q22. In availability check what happens if multiple user are performing availability check for the same material

for same time?

Ans. if multiple users are performing check for the same material at the same time then system will perform

availability check for the same material at the same time then system will perform availability check for 1% user
and block availability for other users. This control is in defining material block for other users.

Transfer of requirements (TOR)

Integration Between SD-MM-PP-FI-CO

TOR will help to transfer the sales order requirement to MRP (Material Requirement Planning).

Order /mm
MRP

Plant

If we don’t transfer the requirements, then the employees at the plant will not know the information of sales order
requirement, and the result is even if stock is getting emptied they will not start the production.

If we are not transferring the requirement to MRP, system could not be able to perform availability check.

oTC
Order MRP
TOR 2
X - 1000 = =—— Stock Run MRP
B Yes No
4 X-1000
Delivery Raw material
X
Y (3}
1 Invoice g Z ‘\lf\raw material is not available
If raw material | p
Payment available Production
Producti ? |
roduction
' : D i oo BFIG i
Vv PR Vendor
Invoice
5 B <«

» When we create sales order, first system determines requirement type into sales document in procurement
tab and requirement type will help to determine requirement class.
» Requirement Class controls how to transfer the sales order requirements to MRP
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Prerequisites For Transfer of Requirements

i). In scheduling line category check requirement assemble & availability check.
if). In requirement class - Check Requirement and check Availability.
iii). Requirement type should by determined into sales document.

The criteria for determining requirement type into sales document: -
1) Strategy group, ii) MRP group, iii) Iltem category + MRP type.

Standard requirement type is [041 / 011].
Requirement type for Make to order is [KE].
Requirement type for IPO is [KEB].

Standard requirement class is [041 / 011].
Requirement class for Make to order is [040].
Requirement class for IPO is [KEB].

Confiquration for TOR

SPRO™¥S&D ™™  basic Functions™® availability check&transfer of requirement**
i@! Transfer of Requirements -r@ Define Requirements Types

The criteria for determining requirement type into sales document is strategy group, MRP group, item category +
MRP type. Requirement determines into sales document in procurement tab. The Only purpose of requirement
type is to help determine requirement class). In this configuration steps we assign requirement class to
requirement type. [If needed then create your own].

@ Define Requirements Classes (Requirement class actually controls how the sales orders requirement should be
transferd to MRP).

> For 040 requirement class we have special stock indicator [E].

The special stock indicator “E” in 040 requirement class will control that. in make to order process the
sales order requirement will be transfer to MRP as special stock indicator ‘E’ (sales order stock). That is
the reason whenever we manufacture finished goods the stock will be reserved to that particular sales
order number.

> Requirement class KEB will also have special stock indicator “E”.
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The special stock indicator E in KEB requirement class controls that ,when we do MIGO in IPO process
system will reserve the stock to that particular sales order number.

In requirement class we have costing block which is an integration with CO consultant. The CO consultant has
to maintain costing method; The CO consultant has to maintain costing variant, costing sheet, condition type
line item.

We cannot remove E in 040 requirement class, if we need to remove it has to be done in Costing,Account
Assignment.

@ Determination Of Requirement Types Using Transaction

In this configuration step we assign requirement type to the combination of [item category + MRP type].

The requirement type determination based on strategy group and MRP group in PP configuration.

If we maintain item category + MRP type combination in schedule line category determination [VOV5] then
only the combination will appear here.

[TAN + PD = 041 “* create order and see in procurement tab ““* go to MMO02 and remove strategy group and MRP group then check
the order.

Scenario (Client Requirement)

If system should give 1 performance to item category + MRP type while determining requirement type into
sales document.

In assignment of requirement types maintain “{SiCINMOIRCOUICIICHNESH "

TAN |PD|1
@ Define Procedure For Each Schedule Line Category

In this configuration steps we go to schedule line category and ¥1 Requirement & assembly and
1 Availability.

@ Block Quantity Confirmation In Delivery Blocks
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Double click on blocking reasons criteria
In this configuration step, we check confirmation block to the delivery block reasons. If we check confirmation
block then while creating sales order system will cancel the confirmed quantity.

@ Maintain Requirements For Transfer Of Requirements

Q. While creating sales order if order is block for credit system automatically cancels the confirmation. Where is
the control?

@ Maintain Requirements For Purchase And Assembhly Orders
Q. In third party process & IPO process if order is block for credit system will not generate PR. Where is the
control?

SPRO **Production “*Production Planning**Demand Management“*Plant Independenet requirements“*

Planning Strategy **
Define Strategy

Availability Requirement
Schedule line category Scheduling line category
71 Requirement Requirement
=71 Availability [] Availability
Requirement Class Requirement Class
71 Requirement Requirement
7 Availability [ Availability

> If we want to perform Availability check, the above 4 has to be checked
» If we need to just transfer the requirements ,then above 2 has to be checked.
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Interview Questions For Transfer of Requirements

Q.1. What is the criteria for determining requirement type into sales document?
Ans. i) Strategy group, ii) MRP group, iii) Item category + MRP type

Q.2. What is the purpose of requirement type?
Ans. Requirement type will help to determine to requirement class.

Q.3. I want system to give first performance to Item category + MRP type while determining requirement
type into sales document. Where is the control?
Ans. “Origin of requirement 1.

Q.4. What is the requirement type for make to order and IPO?
Ans. Requirement type for Make to order is [KE] and Requirement type for IPO is [KEB].

Q.5. What is the requirement class for IPO and make to order?
Ans. Requirement class for IPO is [KEB] and Requirement class for Make to order is [040].

Q.6. What are the prerequisite for TOR?
Ans. i). In scheduling line category check requirement assemble & availability
check. ii). In requirement class - Check Requirement and check Availability.
iii). Requirement type should by determine into sales document.

Q.7. If i assign delivery block in sales order, system should cancel confirm quantity. Where is the control?
Ans. check confirmation block to the delivery block reasons.

Q.8. If order is block for credit, i don’t want to confirm the quantity. Where is the control?
Ans. Requirement number [101] in maintain requirement for transfer of requirement.

Q.9. In third party process & IPO process if order is block for credit system will not generate PR. Where is the
control?
Ans. Requirement number [102].

Q.10. TOR is integration between which modules?
Ans. Transfer of requirement is integration between SD + CO + MM + PP.
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Credit Management (SD-FI Integration)

It is the process of managing credit limits of the customers.

Every company has credit management department, this credit department will manage the credit limits of the
customers.

Roles & Responsibilities of credit management department: -
1. They fix credit limit to the customer.

2. Monitoring the day to day transactions and any of the customer credit limits exceeds then they block the next

transaction.

3. Classifying the customers into high risk, medium risk and low risk based on the customers past payment
history.

4. Releasing the orders which are block for credit.

Process: -
Order
i If customer credit fimit is
fiot BEnaed
Customer
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Credit Management can be configured in 2 ways.
I). Simple credit check
ii). Automatic credit check

Difference between Simple Automatic credit check

Simple credit check

Automatic credit check

In this if customer credit limit exceeds, we can block
only at order level.

In this if customer credit limit exceeds, we can block at
order level or delivery level or PGI level.

In this there is no concept of risk category.

Based on risk category of the customer i.e. High risk
Customer order blocked at order level.

Medium risk customer order

blocked at delivery level.

Low risk customer block at PGI

level.

In simple credit
receivables.

check system considers only

While performing credit check. Receivables means
open items

(Open items means invoice raised but not yet paid)

In automatic credit check system considers open order
value, open

delivery value, open invoice value and open item value
while performing credit check.

Configuration for simple credit check

Stepl:-

Z» Define Credit Control Area

FI consultant is responsible to define credit control area. Credit management is integration between SD - FI.

SPRO™* enterprises structure™® definition **financial accounting™® @& Define Credit Control Area (It is an
organisational unit which specify group of people responsible for credit management i.e. credit department).

New entries ** Z100** INR **
update [000012]

Update group:- Update group controls, which sales document should be updated in credit management i.e.
whether to update open order value or open delivery value or open invoice vale or open item value).
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= We have 3 types of update groups: -

1. 000012: - It updates all open order values, open delivery values, open invoice values and open item values.

2. 000015: - It updates all open delivery values, open invoice values, and open item values. (We use update
group 15 for those process in which we don’t have sales order i.e. delivery without order reference).

3. 000018: - It updates all open order values, open invoice values and open item values. (We use this update
group for those process in which we don’t have delivery i.e. service process and Third party process).

Assign fiscal year variant [V3] credit limit [5L]  saveit.

Q. Where we maintain credit limit for new customer?

Step?2:-

&» Assign company code to credit control area F| consultant will do this assignment

SPRO ™*enterprises structure **assignment **financial accounting @ Assign company code to credit contral area
“*#go to our company code “* assign credit control area

lco  |Company Name |City |ccaroverwrite cC |

ZALK ALKEM Labroetres Lig Mumbai  2108)[a)

Save it.

We have two types of credit process: -

1). Centralize credit process (3 company codes and 1 credit control area for all three company code).

2). Decentralize credit process (3 company codes and each company code has individual credit control area).

The relationship between company code and credit control area is [one to many] i.e. one credit control area can
have many company codes.
But one company code should be assigned to single credit control area.

Step3:-

Simple credit check configuration

SD Consultant is responcible for this configuration

SPRO™* S&D™* Basic function™ credit management *# & Simple CreditLimitCheck ®# g4 19 our

document type ** check credit (either A or B or C). A means run simple credit check & warning message, B

means run simple credit check and Error message and C means run simple credit limit check & delivery block
|SaTy |Description |Check credit |Credit group |

=¥ if we have credit group then remove [0R  Standard Order A save it.
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Credit Check field is in Document type controls VOV8,This field controls whether to go for simple credit check
or Automatic Credit check.

Credit Group:-The credit Group is applicable only for Automatic Credit check. Credit group controls which
transaction to block. i.e. order,delivery,PGI.

Step4:-
> Then go to our pricing procedure OVKK and assign our condition type to pricing procedure
(ZVAAO01 - YPRO)
Go to V/08™* In our pricing procedure ,goto Net Value step and maintain subtotal as A.
> Sub Total A will update sales documents values into credit management
StepS:-

Go To Item category & Check Credit Active.
This field controls whether to update line item values into credit management or not.

T-code to maintain credit limit [FD32], FI end user will maintain credit limits.

» Create a new customer(XD01) and check payment history in company code data and also maintain credit control area field in
billing tab in customer master. Result: Credit limit of new customer should be updated.

Payment History record: - We have this field in customer master in company code data. If we check this
customer payment will update credit management i.e. FD32.

FD32  customer no [9990000085] credit control area [Z100]
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Customer 9990000085 [=)credit limit customer
Credit control area 31 Bﬂi Amit Control area
Overview ~
Overview

General data
[v] Address
Central data

Credit control area data
Status
Payment history

Enter credit limit  saveit.

Create an order with created customer (9990000085) and save order, do delivery, and invoice (for open invoice go to VOFA and
posting block).

After creating check open order value, open delivery value, open invoice value and open item value

Status ll;é_:Open sales value B
Credit limit 500,000,060 1
= dft' ' e ! Open orders: | 300,080 00 |
E@b—'i;@-@g%ge —— : Open delivery | 200,000.00 |
SR Blsiieadd 00 Open bill docu. | 100,000.00 |
Horizon | |
| Sales value } 600, 000.00 |

Open order value — Order is created but not delivery.

Open delivery value — Delivered the order but not billed.

Open invoice value — Order billed but accounting document not generated.

Open Item value — Invoice is raised but not yet paid.

Receivable — Receivable means open items (In simple credit system consider only receivable as credit limit).

T-code [F- 26] to receive customer paymen
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Configuration for automatic credit check

Stepl:-

@ Define Credit Control Area  Nothing to configure anything in this step , already we defined it in simple credit
check i.e. [Z2100].

Step2:-

@ Assign company code to credit contral area Nothing to configure anything in this step, already assigned it in
simple credit check. FI Consultant is responsible to do this.

Step3:-

@ Define Risk Categories || consultant is responsible to define risk category.

Based on past payment history of the customer, we classify the customer into high risk, medium risk and low
risk categories.

SPRO™ financial accounting new **account receivable & payable **credit management™* credit control

account ** define risk categories new entries

Risk category |ccardname |

201 2100 High risk category

202 2108 Medium risk category

203 Z100 Low risk category Save it.

Go To our Credit Control Area and assign high risk for new customers.

Step4:-

@ Define Credit Groups SD consultant is responsible for this configuration.
SPRO™ S&D "*basic function “*credit management / risk management ** credit management** define

credit groups *“*new entries

Credit groups specifies which transaction to block, if customer credit limit exceeded i.e. whether to block at order
level, delivery level or PGI level. so we define 3 credit groups

¢G |Document credit arp |

Z1  Block at order level

22  Block at delivery level

Z3 Block at PGI level Save it.
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Step5:-

@ Assign Sales Documents and Delivery Documents Tcode:- OVAK

In this configuration step, we assign credit group to order type, (Z1) and delivery type (Z2 & Z3).
For document type OR assign check credit limit as “D”.
Double click on credit limit for order types goto OR  check credit limit [D] and credit group [Z1] save
SaTy |Description |checkcredit  |Creditaroup |
JOR  Standard Order P A | saveit,

Double click on credit limit for delivery types goto LF  delivery credit group [Z2] and PGI group [Z3]

DTy |Description |Div.creditgroup |Gl credit group |
LF  Delivery z2 Z3 Save it.

Go To Pricing Procedure V/08,Net Value step and maintain subtotal as A(OEN MO M EIleR elY =
CMPRE)(credit Price)

Go To Item Category and check Credit Active.

Step6:-

@ Define Automatic Credit Contral
We configure Define automatic credit control with the combination of [credit control area + risk category +

credit group] **new entries “*
CCA RKC CG Credit control
2100201 21] High risk block at order level |

2100 202| 22| Medium risk bik at divr level

2100) 203 23| Low risk blk at PGI Level | = Save it.
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Automatic Credit Mgmt Controls T-code [OVAS8]

CCA  RkC CG Credit control
2100201 21| High risk block at order level |

[tterncheck . _ 1f we [ this, then system will perform credit check while entering the line item in
sales document
If we [] this then system will perform credit check while saving the sales document.

Deviationin% | | . _ After releasing the order which is blocked for credit, if user is changing the value in
that order then system will again block the order for credit. The control is in deviation in %.
If we want to allow increasing up to some % then maintain the %value.

[T-code “VKM3” for release credit block].
[T-code “VKM4” is for sales document & delivery document]
[T-code “VKMS5” is for release delivery block]

VKM3 **order number **select the order ** click on release =¥ save it.

—

Numberofdays | | . _ After releasing the order which is blocked for credit, if there is no further process
within the number of days mentioned here. then system will again block the order for credit.

Creditlimit seasonal factor - _ This will be used to increase or decrease the credit limits to the entire customers
during a particular period.

[Istatic : . 1f we [ static then system update all open order values, open delivery values, open invoice value, &
open item values into credit check. (FD32).

Reaction []: - This field controls how system should respond, if order is blocked for credit i.e. whether to give
warning message or error message or no message.

Status/Bloct[]: - jf we [ this then while creating sales order if customer credit limit exceed then system will
block the order for credit.
If we uncheck this even a customer credit limit exceed system will not block the order for credit.

[JOpenarders: - 1f we [ this then only system will perform credit check while creating order and if customer
credit limit is exceed then system will block the order.
If we uncheck this then system will not perform credit check in sales order and system will not block orders.

