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Typographic Conventions

	Type Style
	Description

	Example text
	Words or characters that appear on the screen. These include Field names, screen titles, pushbuttons as well as menu names, paths and options.

Cross-references to other documentation.

	Example text
	Emphasized words or phrases in body text, titles of graphics and tables.

	EXAMPLE TEXT
	Names of elements in the system. These include report names, program names, transaction codes, table names, and individual key words of a programming language, when surrounded by body text, for example, SELECT and INCLUDE.

	Example text
	Screen output. This includes file and directory names and their paths, messages, source code, names of variables and parameters as well as names of installation, upgrade and database tools.

	EXAMPLE TEXT
	Keys on the keyboard, for example, function keys (such as F2) or the ENTER key.

	Example text
	Exact user entry. These are words or characters that you enter in the system exactly as they appear in the documentation.

	<Example text>
	Variable user entry. Pointed brackets indicate that you replace these words and characters with appropriate entries.


Contents
5Batch Recall


51
Purpose


52
Preparation


52.1
Prerequisites


53
Configuration


53.1
Creating program YBRECALL_NEW


53.1.1
Loading Program YBRECALL_NEW


63.2
Defining Incompletion Procedure


73.3
Defining and Assigning Partner Determination Procedures


83.4
Assigning Sales Area to Sales Document Types


93.5
Sales and Distribution Settings


93.5.1
Sales Activities


193.5.2
Basic Functions


223.5.3
Sales


233.6
Creating Output Condition for Sales Activities


243.7
Creating Output Condition for Billing


253.8
Configuration HR for Sales Representative


253.8.1
Creating Employee


263.8.2
Creating Sales Representative




Batch Recall
1 Purpose

This configuration guide provides you with the information you need to set up the configuration of this building block manually.

If you do not want to configure manually and prefer an automated installation process using BC Sets and other tools, refer to the SAP Best Practices Quick Guide.

2 Preparation
2.1 Prerequisites
Before you start installing this building block, you must install prerequisite building blocks. For more information, see the building block prerequisite matrix (Prerequisites_Matrix_[xx]_EN_PL.xls; the placeholder [xx] depends on the SAP Best Practices version you use, for example BL refers to the SAP Best Practices Baseline Package: Prerequisites_Matrix_BL_EN_PL.xls). This document can be found on the SAP Best Practices documentation DVD in the folder: ..\BBLibrary\General\.
3 Configuration
3.1 Creating program YBRECALL_NEW

3.1.1 Loading Program YBRECALL_NEW
Use

This program chooses the customer addresses of all recipients of a defect batch that must be recalled in the scenario Batch Recall. The program /SMB15/ZZRECALL_NEW is used to create the program YBRECALL_NEW. 

Procedure

1. Access the activity using one of the following navigation options:
	SAP ECC menu
	Tools  ABAP Workbench  Development  ABAP Editor

	Transaction code
	SE38


2. On the ABAP Editor: Initial Screen, enter the name of the program: /SMB15/ZZRECALL_NEW.
3. Choose Source code.

4. Choose Copy (Ctrl+F5).

5. In the Copy Program /SMB15/ZZRECALL_NEW dialog box, enter YBRECALL_NEW in the Target program input field.

6. Choose Copy (Enter).

7. Confirm the defaulted checkboxes in the Copy Program /SMB15/ZZRECALL_NEW to YBRECALL_NEW dialog box by choosing Copy (Enter).

8. Enter Z001 in the Package input field in the dialog box Create Object Directory Entry and choose Save (Enter).
9. Enter a valid workbench request in the input field Request in the Prompt for transportable Workbench request (or create a new request) dialog box and choose Continue (Enter). 

10. The system issues a message that Active source /SMB15/ZZRECALL_NEW copied to inactive source ZZRECALL._NEW
11. On the ABAP Editor: Initial Screen, choose Activate (Shift+F9).

12. Confirm the defaulted objects in the dialog box Inactive Objects for <Your Username> choosing Continue (Enter).
13. The system issues a message that Object(s) activated.

