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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.
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Credit Management (incl. Risk Categories) 
1 Purpose
A credit limit check can be carried out when sales documents are created or changed. The check is carried out by the system within one credit control area. If you change quantities or values in a document, the check is repeated. A credit control area consists of one or more company codes. A sales document belongs to one credit control area depending on the allocation of the sales organization to a company code. The SAP System checks the credit limit that was granted to the customer in this credit control area. The credit control areas and the credit limit of a customer are defined in financial accounting and entered in the customer master record. During the check, the SAP System totals the receivables, the open items and the net value of the sales order for every item of a sales document. The open items take into account obligations bound by contract that are not recorded for accounting purposes but involve expenses through diverse business transactions. After that, it compares the total with the credit limit. If the limit is exceeded, the system responds in the way defined by you in the configuration menu.

We are using automatic credit control in this solution. During the automatic credit control, you can configure a system reaction ('A' warning, 'B' error, 'C' like A, + value by which the credit limit is exceeded. and  ‘D’ - like B, + value by which the credit limit is exceeded) when the credit limit is exceeded, we have chosen to use option ‘C’ (warning + value by which the credit limit is exceeded).

The system provides a transaction to list all sales documents that have been blocked for delivery, with information about what has caused the block. The customer’s current credit situation is manually reviewed by the credit department, and when the sales order is approved, the delivery block is removed from the sales order. You can jump directly from the list to an individual document.

Credit management enables you to monitor, evaluate and control credit situations and credit allocations. The integration of information from FI and the simultaneous access to the credit and sales information system provide a broad information basis for evaluating critical credit situations and credit allocation.

Credit management in the following includes the functions:

· Carrying out credit checks according to different criteria and at different points in time 

· Releasing blocked sales documents

· Monitoring credit allocation 
Within the credit management master data various credit controls are defined for the individual customer:

1. Groups (general grouping field for use as required) 

2. Risk categories (to classify the customer's credit risk)

3. Additionally the following data could be also defined: accounting clerk groups and credit representative groups (for monitoring sales orders/deliveries and releasing sales orders/deliveries)
Carrying out a credit check is controlled by several settings:

1. The credit group determines the group of transactions for which a credit check is carried out.

2. The type and the scope of the credit check can be defined at the level of the sales document types (with separate control of the delivery types at the time of delivery and goods issue).

3. You specify at item level for each individual item category whether or not the item category is included in the credit functions. 
2 Prerequisites
2.1 Master Data and Organizational Data

For the customer the credit management data has to be maintained. In this credit management data the following data is specified in the transaction FD33:

1. Credit limit (on the Overview tab page)
This amount represents an upper limit for the total receivables and the foreseeable receivables from the customer. The total receivables results from the open items (invoices minus credit memos and payments) plus chosen special G/L transactions (for example, down payments). The foreseeable receivables result from the values of orders already accepted.

2. Credit Horizon Date (on the Overview tab page)
If this indicator is set, only the outstanding sales values, which fall within the defined credit horizon, are taken into account when calculating the credit limit used. The date defaulted in this field is the smallest horizon specified for the customer and the risk category in Customizing for credit control. If a horizon has not been specified in Customizing, the system defaults the current date, and all outstanding sales values are taken into account for the credit limit used.

3. Risk category (on the Overview tab page)
A customer can be assigned to a credit risk category. The credit risk category controls all credit checks.

4. Credit limit used 
Portion of the credit exposure for the credit limit granted.

and

5. Total credit limit (on the Central Data tab page)
The amount specifies the overall credit limit the customer may receive in all credit control areas.

6. Individual limit (on the Central Data tab page)
The amount specifies the maximum credit limit the customer may receive within a credit control area.
SAP Best Practices Standard Values

Essential master and organizational data was created in your ERP system in the implementation phase, such as the data that reflects the organizational structure of your company and master data that suits its operational focus, for example, master data for materials, vendors, and customers.
This master data consists of standardized SAP Best Practices default values, and enables you to go through the process steps of this scenario. 

