Sales in SAP S4HANA Academy Part
111/2

PARTICIPANT HANDBOOK
INSTRUCTOR-LED TRAINING

Course Version: 12
Course Duration: 10 Day(s)
Material Number: 50150705



19
23
35
37
43
49

59

60
67
71

75
93

101

102
107
113
120
127
131
135

141

142
149
157
163

Course Overview

Unit 1:

Unit 2:

Unit 3:

Unit 4:

Condition Technique in Pricing

Lesson: Introducing Pricing
Exercise 1: Use Conditions for Pricing
Exercise 2: Display the Settings of a Condition Type
Lesson: Introducing the Condition Technique
Exercise 3: Differentiate Important Condition Technique Terms
Exercise 4: Adjust Existing Order Conditions
Exercise 5: Enter Header Conditions
Exercise 6: Examine the Effects of Pricing Types

Pricing Configuration

Lesson: Configuring Pricing
Exercise 7: Examine Pricing Elements
Exercise 8: Set Up the Pricing Procedure Determination
Exercise 9: Set up a Working Pricing Model

Lesson: Further Options for Pricing Control

Condition Records

Lesson: Working with Pricing Reports
Exercise 10: Maintain Conditions by Using Pricing Reports
Exercise 11: Use Pricing Reports

Lesson: Working with Condition Records
Exercise 12: Create Condition Records with Reference
Exercise 13: Change Multiple Condition Records Simultaneously
Exercise 14: Copy Condition Records

Special Functions

Lesson: Applying Special Pricing Functions
Exercise 15: Use Various Condition Type Attributes
Exercise 16: Use Condition Exclusion for Groups of Conditions
Exercise 17: Track Cumulative Values

© Copyright. All rights reserved.



175 Unit 5: Condition Types

176 Lesson: Using Special Condition Types

187 Exercise 18: Use Special Condition Types
201 Exercise 19: Customer Hierarchy Pricing
207 Lesson: Using Statistical Condition Types

211 Lesson: Analyzing the Determination of Taxes

221 Unit 6: Pricing Agreements

222 Lesson: Using Pricing Agreements

227 Exercise 20: Use Pricing Agreements

237 Unit 7: Introduction to Condition Contract Management

239 Lesson: Introduction to Condition Contract Settlement

243 Lesson: Introductory Configuration of Condition Contract

Settlement

249 Exercise 21: Determine the Pricing Procedure

255 Lesson: Maintenance of Condition Contracts

263 Exercise 22: Run Sales Processes as Basis for the Condition
Contract

271 Exercise 23: Create a Condition Contract

277 Lesson: Process of Condition Contract Settlement

281 Exercise 24: Settle a Condition Contract — Delta Accruals

285 Exercise 25: Settle a Condition Contract— Partial Settlement

289 Exercise 26: Optional: Run an Additional Sales Process

295 Exercise 27: Optional: Settle Condition Contract— Final
Settlement

299 Unit 8: Pricing Workshop
301 Lesson: Workshop

305 Unit 9: Appendix

307 Lesson: Appendix

315 Unit 10: Billing Documents in Sales and Distribution Processes

316 Lesson: Integrating Billing Documents in the Sales and Distribution
Process

319 Exercise 28: Display a Billing Document

329 Unit 11: Organizational Units

330 Lesson: Setting Up Organizational Units
333 Exercise 29: Customize Aspects of Organizational Units

vi © Copyright. All rights reserved.



337

338
345

355

356
365
371
375

389

390
399

411

412
421

435

436
439
445
451
453

461

462
469
476
483
493

499

500
505

Unit 12:

Unit 13:

Unit 14:

Unit 15:

Unit 16:

Unit 17:

Unit 18:

The Billing Process

Lesson: Controlling the Billing Process
Exercise 30: Set Up a New Billing Type

Special Billing Types

Lesson: Creating Billing Documents in Complaint Processing
Exercise 31: Create Billing Documents in Complaint Processing
Lesson: Creating Pro Forma and Cash Sales Invoices
Exercise 32: Create a Cash Sales Invoice and Pro Forma Invoice

Data Flow

Lesson: Setting Up the Data Flow for Billing Documents
Exercise 33: Set Up the Data Flow for Billing Documents

Billing Document Creation

Lesson: Creating Billing Documents in Different Ways
Exercise 34: Create Billing Documents in Different Ways

Types of Settlement

Lesson: Analyzing Invoice Combination and Invoice Split
Exercise 35: Analyze Invoice Combination and Invoice Split
Exercise 36: Interpret the Reasons for Splitting Invoices

Lesson: Setting Up Invoice Lists

Lesson: Omnichannel Convergent Billing

Special Business Processes

Lesson: Set Up Billing Plans

Exercise 37: Set Up Billing Plans
Lesson: Processing Down Payments

Exercise 38: Process Down Payments (Optional Exercise)
Lesson: Processing Installment Payments

Account Determination

Lesson: Setting Up the Account Determination
Exercise 39: Set Up Account Determination

© Copyright. All rights reserved.