Result
Program YBRECALL_NEW (with selection texts in languages EN and PL and with text symbols) has been created and activated.
3.2 Defining Incompletion Procedure

Use

The purpose of this activity is to define an incompletion procedure to the follow up sales activity Recall Control to the sales activity Batch Recall. This incompletion procedure ensures that a reason, outcome, and outcome analysis are entered before the sales activity is completed.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	OVA2

	IMG menu
	Sales and Distribution ( Basic Functions ( Log of Incomplete Items ( Define Incompleteness Procedures 


2. On the Display View Groups: Overview screen, choose F: Sales Activity and double-click Procedures in the Dialog Structure.

3. On the Display View Procedures: Overview screen, choose Display ( Change (Ctrl+F1).

4. On the Change View Procedures: Overview screen, choose New Entries (F5).
5. On the New Entries: Overview of Added Entries screen, enter the values shown below:

	Field name
	Description
	User action and values
	Note

	InProc
	
	YB
	

	Description
	
	Follow Up to Recall
	


6. Choose Save.

7. On the Change View Procedures: Overview screen, mark the line of incompletion procedure YB and double-click Fields in the Dialog Structure.

8. On the Change View Fields: Overview screen, choose New Entries.

9. On the New Entries: Overview of Added Entries screen, enter the following values:
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The descriptions cannot be entered here. They are issued automatically when the entries are confirmed choosing Enter.
	Table
	Field name
	Description
	Screen

	VBKA
	KTAEB
	Outcome analysis
	

	VBKA
	KTAER
	Sales activ. outcome
	

	VBKA
	KTAGR
	Sales activ. reason
	


10. Choose Save (Ctrl+S).

11. Choose Back (F3) three times.

Result
The incompletion procedure has been defined.
3.3 Defining and Assigning Partner Determination Procedures

Use

The purpose of this activity is to define the determination procedures in this menu option and allocate them to the keys of the respective partner object.

Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Basic Functions ( Partner Determination ( Set Up Partner Determination


2. In the Choose Activity dialog box, choose Set Up Partner Determination for Sales Activities (CAS).
3. On the Change View Partner Determination Procedures: Overview screen, choose Part.Det.Proc CAS1: Sales Call.

4. Double-click Partner Functions in Procedure in the Dialog Structure. 

5. On the Change View Partner Functions in Procedure: Overview screen, enter the following values:

	Function
	Description
	Mandatory Function
	Source

	PE
	Con.pers.fresh prod.
	
	

	SP
	Sold-to party    
	X
	C

	CP 
	Contact person 
	X
	

	PE 
	Sales employee  
	
	

	SH
	Ship-to party   
	
	

	ER 
	Employee respons.
	X
	


6. Choose Save.

7. Choose Back (F3).
8. On the Change View Partner Determination Procedures: Overview screen, choose Part.Det.Proc CAS4: Direct Mail Campaign by marking this line.

9. Double-click Partner Functions in Procedures in the Dialog Structure. 

10. On the Change View Partner Functions in Procedure: Overview screen, enter the following values:

	Function 
	Description
	Mandatory Function
	Source

	PE
	Con.pers.fresh prod.
	
	

	SP
	Sold-to party    
	X
	C

	PE
	Sales employee
	
	

	ER
	Employee respons.
	X
	


11. Choose Save (Ctrl+S).

12. Choose Back (F3) twice.

Result
The partner determination has been set up and assigned.
3.4 Assigning Sales Area to Sales Document Types
Procedure

1. Access the activity using the following navigation options:

	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales ( Sales Documents ( Sales Document Header( Assign Sales Area To Sales Document Types


2. In the Choose Activity dialog box, choose Assign sales order types permitted for sales areas, choose enter.
3. On the Change View ‘Sales Documents:Allowed Order Types per Sales Org.’:: overview screen, make the following entries:
	Field name
	Description
	User action and values

	Ref.S
	
	1000

	RefD
	
	10

	Div
	
	10

	SaTY
	
	RE


4. Choose Save

3.5 Sales and Distribution Settings

3.5.1 Sales Activities

3.5.1.1 Defining Sales Activity Types

Use

The purpose of this activity is to define the sales activity types representing different business transactions in sales support in your company.