[image: image8.png]



Additional Master Data (Default Values)

You can test the scenario with other SAP Best Practices default values that have the same characteristics.

Check your SAP ECC system to find out which other material master data exists.
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Using Your Own Master Data

You can also use customized values for any material or organizational data for which you have created master data. For more information about how to create master data, see the Master Data Procedures documentation.

2.2 Roles
Use

The following roles must have already been installed to test this scenario in the SAP NetWeaver Business Client (NWBC). The roles in this Business Process Documentation must be assigned to the user or users testing this scenario. You only need these roles if you are using the NWBC interface. You do not need these roles if you are using the standard SAP GUI.

Prerequisites

The business roles have been assigned to the user who is testing this scenario.
	Business role
	Technical name
	Process step

	Accounts Receivable Manager
	SAP_BPR_AR_CLERK-K
	Setting a Credit Limit, Check credit exposure for customer

	Sales Billing
	SAP_BPR_SALESPERSON-S2
	Review and Release Blocked Sales documents

	Sales Administration
	SAP_BPR_SALESPERSON-S
	Check Sales Orders status

	Warehouse Clerk
	SAP_BPR_WAREHOUSESPECIALIST-S
	Display deliveries


3 Process Overview Table

	Process step
	External process reference
	Business condition
	Business role
	Transaction code
	Expected results

	Setting a Credit Limit
	
	
	Accounts Receivable Manager
	FD32
	Credit limit set

	Check sales documents for credit block
	
	
	Sales Administration
	VA03
	You know the status of the sales order or delivery document APO

	Release blocked documents (sales order and/or deliveries)
	
	
	Sales Billing
	VKM1
	Blocked documents are released

	Check credit exposure for customer
	
	
	Accounts Receivable Manager
	F.31
	See scenario no. 148

	Review Blocked Sales Orders
	
	Sales order failed credit check. Review the blocked order.
	Sales Billing
	VKM1
	Sales order is released.


4 Business Processes
4.1 Setting a Credit Limit

Use

In this activity, you set a credit limit for the customer.

Prerequisites
Sales orders are blocked due to credit check block.

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Accounting ( Financial Accounting ( Accounts Receivable ( Credit Management ( Master Data ( Change

	Transaction code
	FD32


2. On the Customer Credit Management Change: Initial screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Customer
	
	C-1001
	Alternative

c-1005

	Credit control area
	
	1000
	

	Central data (General data tab page)
	
	Select
	

	Status (Credit control area data tab page)
	
	Select
	


3. Choose Enter.

4. On the Customer Credit Management Change: Central Data screen, enter or check the following data and choose Next screen.

	Field name
	Description
	User action and values
	Comment

	Total Amount
	
	25.000
	Example

	Individual limit
	
	25.000
	Example

	Currency
	
	INR
	


5. On the Customer Credit Management Change: Status screen, enter the following data:

	Field name
	Description
	User action and values
	Comment

	Credit limit
	
	25.000
	Example

	Risk category
	
	LOW
	C-1005 wiht new


6. Save your entries.
1. Access the transaction choosing one of the following navigation options:
Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role
	Business role 
	Accounts Receivable Manager (SAP_BPR_AR_CLERK-K)

	Business role menu
	Accounts Receivable (Credit Management


2. Choose the customer and choose Edit Credit Limit.

3. In the Customer Credit Management Change: Initial Screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Customer
	
	C-1001
	

	Credit control area
	
	1000
	

	Central data (General data tab page)
	
	Select
	

	Status (Credit control area data tab page)
	
	Select
	


4. Choose Enter.

5. On the Customer Credit Management Change: Central Data screen, enter or check the following data and choose Next screen.