515 Unit 19: Interface Between Sales and Distribution and Financial

Accounting

516 Lesson: Adjusting the Interface Between Sales and Distribution and
Financial Accounting

525 Exercise 40: Adjust the Interface Between Sales and

Distribution and Financial Accounting

537 Unit20:  Appendix

539 Lesson: More Information on Output Management, Technical
Information, and Basics of Accounting Principles

viii © Copyright. All rights reserved.



Sales in SAP S4HANA Academy Part
I12/2

PARTICIPANT HANDBOOK
INSTRUCTOR-LED TRAINING

Course Version: 12
Course Duration: 10 Day(s)
Material Number: 50150705



vii

15
19

25

26
35
51
57

65

66
69
73
83
91

99

100
109
118
125
133
137

Course Overview

Unit 1:

Unit 2:

Unit 3:

Unit 4:

Impact of Organizational Structures

Lesson: Creating Organizational Elements
Exercise 1: Extend an Organizational Structure

Lesson: Applying Shared Master Data and Cross-Division Sales
Exercise 2: Define Shared Master Data

Copy Control

Lesson: Modifying Copy Control
Exercise 3: Set Up Copy Control for a Sales Document
Exercise 4: Set Up Copy Control for a Delivery Document
Exercise 5: Set Up Copy Control for a Billing Document

Text Control

Lesson: Identifying Text Sources
Exercise 6: Identify Text Sources

Lesson: Configuring Text Control
Exercise 7: Configure Text Control in Customizing
Exercise 8: Process a Text Manually

Output

Lesson: Adjusting Output Determination
Exercise 9: Adjust Output Determination
Lesson: Adjusting Output Types
Exercise 10: Adjust and Process an Output Type
Lesson: New Output Management
Exercise 11: Create New Output Type for Order Confirmation

© Copyright. All rights reserved.



151 Unit 5: Enhancements and Modifications

153 Lesson: Using Enhancement Technology

159 Lesson: Adding New Fields

163 Lesson: Adjusting Lists in Sales and Distribution

169 Exercise 12: Use Standard List Functions

175 Lesson: Setting Up Field Selection for Material Master Records

182 Lesson: Defining Field References for Material Master Records

189 Exercise 13: Adjust Settings for Field Selection

197 Lesson: Performing System Modifications Using Classic
Enhancement Technology

209 Lesson: Performing System Maodifications Using the Enhancement
Framework

221 Unit 6: Sales Workshop

222 Lesson: Sales Workshop: Sales-to-Employee Scenario

225 Exercise 14: Sales Workshop: Sales-to-Employee Scenario
248 Lesson: Sales Workshop: Bill of Material Scenario

253 Exercise 15: Sales Workshop: Bill of Material Scenario

285 Lesson: Sales Workshop: Material Determination Scenario

291 Exercise 16: Sales Workshop: Material Determination Scenario

vi © Copyright. All rights reserved.



	Contents
	Course Overview
	Unit 1: Condition Technique in Pricing
	Lesson 1: Introducing Pricing
	Condition Master Data
	Examples of Condition Types
	Condition Maintenance
	Exercise 1: Use Conditions for Pricing
	Exercise 2: Display the Settings of a Condition Type

	Lesson 2: Introducing the Condition Technique
	Pricing Procedure
	Access Sequence
	Overview of the Pricing Process Flow
	Manual Price Changes
	Header Conditions
	New Pricing and Pricing Types
	Exercise 3: Differentiate Important Condition Technique Terms
	Exercise 4: Adjust Existing Order Conditions
	Exercise 5: Enter Header Conditions
	Exercise 6: Examine the Effects of Pricing Types


	Unit 2: Pricing Configuration
	Lesson 1: Configuring Pricing
	Sequence of Configuration Steps
	Condition Table
	Access Sequences
	Special Case: Assigning Alternative Source Fields
	Condition Types
	Pricing Procedures
	Exercise 7: Examine Pricing Elements
	Exercise 8: Set Up the Pricing Procedure Determination
	Exercise 9: Set up a Working Pricing Model

	Lesson 2: Further Options for Pricing Control
	Counter Field in a Pricing Procedure
	New Fields for Pricing
	Pricing Strategies


	Unit 3: Condition Records
	Lesson 1: Working with Pricing Reports
	Pricing Reports
	Condition Records Maintenance by Using Pricing Reports
	Exercise 10: Maintain Conditions by Using Pricing Reports
	Exercise 11: Use Pricing Reports