The following possibilities are open to you:

· Change an existing sales activity type

· Create a new sales activity type

Procedure

5. Access the activity using one of the following navigation options:
	Transaction code
	OVCK

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Define Sales Activity Types


6. On the Change View Sales Activity Types: Overview screen, choose sales activity type 0101.

7. Choose Copy As… (F6).

8. On the Change View Sales Activity Types: Details of Selected Set screen, make the following entries:
	Field name
	Description
	User action and values
	Note

	SalesActivType
	
	YB01
	

	Description
	
	Batch Recall
	

	Transact.group
	
	A
	

	Overview Screen
	
	UE02
	

	Organizat.data
	
	3
	

	Output Type
	
	MAAK
	

	OutputDet.Proc.
	
	CAS004
	

	Follow-upActiv.
	
	YB02
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The meaning of the values entered is explained in the following table:

	Field name
	Description
	User action and values
	Note

	SalesActivType
	Sales Activity type
	YB01
	Uniquely identifies the type of sales activity (for example, whether the sales activity is a sales call, a telephone call, and so on). In this case, YB01 represents Batch Recall.

	TransactGroup
	
	A
	A grouping that allows you to control certain features of transaction flow by sales, shipping, and billing documents.

Use

The transaction group controls

· Which sales document types can be processed with which system transactions during sales order processing

· Which sales, shipping, and billing documents’ indexes for reporting purposes are to be updated by the system 
Note

The transaction group that you assign to a transaction must match the group that you assign to the respective document type. If you leave the field blank when you define the document type, the system does not check for a transaction group.

A – Sales Promotions

	Overview Screen
	
	UE02
	Determines which overview screen you reach in Computer-Aided Selling (CAS) after you select a function.
Use

You can specify, for example, that the first screen you see is the screen where you create a report for a customer visit or telephone call.

UE02 – Direct mail

	Organizat.data
	
	3
	Indicates which kinds of organizational data you must enter when you create a contact. The organizational data includes combinations of the following three fields:

· Sales organization

· Distribution channel

· Division

3 – Sales Organization Only

	Output type
	
	MAAK
	Specifies the kind of output to be produced.

Use

The output type is predefined for your area of the R/3 System. If alternative choices are possible, you can list them by pressing F4.

Examples

The output type can specify, for example, a printed form that you need for internal use or a form that you want to send to a customer or vendor (for example, an order confirmation). The output type can also be an internal electronic mail message that you want to send to staff in another department.

MAAK – Direct mailing

	OutputDet.Proc.
	
	CAS004
	Defines the output categories (for example, order confirmation and electronic mail message) that are allowed in a document and the sequence in which the output categories appear in the document

CAS004 – Direct Mail Campaign

	Follow-upActiv.
	
	YB02
	Describes how sales activities of this type are to be followed up.

Procedure

Enter the follow-up activity type that you want to be proposed for sales activities of this type. If you do not enter a follow-up activity type here, the follow-up activity type and date fields are not displayed in the sales activity.


9. Choose Save (Ctrl+S).

10. A message Data Saved is displayed on the status bar.

11. Choose Back.

12. On the Change View Sales Activity Types: Overview screen, mark the line of sales activity type 0001.

13. Choose Copy As… (F6).

14. On the Change View Sales Activity Types: Details of Selected Set screen, enter the values shown below:

	Field name
	Description
	User action and values
	Note

	SalesActivType
	
	YB02
	

	Description
	
	Recall Control
	

	Transact.group
	
	9
	

	Overview Screen
	
	UE01
	

	Organizat.data
	
	1
	

	Output Type
	
	MAK3
	

	OutputDet.Proc.
	
	CAS001
	

	Returns type
	
	RE
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The meaning of the values entered is explained in the following table:

	Field name
	Description
	User action and values
	Note

	SalesActivType
	Sales Activity type
	YB02
	Uniquely identifies the type of sales activity (for example, whether the sales activity is a sales call, a telephone call, and so on). In this case, YG02 represents Recall Control.

