User Guide PUBLIC
SAP Business One 9.2, version for SAP HANA
Document Version: 1.0 — 2017-02-17

—
\ .
- <\
e
N
/ /
= /




Typographic Conventions

Typestle | Desepton

Example Words or characters quoted from the screen. These include field names, screen titles, pushbuttons
labels, menu names, menu paths, and menu options.
Textual cross-references to other documents.

Example Emphasized words or expressions.

EXAMPLE Technical names of system objects. These include report names, program names, transaction codes,
table names, and key concepts of a programming language when they are surrounded by body text,
for example, SELECT and INCLUDE.

Example Output on the screen. This includes file and directory names and their paths, messages, names of
variables and parameters, source text, and names of installation, upgrade and database tools.

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

<Example> Variable user entry. Angle brackets indicate that you replace these words and characters with
appropriate entries to make entries in the system.

Keys on the keyboard, for example, [F2|or ENTER].
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1 The Essence of SAP Business One

In This Chapter

e Whatls SAP Business One?

e Breaking Ground for Small and Midsize Businesses
e A Unique Approach

e What This Book Will Do for You

SAP Business One is an integrated business management application designed from the ground up for small and midsize
businesses like yours. This book provides a complete overview of how you can work with SAP Business One and how it can
help your company grow by automating its operations, such as management, business intelligence, sales, purchasing,
production, logistics, and financial processes.

1.1 What Is SAP Business One?

Unlike most other software applications that focus on a specific area of business, such as accounting or customer relationship
management (CRM), SAP Business One is an integrated business management application. It offers a complete set of core
functions, including financials, customer relationship management, inventory management, sales, purchasing, operations, and
logistics, which address the business management needs of your entire company.

1.1.1 More Than a Point Solution

SAP Business One is more than the typical financials software that was born out of accounting and bookkeeping, or a
standalone customer relationship management solution. It helps businesses like yours manage the entire process of selling
and servicing clients, and once orders are taken, they flow directly into automated fulfillment. As a comprehensive and
integrated system, SAP Business One gives you full visibility into your business, through on-demand analytics in a
personalized cockpit, live alerts and approval procedures, and end-to-end business processes.

1.1.2 Information at Your Finger Tips, Any Time, Anywhere

With SAP Business One's flexible delivery model, you can choose where and when to receive information. If you are in the
office, use your personal computer to access the company data directly, if you are on the go, use your mobile device to receive
alerts, approvals, and reports, view customer’s sales data and even create sales documents using the free mobile application
for SAP Business One.

SAP Business One... To Go PUBLIC
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1.1.3 An Application for Everyone

The easiest way to understand SAP Business One is to think of all of the people who are involved in a business:
e There are people in sales that gather leads, go on sales calls, and make sales.

e There are people who account for what has been bought and sold and who make sure the money flows properly in and out
of the company to and from suppliers, customers, and employees.

e There are people who take customers’ orders and fulfill them, either by sending goods or by providing services.
e There are people who manage operations such as inventory control or service delivery.
e There are managers who monitor and manage the entire business.

Now imagine that one application can help all of these people do their jobs, and that all of them work with the same set of
information using the same application that can do the following:

e Integrate all parts of your business so everyone operates on the same core business information

e Supply users with personalized interfaces specially designed to support the way they work

e Process data in real time so you never have to wait for nightly or weekly postings, which means that the financial data of
your business is always up to date and available

e [ssue warnings and trigger corrective actions to take place automatically when certain limits set by managers and other
users are exceeded

e Simplify reporting and analysis with “easy to create and run” reports delivered to you on demand.

1.2  Breaking Ground for Small and Midsize Businesses

Although each business is unique, common patterns of activities and challenges appear in almost every business.

1.2.1 The Challenges Facing Small and Midsize Businesses

Small and midsize businesses focus first on increasing sales and profitability. Getting orders from customers and fulfilling them
at a profit is always job one, and software can be a tool to increase efficiency and productivity. But at some point, especially if
growth has been rapid, most businesses find that the process of increasing sales is being slowed down because information is
not flowing smoothly from one part of the business to the other. This can happen for many different reasons.

1.2.2 Information Gap

The information gap refers to the lack of timely business information needed to run the business efficiently. For example, if a
large order comes in that is time sensitive, the key question is: When can we fulfill this order? In the face of an information gap,
the right information must be assembled from a variety of sources, if it has been properly captured in the first place. In the face
of a persistent information gap, business decisions are made without sufficient information, resulting in mistakes, rework, or

missed opportunities.
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1.2.3 Process Gap

A process gap exists when manual business tasks are not automated, or automation stops in one application and must be
manually transferred to another. Process gaps are resolved by duplicate reentry of information from one application into
another or by constructing brittle, special-purpose software to do the transfer. Process gaps slow a company down, retard
change, and reduce the possibilities for automation. Effective and complete integration, in which information flows from one
step to the next, bridges the process gap, as shown in Figure 1-1.

| EXECUTIVE

SERVICES @ /-‘ ' DPERATIONS
...o-“"'
e L

St

Figure 1-1: SAP Business One provides comprehensive integration

1.2.4 Multiple Point Solutions

Companies often acquire multiple point solutions to meet specific needs as business expands, for example, an accounting
application to manage general ledgers and invoices, or a warehouse management solution to keep track of inventory. Keeping
this combination of applications up to date, integrated, and running smoothly can be a challenge. To get a picture of what is
happening in every part of the business takes a lot of work and requires information to be extracted and reconciled across
many systems. While such applications may serve for a time, ultimately your business needs a more flexible and integrated

solution.