	Field name
	Description
	User action and values
	Comment

	Total Amount
	
	25.000
	Example

	Individual limit
	
	25.000
	Example

	Currency
	
	INR
	


6. On the Customer Credit Management Change: Status screen, enter the following data:

	Field name
	Description
	User action and values
	Comment

	Credit limit
	
	25.000
	Example

	Risk category
	
	LOW
	


7. Save your entries.
Result

The credit limit is set for the account C-1001.
4.2 Checking Sales Documents for Credit Block
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With the creation or change of a sales order or a delivery the credit exposure can exceed the credit limit or another credit situation occurs. In this case an information message like Dynamic credit check has been exceeded xx.xx INR or Credit check: maximum document value exceed appears during saving.
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To create a credit block on purpose you can for example change the price PR00 in a order manually to a high enough value to exceed the credit limit (see Procedure – Check credit exposure for customer), or create an order for the customer C-1005 with an document value over 25.000 INR (customer C-1005 has risk category new and therefore runs into a credit block for an order with a document values higher than 25.000 INR).
To check an existing order executes the following steps:

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Logistics ( Sales and Distribution ( Sales ( Order ( Display

	Transaction code
	VA03


2. On the Display sales order: Initial Screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Order
	Number of order
	<order number>
	


3. Choose from menu Environment ( Status overview 
or choose Status overview.
4. In the line current hdr status you can check the status of the order. Possible values are for example credit status – not OK /not approved, credit status – OK / approved or credit status – released
To check an existing delivery, execute the following steps:

1. Access the transaction choosing one of the following navigation options:
Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Logistics ( Sales and Distribution ( Shipping and Transportation ( Outbound Delivery ( Display

	Transaction code
	VL03N


2. On the Display outbound delivery screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Outbound delivery
	Number of delivery
	<Delivery number>
	


3. Choose from menu Goto ( Header ( Processing.
4. In the field Credit the current status of the delivery is shown. Possible values are blank – not checked, A – approved, B – not approved, C – partial released or D - Released
1. Access the transaction choosing one of the following navigation options:
Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role 

	Business role 
	Sales Billing (SAP_BPR_SALESPERSON-S2)

	Business role menu
	Sales (Sales Orders (All Sales Orders Tab


2. Mark one sales order and choose Display.
3. Choose More… ( Environment ( Status overview 
or choose Status overview.
4. In the line current hdr status you can check the status of the order. Possible values are for example credit status – not OK /not approved, credit status – OK / approved or credit status – released
To check an existing delivery, execute the following steps:

1. Access the transaction choosing one of the following navigation options:
Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role 
	Business role 
	Warehouse Clerk (SAP_BPR_WAREHOUSESPECIALIST-S)

	Business role menu
	Warehouse Management (Shipping (Display Outbound Delivery


2. On the Display outbound delivery screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Outbound delivery
	Number of delivery
	<Delivery number>
	


3. Choose from menu Goto ( Header ( Processing.
4. In the field Credit the current status of the delivery is shown. Possible values are blank – not checked, A – approved, B – not approved, C – partial released or D - Released
Result

You know the status of the sales order or delivery document.
4.3 Releasing Blocked Documents (Sales Order and/or Deliveries)
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Accounting ( Financial Accounting ( Account Receivable ( Credit Management ( Exceptions ( Blocked SD documents

	Transaction code
	VKM1


Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role 

	Business role 
	Sales Billing (SAP_BPR_SALESPERSON-S2)

	Business role menu
	Sales ( Credit Management ( Blocked SD documents


2. On the Blocked SD document screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Credit control area
	
	1000
	

	Credit account
	
	C-1001
	C-1005


3. Choose Execute (F8).

4. Mark relevant sales document(s) and use from menu Edit ( Release or choose Release.
5. Choose Save.

Result

Sales order(s) or delivery(ies) have been released and the sales document can be processed further.
4.4 Checking Credit Exposure for Customer
1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Accounting (Financial Accounting ( Accounts Receivable ( Credit Management  ( Credit management info system ( Overview

	Transaction code
	F.31


Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role 

	Business role 
	Accounts Receivable Manager (SAP_BPR_AR_CLERK-K)