[]Open deliveries : - |f we this then only system will perform credit check while creating delivery
document. = The blocked order values will not be update into credit management (FD32).
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Q. If order is blocked for credit then system should cancel the order confirmation. Where is the
control?

[IDynamic : - 1 automatic credit check we can select either static or dynamic, but not both.

If we Dynamic it updates all open order values, open delivery values, open invoice values, and open item
values but any open order if the delivery creation date is exceeding horizon date that order will not be updated
into credit management (FD32).

Static Dynamic
In static it updates all open order values, open delivery | In Dynamic it updates all open order values, open
values, open invoice values and open item values. Delivery values, open invoice values and open item

values but any open order if the delivery creation date
is exceeding horizon date then it will not update in
Credit management (FD32).

Q. Can i change horizon period from months to days or days to months?

» Maintain some horizon days [10] then create order within credit limit save it. It will update in credit management. Now
again create an order and requested delivery date 12/01/14 save it and check FD32, no updation.

[]Documentvalue:  |f e this and if we maintain Max. Doc. Value. then while creating sales order if sales
order value exceeds Max. Doc. Value then system will block the order for credit, the reason is document value
exceeds.

[ Critical fields - - |f we this then while creating sales order, if user changes any of the critical fields then
system will block the order for credit even though the customer is having enough credit balance.
Critical fields are [Payment terms, fixed value date and additional value days] in credit management.

[INextReview date - _ |f e this then while creating sales order system will check order date with next
review date if the sales order date exceed next review date then system will block the order for credit. The
reason is review date has been passed. We maintain next review date in FD32 status view.

The number of days field in next review date is grace days.

[J0penitems : _ |f we [ this and if we maintain Max. Open item %, then while creating sales order system
will check is there any open item existing for this customer or not, if yes then it will accumulate the value of
open items and system will also check is any of the open item overdue or not, if is there any overdue item then
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system will do accumulate the values of overdue item and calculate the % between overdue item and open
item value. If this % is exceed Max. Open item % (30%) then system will block the order for credit.

» [Rough — create new customer, credit limit: - 10L, Payment terms: - 30 days, create 5 orders
Overdue - OR-3L, Delivery, invoice, accounting document — Open item
Overdue - OR-1L, Delivery, invoice, accounting document — Open item
OR-3L, Delivery, invoice, accounting document — Open item
OR-2L, Delivery, invoice, accounting document — Open item
Again  OR-1L]

Process of changing already created billing document to overdue billing:-

= Change the billing date in while creating invoice. Or,

# Go to VF02** click on accounting **change mode ™ double click on customer number** change
base line date. Or,

= FBL5N™* customer number®® company code™* execute “*double click on invoice number**

change mode “* change billing date.

If we check open items then while creating sales order system accumulate the values of all open item and system
accumulate the values of overdue items and calculate the % of overdue items. If overdue % exceed maximum
open item % then system block the order for credit.
The number of days in open item is also grace days.

[JOidestOpenttem - _ 1t js nothing but overdue item. if we check oldest open item then while creating sales order
system checks for this customer is any one of the previous invoice is overdue or not, if yes then system will
block the next transaction.

LIPayer - _ payer is checked, if customer have multiple payers.
Payer Check is only applicable only for open item and oldest open item.

If we check Payer ,then system considers the invoices of only that particular payer while performing open item
check and oldest open item check.

If we uncheck Payer then system consider the Invoices of all the Payers who are in a group. while performing
open item and oldest open item

» Create a customer with SP — SH — BP — PY and create 2 extra payers and assign both payers to SP
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1™ maintain credit limit for one payer and assign this payer as credit account for other payer in FD32.
Status view edit change account maintain 1% payer maintain risk category save it.

[IHigh.dunnlevel : - punning is the process of sending reminders to the customers, whose payment is
delayed. Dunning configuration done by FI consultant.

If we check highest dunning level and if we maintain dunning level and if that dunning level is executed then
system will block the next transaction.

Generally we have 3 dunning level.

[Jusert / [JUser2 / [JUser3: - if clients’ requirement related to credit management is not fulfilling with
standard configuration then we use use user exits. SAP has provided 3 user exits if we are using 1% user then
check user 1, if we are using 2" user exits then check user 2 and if we are using 3" then check user 3.

Path to find out user exist: - SPRO** S&D ** system modification “*user exists “* user exits for credit check

and risk management®™® click on documentation | ** user credit_check 1, user credit_check 2, and
user_credit_check 3.

Scenario - Client Requirement
Client want to maintain division wise credit limit. How to configure this?

Solution: - The above concept will work if clients are taking order division specific i.e. each order should have
same division products.

Example — If we have 6 division then we have to create 6 + 1 = 7 credit control areas. 6 actual and 1 dummy
credit control area.

1% create credit control areas, Z100 make it as dummy which we already created and create Z101 for Z1

division, Z102 for Z2, 2103 for Z3, Z104 for Z4, Z105 for Z5 and Z106 ** for Z6.
Then assign dummy credit control area to company code.

Assign permitted credit control area to company code.
In this configuration steps we assign actual credit control area to company code.
Go to new entry ZALK — 7101, ZALK - 72102, ZALK - Z103, ZALK — Z104, ZALK - Z105, and ZALK

— 7106 "% save it.
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Define risk category

New entry™* Z01 — 7101, Z02 - 7101, Z03 —
Z101 Z01 - 7102, 202 — 7102, Z03 —
Z102 Z01 - 7103, Z02 — Z103, Z03 —
Z103 Z01 - Z104, 202 — 7104, Z03 —
Z104 Z01 - 7105, Z02 — Z105, Z03 —
Z105 Z01 - 7106, Z02 — Z106, Z03 —

Z106

Assign credit control area to sales area

SPRO ™ enterprises structure ** assignment ** S&D ** assign sales area to credit control area (In this
configuration step, we assign actual credit control area to sales area).

ZDOM -71-271=7101
ZDOM - 71 -272 = 7102
ZDOM - 71 -273=27103
ZDOM - 71 - 74 = 7104
ZDOM - 71 - 275 = 7105
ZDOM - 71 - 76 = 7106

ZDOM - 272 -71=7101
ZDOM - 22 - 272 = 7102
ZDOM - 72 - 7Z3= 7103
ZDOM - 272 - 74 = 7104
ZDOM - 72 - 75 = 7105
ZDOM - 272 - 76 = 7106

...... do for Z3 & Z4 distribution channel.

Define credit Groups

SPRO** S&D " basic functions™* credit management / risk management “*credit management “*
define credit groups.

Assign sales document and delivery document

Define automatic credit control

Z101-701-71 7102 -701-71 Z103-2701-71
7101 -2702 - 22 7102 - 7202 - 72 7103 -2702-272
7101 -Z03-73 7102 - Z03 - 273 Z103 - Z03 - Z3 ......Do for same Z104, 2105 & Z106.

Create new customer for division credit control
Extend the customer from one division to another division and assign credit control area in billing tab.

Maintain credit limits (FD32)

Customer number [XXXXXxX]

Credit control area [2101].....[Z2102]....[Z2103].... [Z104] ....[Z105] ....[Z2106]
Credit limit 2L 3L 4L 5L 6L 7L
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Requirement: - Client want for dealers'®™= Static

Distributor static, critical field
Institution dynamic, & critical field
Direct customer dynamic, ® oldest open item. How to configure this?

Solution: - We can do this with the help of new risk categories. If we want 4 different controls then we need to
define 12 risk categories (4*3).

Z100/201/21 Z100/Y01/Zz1 Z100/101/ 21 Z100/L01/21
7100/ 201/ 22 Z100/Y01/Zz2 Z100/101/z2 Z100/L01/Zz2
Z100/201/23 Z100/Y01/Zz3 Z100/101/23 Z100/L01/Z3.

Partner function in credit management
KB — Credit representative
KM — Credit manger
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Interview Questions For Credit Management

Q.1. What is the difference between simple and automatic credit check?

Ans.

Simple credit check Automatic credit check

In this if customer credit limit exceed we can block In this if customer credit limit exceed u can block it

only at order level. order level or delivery level or PGI level.

In this there is no concept of risk category. Based on risk category of the customer i.e. High risk
customer block at order level. Medium risk customer
block at delivery level. Low risk customer block at PGI
level.

In simple system considers only receivable while In automatic system consider open order value, open

performing credit check. Receivable means open items | delivery value, open invoice value and open item value

(Open items means invoice raised but not yet paid) while performing credit check.

Q.2. What is centralize and decentralize credit process?
Ans. In centralize many company have only one credit control area and in decentralize each company has each

credit control area.

Q.3. What is update group?
Ans. Update group controls which sales document should be update in credit management i.e. whether to

update open order value or open delivery value or open invoice vale or open item value.

Q.4. Explain update group of 000012. 000015, 000018?
Ans. 000012: - It updates all open order values, open delivery values, open invoice values and open item values.

000015: - It updates all open delivery values, open invoice values, and open item values. (We use update group
15 for those process in which we don’t have sales order i.e. delivery without order reference).

000018: - It updates all open order values, open invoice values and open item values. (We use this update

group for those process in which we don’t have delivery i.e. service process and Third party process).

Q.5. Where we maintain credit limits for new
customer? Ans. Credit control area.

Q.6. What is the relationship between company code and credit control area?
Ans. One to many i.e. one credit control area can have many company code but one company code has
one. Q.7. In simple credit check what is difference between A, B & C?
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Ans. A means runs simple credit limit check & warning
message. B means run simple credit limit check and Error
message. C means run simple credit limit check &
delivery block.

Q.8. Clients requirement is system should perform credit check each & every line
item? Ans. Item check.

Q.9. After releasing the order which is block for credit, if user is changing the value into sales order, systems
will again the block the order for credit. Where is the control?
Ans, Deviationin% | |

Q.10. After releasing the order which is block for credit if there is no further process within two days then
system should block the order again. Where is the control?

Ans, Numberofdays | |

Q.11. During a particular season i want to increase credit limits to all the customer. Where is the
control? Ans. Creditlimit seasonal factor

Q.12. What is the purpose of payer check in automatic credit

management? Ans. Payer check will come into picture if we have

multiple payers.

If we check payer then performing open item check and oldest open item check system consider the invoice of
the particular payer.

If we uncheck payer then while performing open item check and oldest open item check system consider the

invoices of all the payer who are in a group.

Q.13. What is the difference between static and dynamic?

Ans.
Static Dynamic
In static it updates all open order values, open delivery | In Dynaic it updates all open order values, open
values, open invoice values and open item values. Delivery values, open invoice values and open item

values but any open order if the delivery creation date
is exceeding horizon date then it will not update in
credit management (FD32).

Q.14. Can i change horizon period from month to day?
Ans. Yes, go to the T-code [OMO1] double click on [S066] info structure change from month to day or from

day to month click on continue save it.
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Q.15. What is the info structure to update the value into credit management?
Ans. S066.

Q.16. What happens if i check critical field?
Ans. If we this then while creating sales order if user changes any of the critical fields then system will block
the order for credit even though the customer has having credit balance.

Q.17. What are the critical fields?
Ans. Critical fields are [Payment terms, fixed value date and additional value days] in credit management

Q.18. What happens if i check next review dates?

Ans. If we this then while creating sales order system will check order date with next review date if the sales
order date exceed next review date then system will block the order for credit.

Q.19. What happens if i check open item?

Ans. - If we this and if we maintain Max. Open item % then while creating sales order, system checks is
there any open item existing for this customer or not, if yes then it will accumulate the value of open items and
system will also check is any of the open item overdue or not, if is there any overdue item then system will do
accumulate the values of overdue item and calculate the % between overdue item and open item value. If this %
is exceed Max. Open item % then system will block the order for credit.

Q.20. What happens if i check oldest open item?
Ans. if check oldest open item then while creating sales order system checks for this customer is any one of the

previous invoice is overdue or not, if yes then system will block the next transaction.

Q.21. What happens if i check highest dunning level?
Ans. If we check highest dunning level and if we maintain dunning level and if that dunning level is executed

then system will block the next transaction.

Q.22. What is the purpose of User 1, User2, User 3?
Ans. if clients’ requirement related to credit management is not fulfilling with standard configuration then we
need to use user exits. SAP has provided 3 user exits if we are using 1% user then check user 1, if we are using

2nOI user exits then check user 2 and if we are using 3rd then check user 3.

Q.23. Will return order and credit memo request updates in credit management?
Ans. No.

Q.24. If order is block for credit system should cancel the order. Where is the control?
Ans. Requirement number [101] in TOR.

Q.25. In third party process & IPO process if order is blocking for credit, system should not generate PR. Where
is the control?
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Ans. Requirement number [102] in TOR.

Q.26. Without configuring credit management the order is blocking for credit. What could be the reason?
Ans. Payment guarantee procedure maintain for the customer in customer master billing Tab sales area data.

Q.27. How to group the several customer into single credit limit?

Ans. 1% maintain credit limit for one customer and assign this customer as credit account for other customer in
FD32. Status view edit change account maintain 1™ customer maintain risk category save it.

Q.28. My clients requirement is they want to maintain division wise credit limit. How to do
this? Ans. Create credit control area division wise and assign credit control area to sales area.

Q.29. My clients requirement is they want different controls for dealer, distributor, institution and direct
customer. How to do this?
Ans. Define risk category distribution channel wise.

Q.30. What is the T-code to release the order which is block for credit?
Ans. VKM3

Q.31. What is the purpose of total limit & individual limit in FD32?
Ans. If single customer is doing business with multiple company codes.

Q.32. When system updates the values in receivables?
Ans. Invoice raised but not yet paid.

Q.33. What are the partner function we have in credit management?
Ans. KB — Credit representative
KM — Credit manger
Q.34. Can i see the bifurcation of open order, open delivery, open invoice, and open item?

Ans. Yes, In FD32 extra sales value.

Q.35. What is subtotal we maintain to update the value into credit management?
Ans. A
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Output determination

It is the process of determining output types into sales document. Output determination is based on condition
technique.

Inquiry

|

Quotation — Mail and printout (output)

Order =~ — Mail and printout

.

Delivery — Picking list printout, Packing list printout, Delivery challan printout
Invoice — Mail and printout

We also have separate output Types for

Free of charge— FD and perform invoice

Credit Memo ——CR memo and G2

Debit Memo — DR and L2

Returns — Return delivery and return invoice

> An output is the outcome of the document i.e. output can be printout or e-mail or fax.

Output determination for delivery documents

SPRO ™ LE " shipping ** basic shipping functions **output control ** output determination** maintain
output determination for outbound delivery

The common T-code for output determination is [NACE].
The table for output determination is [NAST].

The standard output for quotation is ANOO.
The standard output for order is BA0OO

The standard output for packing list is PLOO.
The standard output delivery challan is LDOO.

The standard output type for cash sale is RD03

The standard output type for billing is BDOO.
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Configuration of output determination for sales documents & billing documents

SPRO™ S&D ™ basic function™ output control ** output determination™* output determination using

condition technique =*

A @; Maintain Output Determination for Sales Documents

Stepl:-

2 (& Maintain Condition Tables
Generally we create condition table with the combination of [sales org] for output types.

“*Double click on maintain output condition table for sales document ** go to create mode “* select sales org
“#generate ** save it.

Step?2:-

g (&> Maintain Access Sequences
Go to new entries ™™ YAO00 (New for order confirmation) ** select “*access “* place the table (503)

sales org** fields " save it.

Step3:-

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

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

Standard Output Type is (BA00) “* change mode ™ new entries YORD (order confirmation) YAQ0

=
(access sequence) ™ IREIEEEEEN tah

» [JAccesstoconditions: _ |f we check this system will try to determine output types from condition
technique, if we uncheck this system will try to determine output type from customer master with the
help of DBO0001 output determination procedure which we maintain in account group. We maintain
output types in document tab in sales area data in customer master.