1.2.5 How SAP Business One Addresses the Challenges

SAP Business One meets the challenges of small and midsize businesses because it is designed to do so, as shown in Figure 1-

2.
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Yesterday's dilemma Business requirements Today's application

Multiple, different applications Increase control Provide true, unified picture
Locked silos of information Grow profitably Access up-to-the-minute information
Outdated data Address customer mandates Stay on top of the business
Difficult to change Improve compefitiveness Grow with the business
IT dependency Adapt to change Take charge
High total cost of ownership Accelerate fime to benefit

Figure 1-2: SAP Business One meets the challenges of small and midsize businesses

1.3 A Unique Approach

While most business software is focused on automation, few software companies, if any, approach the challenge of creating
software in the same way as SAP. Most of the time, a software vendor picks one area, such as accounting or CRM, and builds a
product to support the particular processes related to that area. How these processes work with the other fundamental
processes of other areas is a question left unanswered. SAP Business One is the answer to that question.

1.3.1 An Integrated Solution

SAP Business One takes a “single solution” approach to business management and process automation. Sales, CRM,
financials, and operations are all supported and automated in SAP Business One. The automation of each process is
integrated, as sales orders flow into the accounting software and become requests to manufacture products which may
require materials to be withdrawn from inventory. The historical boundaries between applications do not exist in SAP Business
One.

1.3.2 Streamlined Business Processes

The broad scope of SAP Business One helps you streamline and automate your entire business from end to end, including
CRM, accounting, warehouse management, and production. Furthermore, when an important business event occurs,
automatic responses can be executed as needed. This management-by-exception paradigm increases productivity by reducing
information overload and inappropriate actions, allowing you to be proactive in managing your business, rather than reactive.
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1.3.3 Instant Access to Information

Having all business data stored in a single integrated application like SAP Business One means critical business information is
simply a few clicks away in a configurable dashboard or through intuitive drill-down reports. Since SAP Business One works
primarily in real time, changes are recorded instantly, without delay. You can get the state of the business whenever and
wherever you need it through a variety of different reporting mechanisms, including Microsoft Office applications, mobile
devices, Crystal Reports, SAP Lumira and dashboards.

1.3.4 Customizable and Adaptable

SAP Business One is designed to be easily configured, integrated, and extended. Through its integration capabilities, SAP
Business One unifies business applications and desktop productivity applications. Through SAP’s global network of certified
solution partners, SAP Business One can be adapted to meet the specific needs of local markets and vertical industries.
Through the integration framework, SAP Business One can be run by subsidiaries of large accounts that require full
transparency into the ecosystem. Through built-in configuration tools requiring no prior skills, the application can be adapted
to your unique needs, allowing you to modify fields, forms and menus easily.

The adaptability of SAP Business One means that the software grows with your business and can be modified easily to meet
your changing business needs.

1.3.5 Designed Exclusively for Small and Midsize Businesses and Backed
by SAP

SAP Business One is a new breed of business management software built from the ground up exclusively for small and midsize
businesses like yours. It draws on SAP’s more than 40 years of experience in creating business applications that serve the
needs of millions of users worldwide.

SAP Business One is available in over 40 country localizations that support country-specific legal requirements. Furthermore,
even within a given localization, users can choose from over 25 languages in which to do their work. This means that if your
company has employees who speak different languages, you can accommodate them.

As the worldwide leader in business management software, SAP is committed to bringing comprehensive business
management solutions to meet your current and future business needs. Helping you run your business smoothly is one of the
most important jobs of SAP and its global network of certified SAP Business One partners.

1 Note

Internationalization note: SAP Business One, like all SAP software applications, is designed for companies around the
world. SAP Business One ...To Go is aimed at a U.S. audience, and includes information that is relevant only to U.S.
companies, such as 1099 reporting. However, for the most part, all users of SAP Business One will find this book
helpful and relevant to their work.
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1.4 What This Book Will Do for You

This book is intended to create a framework for further learning. First, we introduce SAP Business One and explain its general
approach. Next, we cover the basics and explain the core functionality for keeping track of accounts and business partners, as
well as the fundamental processes for purchasing and sales. Then we review the powerful functionality SAP Business One
offers for managing inventory and production, sales and service using CRM, and related analytics, as well as introducing ways
to automate your business processes.

At times, this book provides step-by-step instructions for getting things done. But most of all, it explains the way to think
about SAP Business One so that inspiring ideas about how to put the product to work in your business will follow quickly.
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2 The Personality of SAP Business One

In This Chapter

e Getting Started

e Understanding the Personality of SAP Business One
e Knowing Where You Are

e Finding What You Are Looking For

e Getting Where You Want to Go

e Finding Answers to Your Questions

Getting acquainted with a new software application is like trying to find your way around a city you have never visited before.
In New York City, for example, once you understand the grid of numbered streets and the way avenues are numbered, named,
and lettered, you can figure out pretty quickly where any address is. In Paris, you need to know that the arrondissements go
clockwise starting from the center of the city so that you can use your Plan du Paris to consult a map to find the street and the
closest metro stop.

But the geography of a city is only a start. An enjoyable day in the city starts with a visit to one destination, then moves from
one spot to the next: from breakfast at the hotel, to a museum, to a nightclub.

This chapter is all about helping you get your bearings so that when you look at an SAP Business One screen, you know what
you are looking at. Getting to know the SAP Business One application means understanding the map of the different types of
information stored (the geography) and also knowing how a business transaction is recorded and tracked (the enjoyable trip).

Features such as the personalized cockpit, the drill down to underlying data, Drag&Relate™, Enterprise Search, multiple
concurrent windows and the ability to build one document from another will quickly give you control over your business
processes and real time insight into your company performances. We are sure that you'll find SAP Business One easy to use
with its intuitive navigation and familiar look and feel. And soon you'll learn just how flexible and integrated it is.