	TransactGroup
	
	9
	A grouping that allows you to control certain features of transaction flow by sales, shipping, and billing documents.

Use

The transaction group controls

· Which sales document types you can process with which system transactions during sales order processing

· For which sales, shipping, and billing documents the system updates indexes for reporting purposes

Note

The transaction group that you assign to a transaction must match the group that you assign to the respective document type. If you leave the field blank when you define the document type, the system does not check for a transaction group.

9 – Sales Activities

	Overview Screen
	
	UE01
	Determines which overview screen you reach in Computer-aided Selling (CAS) after you select a function.
Use

You can specify, for example, that the first screen you see is the screen where you create a report for a customer visit or telephone call.

UE01 – Overview Screen for visit report

	OrganizatData
	
	1
	Indicates which kinds of organizational data you must enter when you create a contact. The organizational data includes combinations of the following three fields:

· Sales organization

· Distribution channel

· Division

1 – Sales Organization, Distribution Channel and Division

	Output type
	
	MAK3
	Specifies the kind of output to be produced.

Use

The output type is predefined for your area of the R/3 System. If alternative choices are possible, you can list them by pressing F4.

Examples

The output type can specify, for example, a printed form that you need for internal use or a form that you want to send to a customer or vendor (for example, an order confirmation). The output type can also be an internal electronic mail message that you want to send to staff in another department.

MAK3 – Print Activity

	OutputDet.Proc.
	
	CAS001
	Defines the output categories (for example, order confirmation and electronic mail message) that are allowed in a document and the sequence in which the output categories appear in the document

CAS001 – Sales Call


15. Choose Save (Ctrl+S).

16. A message Data Saved is displayed on the status bar.

17. Choose Back.

Result
The sales activity types have been defined.
3.5.1.2 Defining and Assigning Activity Status and Status Groups

Use

The purpose of this activity is to allocate the appropriate status group to your sales activity types that were defined above. The status group determines the default values that appear in the following fields during sales activity processing:
· Reason for sales activity

· Outcome of sales activity

· Analysis of sales activity outcome

The status group also determines the statuses that you can enter during sales activity processing and the sequence in which these statuses can be entered.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Define and Assign Activity Status and Status Groups


2. In the Choose Activity dialog box, double-click Sales Support Documents: Document Types: Status Groups.

3. On the Change View: Sales Activities: Sales Activity Types: Status Group: Overview screen, assign the status groups to the sales activity types as shown in the table below:

	Sales Activity Type
	Status Group

	YB01
	3

	YB02
	1


4. Choose Save.
5. Choose Back (F3).

Result
The status groups have been allocated to the sales activity types.

3.5.1.3 Defining Sales Activity Reasons

Use

The purpose of this activity is to define the possible sales activity reasons. They describe how a sales activity came about.

When processing a sales activity, you can specify the sales activity reason and use this specification for later evaluations.

· Check which sales activity reasons occur in sales and distribution in your company.

· Specify an alphanumeric key with up to 3 characters and a description for the sales activity reasons.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Define Sales Activity Reasons


2. On the Change View “Reasons for Sales Activities”: Overview screen, choose New Entries on the application toolbar.

3. On the New Entries: Overview of Added Entries screen, enter the following values: 

	Sales Activity Reason
	Description

	YB1
	Recall


4. Choose Save (Ctrl+S).

5. Choose Back (F3).
Result
The sales activity reason YG1 has been created.
3.5.1.4 Defining Sales Activity Outcomes and Outcome Reasons

Use

The purpose of this activity is to define
· possible outcomes of sales activities

· possible outcome analyses

Then you allocate the reasons allowed for the sales activity outcomes. You can, for example, allocate the reason price advantage to the sales activity outcome contract signing, and the reason lack of interest to the outcome no success.

When processing a sales activity, you can specify the outcome and outcome analysis. You can use this specification for later evaluations.