	Business role menu
	Accounts Receivable (Credit Management (All Customer Credits Tab


2. On the Credit Overview screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Credit account
	
	From C-1001 To C-1005
	

	Credit control area
	
	1000
	


3. Choose Execute.

4. On the Credit Overview screen, you can check: credit limit, credit exposure and credit limit used.

5. Choose Enter.

6. Check further screens and/or exit.

Result

You know the credit exposure and the credit limit used for a customer within a credit control area.
4.5 Reviewing Blocked Sales Orders

Use

The sales order failed the credit check. In this activity, you review blocked sales orders and resolve any credit issues.

Prerequisites
Sales orders are blocked due to credit check block.

Procedure

1. Access the transaction choosing one of the following navigation options:

Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Logistics ( Sales and Distribution ( Credit Management ( Exceptions ( Blocked SD Documents

	Transaction code
	VKM1


Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role 

	Business role 
	Sales Billing (SAP_BPR_SALESPERSON-S2)

	Business role menu
	Sales ( Credit Management ( Blocked SD Documents


2. On the Block SD Documents screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Credit control area
	
	<credit control area>
	

	Credit account
	
	C-1001
	C-1005


3. Choose Execute.

4. Choose a sales order to review.

5. To display the credit data for this customer, from the menu, choose Environment ( Credit Master Sheet. Analyze the credit information, and resolve any credit issues that need to be handled.

6. Choose Back.

7. Choose a sales order to be released, and then choose Release.

8. Choose Save.
Result

Sales orders that were blocked for credit reasons are now released if the customer’s situation meets the credit approval requirements.
5 Follow-Up Processes

You have finished all activities that are part of the business process described in this document.

To accomplish subsequent activities of this business process, carry out the process steps described in one or more of the following scenarios, using the master data from this document.

6 Appendix
6.1 Reversal of Process Steps

In the following section, you can find the most common reversal steps, which you can take to reverse some of the activities described in this document.

	Setting a Credit Limit

	Transaction code ( SAP GUI)
	FD32

	Reversal:
	Change Credit Limit

	Transaction code ( SAP GUI)
	FD32

	Business role
	Accounts Receivable Manager

	Business role menu
	Accounts Receivable (Customers ( Customer Credit Management change

	Comment
	In case of credit limit reduction: go first to the Status Overview and reduce the entry for credit limit, then go back to Central Data and change the Total amount and the Individual Limit.


	Review Blocked Sales Orders

	Transaction code ( SAP GUI)
	VKM1

	Reversal:
	Review Blocked Sales Orders

	Transaction code ( SAP GUI)
	VKM1

	Business role
	Sales Billing

	Business role menu
	Sales ( Billing

	Comment
	Choose menu: Environment ( Released Documents

Alternative: VKM2

Logistics( Sales and Distribution ( Credit Management (Sales and Distribution Documents( Released


6.2 SAP ERP Reports

Use
The table below lists the reports that you can use to obtain additional information on this business process. 

[image: image12.wmf]
You can find detailed descriptions of the individual reports in the following BPP documents, which provide a comprehensive compilation of all important reports:

· Financial Accounting: SAP ERP Reports for Accounting (221)
· Logistics Processes: SAP ERP Reports for Logistics (222)
Note that the descriptions of some reports that are an indispensable part of the process flow may be located directly in the section where they belong.

Reports

	Report title
	Transaction code
	Comment

	List of Sales Orders
	VA05
	A list of all selected sales orders is displayed.

	List Billing Documents
	VF05
	A list of all selected billing documents is displayed.

	Incomplete SD Documents
	V.02
	A list of all incomplete documents on the basis of the specified selection criteria is displayed.

	Sales and distrib. documents blocked for delivery
	VA14L
	A list of all delivery documents blocked for delivery.

	Credit Overview
	F.31
	Credit overview of all customers on the basis of the specified selection criteria is displayed.

	Customers with missing credit data
	F.32
	List of missing credit data
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