= If we want to create new customer output procedure then go to the T-code [V_46].

> [JCannotBeChanged - _ |f we check this then system will not allow to change the output type in sales
document.

> [Multipleissuing. _ If e check this system will allow to issues multiple printouts or mails to the sales
document.
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» [JParnerindep.output - -
In General the quotation output and order output will be send to sold to party.
The delivery challan output will be send to ship to party.

The invoice output will be send to bill to party.
If we check this field, then each output will be send to all the partner functions irrespective of the active

+ + §

partner function.

> [] do notwrite processing log. _
If we check this then system will not display the log info while issuing the outputs.

If we want to see the output into sales document then go to ** extras “*output “*header “*edit.

5  Change output_/: )
We maintain change output only for output mail configuration. Whenever changes happen to the sales
order, if we want to send a different format of mail.

4+ The standard Program for change output is [FMO6AEND]
4 The standard FORMroutine js [CHANGE_FLAG]

5 Replacement of text symbols - _

This will help to send the subject and body text of a mail.
4+ The standard Frearam for replacement of text symbol is [SAPMV45A].

4+ The standard FORMroutine for replacement of text symbol is [Text_Symbol_Replace].

Then go to Defaultvalues tab

Dispatchtime : - This field controls when the output should be issued i.e. whether to send the output with
some background jobs or with some application of transaction or send immediately while saving the

transaction.

Transmission Medium : - This field controls the type of output i.e. mail or printout or fax.
1 Print output

2 Fax
5 Bxternal send (E-mail)
6 EDI: - (Electronic data interchange) EDI will be used to send the sales document from SAP to Non

SAP System
A Distribution (ALE) : - (Application linking enabling) ALE will be used to send the sales document from

one SAP system to another SAP system.
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Partner Function - - [SP] [SH] [BP] [PY].

Communication strategy ;- It will help to send the subject and body text of mail. We maintain

communication strategy as [CS01]. Step4:-

Double click on [IMailfitle and texts texts (we maintain subject and body texts of a mail in mail title and
Texts “*go to new Entries ™ language ** [EN]title[salesordernumber&VBAK_VBELN&

VBAK_KUNNR &]** go back twice ** click on text IZ o maintain body text “*

Dear customer,

This is system generated copy; please go through the attached

file. Thanks,
Step5:-

Double click on (JPracessing routines *# go to new entries ** Transmission medium [1]

“*print Program [RVADORO01]
“* form routine [Entry]
“# form [RVAORDERO1]

<+ Print program will help to get the data from Database tables to print in the output.
%+ FORM routine will help to do the calculations in output, Form Routine will help to include

the logic in output.

<+ [Form consist of layout of the output or the design of the output.

We have two types of forms, one is Script Form and znd is Smart form.

Script Form

Smart Form

It is an old version.

It is a new version

It is difficult to develop.

It is easy to develop.

Complex design is not possible in script form.

Complex design is possible in smart form.

Q. How we integrate with Abaper to develop form?

SAP has come out with new form which is called Adobe form.
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The T-code to develop script from is [SE71].
The T-code to develop Smart from is [SMARTFORMS]

5 | Processing1 | Processing2

Processing 3~ | Processing4 | Processings . _

This will help to take the printouts like original. Duplicate, triplicate, etc.

“*Double click on partner function** go to new entries “*medium [1] ** partner function [SP]

=¥ save.
Step6:-

G} Maintain Output Determination Procedure - _

The standard output determination procedure for order is V10000 “* create own [Y10000] “*

Istep [Co |CTyp|Description IRequiremnt |
[t6 8  YORD Order Combination 2 “¥Save it.

Output Requirement:-It is a condition which system will check every time while determining the output
type into sales document.
If the condition fulfills then only the output type will be determined.

Q. If order is blocked for credit, then system should not send mail to customer. Where is the control?

Q. If order is not confirmed,then system should not send mail to customer. Where is the control? control?
Ans. Output Requirement 2 ,in output determination procedure
Step7:-

@ Assign Output Determination Procedures - _

We assign output determination procedure to sales document types.
Double click on sales document header

SaTleescription |0ut.pr |
OR | rd Order 10000 .
Standard Orde | - Save it
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Step8:-
G} Maintain Output Condition record : -
ISal |Name |Funct |Partner M |Dat |Lang |
|200M ALKEM Domestic sp | 1 4  EN  ssgelectthis

= | Communication | output device [LP01] (output device is link between SAP system and printer

"Fsave it.

Output Mail confiquration

To configure output mail 1% basis consultant has to do SCOT setting.

Whenever we need to configure mail configuration, we send a mail to basis consultant to configure SCOT
setting.

Then basis consultant will send a mail to clients administrator requesting for client’s mail server IP address.

After receiving mail server IP address, basis consultant will go to SCOT setting and assign mail to server IP
address in HOST name.

After BASIS Consultant settings, SD Consultant will do configuration.

The T-code for SCOT setting is [SCOT].

Go to “*internet and double click on SMIP** assign the server number IP address in mail HOST “*and

assign mail port as [25] ** click on internet set** SAP script / smart Form [PDF] **save it.

We maintain From mail 1D in sales organisation — address tab, Communication field.
We maintain To mail ID in — customer master ~ address tab.

The T-code to track whether to mail has been send to customer or not is [SOST].

Spool Request

Spool Request consist of ,list of all the outputs which are issued.
T.Code : SP01 or SP02

In spool request we can take collective printouts.

Q. Where can | take collective print outs
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Interview Questions for Output determination

Q.1. What is access to condition?
Ans. Access to condition will help to determine output types from condition technique.

Q.2. I want to send a output to all the partner function? Where is the control?
Ans. Partner independent output in general tab.

Q.3. What is the purpose of change output in output type configuration?
Ans. We maintain change output only for output mail configuration. Whenever changes happened to the sales

order if we want to send a different format of mail.

Q.4. What is the purpose of replacement of text symbol?
Ans. It will help to send the subject and body text of a mail.

Q.5. Where we maintain subject and body text?
Ans. Mail title and text in maintain output types.

Q.6. What is the purpose of communication strategy?
Ans. It will be used for configuring mail. It will help to send the subject and body text of a mail.

Q.7. What basis consultant will do in SCOT setting?

Ans. Whenever we need to configure mail configuration, we send a mail to basis consultant to configure SCOT
setting the basis consultant will send a mail to clients administrator requesting for client’s mail server IP
address. After getting mail server IP address basis consultant will go to SCOT setting and assign mail to server
IP address in HOST name.

Q.8. What is the medium for mail?
Ans. 9 External send (E-mail).

Q.9. What is difference between script form and smart form?

Ans.
Script Form Smart Form
It is an old version. It is a new version
It is difficult to develop. It is easy to develop.
Complex design is not possible in script form. Complex design is possible in smart form.
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Q.10. How we integrated to ABAPer to develop form?

Ans. We collect sample output from core user and we prepare FS and we attach sample output with FS and send
it to Abaper, the Abaper will develop the Form and will send the firm name to consultant then we go to output
type and assign them form name.

Q.11. What is the purpose of print program?
Ans. Print program will help to determine the data which is required to print.

Q.12. What is the purpose of FORM routine?
Ans. FORM routine will help to print the data in the relevant place of output.

Q13. What is the T-code to track whether mail has been send or not?
Ans. SOST.

Q14. What is the table for output?
Ans. The table for output determination is [NAST].

Q.15. What is the common T-code for output?
Ans. The common T-code for output determination is [NACE].

Q.16. What is the purpose of processing 1, 2, 3, 4, and 5?
Ans. This will help to take the printouts like original. Duplicate, triplicate, etc.

Q.17. What is the T-code for Spool request?
Ans. SP01 — Spool request will be used to get the list of all the output issued and also be used to take collective

printout.

Q.18. What is the T-code for collective processing of billing output?
Ans. VF31.

Q.19. If output is not determine into sales document. As consultant what we do?
Ans. We go to output screen and we go to determination analysis.

Q.20. If order is block for credit system should not determine output type. Where is the control?
Ans. Requirement in output determination procedure

Q.21. If order is incomplete then system should not determine output type?
Ans. Requirement.

Q.22. | want to print sales order number in subject. How we maintain?
Ans. In title field in mail title and text

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 300



www.praveensapsdtraining.com

Text Determination

It is the process of determining text into sales document.
Every customer will have their own specific text information.
Ex. - Packing instructions, Payment instruction, Terms & conditions instruction etc.

These text’s we maintain in customer master, from there we copy into sales order and then delivery and invoice.

We also printed in relevant outputs.

Configuration for text determination

SPRO **S&D "*hasic function “*text control **

&> Define Text Types

Configuration text in customer master

Customer O Central Texts
O Contact Person

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

(@ Sales & Distribution .
Sl bl | =¥ Select customer S&D **click on [E)_Texttwes | = create new

text ID =¥

Text |ID Description |
:21 0o Packing instruction
Z200 Payment instruction

£300 Terms & Condition instruction =#40 back and click on &_CNan%e | = then create new text procedure
TuPre |Description TDetProc
Z5 MNew Text procedure —

Select this and click on text ID’s in text procedure “*go to new entry “* place the text IDs*“*
|seq |ID  |ID Description |
10 2100 Packing instruction

20 7200 Payment instruction

30 2300 Terms & Conditian instruction

“¥Save it. ** then double click text procedure assignment “*

go to our A/c group (0001) and assign text procedure (Z5) “*
|Group |Name [Text |
0081 Sold-to party- 0001 25 =¥ Save it.
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Then go to customer and maintain text (go to sales area data = extra™® text **mention selection area [*]

s |L |Description |1stline |
* [ENPacking instruction Text determination test for packging

z 'EN Payment instruction Text determination test'for Payment term

* ENTerms & Condition instruction Text determination test for Terms & cond

=¥ Save it.

Text determination configuration for sales document

SPRO™#S&D **hasic function ** text control *# & Define Text Types *# select sales document

Sales Document @ Header

Oltem =¥ Select customer S&D** click on =¥ create

new (In sales document we need to create new ID’s) “* go to new entry “*

Text |ID Description |
¥100 Packing instruction

¥200 Payment instruction

Y300 Terms & Condition instruction

=#Go back and click on &_Change | s o 44 new entries and create new procedure ™

ITxF'rc |Descripti0n TxtDetProc |
:YS MNew Text procedure
*#select the procedure and double click on text ID’s in text procedure “*go to new entry “*place the text IDs

lseq lID  |ID Description |Refe |Textis obligat. |acc]
|18 Y100 Z Text is ohligatory and is =]
20 Y200 | ' Z Text is obligatory and is ¢
géﬂ Y300 | ' Z Text is 0b11‘gat0r‘y and is 3

Reference / Duplicate: - If we check this system will always copy the text from reference document, if
we uncheck this then system will copy the text from customer master.

Text is Obligatory: - This field controls whether the text is mandatory or not in sales document.

“*Double click on access sequence (for each text we need to create separate access sequence) “*new entries
Acc |Description |
61  Packing Instruction

62  Payementterms Instr

63 ferms & condi Instru

“# select 61 and double click on access sequence for text ID’s “* new entry
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|Seq  |Text Object [Text Object Descriptn |ID  |ID Description  |Partn.Funct. |
1o KNy 2100 | SP

=¥ save it.

Go back and select 62 * double click on access sequence for text ID’s “*new entry “*

Seq  |TextObject |Test Object Descrip ID |ID Description  |Partn.Funct. |

Go back and select 63 double click on access sequence for text ID’s “*new entry “*
|Seq |Text Object |Text Object Descriptn [ID  |ID Description |Partn.Funct. |
[1o knwy 2300 SP = Save it

Go to text procedure ** select our text procedure (Y5) ** double click on text ID’s in text procedure “*go

to Access sequence and assign access sequence %

Iseq |ID  |ID Description |Refe |Textis obligat. |access |

10 Y100 Packing instruction Z Text is ohligatory and is & 61

20 Y200 Paymentinstruction ' Z Text is obligatory and is & 62

30 Y300 Tetms & Condition instruction | 4] Z Text is obligatory and is B63 = gaypit

Text procedure assignment “*go to document type OR and assign text determination procedure [Y5]
|sal |Sales Doc. Type Name  |TutDe |Textin Overview Scrn |
OR  Standard Order s |

¥ Save it.

Tax determination for delivery document

SPRO ™ S&D **bhasic function **text control “*define text type “*select deliver header
Delivery (@ Header

Oltem (No need to create text id for delivery document we will use sales

document id) *# click on [& Change | = create new text procedure **

T#Prc |Description TdtDetProc |
Y6 New Text procedure|

=¥ Select

the procedure and double click on text id’s in text procedure “* go to new entries “*
Iseq D |ID Description |Refe |Textis obligat.
]ﬂﬁ Y100 Packing instruction [] Z Text is obligatory and is 3

=¥ Save it
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lace |Description

Then double click on access sequence *#go to™® new entries 84 Delivery Packing Ins “#select the
access sequence and double click on access sequence for text id’s “* go to new entries **

|seq |Text Object |Text Object Descriptn |Ip  |ID Description

1o vesK [gales Headertods 1108 Packing instruction =¥ Save it.

Then go back to text ID’s in text procedure & assign access sequence (64) =%

Seq ]ID ]IDDescription ]Refe ]Textisobligat. ]Acc ]
18 Y1080 Packing instruction [J Z Text is obligatory and is (¥ 64 *“*Then double

click text procedure assignment then assign text procedure to delivery type LF to Y6 =%

DTy |TePre |Delivery Type Descr.
ILF e [@ivery = Save it.

» Create order and check text in header and item in text tab, but before that in material master text view have some text and
then check.

Tax determination for billing document

SPRO ™ S&D **hasic function **text control **define text type ™ select billing header
Billing Doc. ® Header

Qe (No need to create text id for billing document we will use sales document id) =*

click on (& Change | =% creqte new text procedure

TxPrc |Description TtDetProc |
Y7 New Text procedure

=¥ Select

the procedure and double click on text id’s in text procedure “* go to new entries “*

Iseq D |ID Description |Refe
18 Y200 Payment instruction s
20 Y308 Terms & Condition instruction ]

=¥ Save it
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65  Terms & condi Instru

Then double click on access sequence™® go to new entries™® (88 paymenttermsinstru %% gelect the

access sequence and double click on access sequence for text id’s **go to new entries **

ISeq  |Text Object |Text Object Descriptn |ID  |ID Description |

fHJ VBBK Sales Header texts 1200 Payment instruction

Seq |Text Ohject |Tesxt Object Descriptn lID  |ID Description

o veex Sales Headerieds Y300 Taims & Condion mevusion = Save it

Then go back to text ID’s in text procedure & assign access sequence (65 & 66) “*

|seq |l |ID Description |Refe |acc |
18 Y200 Payment instruction P[] 65 |
28 Y3008 Terms & Condition instruction LI 86 | = Then double click text procedure assignment

then assign text procedure to billing type F2 to Y7 =%

|BillT |TDPHe |TxtDetP |Billing Type Descrip. |
F2 7 03 Invaice (F2)

=¥ Save it.