· Check which sales activity outcomes and outcome analyses can occur in sales and distribution in your company.
· Specify an alphanumeric key with up to 3 characters and a description for the sales activity outcome.
· Specify an alphanumeric key with up to 3 characters and a description for the outcome analyses.
· Allocate the sales activity reasons allowed to the sales activity outcomes.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Define Sales Activity Outcomes and Outcomes Reasons


2. In the Choose Activities dialog box, double-click Sales Activity Outcome.

3. On the Change View Sales Activity Outcome: Overview screen, choose New Entries on the application toolbar.

4. On the New Entries: Overview of Added Entries screen, enter the following values: 

	Sales Activity Outcomes
	Description

	YB1
	Product Returned

	YB2
	Product Sold


5. Choose Save (Ctrl+S).

6. Choose Back (F3).
7. In the Choose Activities dialog box, double-click Sales Activity Outcome Analysis.

8. On the Change View Sales Activity Outcome Analysis: Overview screen, choose New Entries on the application toolbar.

9. On the New Entries: Overview of added entries screen, enter the following values: 

	Sales Activity Outcome Analysis
	Description

	YB1
	Recall with Return

	YB2
	Recall w/o Return


10. Choose Save.

11. In the Choose Activities dialog box, double-click Assign Outcome Analysis to Activity Outcome.

12. On the Change View Assign Outcome Analysis to Activity Outcomes: Overview screen, choose New Entries on the application toolbar.

13. On the New Entries: Overview of Added Entries screen, enter the following values: 

	Sales Activity Outcomes
	Outcome Analysis

	YB1
	YB1

	YB2
	YB2


14. Choose Save.

15. Choose Back (F3).
Result
The sales activity outcomes have been defined.
3.5.1.5 Defining and Assigning Number Ranges for Sales Activities

Use

The purpose of this activity is to define the number intervals of the number ranges for sales activities.

When creating a sales activity, a unique number is internally assigned by the SAP system to identify the sales activity. The number is derived from the number range defined for the document type.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Define and Assign Number Ranges for Sales Activities


2. In the Choose Activity dialog box; double-click Assign number range/sales activity type.

3. On the Change View View for Assigning Address Number Range to TVKK: Overview screen, choose New Entries from the application toolbar.

4. On the New Entries: Overview of Added Entries screen, enter the following values: 

	Activity Type
	Number range f.activ.typ

	YB01
	23

	YB02
	23


5. Choose Save (Ctrl+S).

6. Choose Back (F3).
Result
Number ranges have been assigned to sales activity types.

3.5.1.6 Defining and Assigning Number Ranges for Address Lists

Use

The purpose of this activity is to define the number intervals of the number ranges for address lists.

When creating an address list, the SAP system internally assigns a unique number that identifies the address list. This number is taken from the number range that is reserved for the sales activity type.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Sales Activities ( Defining and Assigning Number Ranges for Address Lists


2. In the Choose Activity dialog box, double-click Define number ranges for address lists.

3. On the Address lists for CAS screen, choose Intervals (change).
4. On the Maintain Number Range Intervals screen, choose Insert interval (Shift+F1).
5. In the Insert Interval dialog box, enter the following values: 

	No
	From number
	To number
	Current Number
	Ext

	01
	0000000001
	0199999999
	0
	


6. Choose Insert (Enter).
7. Choose Save (Ctrl+S).

8. Choose Back (F3) twice.

9. In the Choose Activity dialog box, double-click Assign the address number range.

10. On the Change View View for Assigning Address Number Range to TVKK: Overview screen, choose New Entries on the application toolbar.

11. On the New Entries: Overview of Added Entries screen, enter the following values:

	Activity Type
	Number range address list

	YB01
	01


12. Choose Save (Ctrl+S).
13. Choose Back (F3).
Result
The number range for address lists has been defined.
3.5.1.7 Maintaining Output Types

Use

In this activity, you maintain output type MAAK.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	NACT

	IMG menu
	N/A


2. On the Output Types screen, choose Application K1 (Sales Activities) and choose Maintain.
3. Choose the Output Type MAAK (Direct Mailing) and double-click it.
4. On the Change View: Output Types: Details screen, General Data tab page, enter the following values:
	Access sequence
	Access to conditions
	Partner-indep. Output

	0001
	X
	X


5. On the Change View: Output Types: Details screen, Default Values tab page, enter the following values:

	Dispatch Time
	Transmission Medium

	1
	1


6. On the Change View: Output Types: Details screen, Time tab page, enter the following values:

	Timing 4 (immediate) not allowed

	X


7. On the Change View: “Output Types”: Details screen, Storage System tab page enter the following values:

	Storage Mode
	Document Type

	1
	SDOACTIV


8. On the Change View: “Output Types”: Details screen, Print tab page enter the following values:

	Print param.

