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Topic Break Down

Topic No. of Questions

Topic 1, SAP S/4HANA Sales Overview 10

Topic 2, Sales Documents and Item Categories 14

Topic 3, Sales Process and Customizing 12

Topic 4, Shipping Process and Customizing 15

Topic 5, Billing Process and Customizing 9

Topic 6, Pricing and Condition Technique 11

Topic 7, Availability Check and Advanced ATP 4

Topic 8, Organizational Structures 2

Topic 9, Master Data 5

Topic 10, Analytics and Reporting 5

Topic 11, SAP Fiori and User Experience 12

Topic 12, Basic Functions 5

Total 104
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QUESTION NO: 1

Which of the following are features of condition contract management (CCM) in Settlement Management? Note: There are 3 
correct answers to this question.

A. In SAP S/4HANA Sales, a condition contract contains key information relevant for the calculation and settlement of 
customer rebates

B. CCM complements, but does not replace, traditional rebate management in SAP S/4HANA.

C. Partial, final, and delta are types of settlement available in CCM

D. A settlement calendar must be maintained in each condition contract

E. Condition type RES1 is used in condition contracts to calculate the rebate accrual value

ANSWER: A C D 

Explanation:

In SAP S/4HANA Settlement Management, a condition contract is the central business document for managing rebate and 
subsequent-settlement arrangements. It stores the contractual partners, validity period, relevant condition records, business-
volume selection criteria, and settlement parameters needed to calculate and settle customer rebates. This centralization 
ensures that rebate calculation and settlement are driven consistently from the agreed contractual terms.

Condition Contract Management supports several settlement runs during a contract’s lifecycle. Partial settlement enables 
interim settlement of accrued amounts, final settlement closes the contractual settlement period, and delta settlement 
processes the differences that arise after an earlier settlement, such as when additional business volume is posted or 
conditions are adjusted.

A settlement calendar is maintained in the condition contract to define the planned settlement dates and periods. It provides 
the schedule used by the system when creating settlement documents, supporting regular and predictable rebate settlement 
processing. SAP’s Settlement Management documentation describes condition contracts as the basis for these settlement 
processes; see the SAP S/4HANA Help Portal and SAP’s SAP S/4HANA Sales learning journey.

QUESTION NO: 2

What can sales representatives do using SAP Smart Business tools? Note: There are 2 correct answers to this question.

A. Perform credit checks.

B. Access transactional apps from data points in a chart.

C. Add a step to the document process flow.

D. Create new KPIs with specific visual appearances.

ANSWER: B D 

Explanation:

SAP Smart Business enables users to monitor business performance through KPI tiles, drill-down views, reports, and 
analytical visualizations in SAP Fiori. A sales representative can navigate from a relevant data point in a chart to a related 
transactional application. This supports immediate follow-up: for example, after identifying an exception or notable sales 
value in an analytical view, the user can open the underlying business context and process the related sales document 
activity.

SAP Smart Business also provides capabilities for defining and configuring KPIs. A KPI can be created with its evaluation 
and threshold settings, and its presentation can be tailored through visualizations such as charts. These visual appearances 
help users understand current performance and identify situations requiring attention directly from the SAP Fiori launchpad. 
The combination of KPI monitoring, drill-down analysis, and navigation to operational apps connects analytical insight with 
day-to-day sales processing. SAP describes Smart Business as providing real-time insight through KPIs and related drill-
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down analysis in its SAP Smart Business documentation. Further information about KPI design and configuration is available 
in the SAP Learning content for embedded analytics.

QUESTION NO: 3

Which preceding document can be used to create an invoice correction request?

A. Billing document

B. Outbound delivery

C. Purchase order

D. Credit memo request

ANSWER: A 

Explanation:

Billing document is correct because an invoice correction request is created with reference to an existing billing document 
that requires correction. The request contains correction items that represent the difference between the original invoiced 
value and the corrected value. When the invoice correction request is billed, the system creates the relevant credit or debit 
billing document for the adjustment.

This process provides a controlled way to correct an invoice after it has been issued without changing the original billing 
document. The reference to the billing document preserves the document flow and gives users visibility of the original billing 
data and subsequent correction. SAP documentation on billing processes is available through the SAP S/4HANA On-
Premise Help Portal.