Tax determination for Material Text

SPRO** S&D *“*hasic function “*text control “*define text type “*select sales document
Sales Document O Header

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

U : =¥ Click on (No need to create text id for material

text we will use standard one) **click on | Change | = create new text procedure **
Text |ID Description |
2 New procedure|

“#Select the procedure and double click on text id’s in text procedure “*go to new entries “*

lseq |ID  |ID Description |Refe |Textis obligat |
10 pooe1 [] Z Text is ohligatory and is (3| .
: e e —"¥Save it
Acc |Description |
Then double click on access sequence™® go to new entries™® 77 Material sales text | *¥select the
access sequence and double click on access sequence for text id’s “* go to new entries “*
Seq  |Text Object |Text Object Descriptn |ID  |iD Description
10 MYKE Material texts, sales 0001 Sales text =¥ Save it.
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Then go back to text ID’s in text procedure & assign access sequence (77) =%

Seq |ID |ID Description |Refe |Textis ohligat. Jace |

10 8001 Material sales text [] Z Text is obligatory and is (@ 77| |'-P Then double
click text procedure assignment then assign text procedure to item category to Y2*%*

te  |Descriptn |TPre |

TAN Standard Item 2

=¥ Save it.
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Copy Controls

Copy controls are used when we are creating a document with reference to another document.

Purpose of copy control

i. It will help to copy the data from source document to target document.
ii. It controls whether to create a document with reference to another document or not.

We have different types of copy controls

Sales document to sales document

Sales document to delivery

Delivery to invoice

IN— QT
QT - OR
RE — SDF
OR - RE
QC - OR
WK1 - OR
WK2 - OR

OR-LF
RE -LR
CF-LF
Cl-LF
CP-LR
CONR-LR

DL-LO
FD - LF
RO - LF
CS-BV
DS -LF
SDF - LF

LF—F2
LF-F8
LO-F8

Sales document to Invoice

Invoice to sales document

Invoice to Invoice

CS-BV
RE -RE
CR-G2
DR - L2
OR-F2
OR - F5

F2 - RE
F2 - CR
F2 - RK

F2 —S1
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Sales document to sales document

Sales document to delivery

Delivery to invoice

VTAA

VTLA

VTFL

Sales document to Invoice

Invoice to sales document

Invoice to Invoice

VTFA

VTAF

VTFF

T-Code Logic :-
[VT] is common in T-code for sales document, delivery, and invoice.

A for SD, L for delivery, F for invoice (in T-code first comes target then source)

Controls in copy control

< SJHeader

[VTAA]

Copying regquirements ]‘001_\ -

A requirement is a condition which system will check every time while creating a document with reference to
another document. If the condition fulfills then only system will allow to create document with reference to
other document.
If the condition is not fulfilling, then system will not allow to create document with reference to another
document.

= The standard copy requirement is [001].

Requirement 001 checks that: -
1. Is the reference document complete or not.

Is the reference document fully referred or not.

Is the currency same in the source and target.
Check the validity period of reference customer.

Is customer same in reference and target document
Is the sales area same or not?

o ar N

If we want to change target customer to reference customer then change standard copy requirement from
001 to 002.

data transfer Routine : - |t will help to copy the data from source document to target document.

If we want to develop new copy requirement or new data transfer routine, then the T-code [VOFM].
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[/ Copy item number - _ ¢ e [ this line item number will be copied as it Is from source document to target

document.
If we uncheck this then line item number will be re-determine in target document based on item number
increment.
If ™ thenin QT and in OR If uncheck then in QT and in OR
ltern  |Material | litem  [Material | ltem |material itern  |material
18/ COPY1CONNTROL 10 COPY1CONNTROL 10 COPY1CONNTROL 18 COPY1CONNTROL
11 COPY2CONNTROL 11 COPY2CONNTROL 12 COPY2CONNTROL 20 COPY2CONNTROL
12COPY3CONNTROL 12 COPY3CONNTROL 14 COPY3CONNTROL 30 COPY3CONNTROL

[JComplete reference: - |f we [ this system will not allow to select or deselect the items in source document
while creating target document.

If we M system will not allow to delete the items in target document.

"@ Item

Copying regquirements §3El1 |:

- The standard copy requirement for item data is [301].
The requirement 301 checks that do not copy the items which are fully referenced or rejected.

item data transfer Routine: - The item data transfer routine help to copy the item data from source document to
target document.

Copy schedule line: - If we M this, delivery dates and confirmed quantity information will be copied as it is
from source document to target document.

If we uncheck this, then delivery dates & confirmed quantity information will be re-determine in target
document.

| Update docurnentiow . _ 1 we maintain [X] in update document flow, then whenever we create a document with
reference to another document . the line item information will be updated in document flow table [VBFA] and
the result is status of line item will be updated. That is the reason whenever we create a document with reference
to another document system will copy only open quantity into target document.

If we don’t maintain [ ] update document flow, then the line item data will not be updated in table VBFA. Then
the result is status of the source document line item will not be updated. It will be always open so whenever we
create a document with reference to another document system will always copy the total quantity into target
document.

Update document flow will have relationship with Fos.Meg. quantity field in copy control.

[1Do notcopy bateh: - |f we [ this batch number will not be copied from source document to target document.
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[JReexplode structureifree goods ; - Here structure means BOM. If we [ check this system will determine new
BOM and new free goods into sales document
If we uncheck this then system will copy the BOM and free goods as it is from source document to target

document.

Pos.neg. quantity *|: - This field will have relationship with update document flow field in copy control and
completion rule field in item category.

+ Effect: - i) whenever we create a document with reference to anotherdocument, the reference quantity will be
deducted from the open quantity of the source document.

i) Whenever we create a document system will copy the open quantity of the source document.
- Effect: - We use negative effect in between contracts and returns.

1) While creating a return order with reference to contract, the return order quantity will be added to the open
quantity of the source document.

i) While creating return order with reference to contract system copies the closed quantity of the contract.

Copy quantity : - This fields controls how the quantity should be determined into target document.

LRV - This field will have relationship with condition category field in condition type. This field controls
how the pricing should be copied from source document to target document.

e Carry outnew pricing - _ if we maintain pricing type B system will determine new price into target
document.
If we maintain B system will not copy the manual condition from source document to target document.

C Copy manual pricing elements and redetermine ihe OthEl’S: - If we maintain C the manual condition will be
copied As it is from source document to target document and other condition will be re-determine.

D Copy pricing elements unchanged : - |f we maintain D system will copy the pricing as it is from source
document to target document.

|G Copy pricing elements unchanged and redetermine taxes - - |f we maintain G system will copy the pricing As
it is from source document to target document and it will re-determine only the condition.

H Redetermine freight conditions : - |f we maintain H system will re-determine only freight condition and
remaining condition as it is.
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&9 Schedule line

SchdLneCatProposal | |- - The schedule line category that the system tries to copy into the respective schedule
line in the target sales document.

If we leave the default schedule line category blank or if the value we enter is not allowed during processing,
then the system automatically determines the schedule line category (like it does when we create a new schedule
line.

Sales document to delivery copy control [VTLA]

S Header

Order requirements |801: - Sales document to delivery document the standard header copy requirement is [001].

001 checks that: -

i) The reference document should be an order.
ii) Order should not be blocked for credit.

iii) Status profile.

Combination requirmt |051/: - This helps in, if we are combining multiple orders into single delivery. The
standard combination requirement is [051].

051 checks that: -

i) Delivery type should be same for all the orders.

i) Billing type should be same for all the orders.

iii) Sales organisation should be same for all the orders.

Slitem
Order requirements | 101 _ The jtem copy requirement for sales document to delivery is 101.

101 checks that: -
i) Shipping point
ii) Delivery status
iii) Item status profile
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Delivery to invoice copy control [VTFL]

S Header

Copying requirements |803|: - Delivery to invoice the standard header copy requirement is [003].

003 checks that: -

i) Billing block

ii) Billing status

iii) PGI status

iv) POD status

V) Incomplete status

Q.Can i create invoice without PGI? Where is the control?

Q.1 want to create invoice without PGI? Where is the control?

Q.Can i create proforma invoice without PGI?

Q.Can i create multiple invoices to single delivery?

Q.Can i create multiple proforma invoices to single delivery?

» For intercompany process LF to IV
The standard copy requirement is 014. It allows to create invoice to customer and intercompany invoice with

reference to same delivery.

Assignment Number and Reference number : - Assignment number and reference number will help to pass the sales
document number to accounting document which will help FI users while generating FI reports.

Q. Even though split criteria is same but still system is splitting the invoice. What could be the reason?
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Slltem

Copying requirements |004 /- _ The standard copy requirement for item is [004]

004 checks that:-
i) Billing block
ii) Billing status

Data YBRKIVBRP - _ Standard is 007

Q. I want to restrict the number of line items in invoice. Where is the control?

Q.I want to restrict creating invoice in future date. Where is the control?

Q.1 want to restrict creating invoice in post date. Where is the control?

Billing quantity B! : - This field controls how the quantity should be determined into billing document.

PricingExchRate type D: - This field controls how the exchange rate should be determined into billing document

1.e. based on sales order date or delivery date or billing date or today’s date.

[JCumulate cost: - This field will be used in free goods. We check this field if we want to transfer the cost of free
goods items to main items.

Price souree [E| - _ This field controls from which document the pricing should be copied into invoice. E — for
Delivery / order.

In STO process, while creating proforma invoice we copy the pricing from purchase order to proforma invoice.

In that scenario we need to maintain price source as [A].
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Sales document to invoice copy control [VTFEA]

&H Item
Copying requirements |312[: - |n order to billing the item to copy requirement is [012].

It checks that if MIRO is not created in third party process, then system will not allow to create invoice to

IR MR | [ing quantity will help to copy the quantity from MIRO to invoice while creating invoice to

customer in third party process.

Order MIRO

Qty Billingaty (F)__ | aty 60

1000 2 T ‘ I
1/\ I\g -

100 Qty
o \"; 55 R
g lo / * 100Qty g
E = PO
R C
E <
o

Qty 60 ) <——Delivery 5% endor
60 Qty 60 Qty

Customert

Billing quantity |E|: - \We maintain billing quantity [E] for third party with shipping notification.

Billing quantity [E] will help to copy the quantity from MIGO to invoice. While creating invoice to customer in

third party process.
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Scenario (Client’s Requirement): -

The invoice should be same as accounting document number.

Solution: - Go to billing type F2 and take the number interval **go to VNO1** go to number interval [19]
take the From no. and To no. **go to FBN1™* company code “*change interval **create some number
interval with year** mention the same number From and To number **make it external **T-code [OBA7]
“#select FI document type [RV] ** details** mention the number range which created in FBN1** scroll

down and check reference number field ** save it.
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Interview Questions on copy control

Q.1. What is the purpose of copy requirement?
Ans. Create document with reference to other document

Q.2. What is the purpose of data transfer routine?
Ans. The item data transfer routine help to copy the item data from source document to target document.

Q.3. What is the T-code to develop of new requirement and routine?
Ans. T-code [VOFM].

Q.4. I want to restrict number of line item in invoice. How to configure this?

Ans. SPRO S&D billing billing document country specific features maintain maximum number of billing items
go to our sales org and assign number of items.

Then go to control VTFL and change VBRK / VBRP from 007 to 006.

Q.5. I want to transfer the cost of free goods item to main item. Where is the control?
Ans. We check Cumulate cost field if we want to transfer the cost of free goods items to main items.

Q.6. What is the effect or result of positive effect?
Ans. - i) Quantity will be deducted from the open quantity of the source document.
i) Whenever we create a document system will copy the open quantity of the source document.

Q.7. What is the effect or result of negative effect?

Ans. 1) While creating a return order with reference to contract, the return order quantity will be added to the
open quantity of the source document.

i) While creating return order with reference to contract system copies the closed quantity of the contract.

Q.8. What scenario we use negative effect?
Ans. - We use negative effect in between contracts and returns.

Q.9. While creating invoice with reference to delivery even though we don’t have pricing in delivery. How
system is determining pricing in invoice?
Ans. Pricing source.

Q.10. I want system to determine new prices into target document. Where is the control?
Ans. if we maintain pricing type B system will determine new price into target document.

Q.11. What is the billing quantity for third party without shipping notification and what is the result of it?
Ans. “F”, Billing quantity “F” will help to copy the quantity from MIRO to invoice while creating invoice to
customer in third party process.
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Q.12. What is the billing quantity for third party with shipping notification and what is the result of it?
Ans. We maintain billing quantity [E] for third party with shipping notification. Billing quantity [E] will help to

copy the quantity from MIGO to invoice. While creating invoice to customer in third party process.

Q.13. What happens if i don’t maintain update document flow?
Ans. If we don’t maintain [ ] update document flow then the line item data will not be updated in table VBFA.

Then the result is status of the source document line item will not be updated. It will be always open so whenever

We create a document with reference to another document system will always copy the total quantity into target
document.

Q.14. Where is the control that system will not allow to create invoice without PGI?
Ans. Copy requirement 003

Q.15. I want to create invoice without PGI?
Ans. Change the copy requirement 003 to 011.

Q.16. Where is the control that system will allow to create performa invoice without PGI?
Ans. Copy requirement 009

Q.17. Where is the control that system will allow to create multiple performa invoice to single document?
Ans. Copy requirement 009

Q.18. Even though the split criteria are same but still system is splitting invoice. Where is the control?
Ans. Assignment number and reference number in copy control

Q.19. I want to restrict creating invoice in future date?
Ans. VBRK / VBRP (we have to develop new routine).

Q.20. While creating order reference to quotation system is not allowing the delete the line items in order. Where
is the control?

Ans. If we ¥ Complete reference system will not allow to delete the items in target document.

Q.21. While creating an order with reference to quotation i want to change the customer in order. Where is the
control?
Ans. Change the requirement number from 001 to 002.

Q.22. Where is the control that for quotation system will not allow to create delivery?
Ans. Requirement number 001.
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SAP SD Business Processes
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Standard business process

SAP Sales Distribution (SD) Flow with Tcodes and Tables.

TCode Flow Tables
VA1l Inquiry VBAK, VBAP
!
VA21 Quotation VBAK, VBAP

ME21N Purchase Order EKKO, EKPO

VAO1  SalesOrder VBAK, VBAP

VLOIN Delivery LIKP, LIPS

VTO1 Shi;;"ping VTTK, VTTP
VFO1  Billing VBRK, VBRP
VF21  Invoice VBRK, VBRP

Inguiry: - Whenever customer inquires about the product, we create Inquiry document in SAP.
+ Enquiry document is an internal document.
+ Types of Enquiry: - Walk-in, phone, E-mail, or website, tender notice.
4+ Enquiry document consists of customer details, material details, quantity details, and validity periods.

Quotation: - After creating inquiry document in SAP, in return we create quotation document with reference to
inquiry and send this quotation to customer.

< Quotation document is an external document which we submit to customer.
+ Quotation document is a legal document.

+ Quotation document consists of: - customer details, material details and specifications details, pricing,
validity period, terms & conditions.
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Order: - After creating quotation we send the quotation to customer,
+ if customer is satisfied with the quotation then he will place order with reference to quotation.
+ |f customer is not satisfied with the quotation then we may have further negotiations.
« Finally if customer satisfies. He will place order.
4+ Then we create order in SAP with reference to quotation.

Order is an agreement between the company and customer, for supplying the goods to the customer.

Sales order consists of customer details, delivery details, material details, quantity details, pricing, terms and
conditions. Etc.

After creating order we send order confirmation copy to customer.

While creating sales order system will perform various activities in the background.

1. Partner determination 2. Listing / Exclusion

3. Free goods 4. Delivery scheduling

5. Availability checks 6. Pricing

7. Credit management 8. Text determination

9. Output determination 10. Transfer of requirement

Delivery: - Then we do deliver with reference to order.

In delivery we have three activities.
+ Picking
#+ Packing
4+ PGI (Post goods issue).

When we do PGI system will perform various activities in the background.