2.1  Getting Started

To start SAP Business One, double-click the icon shown in Figure 2-1.
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Figure 2-1: Starting SAP Business One, logging in, and choosing a company

The first screen that you see is the login window where you enter your user name and password. After the first login, the last
company that you logged into is automatically selected.

At the bottom right of the login window, you can click the Change Company button to select a different company to work
with. Some organizations use multiple SAP Business One companies, keeping track of different companies, divisions, or
business activities as separate companies.

The first time you log in, you will need to select your database server as well. Consult your system administration to retrieve
this information.

A user name and a password must be entered in order to log into the company database. For audit purposes, user information
is recorded in every new record or modification to an existing record that a user performs.

1 Note

User setup: During the implementation, user names are created for the employees that will log into SAP Business
One. Each user must be assigned a valid license and the user’s activities are restricted based on the license type.
Users can be set up for single sign-on as well. See the security guide for more information.

SAP Business One comes with a sample company that is fully populated with data. This company can be used as a training
ground for accelerating learning or testing new ways of using SAP Business One. Once you have successfully logged in, the
learning process can begin.
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2.2 Understanding the Personality of SAP Business One

Before we move into a detailed explanation of the user interface, we want to give you a sense of the style, or personality, of
SAP Business One. The first time someone shows you the SAP Business One main window and the main menu, it all looks
pretty simple. Then you ask a question: How can we find purchase orders related to a given supplier? Without hesitating a
second, whoever is showing you the program clicks on the main menu a couple of times, brings up a blank purchase order
window, enters the name of the supplier, and, quick as a flash, there is a purchase order for that supplier.

1 Note

Shortcuts: There is nothing better than using shortcuts! There are many ways to create shortcuts to your frequently
used documents and reports. Later in the guide, you will see how you can use the workbench widget to quickly access
all forms that may be relevant to sales, purchasing and more, with one click of a button.

You can now scroll through and see all of the purchase orders for that supplier. Let’s say you want to see the items on a
purchase order. You simply click on the Contents tab to review the ordered items. You want to see the details for one item?
One click, and you have the item window. Which warehouse is that item stored in? Another click and you're looking at it.
Before you realize it, you've accessed a number of windows. The most common reaction at this point is, well, that was fast. But
where am I? And what can | do next?

Once you read this chapter, you'll know where you were, where you are, and where you need to go next. And once you work
with SAP Business One for just a bit, you won't want to work with any application that isn't as convenient and easy to use. But
to get to this destination—the place where it all makes sense—you need to spend some time with a guide.

1 Note

SAP Business One Version notification: SAP Business One is available in two platforms: Microsoft SQL Server and
SAP Business One version for SAP HANA. In this guide, we are using the SAP Business One version for SAP HANA,
which includes certain features that are not part of the MS SQL version.

What happens in the moment when SAP Business One makes sense is that you see how the screens that you are looking at are
connected to both the top-down way of finding information through the main menu and the transactional, process-oriented
connections between each document in the application. You start to understand how each document in SAP Business One is
constructed from reusable parts. Once you get all of this, SAP Business One is a snap. Our tour of the personality of SAP
Business One starts by describing these structures.

2.3 Building Documents from Reusable Parts

SAP Business One tracks business activities using documents such as purchase orders, invoices, production orders, sales
quotations, and so on. Each of these documents is constructed from smaller reusable chunks of data called master data.
Master data, a topic covered in detail in Chapter 4, refers to the key information that describes your customers, vendors, and
leads as well as items that your company buys and sells. Figure 2-2 shows how a document—a purchase order—is constructed
from master data.
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Figure 2-2: How SAP Business One documents are built from reusable master data

Creating documents from master data increases productivity, ensures data consistency, and reduces errors. As you learn more
about SAP Business One, you will come to appreciate the benefits of building documents from reusable master data.

231

Opening Documents Using the Main Menu

The second key thing to learn about SAP Business One is how to use the main menu to find documents or master data records.
When you first start SAP Business One, the Main Menu is shown. Using the Main Menu, as shown in Figure 2-3, you can open
links leading to windows from which you can search for a particular document or scroll through all the documents of a

particular type.
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Figure 2-3: Navigation from the Main Menu

2.3.2 The Transactional and Process Structure of Information in SAP
Business One

To record all of the relevant activity related to a business process, a sequence of documents can be used and the links between
them must be recorded. Let's take a look at the sales process. First, a lead is recorded as master data, followed by sales
activities such as calls and meetings. Eventually a sales quotation is issued, which may lead to a sales order and then an
invoice. When a payment comes in, it must be reconciled with the invoice. So there is a stream of activity from document to
document in which each step in the business process is recorded.

Each step is an individual business transaction in the most general sense of the word. A business process for selling or ordering
supplies may require many transactions in sequence. One of the application’s strongest features is that it allows you to copy
one document to create the next in a sequence, while maintaining identical structure between documents, for ease of use.
SAP Business One also keeps track of the connections between the documents so that you can move through the sequence of
documents related to a particular transaction. The transactional connections between documents are maintained in a variety
of ways that are explained in this chapter and in later chapters.
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2.3.3 Questions for Increasing Your Understanding

The moment of clarity, the moment that the personality of SAP Business One becomes crystal clear happens after you have
used it for a little while, and the concepts we have presented are confirmed and made concrete by actual experience. So far,
this chapter has prepared you to ask the following questions any time you view a new screen:

e Isthisadocument? Is this master data? Is this window something else and, if so, how does it relate to documents and
master data?

e How does this screen fit in the top-down structure or in the transactional and process-oriented structure of SAP Business
One?

e How can | get to this screen from the main menu?
e What process-oriented navigation allows me to find related documents and master data from this screen?
e Does this screen display data, allow me to search for data, or allow me to add data?