	1


9. Choose Save.

10. Choose Back (F3).
3.5.1.8 Maintaining Copy Control for Sales Activities

Use

The purpose of this activity is to define control data for the document flow of sales activities.

You can specify for a particular sales activity type which document type is to be assigned to copied reference documents.

You must also make specifications for copying requirements and transferring data. This must be done for each copying procedure. 

· Check the document flow defined in the standard system.
· Define to what extent you have to modify its specifications to meet your requirements.
· Define the document flow for sales activity documents with reference to sales activities.
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	OVCP

	IMG menu
	Sales and Distribution ( Sales Support(CAS) ( Maintain Copy Control for Sales Activities


2. On the Change View Copying Control for Sales Activities: Overview screen, choose New Entries on the application toolbar.

3. On the New Entries: Overview of Added Entries screen, enter the following values: 

	To activ.type
	From active.type
	Copying requirements
	Data transfer
	Update flow

	YB02
	YB01
	
	 1
	X


4. Choose Save.

5. Choose Back (F3).

Result
The copy control for sales activities has been defined.
3.5.2 Basic Functions

3.5.2.1 Assigning Incompletion Procedures

Use

The purpose of this activity is to assign procedures to the different incompletion objects.

Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	VUC2

	IMG menu
	Sales and Distribution ( Basic Functions ( Log of Incomplete Items ( Assign Incompleteness Procedures


2. In the Choose Activity dialog box; double-click Assign procedures to sales activities.

3. On the Change View Error Logs for Sales Activities: Overview screen, enter the following values: 

	Sales Activity
	Procedure

	YB01
	01

	YB02
	YB


4. Choose Save (Ctrl+S).

5. Choose Back (F3).
Result
The incompletion procedures have been defined.
3.5.2.2 Defining Print Parameters

Use

The purpose of this activity is to define the print parameters for sales, shipping, billing, transportation and sales activity output, for example. This is dependent on a predefined key.

In the standard version of the SAP R/3 system, print parameters can, for example, be dependent on

· Sales organization
· Sales organization/distribution channel / division 
· Sales office
· Shipping point
For example, you can then print out picking lists on a printer that is assigned to a particular shipping point, and sales order confirmations on another printer that is assigned to a particular sales office.

Maintain the following print parameters for each output medium:

· Key -- Depending on the setting (for example, key for the sales organization or shipping point) to which the print parameters apply 
· Output device -- Key for the printer to which the output should be issued
· Dataset -- Name of spool order
· Suffix 1 -- ID 1 that identifies the spool order
· Suffix 2 -- ID 2 that identifies the spool order
· Issue immediately -- ID for printing immediately
· Release -- ID for deleting a print order from the spool file after printing has been carried out
Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	VP01

	IMG menu
	Sales and Distribution ( Basic Functions ( Output Control ( Define Print Parameters


2. On the Print Parameters screen, expand the node Sales activities (K1) in the tree of Maintain print parameters.

3. Double-click Direct Mailing MAAK.

4. On the Change View Print Parameters for Sales Organization: Overview screen, choose New Entries on the application toolbar.

5. On the New Entries: Details of Added Entries screen, enter the following values:

	Sales org
	OutputDevice
	Name
	Print immed.
	Suffix 1
	Suffix 2

	1000
	LP01
	MAAK
	X
	DIRM
	DIRECT_MAIL


6. Choose Save (Ctrl+S).

7. Choose Back (F3).
8. On the Change View Print Parameters for Sales Organization: Overview screen, choose New Entries on the application toolbar.