1. Stock updates 2. Inventory accounting document generates
3. It updates in document flow 4. Updates in credit management
5. It updates in LIS 6. It updates in billing due list.

Invoice: - After PGI, we create invoice ,and dispatch the goods to customer along with invoice copy

When we create invoice, in the background system will perform various activities:-

1. Accounting document generates 2. Profitability accounting document generates
3. Cost centre document generates 4. It updates in document flow
5. It updates in credit management 6. It updates in LIS.
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Business Process - Return Process:-

Customer will return the goods if the goods are damaged, expired or defective.

Whenever customer finds damaged or defective goods, he will inform to sale office, sales office people will send
the employee to cross check the damage or defective goods.

After cross checking sales employee will prepare return note.

ustomer No. Invoice No.

Material QTY Reason

ustomer SignEmployee Sign

After preparing return note the employee will submit the return note to sales Office. Then SAP end user will
create return order with reference to invoice and Mention the reason for returns.

When customer delivers the return goods, we Create return delivery with reference to return order.
We create return invoice With reference to return order.

When we create return invoice the accounting Entry is: -

Revenue Account Debit
TO
Customer Account Credit
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Process:- Invoice
Document category ‘H’ Return Order (RE) REN) (DN) Controls in R Billing type [B]
Document category ‘T’ Return delivery (LR) Return check
Document category ‘O’ Return invoice (RE) Credit active uncheck
Scheduling line category Movement Type
(In case of damage stock) DN 651 [(adding the stock to return stock)

Effect: 1. Stock will be added to return stock.

2. Inventory accounting document will not be generates

Scheduling line category Movement Type

(In case of dumping stock) DN 653 | (adding to unrestricted stock)

Effect:
1. Stock will be added to unrestricted stock.

2. Inventory accounting document generates.

Inventory Alc ........ Dr.
To, COGS Alc........ Cr.

Scheduling line category Movement Type

(Incase of defect stock) DN 655 | (adding stock to quality stock)

Effect:
1. Stock will be added to quality inventory stock.

2. Inventory accounting document will be generates.

Inventory Alc ........ Dr.
To, COGS Alc........ Cr.
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Scheduling line category Movement Type

(adding stock to blocked
(In case of expiry stock) DN 657 stock)

Effect: 1. Stock will be added to blocked stock.

2. Inventory accounting document will be generate.

Inventory Alc......... Dr.
To, COGS Alc......Cr.

Interview Questions on return process

Q.1. Explain the return process of your client.
Ans.

Q.2. What scenario customer returns the goods in your client process?
Ans. If the goods are damaged or expired or defective.

Q.3. Why SAP says return invoice should be with reference to return order but not with reference to return
delivery?
Ans. Because we need to create return invoice for quantity damaged at customer place but not the quantity we

received.

Q.4. What scenario document value will be shown in negative?
Ans. In RK process if we increase the quantity then the value of document will be negative.

Q.5. While doing return delivery how system is proposing PGR?
Ans. Document category ‘T’ in delivery type will help to propose PGR.

Q.6. What is the schedule line category for return?
Ans. DN.

Q.7. What is the standard movement type for return?
Ans. 651.

Q.8. What is the effect of movement type of 651, 653, 655, and 6577
Ans.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 323



www.praveensapsdtraining.com

Q.9. Why inventory accounting document will not generate with movement type 6517
Ans. Return stock is temporary stock and when stock will be shifted to unrestricted stock or safety stock or

block stock then accounting document will be generate.

Q.10. Can i create return invoice without return delivery?
Ans. Yes.

Q.11. I want to restrict creating return invoice without return delivery?
Ans. Need to develop new requirement.

Q.12. What is accounting entry when we create return invoice?
Ans. Revenue A/c.....Dr. To. Customer A/c....Cr.

Q.13. Where is the control that for return invoice accounting entry generate?
Ans. Document category ‘O’ in return invoice control the accounting entry.

Q.14. Can i increase the quantity in return order more than invoice quantity?
Ans. Yes.

15. Will return order will update in credit management?
Ans. No, credit active un checks.

Q.16. Which transaction of return will update in credit management?
Ans. Return invoice.

Q.17. Can i explode free goods in return?
Ans. No, we can only copy free goods. Free goods can not be determined in return order but free goods can be

copied from standard order to return order.

Q.18. In returns process i want to determine return storage location automatically into return delivery document.
How to do this?
Ans.

Q.19. My clients requirement is if customer returns the goods because of damage then i want to take the stock
into return stock. If customer returns the goods because of expired then i want to take stock into block stock.
If customer returns the goods because of defective then i want to take the stock into quality inspection stock
automatically by system. How to do this?

Ans.
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Credit Memo request Process

we use credit memo request, if we want to deduct the amount from customer outstanding without receiving the

goods back from customer.

The below scenario we do credit memo process:

1. User mistakenly over charges the previous invoice.

www.praveensapsdtraining.com

2. The goods are totally damage in customer place and which are not in a position to tack back

Process: Invoice
Controls

(G2N) Credit Memo request (CR) ——

Credit Memo (Invoice) (G2)

[] schedule line allowed

Document category — K
Billing type — G2
Billing block 0

L] credit active Document Categ - O

Billing relevance [C]

When we create credit memo the Accounting entry is:

Revenue A/c ....... Dr.

To, Customer Alc ...... Cr.
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Debit memo request

We do debit memo request, if we want to add some amount to customer outstanding without physical movement
of goods”.

The Below scenarios we do debit memo process:-

1. User mistakenly under charge the previous invoice.
2. Charging interest to customer for late payment.

Process: Invoice
(L2N) Debit Memo request (DR) » | Document category — L
Billing type — L2
[] schedule line allowed Debit Memo (Invoice) (L2) Billing block [09]

Billing relevance [C]

When we crate debit memo invoice the accounting entry is:-

Customer A/lC ...... Dr.
To, Revenue A/C ...... Cr.
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Invoice correction request

We use this if end-user do a mistake in previous invoice, the mistake can be overcharged or undercharged.

By using invoice correction request, we can either deduct the amount from customer outstanding or add
customer outstanding.

Process: Invoice
\ Document category — K
(G2N) Invoice correction request (RK) Indicator — D
Billing type — G2
Credit memo (invoice) (G2)
Billing block L]

Indicator ‘D’ will help each line item from invoice will be copied as two line items in invoice correction request
document.

1% line is credit item (disable) + 2" Jine is debit item (enabled) —

If i increase item value then the value of document will be negative.

Accounting entry is: Customer A/c ....Dr.
To, Revenue Alc ......Cr

If i decrease the debit item the document value will be positive.
Accounting entry is: |: Revenue A/c......Dr. J

To, Customer A/lc ....Cr.

Q.How system is determining two item categories that is G2N and L2N in invoice correction request document?
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Cash sales process

Cash sale process is also called as counter sale process i.e. The Customer will walk into outlets, pick the
materials and go to the counter, pay the cash, take the bill and leave the counter.

In CS document type we have immediate delivery check, in this field we can maintain either ‘X’ or ‘A’

[X] if we maintain X then if stock is available for today then only system will system will create delivery
automatically in the background.

[A] if we maintain A then system will not check the stock availability, even if stock is not available system will
create delivery automatically in the background.

We maintain shipping condition [10] in document type, which will over right the shipping condition in customer
master while determining shipping point into sales document. In cash sales process when we create cash sales
order, in the order itself we take invoice copy and give to customer with the help of [RD03] output type.

When we create cash sale invoice the A/c entry is:

Cash settlement A/c....... Dr.
To, revenue Alc....... Cr

Q.In cash sales process can i create cash sale invoice without PGI?

Q.Why SAP says cash sale invoice is with reference to cash sale order?

Controls
Process:- 1.cash sales order (CS) - Shipping condition [10]
tomatically Creates delivery Immediate delivery [X]
Delivery type - BV
3.Bill (give to customer) deliverx (BV) Billing type - BV

(BVN) 4.PGI

5.Invoice (BV)

Billing relevance — B
Credit active [J
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Rush order Process

It means immediate delivery order.

If customer asks delivery immediately then we do rush order process.

Process: Rush Order (RO) Controf >
[TAN] Systemautomatically create delivery
Del‘lrvery
PGI
Invdice
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[X] Immediate delivery

Shipping condition [10]
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Free of charge process

Free of charge is also called as sample process. Whenever we are sending sample to customers without raising
invoice then we do free of charge process.

Process:- [KLN]  Free of charge (FD) ———€ontrol——» | Document type |
Delivery type — LF
Billing relevance ‘D’ Delivery Billing type — F8
Pricing [X]
Statistical [X] Performa Invoice

Subsequent delivery free of charge process:- (replacing the goods to customer)

Whenever customer returns the goods, we deduct the amount from customer outstanding. Instead of deducting the

amount from customer outstanding, if we want to replace the goods to customer without charging then we do
subsequent delivery free of charge.

Process: Return Order

\SDF

Delivery

Performa invoice

hen we are Creating SDF with reference to return order system checks return order item should be rejected then

only system will copy item from return order to SDF.
Q. Why SAP says return order item should be rejected to create SDF document

Ans. In return order, item is rejected and if we do SDF then in future if user is mistakenly creating return invoice
then system will not allow.

Or

If return invoice is already created and user mistakenly trying to SDF then system will not allow
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Quantity contract process

It is an agreement between company and customer for supplying the goods for a particular quantity within a
specific validity period.

In every agreement both the parties should have benefit ,here benefit to customer is less price or discount and
benefit to company is assured sales.

Process:= Quantityfontract (QC) [VA41] [G] [KMN] > | completion rule —C
Releasiorder [ schedule line allowed
Delivery
Invbice

In quantity contract, if we create return order with reference to contract the return order quantity will be added to
the open quantity of the contract. The control is in copy control +/ - quantity negative effect.

If customer fail to achieve quantity of contract then debit memo request will be raised against customer for
balancing amount.
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Value contract general process

It is an agreement between company and customer for supplying the goods for a particular value within a specific
validity period. Value contract is not specify to one material. It is for group of material.

Process:- Valuecontractgeneral (WK1) [VA41]
Assortment module % order
----- List \
_____ of Delivery
————— materials .
Invoice

In value contract general we create assortment module which consists of group of materials and assign this module
to value contact general.

Create_assortment_module path:- Easy access™™ logistics“® S&D** master data™™ products“® value

contract assortment module WSV2(create) “* enter ** give some description** list out materials “*valid from

& To "*save it System will generate some number **Make a note of it.

VA41"¥ WK1"* Sold to party** valid from — valid to *“*target value (30L) ** Assortment module number

=¥ save it.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 332



www.praveensapsdtraining.com

Value contract material specific

It is an agreement between company and the customer for supplying the goods of a particular material and value
within a specific validity period.

Process:-- Value contract material specific (WK2)
Releaie order
Delivery

Invoice

Scheduling agreement process

It is an agreement between company and customer for supplying the goods of a particular quantity within a
specific validity period with pre defined delivery dates.

Process:- Scheduling agreement (DS) [VA31]
Delivery

InvOice
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Consignment Process

Dumping the stocks at customer (Consignment Service Agent) place and retaining ownership with the company
eg.OEM i.e. delivering the goods to CSA without rising invoice. When CSA sells the goods to their customers then
we raise invoice to CSA.

Generally we do consignment process for slow moving goods and newly launched products. Consignment process
is one of the push strategies to push the products into the market.

When the Client’s management takes a strategic decision to implement Consignment business process. The
company will inform to all their customers, if customer accepts to take the stock on consignment basis, then they

L . st .
initiate consignment 1™ process I.e.

Consignment Fill up

(CF) Consignment fill up is just dumping the stock at CSA place without transferring ownership and without
raising invoice

CF KBN E1 (631) movement type
The effect of 631 movement type is:

1). It will reduce the stock from unrestricted stocks and stock will be added to consignment stock.

if). No inventory accounting document generates because CF process is not relevant for invoice.

Consignment Issue

(CI) when CSA sell the goods to their customers then CSA will inform the same to company. Then we do
consignment issue process.

Cl  KEN C1 (633) Movement type
The effect of KEN special stock indicator ‘W’ is while doing delivery system considers consignment stock only.
The effect of 633 movement type is:

i). Stocks will be reduce from consignment stocks.
if). Inventory accounting document will generate and accounting entry is

COGS Alc.......Dr.
To, Inventory Alc......Cr.
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Q. Why we are again doing delivery in consignment issue as we already delivered stock to customer at the time
of consignment fill up.

Consignment returns

(CONR) When end customer returns the goods to CSA, then CSA will inform the same to company, then
we do consignment returns.

CONR KRN DO (634) movement type

The effect of special stock indicator ‘W’ is while doing return delivery in consignment return system will consider
consignment stock.

The effect of 634 movement type is:

i). The stock will be added back to consignment stock.
ii). Inventory accounting document will generate and accounting entry is

Inventory A/c......Dr.
To. COGS Alc....Cr.

Consignment Pick Up

(CP) if CSA request to take back the consignment stock, then we do consignment pick up. When we do return
delivery in consignment pick up, the stock will be reduced from consignment stock and added back to unrestricted
stock.

CP  KAN F1(632)
The effect of 632 movement type is:

1). Stock will be reduced from consignment stock and added to unrestricted stock.
if). Inventory accounting document will not generate because CP is not relevant for invoice.

Q. Which process of consignment is not relevant for availability check?
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Example to understand consignment process

Company: Galaxy Pharma Vendor: Apollo

Unrestricted Stocks: 5000 Qty

Less delivery -3500 Qty Consignment Stock: 3500 Qty
Available balance 1500 Qty Sold to end users  -2000 Qty
Return consignment +2000 Qty Stock balance 1500 Qty
Final Stocks 3500 Oty Return Cars +500 Qty
Stocks 2000 Qty

Return to Company-2000 Qty
Final stocks balance 000 Qty

Consignment Fill up Consignment Issue Consignment Return ~ |Consignment Pick Up
(CF) (CI) (CONR) CP)

Deliver (3500)  [Deliver (2000) Return delivery (500) |Return delivery (2000)
Performa Invoice Invoice (2000) Return Invoice (500)
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Interview Questions for consignment

What scenarios client will do consignment process?

Explain consignment process?

In consignment process which process is relevant for billing?

What happens when you do delivery in consignment fill up?

Which process of consignment is relevant for availability check?
Which process of consignment is not relevant for availability check?
What is the schedule line category in CF?

What is the movement type in CF, and what it affects?

Why we are creating delivery in consignment issues as we already delivered the goods in consignment fill
up?

What happen when u do delivery in consignment issue?

How system knows that in consignment issue, the stock should be reduced from special stock?
What is the item category for consignment issue?

What is the schedule line category for consignment issue?

What is the movement type in Cl and what it affects?

What is the item category for consignment return?

What is the schedule line category for CONR?

How do you know that your customer sold the goods to end customer?
In CI to whom we raise invoice?

What happens when I do delivery in CONR?

What is the movement type for CONR and what it affects?

Is CONR process is relevant for billing?

When you do CONR?

When we do CI?

What happens when do you do CP?

What is schedule line category for CP?

What is the movement type for CP? What is it effect?

What are the item category for cf, ci, conr and cp?

Why cp is relevant for availability?

Which process is relevant for credit management?

Which process in consignment is relevant for excise tax?

Which process does have special indicators?

| want free goods in consignment process how do?

| want bill of material for consignment process? how

Why we are creating delivery in consignment issue?

What happens if | do delivery in consignment issue?

Why we are doing return delivery in consignment return, even though we are not taking the goods back?
Which process of consignment is relevant for credit management?
Which process of consignment will have special stock indicator?
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Third party process
Third party process is an integration between SD + MM

Scenario 1 :-

Most of the companies will not manufacture all the products which they are selling or have in their product
portfolio, they will manufacture some products and for remaining products they will do third party process.