One of the innovations of SAP Business One is the way that the design naturally incorporates both top-down navigation
through the main menu and process-oriented relationships through workbenches, as well as navigation, search, and document
creation mechanisms based on those relationships. In other words, you can personalize the way you get to the data you need.
The rest of this chapter explains all of these mechanisms in detail so that whenever you look at a screen you understand
exactly what you are looking at.

2.4  Knowing Where You Are

One powerful aspect of SAP Business One is that it is possible to have many windows open at once, each of which may show a
different document or master data record. The main window provides a context for all your work in SAP Business One.

2.4.1 The Main Window

The main window opens automatically upon launching SAP Business One and is the central place where you can initiate any
task. Only the main window has a menu bar along the top. It also has a toolbar with icons that provide easy access to

commonly used functions.

24.1.1 The SAP Business One Main Menu

As shown in Figure 2-4, the Main Menu has two tabs:

e The Modules tab shows the top of the SAP Business One hierarchy. It lists all the modules in SAP Business One. Inside
each module is a list of functions. Click on a function to launch it or to expand it and see more selections.

e The Drag & Relate tab is used for an innovative method of finding transactions linked to master data, as explained later in
this chapter.

If you don't see the Main Menu, you can get to it from the menu bar by choosing Window — Main Menu or by using the
keyboard shortcut +[0] (zero, not the letter O).
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Figure 2-4: SAP Business One Main Menu

1 Note
SAP Business One version for SAP HANA note: as noted before, the look and feel can be different based on the
version of SAP Business One that you are running. Figure 2-3 is a representation of the main menu in the HANA

version.

2.4.1.2 The Menu Bar and Toolbar

The SAP Business One menu bar is displayed across the top of the main window. Clicking on each menu item displays a pull-
down menu that leads to more choices. Shortcuts using the and keys work the same way they do in many desktop

applications.

Tool Bar

| J
|

I File Edit View Daa GoTo Modules Took Window Help r

IEEER + B ERRE: BGBEF O

I 1

Menu Bar

Figure 2-5: SAP Business One menu bar and toolbar

The menu bar includes the following menus:
e File: Primary commands, such as Close, Print Preview, Export to, and Launch Application
e Edit: General editing commands, such as Undo, Redo, Cut, Copy, Paste, and Delete
e View: Commands that change the view of the data in the window, such as User-Defined Fields, Picker Display, System
Information, Restore Column Width, and Legend
e Data: Commands that manipulate application data as well as commands for moving between records, manipulating rows

in a table, and other editing commands pertinent to data
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e Go To: Dynamic menu that changes according to the currently selected window
e Modules: Modules shown in the Main Menu
e Tools: Commands such as Print Layout Designer, Form Settings, My Menu and Customization tools

e Window: Commands associated with managing windows, including access to Main Menu, Messages/Alert Overview, and
Calendar

e Help: Commands that provide access to online help and the support desk

2.4.1.3 The Toolbar

The toolbar is just below the menu bar. It is a collection of icons that provide easy access to commonly used functions. The
same functions are also available as menu options from the menu bar.

Active functions display in color while inactive or unauthorized functions appear in gray. To hide or display a toolbar icon
group, place your cursor on the toolbar, right-click, and then check or uncheck the appropriate boxes. Toolbar icons are
context sensitive, that is, they change depending on what you are doing.

If you forget what a particular icon does, simply move the cursor over the button to display a tooltip.

2.4.1.4 The Status Bar

The status bar extends along the entire lower edge of the SAP Business One main window and contains various fields.
e The bottom-left area of the status bar displays the following types of messages:

o Anerror message appears over a red background and informs you that the procedure cannot continue until corrective
action is taken.

o Aninformation message appears over a blue background and informs you about an issue that does not prevent the
procedure from continuing.

o A confirmation message appears over a green background and informs you about the successful execution of a
procedure.

e The bottom-left area also displays system information when you click into a field, or roll your mouse over a field in the
active window. The system information will indicate the database table name for the field, the field name, index number
and form ID. System information is only active when you enable View— System Information from the menu bar. This is
valuable information for creating reports because it helps you understand the database schema.

e The middle of the status bar contains the current date and time as defined in the server.

e The top-left area displays important information about the active window. For example, when you move your cursor over
an input field, text describing the input format and length appears.

e The four boxes on the right-hand side of the status bar allow you to show data from up to four specific fields that you can
select. The data is based on the reusable master data you selected and is updated depending on the active window. For
example, to display the business partner balance in the status bar, open the customer master data window and drag the
balance field using the left mouse click onto one of the boxes in the status bar. For drop down list fields, hold down the
key first. Now, whenever you create a transaction for any business partner, the corresponding balance will appear
in the status bar. To remove this selection, hold down the key and click the status bar box. These four boxes need to
be set up every time the user logs in SAP Business One, as the selection is not saved and stored after logging out from the
system.
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Figure 2-6: Anatomy of the status bar

2.4.1.5 The System Messages Log

The system messages log records all messages that appear on the status bar as you work. It includes errors, warning and
information messages. Every time you log out of the application, the messages log clears. This is especially useful to track
errors that occur while you enter data into the system. You can go back to the error at time to analyze it and find a resolution.
Often an error message includes a link to the appropriate help files to assist you in resolving the error.

To open the system messages log use the Window— System Messages Log from the menu bar. You can now minimize it or
close it completely.

2.4.2 Enterprise Search

The enterprise search is a comprehensive search engine, not only looking into your data, but also giving you the option to filter
and narrow down your search. In addition, it includes many links to corresponding documents and master data. You can save
your search to templates, for repeat usage. You can also decide which user-defined fields and objects are included and
displayed in the search results. And, all this is powered by the lightning fast in-memory technology of the SAP HANA database
platform.

