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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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Rebates Handling
1 Purpose
In this scenario the following functions are covered:

· Creation of a rebate agreement

· Settlement of a rebate agreement
Rebate Agreement:

A rebate (agreement) is a special discount, which is paid retroactively to a customer. This discount is based on the customer's sales volume over a predefined time period.

A rebate is created either before, during or after the period for which it is valid. All invoices, which are processed in this period and which meet the criteria specified in the rebate agreement, are considered. The rebate quantity of each invoice is collected as an accrual in the financial accounting system.
Rebate Settlement:

Rebates are settled by the customer service personnel by the creation of credit notes that are posted against the accruals previously collected.
For rebates are always paid retroactively, the system keeps track of all billing documents (invoices, credit and debit memos) that are relevant for rebate processing. The system can, if you wish, automatically post accruals so that the accumulated value of a rebate is recorded for accounting purposes.

Rebate payments are made after the end of the agreement validity period, after all the related billing documents have been processed and posted to Financial Accounting.  

A rebate agreement is finally settled when you issue a credit memo to the customer for the accumulated rebate total.

The value chain encompasses the following steps:
	Creation / Display of rebate agreements
	0003
	Customer rebate agreement

	
	
	(

	Standard order processing
	YQOR
	Standard order with subsequent processing steps including outbound delivery, goods issue and creation of billing document

	
	
	(

	Create settlement
	B1
	Rebate credit memo


At the end of the scenario the following documents are available with completed status:
Rebate agreement 

Standard order with order, outbound delivery, goods issue, billing document

Rebate settlement credit memo

Follow-on documents are also generated for the areas
Financial accounting (not cleared)

· Profitability analysis

· Cost center accounting
2 Prerequisites
2.1 Master Data and Organizational Data

Default 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.
The business process is enabled with this organization-specific master data, examples are provided in the next section. 
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Additional 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.

Use the following master data in the process steps described in this document: 
The following tables are just an example! Adjust these tables to suit your scenario (there are tables for different industry focus areas: Service, Manufacturing and Trade. Modify the table(s) to fit your scenarios). Delete the table(s) for service-oriented industry focus or the one for manufacturing / trading if you do not need it for your scenario.

	Master / org. data
	Value
	Master / org. data details
	Comment

	Sold-to party
	C-1003
	
	

	Ship-to party
	C-1003
	
	

	Plant
	1000
	
	

	Shipping Point
	1000
	
	

	Sales organization
	1000
	
	

	Distribution channel
	10
	
	

	Division
	10
	
	


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.

List all NWBC roles that are used in this BPD and add the relevant process steps and transaction codes:

	Business role
	Technical name
	Process step 

	Sales Administration 
	SAP_BPR_SALESPERSON_CHM-S
	Creation and display of Rebate Agreement, Settlement of display of Rebate Agreement

	Sales Administration ()
	SAP_BPR_SALESPERSON-S 
	Standard Order Processing


3 Process Overview Table

	Process step
	External process reference
	Business condition
	Business role
	Trans-action code
	Expected results

	Creation and Display of Rebate Agreement
	
	
	
	VB01/VB03
	Rebate Agreement is created/ reviewed

	Standard Order Processing 
	
	
	
	VA01
	Sales Order  is created

	Settlement of Rebate Agreement
	
	
	
	VB02
	Rebate Agreement is settled


4 Business Processes
4.1 Creation and Displaying of Rebate Agreement

Use
In this activity, you can either display a rebate agreement, which was created via CATT during the installation of this building block, or create a rebate agreement by yourself.

You define the details of the rebate in a rebate agreement document. In the agreement you specify, for example

who receives the rebate payment 

on what criteria the rebate is based (customer, customer and material, and so on)

how long the rebate agreement is valid

Within the rebate agreement you create separate condition records for the customer. These records specify the rebate amount or percentage for each customer, product or other predefined combination on which the rebate should be based. You can also specify a pricing scale so that the customer can earn a better rebate by ordering more.

Prerequisites
The required master data (for example customers, materials, customer hierarchies) must be maintained in the system.