Scenario 2 :-

In some scenarios even though company manufacture the products and if stock is not available or if there is some
problem in manufacturing unit then they go for third party process.

Third party process: -

when our customer place order for third party material and when we create 3m| party sales order in SAP, then
system automatically generates PR and PR will converted to PO and PO will be send to vendor and vendor delivers
the goods to customer and vendor will send the invoice to company and company will raise invoice to customer.

A ABRAE Wk B WwhE l-J B VBl B R E Vel ¥ B R W e Ve bl T OARAL T v“‘t’t’“‘b AW RS AR R ki LR
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Third Party Business Process - With Out Shipping Notification

Without shipping notification in third party process, is a standard third party process, in which vendor will
send immediate invoice and based on MIRO we raise invoice to customer.
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Third party with shipping notification

We do third party with shipping notification, if vendor is not ready to send the invoice immediately, if vendor is
not sending the invoice then we cannot raise invoice to customer because we don’t know that how much
quantity vendor has delivered to customer.

(1) ORDER
@
1 Company @

s _ Shipping
& J @ Notification
or
Delivery Challan

Vendor

Third Party Business Process - With Shipping Notification

In this situation we ask vendor to send shipping notification to the company which consists of material details
and quantity details which vendor has delivered to customer. Then we can do MIGO in SAP and based on MIGO
quantity we raise invoice to customer.

Important points in Third party process:- Item Category TAS

1. For third party material maintain “Item category group” as [BANS] and maintain material type as ‘HAWA.

Item category group BANS will help to determine item category ‘TAS’ in sales document.

2. Third party item category determination OR + BANS + Blank + Blank = TAS.
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3. Billing relevance ‘F’ standard. F means order related billing status according to MIRO.

If we want 3rd party with shipping notification then we maintain billing relevance as ‘G’ and G means order
related billing status according to MIGO.

Billing relevance ‘F’ controls that in 3rd party w/o shipping notification if MIRO is not created then system
will not allow to create invoice to customer.

Billing relevance ‘G’ controls that in third party with shipping notification if MIGO is not created then
system will not allow to create invoice to customer.

4. Create PO automatically — In standard process of 3rd party when we create sales order, system

automatically generates PR but if we want system to generate direct PO automatically then check this
field. Along with ALE data for purchases order in sales organisation.

Controls in CS (Schedule line category)

5. Order type “NB” — it will help to generate purchases requisition automatically in the background
while creating sales order in third party process.

6. Item category — purpose of item category in schedule line category :- like sales documents, MM documents
also require item category information while creating PR manually. User will assign item category manually
, but in third party process we are generating PR automatically in the background so we are passing item
category information from schedule line category to PR.

7. ltem category [5]: - item category [5] controls that even we do MIGO in third party with shipping
notification system will treat it as dummy MIGO and stock will not be update.

8. Account assignment category [1]: - It controls that whether to generate inventory accounting document or
not while doing MIGO and PGl (this field controls the cost should be assigned to any special cost object or
not). This also helps to pass on customer information from order to PR....

9. In copy control between order to invoice (OR — F2) TAS has billing quantity ‘F’ and it will help to copy the
quantity from MIRO to invoice while creating invoice to customer in third party process.

If we want third party process with shipping notification then we maintain billing quantity “E” which helps
to copy the quantity from MIGO to invoice while creating invoice to customer in third party process.
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Process for creating Purchase order:-

1% step:-

Maintain purchase organisation: - To create PO we require purchase organisation, which is in MM.

SPRO ™ enterprises structure ™ definition** MM ™% maintain purchase organisation ** new entry** ZPUR

=¥ save it.

znd Step

Assign purchase organisation to company code: -

SPRO™™ enterprises structure ™ assignment™® MM ™% assign purchase organisation to company code“*

position** ZPUR ** ZALK** save it

3rd Step

Assign purchase organisation to plant: -

SPRO ™ enterprises structure* assignment** MM ** assign purchase organisation to Plant** position**

ZPUR ™ PLANT ** save it

Third party w/o shipping notification

We need to do few more configurations to make third party process successfully.

Go to the T-code [OBGG] for country IN assign tax procedure [TAXD] =¥ save it.

Go to the T-code [FTXP] and maintain tax code ** FTXP** IN*% S1 "*description (Input tax PO) ** tax

type [V] (input tax) =% enter “*input tax [10%]“* save it.

T-code To create PO [ME21N]

» MMOL1 create material (THIRD1) purchasing view should be selected maintain BANS purchasing view — purchasing group
[001] save it.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 342



www.praveensapsdtraining.com

To create vendor the T-code is [XKO01] :-
XK01*% vendor [TVENDOR] ¥ ZALK "¥ZPUR™ Account group [0001] ** name [third party vendor] =%

reconciliation a/c [1.6L] *** cash mgmt grp [A1] **order currency [INR] ** partner function [VN] ** save it.

> VA01**change mode “*schedule line tab®™  PR™* Make a note of PR number

> ME2IN "*mention the vendor number [TVENDOR] ** purchase org [ZPUR] % Purchase group
[001] ZALK™ enter** go to item overview™® go to right side™® PR No. [XXXXX] ** enter**
enter some price [5000] ** go to delivery tab and uncheck good receipt “* invoice tab** tax code [31]

=% enter ** save it and make a note of PO number

» The T-code for MIRO is [MIRO] we create MIRO with reference to PO

MIRO™ ZALK "*Invoice date [24.01.2014] ™% purchase order / scheduling agreement [XXXXXXX] **
enter “* base line date [24/01/2014] **enter ** then go to basic data amount [5L] “* enter

We can change quantity from 100 to 70" enter.
> Then do Invoice VF01. Reference quantity will copy from order, but actual quantity will copy from MIRO.

Error: - Company code is not maintained in 169P.
Solution: - SE16N Table [T169P] enter&SAP_edit enter @ append new [ mention as above save it.

Q. In third party process what happens if user increase / decrease the quantity in purchase order? Will it effect in
sales order or not?
Ans. The quantities changes in purchase order will be update in sales order in confirm quantity [schedule line data].

Q. In third party process after creating sales order and purchases order will system allow to change the quantity in
sales order?

Q. Can i change the quantity in PR?

Ans. Ng
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Creating automatic PO in third party process

15t step:-

Maintain ALE data for purchases order
We have this in sales organisation, maintain ALE data®™® ZPUR®™® ZMUM™*%* 001*% ZFG1*¥

Tvendorl®™™ 101 "% NB ™% save it.

{if vendor is not fixed don’t maintain the vendor name}.

an Step:-

Go to item category TAS and ! create PO automatically.

Master data changes for automatic PO

3" Step:-

Go to material master “*purchasing view “* Automatic PO **save it

4th Step:-

Go to vendor master [XKO01] Create, [XK02] change ** check purchasing data view “* scroll down and

automatic PO ™ save it.

5th Step:-

Maintain material info record or purchasing info record. The T-code is [ME11] ** material “*vendor **
purchase organisation ** ZMUM ** enter “* enter “* net price [5000] ** max quantity [10000]

=¥ enter ** save it.

6th step:-

Maintain source list T-code [MEO1] *** material ** plant™* validity period [ 25.01.2014] *** [31.01.2014] **
TVENDER1**ZPUR " save it.

> create order,after the 1% time configuration go to ME5S9N (one time only) " execute ™ purchase group [] ™ purchase
organisation [ ] ** vendor ** plant ** execute.

> Go to VA2 “*document flow ™™ Check whether PO is generated or not?
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Third party with shipping notification

We do third party with shipping notification if vendor is not sending the invoice immediately with delivering the
goods to customer.

Without vendor invoice we cannot raise invoice to our customer, so in this scenario we ask vendor to send
shipping notification after delivering the goods to customer.

When we receive the shipping notification then we do MIGO and basing on MIGO quantity we raise invoice to

customer.

@) ORDER
Tl @ Lm0

PR o Shipping

@ o &J @ Notification
/ or
PO Delivery Challan
C
/E

o<z~

= moORQ

Vendor

Delivery

Customer /’

)

Third Party Business Process - With Shipping Notification
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Confiquration change for third party with shipping notification

In item category TAS, change the billing relevance from ‘F’ to “G”.

In copy control, order to billing for item category TAS change the billing quantity ‘F’ to “E”.

+ Billing relevance ‘G’ controls that, while creating sale order in third party process system checks whether MIGO is
created or not. If MIGO is created then system will allow to create invoice to customer.

4+ Billing quantity ‘E” will help to copy the quantity from MIGO to customer invoice.

When we do MIGO in third party process system will treat it as dummy MIGO and stock will not be updated. The
control is item category [5] in schedule line category.
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Third party Returns process

+ When customer finds damage or defective goods of third party material, then customer will inform to
company then company will send employee to cross check the goods.

+ After cross checking employee will prepare return note and submit to company and company will create
return order in SAP.

<+ Based on return note, then we return the goods to vendor location from customer location. Then vendor will

raise credit memo to company and company will raise credit memo to customer.

Return Order

[Company]\ G) MIRO
O (0= @

Return Credit .
Order Memo Return PO Credit Memo

[Custome-} @) ji Vendor ]

Return Delivery

Third Party Returns Business Process
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Configuration for Third Party Returns:

Step 1:-

Maintain item category determination RE + BANS + Blank + Blank = TASG
Step 2:-

Go to TASG and maintain billing relevance as ‘F’

Step 3:-

Maintain schedule line category [CS] in VOV5
Step4:-

IN copy control VTFA maintain item category [TASG] for RE — RE combination

Maintain copy requirement as [028] VBRK / VBRP = [002]

Billing quantity [F] Plus / Minus [+], Pricing type [D]
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Interview Questions For Third party Process

Q.1. In what scenario your client will do third party process?

Ans. ﬂ scenario: Most of the companies they will not manufacturing all the products which they are selling to
customer, they will manufacture some products and remaining products they will do third party process.

Z_nd Scenario: In some case even though they manufacture the products and if stock is not available or if there is
some problem in manufacture unit then we go for third party process.

Q.2. Explain the third party process without shipping notification?

Ans. when our customer placed order for third party material and when we created 3rd party sales order in SAP
then system automatically generates PR and PR will converted to PO and PO will be send to vendor and vendor
delivers the goods to customer and vendor will send the invoice to company and company will raise invoice to
customer.

Q.3. Explain the third party process with shipping notification?

Ans. We do third party with shipping notification, if vendor is not ready to send the invoice immediately, if vendor
is not sending the invoice then we cannot raise invoice to customer because we don’t know that how much quantity
vendor has delivered to customer.

In this situation we asked vendor to send shipping notification to the company which consists of material details
and quantity details which vendor has delivered to customer then we can do MIGO in SAP and based on MIGO

quantity we raise invoice to customer.

Q.4. What is the difference between third party without shipping notification and with shipping notification? Ans.

In Srd party w/o shipping notification vendor will send invoice so we create MIRO but with shipping notification
vendor will send shipping notification so we will create MIGO.

Q.5. In third party process can i raise invoice to customer without MIRO? Where is the control?

Ans. No, Billing relevance ‘F’ controls that in 3rd party w/o shipping notification if MIRO is not created then
system will not allow to create invoice to customer.

Q.6. How system is creating PR automatically in background?
Ans. Order type “NB” in schedule line category — it will help to generate purchases requisition automatically in the

background while creating sales order in third party process.

Q.7. What is the purpose of item category ‘5’ in CS scheduling line category?
Ans. Item category [5]: - item category controls that even we do MIGO in third party with shipping notification

system will treated as dummy MIGO and stock will not be update.

Q.8. In third party process the client requirement is while creating sales order system should create PO
automatically in the background. Where is the control?

Ans. 1% step maintain ALE data for purchases order in sales org.
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an Step  Go to item category TAS and ! create PO automatically.
3rd Step  Go to material master  purchasing view Automatic PO

4th Step Go to vendor master [XK01] Create, [XK02] change check purchasing data view scroll down and
automatic PO save it.

Q.9. Customer places order for 100 quantities but vendor delivery only 70 to the customer. When i am creating
invoice to customer which quantities should determine and where is the control?

Ans. In copy control between order to invoice (OR — F2) TAS has billing quantity ‘F’ and it will help to copy the
quantity from MIRO to invoice while creating invoice to customer in third party process.

If we want third party process with shipping notification then we maintain billing quantity “E” which helps to copy

the quantity from MIGO to invoice while creating invoice to customer in third party process.

Q.10. What is the configuration changes required for third party with shipping notification?
Ans. In item category TAS, change the billing relevance from ‘F’ to “G”.
In copy control, order to billing for item category TAS changes the billing quantity ‘F’ to “E”.

Q.11. There is a material which we manufacturing but if stocks are not available then we want to send it to third
party. How we give solution to client?
Ans. Change item category “TAN” to ‘TAS” manual in sales order.

Q.12. What is return item category for third party return process?
Ans. TASG.

Q.13. Explain third party return process?

Ans. When customer finds damages or defective goods of third party material then customer will inform to
company then company will send employee to cross check the goods. After cross checking employee prepare return
note and submit to company and company will create return order in SAP based on return note then we return the
goods to vendor location from customer location. Then vendor will raise credit memo to company and company
will raise credit memo to customer.

Q.14. In third party process user is increasing the quantity in PO. Will it update in sales order?
Ans. The quantities changes in purchase order will be update in sales order in confirm quantity [schedule line data].

Q.15. In third party process, after creating PO if user is changing the quantity in sales order. What happens? Ans.
System will not allow to change the quantity in order. If we want to change the quantity in order, first we have to
change the PO quantity.

Q.16. Can i change quantity in PR?
Ans. No.

Q.17. Explain third party configuration?
Ans. Notes.
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Q.18. Is third party process is relevant for availability check?
Ans. No.

Q.19. Why SAP has given schedule line category in third party process even though we don’t ve delivery in third
party process?
Ans. passing item category information from schedule line category to PR.

Q.20. In third party process when vendor is deliver the goods to customer. What invoice he will send to customer
and on the name of when will raise invoice. What prices he will mention in the invoices.
Ans.

Q.21. In third party process client want free goods.
Ans. X—,TAS

‘4( — TASS [OR + BANS + FREE + TAS = TASS] and in TASS [pricing — B].

Q.22. In third party process client wants to offer free goods without item generation.

Ans.

Q.23. Clients wants to explain BOM item in third party process?

Ans.

Q.24. In third party process while creating sales order system should not generate PR if order is block to credit?

Ans. Transfer of requirement 102.

Q.25. In third party process customer place the order for 100 quantities and vendor deliver 70 quantities to
customer but finally receive 65 quantities. How to address this?
Ans. TAS — change billing relevance from F to A (delivery related billing)

Q.26. In third party process can i create partial invoice to customer?
Ans. Yes.

Q.27.Along with billing relevance ‘F’ do have any other control in third party process for not allowing to create
invoice without MIRO?
Ans. Copy requirement [012].

Q.28. In third party process which update group system consider in credit management?
Ans. 000018 update groups (exclude open delivery values).
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Individual purchases order process (IPO)

4+ We do IPO process if vendor is not ready to do our packing (vendor will deliver the goods to company and
company will deliver the goods to customer after packing with the same gty which received from vendor).

Vendor Invoice

D T T e T B

Individual Purchase Order(IPO) Business Process

<+ We do IPO process if we are delivering these goods to institutions and direct customer i.e. if we do third
party process for these customers there is a risk involved that we may lose the customer.