Figure 2-7 shows how you search for a customer named Earthshaker, and how to narrow the data down to the individual credit
memo document that you were looking for:
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Figure 2-7: Enterprise Search

2.4.3 Using the Cockpit Instead of the Main Menu

The cockpit is a major part of SAP Business One'’s personality. The cockpit sits in the main window and is one of the first things
you see after you log in.

We can call it a control center. This is where you start your morning, with full control and visibility into your business, by
viewing open documents and major reports, using links to frequently used windows, evaluating the company status in terms of
revenue, expenses and inventory, and having the ability to do a complete database search with a click on a button.

You can choose whether to use the cockpit and what appears in it. You can easily add different widgets into the cockpit.

With the SAP Business One version for SAP HANA, the cockpit is displayed in a HTML5 user-interface, called Fiori-style, and
has some additional functions that appear in the main window.

In figure 2-8 you can see an example of a configured cockpit containing the following widgets.

1. Key performance indicator (KPI) widgets that allow you to quickly spot whether you have reached business targets
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Dashboards that graphically depict business performance for purchasing, sales, inventory and financial activity in your

company.

A Workbench containing links to common functions for each business process

A Recent Updates widget that displays your most recent transactions

Count widget that shows the number of items returned for query
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Figure 2-8: My Cockpit Window

1 Note

Activating the Cockpit: the cockpit is automatically activated in the SAP Business One, version for SAP HANA.
However, with the MS SQL Server, the cockpit is an optional component and needs to be activated. You can choose
to activate for certain users. Go to Administration — System Initialization —General Settings — Cockpit. Then go to
Tools — Cockpit — Enable my Cockpit.

Let's discuss each type of widget in more detail.

24.3.1 Key Performance Indicators

This exciting widget allows you to create KPlIs that describe different aspects of your company, and its status. For example,
you can compare gross profit of this month to last month, or expenses of this month, compare to the same month last year.
The options are limitless. KPIs are based on queries you create, so flor any area that is interesting for you, you can create a KPI
to evaluate it.

The KPIs show the overall amount, the target for the selected period and the trend compared to a previous period.
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Figure 2-g KPI for Overdue Receivables

2.4.3.2 Dashboards

Dashboards are visualized reports that grab a large amount of data and present it in a way that is easy to read. There are two
types of dashboards in SAP Business One version for SAP HANA: pervasive dashboards and advanced dashboards. SAP
delivers a large number of pervasive dashboards and you can easily create your own.

For example, you can use a pervasive dashboard that displays the 5 top customers or a dashboard showing expenses versus
budget. You can have as many dashboards as you wish in your cockpit based on what interests you.
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C20000 haxi- ...

CEOO00 5G B

CF0000, Agquen...

Figure 2-10: Pervasive Dashboard

One nice feature of pervasive dashboards is that they can have context menus that launch additional actions. In Figure 2-10,
we see a dashboard that can open an advanced dashboard for sales statistics, open a master data window for customer
information, or use the Enterprise Search to find customer information. We call this ability “Insight to Action” — you start from
a simple dashboard, and are easily able to retrieve all possible information you may need about this item.

You can also include a pervasive dashboard as an extension to a master data window or document.

Advanced dashboards are another innovation in SAP Business One version for SAP HANA. Advanced dashboards act like
supplementary cockpits that can open from your pervasive dashboards. For example, you want to know all your items’ sales
statistics, warehouse quantities, open service calls, gross profit, etc.

PUBLIC SAP Business One... To Go
26 © 2017 SAP SE or an SAP affiliate company. All rights reserved. The Personality of SAP Business One



An advanced dashboard can have multiple pages. In Figure 2-10, we see a dashboard with two pages: one for items and one

for customer analytics. Users can toggle between the pages.
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Figure 2-11: Advanced Dashboard

2433 Workbench

A workbench is composed of all documents and reports relating to a business process. This widget gives you quick and clear
access to windows without the need to use the main menu. SAP Business One provides 4 workbenches: sales, purchasing,
inventory and financials. By clicking the dropdown indicator, you can launch a report related to that business step.
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There are three additional types of widgets: My Recent Updates, Common Functions and Messages and Alerts (Figure 2-13).

My Recent Updates contains information on your newly added or updated objects. The Common Functions widget allows you
to organize your frequently used transactions and access them with one click. The Messages and Alerts widget clearly displays
urgent info in an easy-to-read way.
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Figure 2-13 My Recent Updates, Common Functions and Message and Alerts
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2.4.3.5 Business Object Count Widget

This widget shows you the result of a query as a number. It can count the number of activities that you created or are assigned
to. For example, it could display the number of all your open sales quotations or invoices. From the widget, you can drill down

on the number to get a list of the documents that are included in the total.

Click the number to open the report

Document In... Document N...

805 661
802 658
807 663
812 665

666

My Open A/R Invoices - Detailed Results

Customer C...

C40000
€23900
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C40000
C30000
€23900
C40000

Customer N...
Earthshaker Cc
Parameter Tect
Earthshaker Cc
Parameler Tect
Parameter Tect
Mashina Corpo
Parameter Tect
Earthshaker Ct
Microchips
Parameter Tect

Earthshaker Cc

|

Posting Date
08/0172014
08052014
081472014
08/22/2014
08/26/2014
0B/26/2014
09/08/2014
090872014
10202014
1072572014
101262014

Due Date

090112014
0910412014
091152014
091222014
091252014
097252014
100812014
1000972014
11192014
1172412014
111252014

My Open AR Inveices
My Open A/R Invoices

11

Open Amount  Original Am.

8175 8
954 a
408.75 408,
636 6

318 3
530 5
2,385 23
3,966.25 3,966,
649,500 649,5
341,850 3418
800,000 200,0

Figure 2-14 My Open A/R Invoices

1 Note

Customizing your cockpit: you can change the arrangement of the widgets or choose additional widgets for your

cockpit.