9. On the New Entries: Details of Added Entries screen, enter the following values:

	Sales org
	OutputDevice
	Name
	Print immed.
	Suffix 1
	Suffix 2

	1100
	LP01
	MAAK
	X
	DIRM
	DIRECT_MAIL


10. Choose Save (Ctrl+S).

11. Choose Back (F3) twice.
12. On the Print Parameters screen, double-click Print Activity/CstM. MAK3.

13. On the Change View Print Parameters for Sales Organization: Overview screen, choose New Entries on the application toolbar.

14. On the New Entries: Details of Added Entries screen, enter the following values:

	Sales org
	OutputDevice
	Name
	Print immed.
	Suffix 1
	Suffix 2

	1000
	LP01
	MAK3
	X
	PACT
	PRINT_ACT


15. Choose Save.

16. Choose Back (F3).

17. On the Change View Print Parameters for Sales Organization: Overview screen, choose New Entries on the application toolbar.

18. On the New Entries: Details of Added Entries screen, enter the following values:

	Sales org
	OutputDevice
	Name
	Print immed.
	Suffix 1
	Suffix 2

	1100
	LP01
	MAK3
	X
	PACT
	PRINT_ACT


19. Choose Save (Ctrl+S).
20. Choose Back (F3).

Result
The print parameters have been defined.
3.5.3 Sales

3.5.3.1 Sales Document Header

3.5.3.1.1 Defining Order Reasons

Use

The purpose of this activity is to define the possible order reasons. They describe the reasons that led to an inquiry, quotation or order.
When processing a sales document, you can specify the order reason in the overview at header level. It then applies to all the items. 
Sales calls, trade fair activities or newspaper advertisements often lead to sales orders.

Procedure

1. Access the activity using one of the following navigation options:
	Transaction code
	SPRO

	IMG menu
	Sales and Distribution ( Sales ( Sales Documents ( Sales Document Header ( Define Order Reasons


2. On the Change View Sales Documents: Order Reasons: Overview screen, choose New Entries on the application toolbar.

3. On the New Entries: Details of Added Entries screen, enter the following values: 

	Order reason
	R
	Description

	YB1
	
	Return from Recall


4. Choose Save (Ctrl+S).

5. Choose Back (F3).
Result
The order reason YG1 has been defined.
3.5.3.2 Maintaining Copy Control for Billing Documents
Use

The purpose of this activity is to define control data for the document flow of the return billing document.

You can specify for a particular billing type which has to be assigned to copied reference documents.

You must also make specifications for copying requirements and transferring data. This must be done for each copying procedure. 

· Check the document flow defined in the standard system.
· Define to what extent you have to modify its specifications to meet your requirements.
· Define the document flow for sales activity documents with reference to sales activities.
Procedure
1. Access the activity using one of the following navigation options:
	Transaction code
	VTFL

	IMG menu
	Sales and Distribution ( Billing ( Billing Documents ( Maintain Copying Control For Billing Documents


2. In the Choose Activity dialog box; double-click Copying control: Delivery document to billing document.
3. On the Display View “Header”: Overview screen, choose Display -> Change, then choose New Entries on the application toolbar.

4. On the New Entries: Overview of Added Entries screen, enter the following values: 

	Target Bill. Type
	From Delivery Type
	Copying requirements
	Copy item number

	RE
	LR
	003
	X


5. Mark the new created entry and go to the item level by double-clicking Item in the left column. 

6. On the Item Overview screen, choose New Entries on the application toolbar.
7. On the New Entries: Item Overview screen, enter the following values: 

	ItemCt
	REN

	Target Bill. Type
	RE

	Copying requirements
	004

	Data VBRK/VBRP
	001

	Update flow
	

	Billing quantity
	G

	Pos./neg. quantity
	+

	Pricing type
	G


8. Choose Save.
9. Choose Back (F3).

Result
The copy control for sales activities has been defined.
3.6 Creating Output Condition for Sales Activities

Use

The output condition is created to enable printing of sales activity related documents such as a letter.