Order =¥ PR ™ PO ™ Vendor **MIGO **delivery ™™ Invoice

<+ In IPO process when we do MIGO the stock will be reserved to the sales order number and the controls is in
requirement class [KEB] we have special stock indicator “E”

<+ In IPO process when we do delivery system consider the special stock i.e. sales order stock and the control

is in item category “TAB” special stock indicator “E”.
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Configuration for IPO

% Jf material is IPO material then we maintain item category group as “BANC™ and we select purchasing
view. {OR + BANC + Blank + Blank = TAB]

4 For IPO material system determine item category as 'TAB —Controls —»| Special stock indicator [E]

Billing relevance [A]

- . . . P —— Order type [NB]
4+ For IPO process system consider schedule line category “CB”"—
: 1L il E07] Controls—# ltem category [0]
ftem category 0 controls if you do MIGO in IPO process system will treat as Movement tyrp-e [601]
Account assig category [H
Actual MIGO and stock will update. E4 Item relv. For delivery

El Purc. req. Delivery schd

> Account assignment category “E” controls that in IPO process while doing MIGO and delivery system will
not generate inventory accounting document. In IPO process the cost will assigned to the sales order cost
object.

> If we check purchase requisition delivery schedule the delivery and quantity information will transfer from
sales order to PR.

4 For IPO process system determine requirement type as [KEB]
Item category [TAB] + MRP type [PD] = KEB
The purpose of requirement type is it will help to determine requirement class.
4 System determines requirement class as ‘KEB’ in IPO process.

KEB [Special stock indicator — E and Account assignment category — E]

4 In IPO process requirement class we have to check availability check and requirement transfer. This
information will be passed to MRP as a special stock indicator.

4 In IPO process system will ask to assign G/L A/c for KOFK account determination type.

> Create a material (IPO) — Item category group [BANC], Purchasing group [001]

VK11 Order (check TAB, CS, KEB in procurement tab then ““* Create PO ME21N then ™ Create MIGO and check item ok (after

this go and check the stock with order number in MMBE) ““* delivery (no need to do MIRO billing relevance is ‘A>) = Then do
Invoice.
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Interview Questions For 1PO Process

Q.1. What scenario we do IPO process?
Ans. If vendor will not ready to do packing and risk involved that we may lose the customer.

Q.2. Explain IPO process?

Ans. Customer will give order to company then create order in SAP and create PR and transfer to PO and send PO
to vendor then vendor will deliver the goods to company then company will create MIGO and based on MIGO
company will deliver the goods to customer and vendor send the invoice to company and company will raise
invoice to customer.

Q.3. What is the difference between third party process and IPO process?
Ans. IN third party vendor will deliver the goods to customer with packing but in IPO vendor will deliver the

goods to company and company will deliver the goods to customer.

Q.4. Can i create automatic PO in IPO process?
Ans. No.

Q.5. In IPO process without MIRO can i create invoice to customer?
Ans. No.

Q.6. Will inventory accounting document generates when we do delivery in IPO process?
Ans. No. Account assignment category “E” controls that in [PO process while doing MIGO and delivery system

will not generate inventory accounting document.

Q.7. What happens if i check PR delivery schedule check box in schedule line category?
Ans. If we check purchase requisition delivery schedule the delivery and quantity information will use transfer
from sales order to PR.

Q.8. What is the purpose of special stock indicator ‘E’ in TAB item category?
Ans. In IPO process when we do delivery system consider the special stock i.e. sales order stock and the control is

in item category “TAB” special stock indicator “E”.

Q.9. What is requirement type system consider or determine in IPO process?
Ans. KEB.

Q.10. What is requirement class system determine in IPO process?
Ans. KEB.

Q.11. What is the purpose of special stock indicator ‘E’ in requirement class?
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Ans. Special stock indicator ‘E’ in requirement class will help pass information to MRP as a special stock indicator.
Q.12. In IPO process if order is block for credit then system should not generate PR. Where is the control?
Ans. Transfer of requirement number [102]

Q.13. Will system perform availability check in IPO process?
Ans. Yes.
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When

Make to order

customer place order, then only the company will start the process of manufacturing finished products

because the specification of the product is not standard. Every customer will place order with their own

specification.

Ex. — Heavy machine, Air craft’s, Crain manufacturing, heavy transformer, BHEL, BEML, etc

Process: -

4 In Make to order process customer will place order with their own material specifications or design.

+ Then we create Sales order with dummy material and then will send the design or specifications to CAD
department or product development department.

4 Then they develop the product with list of BOM, and after finalizing the BOM they will send this material
to sales department.

4 Then sales department will enter BOM material in sales order and order requirement will transfer to MRP
and they run MRP.

4 Then system explore the raw material and also check the stock of raw material and if stock is not available
then system will generate PR PO "*Vendor “*raw material delivery to company™* and start
manufacturing.

+ Thet manufactured stock is assigned with sales order number and lastly we do delivery and invoice the
customer.

*

: Sdes orde
Re_qunrement — After finalizing the BOM they will send this material to sales dept.
will transfer Dummy then sales department will enter BOM material in sales order
MRP «— @ — Product *
4 )] + CAD department @
Sl | ®
Run MRP Specification Develope the product
¥ @ 1
Syatem explore T
raw n’liaterlal @ BOM
@ o
‘ —
Production Delivery
& v Cust
finishd |__lnvoice
Goods @3 Z
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Confiquration for make to order process: -

1. For MTO (Make to order) maintain item category group as [0001] and strategy group [20] in material master.
2. For MTO system determine item category as [TAK]. OR + 0001 + Blank + Blank = TAK

y

Special stock indicator ‘E’

3. Schedule line category is [CP].

4. Requirement type system determines for MTO is [KE] and KE determine based on strategy group [20].

SPRO™ production™ production planning™® demand management®® plant independent requirement**
planning strategy “* define strategy “* maintain

5. In MTO system determines requirement class as [040].

A/c assighment category ‘E’ Special stock indicator ‘E’

> Special stock indicator ‘E’ controls that after manufacturing the finished goods the stock will be
reserved to that particular sales order number.

> The account assignment category ‘E’ controls when we take the finished goods in stock and we
do delivery in MTO then accounting document will not generate.

6. In [VKOA] assign G/L A/C KOFK condition type.

VAL ™™ MB1C **561™% special stock [E] “* ZFG1™* enter ™ sales order number and item number ““* material “*

quantity = save it “*MMBE “* delivery “* invoice.
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Interview Questions For MTO process

Q.1. Explain MTO process?

Ans. Process: - In Make to order process customer will give order with their own material specification or design
then we put dummy material in sales order and then will send this design or specification to CAD department or
product development department then they develop the product with list of BOM and after finalizing the BOM they
will send this material to sales department then sales department will enter BOM material in sales order and order
requirement will transfer to MRP and they run MRP then system explore the raw material and also check the stock
of raw material and if stock is not available then system will generate PR PO Vendor raw material delivery to
company and start manufacturing and stock the finished stock with sales order number in sales order stock and
lastly we will do delivery and invoice to customer.

Q.2. What is the item category system determine for MTO process?
Ans. TAK.

Q.3. What is the purpose of special stock indictor ‘E’ in MTO item category?

Ans. The purpose of special stock indicator ‘E’ in MTO item category that while doing delivery in MTO system
will consider sales order stock.

Q.4. What is the requirement type determine in MTO process and based on what?

Ans. Requirement type system determines for MTO is [KE] and KE determine based on strategy group [20].

Q.5. What is the requirement class system determine MTO process?
Ans. . In MTO system determines requirement class as [040].
Q.6. What is the special stock indicator ‘E’ in requirement class?

Ans. Special stock indicator ‘E’ controls that after manufacturing the finished goods the stock will be reserved to

that particular sales order number.

Q.7. What is the inventory accounting entry we do at the time of PGI in make to order process?

Ans. Accounting document will not generate.

Q.8. What is the process of accounting assignment category ‘E’?

Ans. The account assignment category ‘E’ controls when we take the finished goods in stock and we do delivery
in MTO then accounting document will not generate.
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Stock Transfer Order (STO)

Transferring the stock from one plant to another plant within a company. It can be plant to depot or depot to depot.

Supplying Supplying [Supplying ]
Plant Plant | Plant
| ¥
D el}jvel*}?@ D efiver}@

PO PO W.R To PO ReturnyDelivery

W.R To PO
@ Y i @ No MIGO

MjGo (:) Return MIGO
4 ‘) - ¢ Return{PO W

Receiving Receiving —
Plant Plant [ eceiving ]

Plant

STO 2 STEP | STO 1 STEP | STO Returns

STO 2 Step Process

< In STO two step process 1 receiving plant will raise the PO to supplying plant, and then supplying plant
will do delivery with reference to PO.

<+ When we do delivery in supplying plant then stock will be reduced from supplying plant and stock will be
displayed as stock in transit in receiving plant.

<+ The control is in movement type [641]. When the goods reached at receiving plat then they do MIGO, and
when they do MIGO the actual stock updates till then it shows as stock in transit.

> PO type in STO process is [UB]

> Delivery type in STO process is [NL]

> Delivery item category in STO process is [NLN]

> Delivery item category determination is NL
NORM

\

Blank
NLN
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> Schedule line category for STO is (NN)

Scheduling line category Movement Type

NN 641 [Two step

Effect: 1. Stock will be reduced from supplying plant and stock will display as stock in transit at receiving plant.
2. Inventory accounting document will generate.

Stock inward movement A/c Dr.
To, stock outward A/c........ Cr.

STO 1 Step Process:-
In STO one step process when we do delivery stock will be reduced from supplying plant and stock will be added
to receiving plant. The control is movement type [647] and MIGO is not required.

> Schedule line category for STO is (NN)

Scheduling line category Movement Type

NN 647 One step

Effect: 1. Stock will reduced from supplying plant and stock will be added in receiving plant.

2. Inventory accounting document will be generate.

Stock inward movement A/c Dr.
To, stock outward A/c........ Cr.

Master data configuration for STO: -

Step 1:-

Create receiving plant [ZVAP] as customer in supplying sales area

In Real —Time For STO process we will have one more distribution channel i.e. STO [In intra

company STO normally the sales area is same in both supplying and receiving plant].

Q. Why we are creating receiving plant as customer in STO process?

Step 2:- Extend the material to both the plants with purchasing view
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Actual STO configuration

Step 1 &> Define Shipping Data for Plants

SPRO ™ MM "*purchasing ™ PO " setup stock transport order ** define shipping data for plants

%90 to receiving plants [ZVAP] assign customer number which we created as receiving plant

Customer no. - plant 9990000148 [S1vAP Plant Customer and assign receiving sales area
SIsOrg.Int.B. 'ZDOM|

DistChannellB 121}

Diw. Int. Billing 21 = save it.

Then go to supplying plant [ZMUM] and assign only same sales area.

In this configuration step we assign delivery type [NL] and checking rule [B] to the combination of
purchase order type [UB] and supplying plant [ZMUM]

Ty. |DT Dscr. |SF’I |Name 1 lDITy. Description |CRI IDescription of |
UB  Stock transport 0ZMUM MUM Mfg plant ANL plenishment diB  SD delivery

"Fsave it

Step 3 (& Assign Document Type, One-Step Procedure, Underdelivery Tolerance
In this configuration steps we assign purchase order type [UB] to the combination of supplying plant

and receiving plant .

+ If we check one step here, then system will treat it as 1 step process and while doing delivery stock will be
reduced from supplying plant and stock will directly added to receiving plant and MIGO is not required the
control is [647].

+ If we uncheck one step system will treat it as two step STO process and movement type [641] controls
that,MIGO is required.

+ The goods receipt movement type is [101].

+ Under delivery tolerance: - In STO process over delivery concept will not work. We have only under
delivery tolerance.
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Process 1: Create purchase order [ME21N] ** PO type [UB] **supplying plant [ZMUM] **enter ** Purchase
organisation [ZPUR] ** Purchase group [001] ** company code [ZALK] ** go to item overview** maintain

material & quantity ** receiving plant [ZVAP] ** storage location [ZFG2] **enter™* go to condition tab and
maintain the amount if it is not coming automatically and also check the shipping tab if it is not determining then

check the configuration or if it is then ™ save it.

Q. What scenario shipping tab will not be determined in STO purchase order?

Process 2:  VL10D ** shipping tab [ZMU1] ** execute “* select the PO number and click on background

|0 Background | e click on log “#select the line and click on document ** select delivery number and click

on display document **go to change mode ** do picking ** storage location ** quantity ** PGl

» Check stock of ZVAP in MD04

Process 3: In STO process if we want to create performa invoice then go to item category VOV7** position

*% [NLN] and maintain billing relevance as [D].

Go to VOV8** position “*[DL] default order type “*maintain document pricing procedure [A].

Go to copy control VTFL ** position [F8 — NL] and go to change mode and details and maintain copy requirement

[009] **save it.

Now go to VFO1 **delivery number **billing type F8 **save it

Process 4: After proforma invoice create MIGO "*goods receipt “*out bond delivery ** delivery number**

execute “* scroll down and check item ok ** enter ** check and post.

> Again check stock in MDO04.

When we do PGI in STO process ,system will generate the inventory accounting document :
Stock inward movement A/c.......Dr.
To, Stock Outward movement A/c.....Cr
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One step process

(& Assign Document Type, One-Step Procedure, Underdelivery Tolerance

SPI ]F'Int |Type IOn |TOI. I

.........

Q. Do we have any copy control between PO to delivery?
Or
Q. In STO process how data is copied from PO to delivery?

Q. Clients requirement is in STO process they want to create delivery automatically while doing PO. How to do
this?

SPRO ** MM **purchasing “* PO ** setup stock transport order =*
[Type |SPIt |Auto Delv. |

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

&» Activate Aﬁtomatic Delivery Creation and CRM Billing UB ‘ZMUM bl lve] SR -Fsave it
Type lShPt ]Auto Dely.
& Activate Automatic Delivery Creation for PO Type and Shipping Point (UB  ZMUT: v —-cave it

Scenario-Client Requirement

In STO process while creating proforma invoice system should copy the price from PO.
Go to M/06** check the control [PBXX / PBO1 / PB02] condition type ** create same condition type in sales
with same control **create PBXX in /06 ** save it.

Create pricing procedure for STO [ZSTQ] and place the condition type [PBXX] in pricing procedure and make it
manual.

Go to billing type VOFA [F8] and maintain document pricing procedure [T].

If we don’t assign document pricing procedure F8, then system will take document pricing procedure from default
order type [DL].
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CTyp |Condition type
PBXX G

“Fsave it.
Go to VTFL copy control [NL — F8] and maintain price source as [A].

Assign MM pricing procedure:

SPRO " MM ** Purchasing “* condition** define price determination process [The standard pricing procedure
for MM purchases is RM0000]. **go to define schema determination** double click on determination schema

for stock transfer order ** with the combination of document type + supplying plant + Procedure “* new entries
—

IDoc. Type ISuppI.PInt IProc. IDescription
UB ZMUM RMOOOO Purchasing Document (Big) - ove it

Now do ME21N **VL10D **Performa invoice “*MIGO
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Interview Questions for STO process

Q.1. Explain STO process?

Ans. In STO two step process 1% receiving plant will raise the PO to supplying plant then supplying plant will do
delivery with reference to PO and do proforma invoice, when we do delivery in supplying plant then stock will be
reduce from supplying plant and stock will be displayed as stock in transit in receiving plant. The control is in
movement type [641]. When the goods reaches to receiving plat then they do MIGO and when they do MIGO the
actual stock update till then stock in transit.

Q.2. What is the difference between one step and two step process?
Ans. In two steps MIGO is done and in one step MIGO is not required.