QUESTION NO: 4

Which fields must contain the same values for multiple sales orders and/or deliveries so that they can be combined into one 
billing document? Note: There are 3 correct answers to this question

A. Shipping point

B. Material group

C. Bill-to party

D. Terms of payment

E. Company code

ANSWER: C D E 

Explanation:

When SAP S/4HANA creates collective billing documents, it performs a billing split check to ensure that documents being 
grouped are commercially and organizationally compatible. Bill-to party must be identical because the bill-to party is the 
customer to whom the invoice is addressed and is a key partner in the billing-document header. Terms of payment must 
also match, because they define the payment due-date calculation and cash-discount conditions that apply to the receivable 
represented by the invoice. A collective invoice must therefore carry one consistent set of payment terms. Company code 
must be the same because billing posts the resulting customer receivable and revenue-related accounting entries within a 
single legal entity and its financial-accounting organizational unit. SAP’s standard billing processing uses these and other 
relevant header data as split criteria; if required values differ, the system creates separate billing documents rather than 
combining the referenced sales orders or deliveries. The exact split behavior can be analyzed and, where permitted, 
enhanced using the billing split analysis and copy-control routines. SAP describes the billing process and collective billing 
behavior in its Sales Billing documentation; organizational assignment to a company code is also fundamental to Financial 
Accounting integration.
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QUESTION NO: 5

If changes are made to the customer master data after sales document creation, which of the following will be updated 
automatically in the sales document?

A. Confirmed delivery date

B. Delivering plant

C. Address

D. Pricing

ANSWER: C 

Explanation:

Address is updated automatically because the customer address in a sales document is managed as partner-address data 
that remains connected to the relevant customer master address. When an address is changed in the customer master 
record, SAP S/4HANA can update the corresponding address information used by existing sales documents, provided that 
the address has not been replaced by a document-specific address. This behavior ensures that documents continue to use 
current master-data address details for business correspondence, shipping-related communication, and output processing.

In contrast to transactional determinations, such as delivery scheduling, plant determination, or pricing, address data is 
master-data-based partner information. The sales document retains the business partner and partner-function relationship, 
while the address can be resolved from the maintained master address. If users need an exception for a particular 
transaction, they can enter a one-time or document-specific address; that document-specific address is then handled 
separately from subsequent master-data address maintenance.

This distinction between reusable business-partner master data and sales-document processing data is central to SAP 
S/4HANA Sales. SAP’s sales learning content describes the use of customer/business-partner master data in sales 
processes: Exploring SAP S/4HANA Sales. Relevant product documentation is available in the SAP S/4HANA Help Portal.

QUESTION NO: 6

The business wants to use the requested delivery date as the pricing date in sales orders. Where do you maintain this?

A. In the pricing procedure

B. In the schedule line category

C. In the sales document type

D. In the customer master sales and distribution view

ANSWER: C 

Explanation:

In the sales document type is correct because the sales document type controls the pricing-date determination rule for the 
sales order. In its configuration, the pricing date category specifies which relevant date SAP uses as the pricing date when it 
determines prices, taxes, discounts, and other pricing conditions. Selecting the category for the requested delivery date 
causes the requested delivery date entered or determined for the sales order to be proposed as the pricing date.

This setting is important when commercial conditions must reflect the date on which the customer requests delivery rather 
than the order creation date. The resulting pricing date is stored in the sales document header and is used by pricing 
processing to find condition records whose validity includes that date. Because this is a document-level control, it applies 
consistently to sales orders created with that sales document type. SAP Sales configuration documentation and learning 
content describe the sales-document controls and their role in order processing: SAP S/4HANA On-Premise Help Portal and 
SAP Learning: Discovering SAP S/4HANA Sales.
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QUESTION NO: 7

You wish to use advanced Available-to-Promise (aATP) in your SAP S/4HANA project. Which of the following are 
characteristics of this

functionality?

Note: There are 3 correct answers to this question

A. Alternative-based confirmation (ABC) in aATP can be used to determine an alternative plant automatically.

B. aATP requires a dedicated license.

C. aATP is activated in the Availability Check Group field.

D. aATP is activated in the sales document type.

E. aATP is activated in the schedule line category.

ANSWER: A C E 

Explanation:

Advanced Available-to-Promise extends the standard availability check with rule-based confirmation capabilities. 
“Alternative-based confirmation (ABC) in aATP can be used to determine an alternative plant automatically.” is correct 
because alternative-based confirmation can evaluate defined substitution strategies and confirm a requirement from an 
alternative plant, product, or suitable combination when the originally requested source cannot provide the required 
confirmation. This supports more reliable order confirmations while applying the organization’s fulfillment priorities.