	Lesson 2: Working with Condition Records
	Create New Validity Intervals with Reference
	Mass Maintenance of Condition Records
	Long Texts in Condition Records
	Price Lists
	Release Procedure
	Calculation Type
	Exercise 12: Create Condition Records with Reference
	Exercise 13: Change Multiple Condition Records Simultaneously
	Exercise 14: Copy Condition Records


	Unit 4: Special Functions
	Lesson 1: Applying Special Pricing Functions
	Group Conditions
	Exclusion of Conditions
	Comparison of Condition Types
	Condition Update
	Condition Supplements
	Exercise 15: Use Various Condition Type Attributes
	Exercise 16: Use Condition Exclusion for Groups of Conditions
	Exercise 17: Track Cumulative Values


	Unit 5: Condition Types
	Lesson 1: Using Special Condition Types
	Manual Pricing
	Minimum Order Value
	Scale Pricing
	Customer Hierarchy Pricing
	Discounts and Surcharges
	Condition Type DIFF
	Exercise 18: Use Special Condition Types
	Exercise 19: Customer Hierarchy Pricing

	Lesson 2: Using Statistical Condition Types
	Statistical Condition Types
	Statistical and Relevant for Account Determination

	Lesson 3: Analyzing the Determination of Taxes
	Criteria for Tax Determination
	Tax Determination


	Unit 6: Pricing Agreements
	Lesson 1: Using Pricing Agreements
	Promotion and Sales Deal
	Exercise 20: Use Pricing Agreements


	Unit 7: Introduction to Condition Contract Management
	Lesson 1: Introduction to Condition Contract Settlement
	Changes to Rebate Agreements in S/4HANA

	Lesson 2: Introductory Configuration of Condition Contract Settlement
	Overview of important features of the Condition Contract Management Customizing
	Exercise 21: Determine the Pricing Procedure

	Lesson 3: Maintenance of Condition Contracts
	Create a Condition Contract
	Exercise 22: Run Sales Processes as Basis for the Condition Contract
	Exercise 23: Create a Condition Contract

	Lesson 4: Process of Condition Contract Settlement
	Create settlement documents for condition contracts
	Exercise 24: Settle a Condition Contract — Delta Accruals
	Exercise 25: Settle a Condition Contract— Partial Settlement
	Exercise 26: Optional: Run an Additional Sales Process
	Exercise 27: Optional: Settle Condition Contract—  Final Settlement


	Unit 8: Pricing Workshop
	Lesson 1: Workshop
	Optional Troubleshooting Workshop


	Unit 9: Appendix
	Lesson 1: Appendix
	Data Model
	Frequently Used Menu  Paths in this Course
	Important SAP Notes about Pricing
	Condition Contract


	Unit 10: Billing Documents in Sales and Distribution Processes
	Lesson 1: Integrating Billing Documents in the Sales and Distribution Process
	Integration of Billing Documents
	Billing Document Structure
	Exercise 28: Display a Billing Document


	Unit 11: Organizational Units
	Lesson 1: Setting Up Organizational Units
	Customizing of Organizational Units
	Exercise 29: Customize Aspects of Organizational Units


	Unit 12: The Billing Process
	Lesson 1: Controlling the Billing Process
	Billing Types
	Relevance of the Item Category
	Exercise 30: Set Up a New Billing Type


	Unit 13: Special Billing Types
	Lesson 1: Creating Billing Documents in Complaint Processing
	Cancellation
	Credit and Debit Memos
	Invoice Correction Requests
	Returns Process
	Exercise 31: Create Billing Documents in Complaint Processing

	Lesson 2: Creating Pro Forma and Cash Sales Invoices
	Pro Forma Invoices
	Cash Sales
	Exercise 32: Create a Cash Sales Invoice and Pro Forma Invoice


	Unit 14: Data Flow
	Lesson 1: Setting Up the Data Flow for Billing Documents
	Billing Process
	Copying Control
	Billing Quantity
	Pricing
	Exercise 33: Set Up the Data Flow for Billing Documents


	Unit 15: Billing Document Creation
	Lesson 1: Creating Billing Documents in Different Ways
	Billing on Request
	Billing Due List
	Billing on Specific Dates
	Background Processing
	Cancellation
	Use of the Billing apps
	Exercise 34: Create Billing Documents in Different Ways


	Unit 16: Types of Settlement
	Lesson 1: Analyzing Invoice Combination and Invoice Split
	Collective Billing Document
	Exercise 35: Analyze Invoice Combination and Invoice Split
	Invoice Split
	Exercise 36: Interpret the Reasons for Splitting Invoices

	Lesson 2: Setting Up Invoice Lists
	Invoice List

	Lesson 3: Omnichannel Convergent Billing
	External Billing Document Requests (EBDRs)


	Unit 17: Special Business Processes
	Lesson 1: Set Up Billing Plans
	Billing Plan
	Periodic Billing
	Milestone Billing
	Billing Rule
	Billing Plan Customizing
	Exercise 37: Set Up Billing Plans