Procedure

1. Access the activity using one of the following navigation options:

	SAP ECC menu
	Logistics ( Sales and Distribution ( Master Data ( Output ( Sales Activities ( Create

	Transaction code
	VV51


2. On the Create Output – Condition Records: Sales Activities screen, choose MAAK: Direct Mailing.
3. Choose Enter.

4. On the Create Condition Records (Direct Mailing): Fast Entry screen, make the following entries: 
	Field name
	Description
	User action and values
	Note

	Sales Organization
	
	1000
	

	SalesActTy
	
	YB01
	

	Medium
	
	1
	

	Date/Time
	
	1
	


5. Choose the entry and choose Communication. Choose the print option print immediately. 

6. Choose Save.

7. Choose Back (F3).

Result
The output condition YG01 for sales activities has been created.
3.7 Creating Output Condition for Billing
Use

The output condition is created to enable printing of sales activity related documents such as a letter.

Procedure
1. Access the activity using one of the following navigation options:

	SAP ECC menu
	Logistics ( Sales and Distribution ( Master Data ( Output ( Billing Document ( Create

	Transaction code
	VV31


2. On the Create Output – Condition Records: Billing screen, choose RD00: Direct Invoice.
3. Choose Enter.

4. On the Create Condition Records (Direct Mailing): Fast Entry screen, make the following entries: 
	Field name
	Description
	User action and values
	Note

	Sales Organization
	
	1000
	

	Billing Type
	
	RE
	

	Medium
	
	1
	

	Date/Time
	
	4
	


5. Choose the entry and choose Communication. Choose the print option print immediately. 

6. Choose Save.

7. Choose Back (F3).

Result
The output condition RD00 for the billing type for returns has been created.
3.8 Configuration HR for Sales Representative
3.8.1 Creating Employee
Use

In this step, you create an employee.

Procedure

1. Access the activity using one of the following navigation options:

	SAP ECC menu
	Human Resources ( Personnel Management ( Administration ( HR Master Data ( Personnel Actions

	Transaction code
	PA40


2. Choose action type Hiring Service Provider.
3. In the From field, enter 01.01.2009 and in the Personnel no. field, enter 999301.
4. Choose Execute.
5. On the Create Actions screen, maintain the data as shown in the table below:
	Personnel number
	Position
	Employee Group
	Personnel Area
	Employee Subgroup

	999301
	
	1
	1000
	Y1


6. Choose Enter.

7. Choose Save.

8. On the Create Organizational Assignment screen, maintain the data as shown in the table below:
	Personnel number
	Cost Center
	Personnel Subarea
	Payroll Area

	999301
	1602
	1010
	YB


9. Choose Enter.

10. Choose Save.

11. On the Create Personnel Data screen, maintain the data as shown in the table below:
	PersNo
	Title
	Last Name
	First Name
	Birth Date
	Language
	Nationality

	999301
	Mrs
	Majewska
	Barbara
	13.06.1956
	EN
	PL


12. Choose Enter.

13. Choose Save.

14. On the Create Planned Work time screen, enter Work schedule rule YB00.
15. Choose Enter.

16. Choose Save.

17. On the Create Travel Privileges screen, set Flag Changes Permitted to Trip screen in area Company Code Changes.
18. Choose Enter.

19. Choose Save.

20. On the Create Time Sheet Defaults screen, maintain the data as follows:
	Personnel number
	Controlling Area
	Cost Center
	Activity Type

	999301
	1000
	1602
	9


Result
A new employee has been created.
3.8.2 Creating Sales Representative

Use

In this step, you extend the employee with an additional view so that the employee becomes a sales representative.

Procedure

1. Access the activity using one of the following navigation options:

	SAP ECC menu
	Human Resources ( Personnel Management ( Administration ( HR Master Data ( Maintain

	Transaction code
	PA30


2. In the Personnel no. field, enter 999301.
3. Choose Enter.
4. In the Infotype field, enter 0900.
5. Choose Create (F5). 
6. On the Create Sales Data screen, maintain the Sales data section as follow:
	Sales Organization
	Sales Office
	Sales Group

	1000
	100
	100


7. In the Start field, enter 01.01.2009.
8. In the To field, enter 31.12.9999.
9. Choose Enter.
10. Choose Save (Ctrl+S).
Result
The additional view has been defined.
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