Additionally a rebate settlement material is required which is entered in the rebate agreement and is used for the settlement of a rebate.
4.1.1 Procedure A – Displaying Existing Rebate Agreement

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 ( Master Data ( Agreements ( Rebate Agreement ( Display

	Transaction code
	VBO3


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

	Business role 
	Sales Administration CP/WSD (SAP_BPR_SALESPERSON_CPWD_S)

	Business role menu
	Rebate Process ( Change Rebate Agreement


2. Call match code search on the Display ( Change Rebate Agreement screen:

3. Enter the required data in the Rebate agreement by rebate recipient.
	Field name
	Description
	User action and values
	Comment

	Rebate recipient
	
	C-1003
	Customer C-1003


4. Choose one of the displayed rebate agreements.

5. Choose Enter.

6. The Display Customer Rebate <rebate no>: Overview Agreement screen shows the overview data of the selected rebate agreement.

	Field name
	Description

	Rebate agreement
	The number of rebate agreement.

	Description
	The description of the rebate agreement

	Rebate Recipient
	The number of payer who is going to get rebate

	Currency
	Currency used in the agreement.

	Payment method
	Payment method used in the agreement.

	Ext. Description
	External description that is used by customer.

	Validity period from – to
	This indicates until when the agreement is valid.

	Status
	The current status of the agreement

	Verification Levels
	This determines the type of information to be seen when the agreement is displayed or printed out for verification.


7. To display the created condition record(s), choose Conditions and choose on the screen Valid Condition Types and Key Combination the first line.

8. The Display Customer Rebate <rebate no>: Overview Customer Rebate (BO03) screen displays the condition record:

	Field name
	Description

	Customer
	Customer on which revenue the rebate calculation is based on

	Amount
	Rate for rebates

	Accruals
	Rate for accruals


9. Exit rebate agreement.
4.1.2 Procedure B – Creating Rebate Agreement

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 ( Master Data ( Rebate Arrangements ( Rebate Arrangement ( Create

	Transaction code
	VBO1


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

	Business role 
	Sales Administration 
SAP_BPR_SALESPERSON_CHM-S

	Business role menu
	Sales ( Agreements (Create Rebate Agreement


2. On the Create Customer Rebate screen, enter the required data:

	Field name
	Description
	User action and values
	Comment

	Agreement type
	
	0003
	Customer


3. On the Create Customer Rebate: overview agreement screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Rebate agreement
	The number of rebate agreement.
	Blank
	Internal numbering.

	Description
	The description of the rebate agreement
	
	

	Rebate Recipient
	The number of payer who is going to get rebate
	C-1003
	Mayr AG

	Currency
	Currency used in the agreement.
	INR
	

	Payment method
	Payment method used in the agreement.
	blank
	No default payment method

	Ext. Description
	External description that is used by customer
	
	

	Validity period from - to
	This indicates until when the agreement is valid.
	01.01 – 31.12. current year
	

	Status
	The current status of the agreement
	Blank
	

	Verification Levels
	This determines the type of information to be seen when the agreement is displayed or printed out for verification.
	Blank
	Display all documents


4. To create the rebate condition record (s), choose Conditions.

5. On the Create Customer Rebate: Overview Customer Rebate (BO03) screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Customer
	Customer on which revenue the rebate calculation is based on
	C-1003
	In this case same as recipient 

	Amount
	Rate for rebates
	3
	percent

	Accruales
	Rate for accruals
	2,5
	percent


6. Choose from menu Goto ( material for settlement and enter settlement material.

	Field name
	Description
	User action and values
	Comment

	Mat. f. settl
	Settlement material
	CH-0900
	Rebate settlement material


7. Choose Save and note down rebate agreement number.

Result
A complete rebate agreement has been created. An internal number has been assigned to this rebate agreement. All invoices which are processed in this period and which meet the criteria specified in the rebate agreement are considered.
4.2 Standard Order Processing

The standard order processes are not described in detail any more. Choose the appropriate steps within this documentation. 

Prerequisites
Materials (and batches) must be available in the storage location.

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 ( Sales ( Order ( Create

	Transaction code
	VA01


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

	Business role 
	Sales Administration (SAP_BPR_SALESPERSON-S)

	Business role menu
	Sales ( Sales Orders ( Create Sales Order


2. On the Create Sales Order: Initial Screen, make the following entries:

	Field name
	Description
	User action and values
	Comment

	Order type
	
	YQOR
	Standard order

	Sales organization
	
	1000
	Sales Org. 1000

	Distribution channel
	
	10
	Direct Sales

	Division
	
	10
	Product Division 10


3. On the Create Standard Order: Overview screen, make the following entries:
	Field name
	Description
	User action and values
	Comment

	Sold-to party
	
	C-1003
	Mayr AG

	Purch. ord. no.
	