Q.3. In STO process while creating PO i want to create delivery automatically in background. Where is the
control?

Ans. With the help of configuration that activate automatic delivery creation with order type UB and plant and
also activate automatic delivery creation PO type & shipping point.

Q.4. Where is the control that whether to go one step or two step?

Ans. Check one step in assign document type 1 step procedure under delivery tolerance.
Q.5. What is PO type for STO process?

Ans. UB.

Q.6. I want to copy PO price in STO performa invoice. How to do this?
Ans. Maintain price source as [A] in VTFL.

Q.7. Do we have any copy control between from PO to delivery?

Ans. Yes, we have control between [DL — NL] in copy control.

Q.8. What is delivery type of STO process?

Ans. [NL].

Q.9. What is the schedule line Category for STO process?

Ans. [NN].

Q.10. What is the movement type for one step and two steps?

Ans. 1 step — 647, 2 steps — 641.
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Q.11. What is the effect of 647 movement type?
Ans. Effect: 1. Stock will be reducing from supplying plant and stock will be added in receiving plant.
2. Inventory accounting document will be generate.

Stock inward movement Alc o
To, stock outward A/c........ Cr.

Q.12. What is the effect of 641 movement type?
Ans. Effect: 1. Stock will be reducing from supplying plant and stock will display in transit at receiving plant.

2. Inventory accounting document will be generate.

Stock inward movement A/c........ Dr.
To, stock outward A/c........Cr.
Q.13. What is the inventory accounting document generate in STO process?

Ans. Stock inward movement A/c ........ Dr.
To, stock outward A/c........ Cr.

Q.14. How delivery item category determine in STO process?
Ans. NL + NORM + V + Blank = NLN.
Q.15. What is the configuration required for STO process?

Ans. 1.Define shipping data for plants, 2. Assign delivering type & checking rule and 3. Assign document type 1
step procedure under delivery tolerance.

Q.16. Can i restrict the user to increase the quantity in delivery in STO process?

Ans. No, in STO process there is no over delivery tolerance provision, only under delivery tolerance.

Q.17. What scenario shipping data will not determine?

Ans. If STO configuration is not in place and shipping point determination is not in place in delivering plant
Q.18. How pricing procedure determine in STO perform invoice?

Ans. Based on document pricing procedure [T].

Q.19. In STO process even though we create delivery with reference to PO. How system is determining
movement type information?

Ans. Default order type [DL].

Q.20. In STO process what is the need of creating receiving plant as customer?

Ans. For ship to party address.
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STO Returns Process

STO Two step
Supplying Supplying [Supplying ]
Plant Plant Plant
\ . )
Del}‘{-’ery@ PO Deflver}@

W.R To PO ReturngDelivery

W.R To PO .
@ & @ No i\-'HGO
( : ) R MIGO
\I&Go J .. ‘ Return|PO etumﬁ
Receiving [ Receiving

Plant Receiving ]
Plant [ Plant

STO 2 STEP | STO1STEP | STO Returns

+ When we do MIGO in STO Returns, stock will be reduced from receiving plant.
+ When we do PGR stock will be added to supplying plant.

Configuration for STO Returns

SPRO ™ MM **purchasing ™ PO returns order *# & Store Return / Retum Plant to Plant *# gq to position **

|Purchasing Doc. Type lSuppIying Pl |De|. type store returns
UB ZMUM MLR

=¥ save it

Go to VOV8™* position [DLR] default order type for return STO process “* maintain document pricing
procedure [T] **save it.

Controls return process:-

PO type — UB

Return delivery type — NLR
Return Item category — NLRN
Schedule line category — NR
Default order type — DLR
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Movement type for 2 steps — 671
Movement type for 1 step — 677

Now create ME21N [Check return in line item] ** VL10D [Without PGR] ** MIGO [Check Item ok] “*
V102n [PGR].

Interview Questions For STO Return Process

Q.1. Explain STO return process? What is the configuration required for this?

Ans. Receiving plant will raise return PO to supplying plant then supplying plant will do return delivery without
PGR then receiving plant will do MIGO then at last supplying plant will do PGR for adding stock in their plant.

Assign return delivery type [NLR] to return PO type [UB] and supplying plant [ZMUM].

Q.2. Inreturn STO process what is need to do in PO?

Ans. Check returns in item line while creating PO.

Q.3. Can i do PGR without MIGO in returns STO process?

Ans. No, because without getting stock from receiving plant we cannot add (PGR) stock in supplying plant.
Q.4. What happens when we do MIGO in return STO process?

Ans. When we do MIGO in return STO stock will be reduce from reducing plant.

Q.5. What happens when we do PGR in return STO process?
Ans. When we do PGR, stock will be added to supplying plant.

Q.6. Do we have any copy controls between PO to delivery in return STO process?

Ans. Yes, DLR to NLR.
Q.7. What is the delivery type for return STO process?

Ans. NLR.

Q.8. What is the item category for return process?

Ans. NLRN

Q.9. What is the schedule line category for return process?
Ans. NR.

Q.10. What is two step movement type for return STO?
Ans. 671.

Q.11. What is one step movement type for return STO?
Ans. 677.
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Q.12 What is the movement type when we do MIGO in return STO?
Ans. 161.
Q.13. What is the process if we check one step in return STO?

AnS.
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Intercompany STO Process

Transferring the stock between two plants which belong to two different company codes of same group company

STO Two step

Galaxy USA
[ Supplying

Plant

PO

\_,—&?"-—7\&\&. J

Receiving
Plant

]

Galaxy Mexico

Galaxy USA

|

Supplying
Plant

|

Receiving
Plant

Configuration for intercompany STO

Master data configuration

1. Extend the material to both the plants.

Galaxy Mexico

2. Create receiving plant as customer in supplying sales area. Mention delivery plant as [HSIL].

3. Create supplying plant as vendor in receiving purchases organisation & company code.

XKO01** customer number** HSIL** ZPUR ™ A/c group (0007) ** enter** in vendor master assign the

customer number ** cash management [A1] *“* purchasing data — extra — add purchase data — plant [HSIL] **

save it.

Email:- praveensapsdtraining@gmail.com  Mobile : +91 91-54-555866 370



www.praveensapsdtraining.com

STO configuration:-

Stepl:-

Define shipping data for plants

SPRO™ MM ™ purchasing™® PO ™ setup stock transfer order ** define shipping data for plants** go to

receivable plant** details** assign customer number ** assign receiving sales area [ZDOM + Z1 +Z1]
Go to supplying plant and assign supplying sales area [HSIL + H1 + H1] ** save it.

Step2:-

Assign delivery type and checking rule

The PO type for intercompany STO is — NB Movement type 2 steps for intercompany STO is — 643

The delivery type for intercompany STO is — NLCC Movement type 1 step for intercompany STO is — 645

Item category for intercompany STO is — NLC Billing type for intercompany STO is - IV

Schedule line category for intercompany STO is — NC

> In this configuration step we assign delivery type [NLCC] and checking rule [B] to the combination of
PO type [NB] and supplying plant [HSIL]

NB + HSIL + NLCC + B**save it

Assign delivery type 1 step procedure under delivery tolerance

We assign PO type [NB] to the combination of supplying plant and receiving plant** new entries** HSIL
—ZMUM — NB** Save it.
Assign ICAAO01 pricing procedure to the combination of supplying sales area + document pricing procedure +

customer pricing procedure [HSIL — H1 — H1 + N + 1 = ICAA01] **save it.
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Maintain condition record for PI101 condition type

VK11*#PI01 " HSIL **HSIL**INTERSTO **10000/- **save it.

>  ME2IN "% NB** Vendor “* purchase org. [ZPUR] “* purchase group [001] ““* company code [ZALK] “* material

100" ZMUM ™% ZFG1 ™ mention the price " save it.

> VL10D ™ HSIL™™ execute ™™ background “*log ™™ document “* display document ** change “* picking
=¥ pGI "™ save it

> VF01™* Intercompany STO invoice “* condition tab ““*1\V01 condition type

> MIGO " check item ok *“* check ““*post.

Intercompany STO one step process

same as 2 step process but need to check one step and do the rest..

Intercompany STO Returns

The PO type is— NB Movement type 2 steps is — 673
The delivery type is — NCR Movement type 1 step is — 675
Item category is — NCRN Billing type is - IG

Schedule line category is — NS

Configuration for intercompany return STO

SPRO ™ MM ™ purchasing ™ PO ™ return order ** returns to vendor** new entries
¥ NB + HSIL + NCR** save it.

*=¥Store return / return plant to plant

NB + HSIL + NCR
> ME21IN **VL10D** with PGR** VF01** MIGO.

For doing intercompany billing first go to

VOV8™# position™ DLR (Default return order for intercompany STO) ** maintain document
pricing procedure [N].

VOFA **#position ™™ I1G (return intercompany STO billing type) “**maintain document pricing procedure [N].
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Interview Questions For Intercompany STO

Q.1 Explain the intercompany STO process?

Ans. Receiving plant will raise PO then supplying plant will do delivery then intercompany invoice and lastly
when goods reaches to receiving plant then do MIGO.

Q.2. What is the delivery type for intercompany STO process?

Ans. NLCC.

Q.3. What is the PO type for intercompany STO process?

Ans. NB.

Q.4. What is the item category for intercompany STO process?

Ans. NLC.

Q.5. What is the Schedule line category for intercompany STO process?
Ans. NC.

Q.6. What is the two steps movement type for intercompany STO process?
Ans. 643.

Q.7. What is the one step movement type for intercompany STO process?

Ans. 645,
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Interview Questions For Intercompany STO Returns

Q.1. Explain the return intercompany STO process?

Ans. When receiving find any damage goods then he will raise return PO to supplying plant then supplying plant
do return delivery with PGR and then return invoice and last receiving plant do MIGO when goods reaches to
their.

Q.2. What is the delivery type for return intercompany STO process?

Ans. NCR.

Q.3. What is the PO type for return intercompany STO process?

Ans. NB.

Q.4. What is the Item category for return intercompany STO process?

Ans. NCRN.

Q.5. What is the schedule line category for return intercompany STO process?
Ans. NS.

Q.6. What is the two steps movement type for return intercompany STO process?
Ans. 673.

Q.7. What is the one step movement type for return intercompany STO process?

Ans. 675.
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Intercompany Sales & Billing

Sale transaction between two plants which belongs to two different company codes of same group company

Company Code |[ZALK (Ordering company) RRRR (Delivering company)
Sales org. ZDOM RRRR

Dist. Channel 71 1R

Division 71 1R

Plant ZMUM RRRR

Master data configuration:-

1. Extend the material to both the plants

2. Create ordering company as customer [9990000150] in delivering sales area.

Inter Company | ) )
Ordering Company  |NVOICE W Delivering Company

Ot |~ Grron (71T |

Invoice
ORDER @ TO

Customer

Delivery

Customer

Inter Company Sales & Billing
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Intercompany configuration:-

SPRO **S&D **billing “* intercompany billing

@ Define Order Types For Intercompany Billing *# g0 to the order type [OR] and assign intercompany billing
type [IV] =% save it.

@ Assign Organizational Units By Plant *#double click on assign organizational unit to the plant™® go to
our delivery plants [RRRR] and assign delivery sales area [RRRR + 1R + 1R]

=¥ Save it.

&> Define Internal Customer Number By Sales Organization *#go to ordering sales org. [ZDOM] and assign the

intercompany customer number [9990000150] **

Cust.inter-co.bill.
/9980000150 INTRACOMPANY Custo

= save it.
1. Place [P101] condition type in ordering company pricing procedure [Y00001].
|Step |Cou |CTyp |Description |Fro ITo |Man |Re |Stat |F’|SuTot |Reqt |CaIType|BasTy |Accl< |Accrua |
10 0 PRODPrice AN o o 5 O S | ERL |
200 B8 | NET VALUE e 1o [ O |0 A | |
O | 2

P101 condition type should be statistical and requirement should be 22.

Requirement 22 checks that the ordering company and delivering company should be different.

2. Go to billing type [I1V] and checks the document pricing procedure [N] **save it.

3. Assign pricing procedure [ICAAQ1] to the combination of delivering sales area document pricing procedure
[N] and customer pricing procedure and should have [I\VO1] condition type

CTyp [Condition t e

IVO1 Int ¥save it

4 PlSuTot |Reqt |CaIType|BasTy |Accl< IAccrua |
B9 22 ' ERL |
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4. For 1\V01 condition type the reference condition type is [PI01]. So go to pricing procedure in which main

condition type exist and check transaction specific. V/06 “*1V01** reference condition type is [P101] and

Proced |Descript. |TSPP|

L ZIntercompany Billing

=

"Fsave it

5. Checks the copy control between [LF- 1V]

Go to [VTFL] and change mode **position** LF — IV (just check the all controls or it is there or not).

6. Maintain condition record [P101] condition type

VK11*¥PI01**ZDOM **delivery plant [RRRR] “*material “*6000/- “*save it.

7. Then go to enterprise structure ** assignment ** S&D **

&> Assign sales organization - distribution channel - plant ==

DChCust! |Name

8. VK11 **PR0O0*“*ZDOM - Z1**Material “*10000/ “*save it

> VA0L™™ OR - ZDOM - 71 — 71™% Normal customer number ““*go to sales line item and change the plant from

ZMUM to RRRR " save it.

> VAIL0A "*shipping point [RRRR] “*execute ™™ background ** log™™ document **display document**

change ** picking “* PGI " save it.

> VF01 " %enter “%save it [This is for normal customer and price will be Rs. 10000/-]

> VF04 "% To raise intercompany invoice ““*uncheck delivery related ““* check intercompany billing **  execute.
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Interview Questions For Intercompany Sales & Billing

Q.1. What scenario your client will do intercompany sale?

Ans. When end customer gives order and stock is not available then customer send same requirement to other
company code plant.
Q.2. Explain the intercompany sale process?

Ans. When end customer gives order to company but stock will not available in ordering company plant then we
change the plant to delivering plant and send the requirement to delivering company code plant and delivering
company will deliver the goods to end customer and raise the intercompany invoice then ordering company will
raise the invoice to end customer.

Q.3. By seeing the sales order how we come to know that it is intercompany sale?

Ans. When we create intercompany sales order with normal customer then in condition tab we will find PI01
condition type which shows the intercompany value.

Q.4. What is configuration required for intercompany sale?

AnS. &> Define Order Types For Intercompany Billing , &> Assign Organizational Units By Plant
(& Define Internal Customer Number By Sales Organization

Q.5. Can i create intercompany invoice w/o raising invoice to customer?

Ans. No.

Q.6. What is the reference document for intercompany invoice?

Ans. Delivery document.

Q.7. How system is allowing to create two invoice for single delivery?

Ans. Copy requirement [014].

Q.8. When we are creating intercompany invoice with reference to delivery, how system is copying the data from
delivery to invoice?

Ans. Copy control [LF — 1V].

Q.10. What is the requirement for PI01 & what it checks?

Ans. Requirement is [22] and it checks that the ordering company and delivering company should be different.
Q.11. Which condition type determine in intercompany billing?

Ans. IVO1.

Q.12. Why we check transaction specific for ICAAOQ1 pricing procedure?

Ans. Connecting 1VVO1 condition type to reference condition type IP0O1.
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Q.13. Which pricing procedure determining in intercompany billing?

Ans. ICAAO01

Q.14. If customer places order for 100 quantities and if delivering plant delivered only 70 quantities then while
creating invoice to customer how system comes to know that how much quantity delivering plant delivered to
customer.

Ans. In intercompany sale with reference to same delivery we can create invoice to customer and we can create
intercompany invoice. The control is copy requirement 014].
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