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Topic Break Down

Topic No. of Questions
Topic 1, SAP Hybris Billing Overview 6
Topic 2, SAP Hybris Billing, Pricing 6

Topic 3, SAP Hybris Billing, Convergent Charging | 12

Topic 4, SAP Hybris Billing, Convergent Invoicing | 22

Topic 5, SAP Hybris Billing, Customer Care 27
Topic 6, Integration 16
Topic 7, Mix Questions 10
Total 99
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QUESTION NO: 1

Which object is created by SAP Convergent Charging after a chargeable item has been rated?
A. Charged item

B. Revenue accounting item

C. Payment lot

D. Reconciliation key

ANSWER: A

Explanation:

A charged item is created after SAP Convergent Charging rates a chargeable item. The chargeable item contains the
information about a chargeable event, such as usage, a one-time fee, or a recurring fee. During rating, Convergent Charging
applies the relevant charge plan, pricing logic, allowances, counters, and tax-related settings. The resulting charged item
contains the calculated charge information that can be transferred to downstream billing processes.

In an SAP Hybris Billing landscape, charged items provide the rated charging result that is used by SAP Convergent
Invoicing for billable-item and invoicing processing. See the SAP Convergent Charging documentation.

QUESTION NO: 2

When can postings assigned to a reconciliation key be transferred from SAP Contract Accounts Receivable and Payable to
the general ledger?

A. After the reconciliation key has been closed
B. After the contract account has been archived
C. After the related billing document has been printed

D. After the charge plan has been released

ANSWER: A

Explanation:

Postings assigned to a reconciliation key can be transferred to the general ledger after the reconciliation key has been
closed. The reconciliation key groups FI-CA posting activity for controlled transfer and reconciliation with Financial
Accounting. Closing the key completes the collection of operational postings for that key and makes the grouped totals
available for the general-ledger transfer process.

This procedure supports traceability between FI-CA subledger activity and its corresponding general-ledger postings. See
the SAP Help Portal search for FI-CA reconciliation keys.

QUESTION NO: 3

You can now use live rates with trade promotion management to do the following:
Note: There are 2 correct answers to this question.

A. Integration with SAP NetWeaver Business Warehouse

B. Plan and calculate promotional budgets for trade promotion activities

C. Text determination
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D. Integrate with SAP CRM funds management to post budget amounts based on live rates

ANSWER: BD

Explanation:

Live rates extend trade promotion management by making current rating and pricing information available while promotional
plans are being prepared and processed. This supports the ability to plan and calculate promotional budgets for trade
promotion activities, because the promotion planner can use the applicable current rate information rather than relying only
on static or manually maintained values. The result is that planned promotion spending can be calculated more accurately in
the context of the relevant commercial conditions.

Live rates also support the integration point needed to integrate with SAP CRM funds management to post budget
amounts based on live rates. In this scenario, the calculated, current-rate-based amounts can be transferred into funds-
management processes so that budget postings reflect the live rating outcome. Together, these capabilities connect
promotion-budget planning with the operational budget-posting process: live rates are used first to determine the appropriate
amount and then to provide that amount for funds-management posting.

SAP Hybris Billing documentation is available through the SAP Hybris Billing 2017 Help Portal. Related CRM business-
process documentation can be accessed in the SAP Customer Relationship Management Help Portal.

QUESTION NO: 4

Which integration object transfers revenue-relevant operational data to SAP Revenue Accounting and Reporting?
A. Revenue Accounting Item

B. Charged item

C. Payment lot

D. Reconciliation key

ANSWER: A

Explanation:

The Revenue Accounting Item, also called RAI, is the integration object used to transfer revenue-relevant operational data
into SAP Revenue Accounting and Reporting. A Revenue Accounting ltem can contain data from orders, fulfillment events,
invoices, and contract changes. Revenue Accounting and Reporting uses this information to create or update revenue
accounting contracts and to perform revenue allocation and recognition processing.

The RAl is not itself an accounting document. It is the interface object that carries source-business information into the
revenue-accounting process. See the SAP Revenue Accounting and Reporting documentation.

QUESTION NO: 5

Which SAP Convergent Charging object contains the subscriptions that are used to charge a customer?
A. Provider contract

B. Reconciliation key

C. Payment lot

D. Invoicing document

ANSWER: A

Explanation:
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The provider contract contains the subscriptions that define the charging relationship for a customer in SAP Convergent
Charging. A subscription links a customer or service to the relevant charging configuration, such as charge plans,
allowances, counters, and recurring-charge conditions. The provider contract provides the overall contractual context in
which the subscriptions are active.