	123/AB-45
	Free text or SAP related purchase order number

	Req. Delivery Date
	
	<delivery date>
	

	Material
	
	CH-6000
	SAPcolor blue, 10 kg

	Order quantity
	
	25
	


4. Choose Save and note the order number.

5. Create delivery, pick quantity and post goods issue.

6. Create billing.

7. Repeat steps 1 – 6 with the following data:

	Field name
	Description
	User action and values
	Comment

	Material
	
	CH-6220
	GranuSAP blue, 500 kg

To create the necessary documents, see the process descriptions of scenario Sales order processing with WM (922)

	Order quantity
	
	20
	


8. Repeat steps 1 – 6 with the following data:

	Field name
	Description
	User action and values
	Comment

	Material
	
	CH-6100
	SAPcolor blue, 1000 kg
To create the necessary documents, see the process descriptions of scenario Sales order processing (921)

	Order quantity
	
	35
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For the creation of serial numbers for containers choose Extras ( Serial numbers from the menu bar. In the upcoming window select Automatic creation.
Result
The system contains several completed sales order with rebate relevant billing document.
4.3 Settlement of Rebate Agreement

Use
Rebates are always paid retroactively; therefore the system keeps track of all billing documents (invoices, credit and debit memos) that are relevant for rebate processing. The system can, if you wish, automatically post accruals so that the accumulated value of a rebate is recorded for accounting purposes.

You can settle a rebate agreement as follows:

with final settlement

with partial settlement

For the following we perform a final settlement to the agreement for customer C-1003.

Prerequisites
A customer rebate agreement for the customer with a relevant validity has to be created. Billing document, which are relevant for the rebate agreement, have to be created.

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 ( Master Data ( Agreements ( Rebate Arrangement ( Change

	Transaction code
	VBO2


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

	Business role 
	Sales Administration 

SAP_BPR_SALESPERSON_CHM-S

	Business role menu
	Sales ( Agreements ( Change Rebate Agreement


2. On the Change Rebate Agreement screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Rebate Agreement 
	
	Enter number from activity create rebate agreement
	


3. Choose Enter.

4. Choose from menu Rebate payments ( verification level.

5. The following screen provides all relevant billing documents with sales volume and accruals for this rebate agreement in the specified verification level.
6. Go back and set status of rebate agreement.

	Field name
	Description
	User action and values
	Comment

	Agreement Status
	
	B
	Agreement released for settlement


Choose from menu Rebate payments ( Final settlement ( Automatic to create rebate credit memo request.
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If an error message is displayed The sales volume for agreement & is not current you have to execute report SDBONT06 in transaction SA38. For more information, see SAP-Note 105681.

7. Information screen with the message A credit memo request was created for settlement comes up.

8. Choose OK and Save. A system message should appear Customer Rebate XX has been changed ( Reb.Credit Memo Req. XXX has been created). Note rebate credit memo request number.

9. Process rebate settlement credit memo request further and call up the transaction as follows:
Option 1: SAP Graphical User Interface (SAP GUI)
	SAP ECC menu
	Logistics ( Sales and Distribution ( Sales ( Order ( Change

	Transaction code
	VA02


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

	Business role 
	Sales Administration (SAP_BPR_SALESPERSON-S)

	Business role menu
	Sales ( Sales Orders ( Change  Sales Order


10. On the Change Sales Order screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Order number 
	
	Enter Reb.Credit Memo Req. from above
	


11. On the Change Reb.Credit Memo Req screen, on the Sales tab, remove billing block 1.

	Field name
	Description
	User action and values
	Comment

	Billing block
	
	Blank
	


12. Choose Save.

13. 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 ( Billing ( Billing document ( Create

	Transaction code
	VF01


Option 2: SAP NetWeaver Business Client (SAP NWBC) via business role
	Business role 
	Sales Billing (SAP_BPR_SALESPERSON-S2)

	Business role menu
	Sales (Billing (Create Billing Document 


14. On the Create Billing Document screen, enter the required data:
	Field name
	Description
	User action and values
	Comment

	Document 
	
	Enter Reb.Credit Memo Req. from above
	


15. Choose Enter and on the Rebate creating memo (B1) Create: screen, check the billing document.

16. Choose Save.

Result
Rebate agreement has been settled and agreement has status Final settlement of agreement already carried out.[image: image12.png]
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