“aATP is activated in the Availability Check Group field.” is correct because the availability-check group in the material 
master is a central control for whether advanced ATP processing is relevant for a material. The assigned group connects the 
material to the applicable availability-check and advanced ATP configuration.

“aATP is activated in the schedule line category.” is also correct in the sales-process context. The schedule line category 
controls whether availability checking is performed for the schedule line. Therefore, it is an essential sales-document control 
that enables the relevant ATP check to run for an item’s requested quantity and date. SAP documentation for the available 
advanced ATP capabilities and their configuration can be found in the SAP Help Portal search for advanced Available-to-
Promise and the SAP Learning search.

QUESTION NO: 8

You want your organization to support cross-division sales. Where do you set this in Customizing?

A. Item category

B. Distribution channel

C. Sales organization

D. Sales document type

ANSWER: D 

Explanation:

Cross-division sales is controlled in the configuration of the Sales document type. In SAP S/4HANA Sales Customizing, the 
sales document type contains the Check division control. This control determines whether the system checks that all items 
entered in a sales document belong to the same division. To support a sales process in which one sales order can contain 
items from different divisions, configure the relevant sales document type accordingly so that a same-division restriction is 
not enforced. This is an order-level control because it governs which combinations of materials and their associated divisions 
are permitted together in a particular sales document. The setting is maintained in the activity for defining sales document 
types, commonly accessed with transaction VOV8. This lets the organization use a single sales order for cross-division 
business while retaining division-specific data for the individual items and subsequent processing where applicable. SAP’s 
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Sales learning content describes sales-document configuration as the central place for controlling sales-order behavior, and 
the SAP Help Portal provides the product documentation framework for SAP S/4HANA Sales configuration: SAP Learning: 
Exploring SAP S/4HANA Sales; SAP S/4HANA On-Premise Help Portal.

QUESTION NO: 9

You want the system to copy the entire source document to the target document and issue a message when someone tries 
to change the order quantity or delete an item. You can achieve this by selecting the Complete Reference indicator. Where 
do you do this?

A. In the header-level copy control

B. In the source item category

C. In the item-level copy control

D. In the source document type

ANSWER: A 

Explanation:

In the header-level copy control is correct. Copy control defines how SAP S/4HANA creates a target sales document with 
reference to a source document. The Complete Reference indicator at the header level enforces that the source document is 
referenced in its entirety when the target document is created. Consequently, the copied items and their referenced 
quantities are protected: if a user attempts to reduce a referenced order quantity or delete a copied item, the system issues a 
message because the reference would no longer be complete. This setting is appropriate when the business process 
requires the target document to remain a complete representation of the source document rather than allowing selective 
copying or quantity changes. Header-level control is important because the requirement applies to the document as a whole, 
including all relevant source items, rather than only to an individual item-category relationship. Copy control is maintained in 
the relevant sales-document copying-control configuration, where SAP determines how header and item data are transferred 
between the selected source and target document types. See the SAP Help Portal for SAP S/4HANA documentation and 
SAP Learning content on SAP S/4HANA Sales.

QUESTION NO: 10

What can you do in the SAP Fiori app Sales Order Fulfillment Issues? Note: There are 2 correct answers to this question.

A. Use natural language processing to update sales orders

B. Check and edit the payment terms on header and/or item level.

C. Monitor sales orders in critical stages

D. Create a new sales order

ANSWER: B C 

Explanation:

The Sales Order Fulfillment Issues app provides a worklist for identifying, monitoring, and resolving exceptions that could 
prevent sales orders from progressing through fulfillment. It highlights sales orders that are in critical stages or have issues 
requiring attention, enabling users to prioritize follow-up activities and maintain reliable order processing. Monitoring sales 
orders in critical stages is therefore a core purpose of the app.

From the issue details, authorized users can navigate to and change relevant sales-order data needed to resolve the 
fulfillment problem. This includes checking and editing payment terms at header level and, where the sales document 
configuration permits it, at item level. Updating the applicable payment terms can resolve issues related to billing, credit, or 
commercial processing and helps the order continue through its fulfillment lifecycle. SAP Fiori delivers role-based 
applications for monitoring and processing sales documents, while the underlying sales-order data remains governed by the 
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standard Sales and Distribution document model. See the SAP Fiori Apps Library and SAP’s SAP S/4HANA documentation 
for application and sales-order-processing guidance.
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