Use the pencil icon to edit the cockpit. Click the plus sign, to add widgets. To remove a widget, click it, hold down the
mouse and drag it to the trash can located in the bottom right. To create new KPI's and dashboards, use the
Pervasive Analytics icon located in the tool bar L] .

2.4.4 Document Windows

Now that you have the big picture of the main window, it's time to explain some of the general rules of the SAP Business One

user interface.

24.4.1 Window Operation Modes

There are four possible window operation modes in SAP Business One:

e Add: Add a new record or document

e Find: Search for existing records or documents

e View: View an existing record or document
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e Update: Modify the data of an existing record or document

Windows in SAP Business One have a default mode, which can be either “add” or “find,” depending on the context of what
you're doing. For example, when you choose the Business Partner Master Data or the [tem Master Data window, it opens

automatically in find mode because you will most often want to display information that has already been entered. When you
want to process a sales order or purchase order, on the other hand, the window opens automatically in add mode because you
usually want to add a new purchase order.

How do you know what mode you're in? The button in the bottom-left corner of the window changes to Add, Find, OK (for
view mode), or Update according to the current mode of the window.

You can switch between operation modes in several ways:

To add a new object (such as a document or master data record), use the add function. There are several ways to activate
the add function, such as the following:

o From the menu bar, choose Data — Add

o Press +[2] on the keyboard

o From the toolbar, choose the add icon

To find an existing object (such as a document or master data record), use the find function. SAP Business One displays
the object in find mode, with the Find button at the bottom-left corner of the window. There are several ways to activate
the find function, including the following:

o From the menu bar, choose Data — Find

o Press +[F|] on the keyboard

o From the toolbar, choose the find icon

When you enter or change data in an existing object, SAP Business One automatically switches to update mode, causing
the Update button to appear at the bottom-left corner of the window. Click on the Update button to save data you
entered or changed; click on the Cancel button if you don’t want to save or update data.

1 Note

Switching operation modes alert. You cannot always change data in a document or a master data record once it has
been added. At certain points, documents become read-only if the business process related to the document has
progressed beyond a certain stage or when one document has been copied to another. Data that cannot be changed
is usually grayed out.

2.4.4.2 Context Menu

When you are working in any window, you can click the right mouse button to open a context menu that provides access to the
most commonly used functions for that section of the window. Because these functions are context-sensitive, the options
change depending on the area of the screen you click on.

2.4.4.3 Row Details

Sales and purchasing documents include tables that provide information about quantities, prices, and descriptions. To work
with these tables easily and extend the view available on the screen, you can open the Row Details window. This window
allows you to view or edit rows in a table, such as that found in the Contents tab of a sales document.
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The Row Details window shown in Figure 2-15 can be opened by right-clicking the row number of the required item, by double

clicking the row number, pressing +[L], or by selecting Row Details from the menu bar’s Goto menu. Some fields are
“read only” and appear in gray. If a field is editable, once you enter the new data, the field updates automatically—that is,

there is no OK or Update button in this window.

Right-click or double
click row number to
access the Row Details
window
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Figure 2-15: Accessing the Row Details window

2444 Maximizing the Grid

If you have a large number of items to enter into a document, you can enlarge the grid on the Contents tab. Select

Maximize/Restore Grid from the context menu to enlarge the Contents table area. This allows you to focus on the items, while

you enter them. Once you are done, right click again to select the same option to restore the grid to its original size.
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2.5 Finding What You Are Looking For

SAP Business One provides you with extensive support for searching for objects (sales and purchasing documents, and
business partner and item master records in documents). The two main methods are discussed below: looking up business

partners and items from a Choose from List and using the toolbar arrows to scroll through documents or master data records
of a certain type.

2.5.1 Looking Up Business Partners and Items

SAP Business One makes it easy to look up business partner and item information while you are entering sales and purchasing
documents. Figure 2-16 demonstrates how to use the selection lists.

Tolocate an existing customer or item master data, click the Choose From List button
]

Sales Order v - Ox
Customer D Mo, Primary v o928
Marne Microchips Status Open
Contact Person Judy Brown i Pasting Date 10402 /2014
Customer Ref. Mo. Delivery Date
EP Currency ] Document Date 1040z /2014
Contents Logistics Accounting Attachments
Ttern/Service Type Item il Summary Type Mo Summary v
#  Itermn Mo, Quantiby Unit Price Discount 96 Tax C...  Total (LC) U..

1 1 $ 500,00 0.000 Y $ 500,00 Marw
2 0.000

Sales Employee Eill Levine v Toll Before Discount $§ 500,00
Owner Discount 9%

...or press Tab in a blank field. A selection list appears in a separate $0.00

window $ 41,25

$541.25

Remarks

Copy From 4

Figure 2-16: How to look up customers and items in a sales order

After you press the selection list icon, a selection list appears in a separate window. You can move through the list quickly by
typing the first character of the business partner code or item number; the selection list scrolls as you type. You can sort the

selection list, by double clicking the column header. Now you can type in the beginning of the value you are looking for, and

the system will search in the sorted column.
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If you are more familiar with customer names and item descriptions than with their codes, you can use a “wildcard” to search.
For example, to display a selection list of customers whose names begin with “Ch,” go to the Name field, type[Chl, and then
press T ab|to display the list. If you know that the name contain[Ch], type the wildcard character “[*|"first (* Ch])

If you know that only one customer name starts with “E,” for example, simply type [E]in the Name field and press[Tab]. SAP
Business One fills in the information for that customer in the sales order. The Item Description field works the same way for
finding item information.