When chargeable items are received, Convergent Charging uses the applicable provider contract and subscription data to
identify the relevant charging rules and calculate the resulting charges. For more information, see the SAP Convergent
Charging documentation.

QUESTION NO: 6

Which transaction do you use to create a payment lot in Contract Accounts Receivable and Payable?
A. FP05
B. FP06
C. FPO8
D. FPL9

ANSWER: A

Explanation:

FPO5 is the transaction for creating and processing payment lots in SAP Contract Accounts Receivable and Payable (FI-CA).
A payment lot groups incoming payments that are received together, for example from a bank statement or a payment
service provider. The payment data can then be allocated to contract accounts and cleared against the relevant open items.
Payment lots also support clarification processing when the system cannot determine an appropriate account assignment or
clearing relationship automatically.

See the SAP Help search for FI-CA payment lots and the SAP Billing and Revenue Innovation Management documentation.

QUESTION NO: 7

Which things must be productive with out a migration in SAP Hybris billing ?
Note: There are 2 correct answers to this question.

A. The company code

B. Accounting principle combination

C. General ledger

D. Receivable and Payable

ANSWER: AB

Explanation:

In SAP Hybris Billing (SAP Billing and Revenue Innovation Management), the company code and the accounting principle
combination must already be productive when the relevant processes are started without a migration. The company code is
the organizational and legal accounting entity in which postings, financial statements, and related accounting processes are
performed. It therefore provides the required productive accounting context for billing-related integration.

The accounting principle combination defines the accounting principles that are processed together for a company-code
context. This is essential where billing and revenue-related processes must create accounting-relevant results consistently
for the applicable valuation and reporting requirements. Making this combination productive establishes the productive
accounting framework before operational processing begins, rather than relying on a migration of existing accounting data or
configuration.
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These prerequisites align with SAP’s S/4HANA Finance organizational and accounting-principle concepts and with the
financial integration needed by SAP Billing and Revenue Innovation Management. See SAP’s SAP S/4HANA on-premise
documentation and the SAP Billing and Revenue Innovation Management learning overview.

QUESTION NO: 8

Search for marketing prospects has been enhanced with the following attributes:
Note: There are 2 correct answers to this question.

A. Rented information

B. Company name

C. Organization information

D. Marketing attributes

E. Converted to BP

ANSWER: C D

Explanation:

The correct enhanced search categories are Organization information and Marketing attributes. Marketing prospects are
represented in the SAP customer-management data model using business-partner-related information. Consequently,
organizational details provide useful search criteria for identifying prospect records according to characteristics of the
associated organization, such as organizational identity and related master-data information. Marketing attributes
complement this with segmentation-oriented characteristics maintained for marketing purposes. These attributes allow
marketers to find prospects based on targeted profile information, supporting activities such as audience selection, campaign
preparation, and lead qualification.

Together, these two categories distinguish general organization-related master data from marketing-specific classification
data. This makes prospect searches more flexible: users can locate a target organization and refine the result set according
to the marketing properties that make the prospect relevant for a particular initiative. SAP CRM documentation describes the
central role of business-partner data in customer-management processes and the use of marketing-related data for
segmentation and campaign work. See the SAP Help Portal’'s SAP CRM documentation and SAP’s Customer Relationship
Management learning journey.

QUESTION NO: 9

IC managers can apply marketing permissions

to accounts and contacts in call list management: Note: There are 3 correct answers to this question.
A. Call list generation

B. Call list maintenance

C. Call list execution

D. Call list Creation

ANSWER: ABC

Explanation:

IC managers can apply and maintain marketing permissions throughout the operational lifecycle of a call list: during Call list
generation, Call list maintenance, and Call list execution. At generation time, permission information can be considered
when the target group is converted into call-list entries, helping ensure that the list reflects the available consent data from
the outset. During maintenance, managers can review or update the relevant account and contact information and keep the
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list aligned with changed permissions. During execution, the interaction-center process must also make the current
marketing-permission status available so agents use the appropriate communication authorization when handling a call-list
item. This supports consent-aware customer engagement across the complete call-list process rather than limiting
permission handling to a single preparation activity. SAP’s product documentation centralizes functional guidance for SAP
Cloud for Customer, including interaction-center and customer-data processes, at SAP Help Portal: SAP Cloud for
Customer. SAP’s learning content for the related sales and service capabilities is available through Explore SAP Sales
Cloud.
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