	Lesson 2: Processing Down Payments
	Down Payments
	Partial Invoices
	Exercise 38: Process Down Payments  (Optional Exercise)

	Lesson 3: Processing Installment Payments
	Installment Plan


	Unit 18: Account Determination
	Lesson 1: Setting Up the Account Determination
	Areas of Account Determination
	Account Assignment Criteria
	Revenue Account Determination
	Exercise 39: Set Up Account Determination


	Unit 19: Interface Between Sales and Distribution and Financial Accounting
	Lesson 1: Adjusting the Interface Between Sales and Distribution and Financial Accounting
	Link to Financial Accounting
	Posting Block
	Reference Numbers
	Transaction-Related Document Types
	Head Office and Branches
	Negative Postings
	Value Dated Credit Memos
	Exercise 40: Adjust the Interface Between Sales and Distribution and Financial Accounting


	Unit 20: Appendix
	Lesson 1: More Information on Output Management, Technical Information, and Basics of Accounting Principles
	Output Management for Billing Documents
	General Billing Interface
	Frequently Used Menu Paths in this Course
	Additional Technical Information
	Basics on Accounting Principles


	Contents
	Course Overview
	Unit 1: Impact of Organizational Structures
	Lesson 1: Creating Organizational Elements
	Create Organizational Elements
	Exercise 1: Extend an Organizational Structure

	Lesson 2: Applying Shared Master Data and Cross-Division Sales
	Applying Shared Master Data and Cross-Division Sales
	Exercise 2: Define Shared Master Data


	Unit 2: Copy Control
	Lesson 1: Modifying Copy Control
	Document Flow
	Tasks of the Copy Control
	Copy Control on Header Level
	Copy Control on Item Level
	Connection to Item Category Determination
	Copy Control Order - Schedule Line Category
	Completion Rule
	Copy Control Order to Delivery
	Copy Control Order - Delivery to Billing Document
	Exercise 3: Set Up Copy Control for a Sales Document
	Exercise 4: Set Up Copy Control for a Delivery Document
	Exercise 5: Set Up Copy Control for a Billing Document


	Unit 3: Text Control
	Lesson 1: Identifying Text Sources
	Text Sources
	Exercise 6: Identify Text Sources

	Lesson 2: Configuring Text Control
	Text Control
	References and Copies
	Preceding Document as Text Source for Billing Documents
	Customer-Specific Data Transfer Routines
	Exercise 7: Configure Text Control in Customizing
	Exercise 8: Process a Text Manually


	Unit 4: Output
	Lesson 1: Adjusting Output Determination
	Output Types
	Output Processing
	Output Determination
	Exercise 9: Adjust Output Determination
	PDF-Based Forms

	Lesson 2: Adjusting Output Types
	Extraction and Preparation of Data
	New Fields for Printing Documents
	Integration of a New Output Type
	Exercise 10: Adjust and Process an Output Type

	Lesson 3: New Output Management
	New Output Management for Sales and Billing documents
	Exercise 11: Create New Output Type for Order Confirmation


	Unit 5: Enhancements and Modifications
	Lesson 1: Using Enhancement Technology
	Overview of Enhancement Technology

	Lesson 2: Adding New Fields
	Addition of New Fields With the Condition Technique
	Addition of New Fields Without the Condition Technique
	Reserve Fields in Customer and Material Masters

	Lesson 3: Adjusting Lists in Sales and Distribution
	SAP List Viewer
	New Fields for List of Sales Orders
	Exercise 12: Use Standard List Functions

	Lesson 4: Setting Up Field Selection for Material Master Records
	Overview of Settings for Field Selection
	Field Selection Groups and Field References
	Procedure: To Configure Field Selection for Material Master Records

	Lesson 5: Defining Field References for Material Master Records
	Settings for Field Selection in the SAP System
	Influencing Factors for Field Selection
	Exercise 13: Adjust Settings for Field Selection

	Lesson 6: Performing System Modifications Using Classic Enhancement Technology
	Routines
	User Exits
	Customer Exits
	Business Transaction Events (BTEs)
	Classic Business Add-Ins

	Lesson 7: Performing System Modifications Using the Enhancement Framework
	Enhancements in the Enhancement Framework
	Enhancement Options


	Unit 6: Sales Workshop
	Lesson 1: Sales Workshop: Sales-to-Employee Scenario
	Workshop: Sales-to-Employee Scenario
	Exercise 14: Sales Workshop: Sales-to-Employee Scenario

	Lesson 2: Sales Workshop: Bill of Material Scenario
	Workshop: Bill of Material Scenario
	Exercise 15: Sales Workshop: Bill of Material Scenario

	Lesson 3: Sales Workshop: Material Determination Scenario
	Workshop Material Determination Scenario
	Exercise 16: Sales Workshop: Material Determination Scenario