If you have already enabled SAP Business One Suggest (General Settings, Display tab), start typing the Business Partner code
in the document header, or the Item code in the document rows, and SAP Business One will display a list like you'd find in a
search engine to help you more quickly find what you're looking for.

The same search methods are available in the master data windows as well. The only difference is that instead of pressing the
Tab key, you press[En t e | or the Find button at the bottom of the window.

2.5.2 Using Toolbar Arrows to Find Documents

One easy way to scroll through documents or master data of a particular type is to use the arrows on the SAP Business One
toolbar (see Figure 2-17). If you display a purchase order (by selecting Purchase Order from the SAP Business One Main Menu),
you can use the arrow icons to scroll quickly through all the purchase orders you have. This works for any type of document in
SAP Business One, such as sales orders, A/R invoices, as well as item and business partner master data records.

Click the double arrows to move to the first or last document; click the single arrows to move to the next or previous
document. Next and previous are determined by document number. To see the last few purchase orders you entered, for
example, in the Purchase Order window, click the right double arrow to go to the last purchase order and then click the left

single arrow to move to previous ones.

First Record U\Previous Record Next Record Last Re cord)J Refresh Record

B [x] PE HE =22

Figure 2-17: Using the SAP Business One toolbar arrow buttons

1 Note

Refresh Record: As of SAP Business One 9.2 brings a new option to Refresh Records.

Whenever you make a change and want to see the result instantaneously, press Refresh Record to display the
changes in a sales or purchasing document. Refresh Record is also available for master data (Business Partners,

Items, etc.).

2.6  Getting Where You Want To Go

SAP Business One has unique features that allow you to navigate quickly and successfully locate the information you need.
This section explains some of these navigational features.
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2.6.1 Orange Arrow Navigation

The orange link arrow =/ that appears in almost every window is perhaps the most powerful tool in the application’s user
interface. Wherever you see it, you can click on it to display a master data record (as shown in Figure 2-18) or the details of
master data settings, such as tax codes or payment terms. Sometimes the arrows lead to linked documents, such as a base
document or a journal entry. Link arrows enable you to drill down to more detail about a transaction without having to
perform a search or traverse a top-down menu structure.

Click on orange navigation arrow to drill down to master

AR Invoice
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Local Currency hd Code Marwal = Cutlomer ¥ Laesl Currency hd
Haena Masi-Tag Account Balance 205,479.7F
Fareign Mamne Draliveries BT ABEZ
Group Contlruckion ¥ Orders 213,905 55
Currency US Dollar ¥ Oppertunitiss [
Contents Faderal Tax ID LIS26-27524
Tam/Service Typs Ttarn
# Ttem MNo. Quantity Gipwrd | Conbact Parpans Addrasies Payrnenil Tesr Pyt Riun Agcounting Propertis Rerrarks Allaghiens
A0001 Tel 1 5E5-0110 Contact Person Max Teq
3 A0z Tal2 E55-0101 I MNo. 2
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Pa rda Advanced
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—

2.6.2 Drag & R

Figure 2-18: Using the link arrow to navigate from an invoice to master data

elate

The Drag & Relate feature is an interactive tool that allows you to display a wide array of real-time information about your
business quickly and easily. Drag & Relate generates ad hoc views of data by linking master data elements to transactions. The
feature searches transactions as well as master data, such as G/L accounts and business partners.

You can compare just about any two objects within SAP Business One. For example, you can link a customer code to the sales
order object and get a list of all sales orders for a particular customer. By dragging a master data object onto the list of
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transaction types on the Drag & Relate tab, you can gain an excellent overview of your company’s performance in certain

areas. In addition, you can further refine the resulting list by using the filter function

Figure 2-19 illustrates how you can use the Drag & Relate feature to get a list of A/P invoices for a particular item.

2.6.3

To use Drag & Relate, click and hold on a field that identifies data. Drag the outline of
\ the field to the desired transaction on the Drag & Relate tab.
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The Drag & Relate window appears with a list of documents that include information
related to the data you dragged to the Drag & Relate tab. Dragging item A00001 from
the A/P Invoice to the A/P Invoice Details area, displays all A/P Invoices rows that

include item AQ0001.

Figure 2-19: Using Drag & Relate to find A/P invoices for a particular item

My Shortcuts

You can assign specific keys, such as and so on, to be used as shortcuts in SAP Business One. So, if you are a very busy

purchasing agent for a manufacturing company and even two clicks are too far away for a purchase order, My Shortcut is the

perfect solution for your busy schedule.

SAP Business One... To Go
The Personality of SAP Business One

PUBLIC

© 2017 SAP SE or an SAP affiliate company. All rights reserved.

35



L1 . From the Menu Bar choose Tools 2 My Shortcuts 2 Customize_/

stomize N - X

2. Select function

key from the drip Allocation List
w Shortout Current Window
Sales Quotation
Module Window
Adrministration Sales Blanket Agreement
Financials Sales Quotation
Sales Opportunities Sales Order
Sales - AR Delivery
Purchazing - A/P Return
Business Partners AR Down Payment Invoice
Eanking AR Invoice
Irvventory AR Invoice + Payment
Resources AR Credit Memo
Production AR Reserve Invoice
MRP Document Generation Wizard

o] e | T I

3. Select the module and window for the key board shortcut and click Allocare

Figure 2-20: Creating user-defined keyboard shortcuts

2.6.4 Display Settings

You can change several display settings to personalize your SAP Business One workplace. You can add a company logo or staff
photo to the desktop. Other settings include user interface language, font size, color, and date and time formats. Choose
Administration — System Initialization — General Settings to make changes for the connected user.

2.6.5 Form Settings

In SAP Business One, each user can easily customize the content and behavior of most windows using the Form Settings
function.

To activate Form Settings, make sure the window you want to customize is open and active, then click on % in the toolbar or

choose Tools — Form Settings (CRTL]+[sh1 £ t]+[s]).

Although the Form Settings window varies depending on the content of window you are customizing, the typical Form
Settings window is divided into four tabs:

e Table Format: Customize how columns appear in the table (for those windows that contain a table)
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e Row Format: Determine how fields appear in the Row Details window associated with the table in the window you are
customizing

e Document: Make changes to the general settings related to the window and the table that you are customizing—but you
should note that the changes you make in this tab affect only the current document, and not all documents of this type

e Ul Elements: lists the fields and tabs that appear in the current form, allowing you to hide, or make fields invisible. This
includes fields in all areas of the document. See more in the Ul Configuration Template section

The Form Settings function is a very powerful feature. SAP Business One has many fields that are not shown by default. Using
Form Settings, you can select which fields are visible and which can be changed (the term for this is “active”). You can
rearrange the order of fields by clicking on a field name and dragging it up or down. One common customization is to display
the warehouse from which an item will ship on the Sales Order window. In Figure 2-21, we used the Table Format tab to make
the Whse field both visible and active, and we repositioned the field so that it displays without the need to scroll to the right or
open the Row Details window.

1 Note

The form settings are saved by user. To save time, log in using a user from each role, and make all the settings you
need. Once you are done, log in as a super user, open the user setup, located on the Administration — Setup —
General — Users, find each user and press the Copy Form settings. This will copy all the settings from the selected
user to the other users.

1. Checking the Visible box makes 2. Checking the Active box makes the field
the field appear in the table area gs - AR editable. The Visible box must be checked

te

Table Farm. UI Elernents
Find
# v
Type
Ttern Mo. vl [
EP Catalog MNo. O

Itern Description
ar Coda

IES
<

3. Toreorder columns drag the field up or down
and drop in the desired location
Regtore Default

Figure 2-21: Using the Form Settings function

2.6.6 Ul Configuration Template

You would like to make SAP Business One even easier to use by simplifying the user interface and by removing information
that your company doesn’t use. You can completely redesign your documents and master data, without any need for special
development skills.
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Sales Quotation in Ul Edit Mode
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The Ul Configuration Template lets you modify forms to remove, deactivate and reposition fields to meet your company’s
needs. You make the changes in a template, and then you can apply them to multiple users, or as a single user, you can modify
the form just for your own convenience.

Figure 2-22 shows the template screen. This example shows where you can create a template for sales employees so that each
sales employee sees a simplified version of their sales documents.

Figure 2-22: Creating Ul Configuration Template

To create a template, go to Administration — Utilities — Ul Configuration Template.

Then you select the form you wish to edit, and click the Edit Form Ul. Now you are in edit mode, and can start moving fields
around, simply by clicking them. You can right click a field and choose to hide or disable it. You can move fields from one tab
to the other and even change the table size and location.

You can also use the Ul Elements tab in the Form Settings window to make fields visible and active, and from here, you can
also hide an entire tab if you have no need for it. Figure 2-23 shows a simplified sales quotation form, with enlarged table area,
less visible fields, and fields that were moved from one area to the other.

Figure 2-23: Simplified quotation form
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To make Ul modifications just for your own use, open the desired form, and use the Tools —Edit Form Ul menu.

2.6.7 Customizing Field Names

Changing the names of fields in SAP Business One is remarkably easy. One of the most common customizations of the
Purchase Order window is to change the Vendor Ref. No. field to Vendor Invoice No. Changing this or any field can be
accomplished by holding down the key and double-clicking the field name. A window then pops up that allows the field
name to be changed or the original name to be restored. This change applies to all users. Only users with the appropriate
general authorization can modify field names.

Hold down the CTRL and doubile click the field name
to display the Changing Description window

Purchase Or -0 x
Wendar V10000 Mo. Prirmary ¥ 11051 -0

Marne Acme Associates Status Open

Contact Person Sarah k'srl i Posting Date 10/07 /2014

Wendor Ref, Mo, 10001 | Delivery Date 1007 /2014

BP Currency M ¥ Document Date 10/07 /2014

Changing Description - X
Original Description endaor Ref, Mo.
Mew Description Yendor Invoice #
Y roemat ] eold [ ntalics ummary s

Update E:i Enter a new field name and click Update

Figure 2-24. Changing field names

2.6.8 Adding User-Defined Fields and Tables

While SAP Business One provides a comprehensive set of fields in each of its modules, your company may need additional
fields to pursue day-to-day work or to conform to particular business practices. The User-Defined Fields and User-Defined

Tables setup (found on the Tools— Customization Tools menu) lets you create your own fields in existing SAP Business One
master data or transaction tables.

1 Note

Portal pointer. For detailed, step-by-step instructions on user-defined fields and tables, go to SAP Business One

Customer Portal at http://service.sap.com/smb/sbocustomer and download the “"How to Create User-Defined Fields
and Tables” guide.
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2.6.9 Filling in Fields with User Defined Values

Another example of the robust flexibility of SAP Business One is its User-Defined Values functionality. This feature can be used
to calculate values or to display defaults for both SAP Business One fields and user-defined fields.

For example, you might want a sales order to display the name of the delivery driver. In this case, you would use the User-
Defined Fields function to add a field to the sales order, and add user defined values to that field. The user-defined values can
be a static list of available drivers, one of which can be selected for the order. Alternately, the user-defined values can be a
query that automatically fills in the name of the delivery driver based on the location of the customer or other criteria. Because
user-defined values setup is an advanced feature, you may want to perform these types of customizations with the help of
your implementation partner.

1 Note

Link to System Objects: The User-Defined Fields and System Tables have been enhanced to allow users to link UDFs
to system objects. The benefits are: data integrity, greater visibility and ability to model flexible business scenarios.
Figure 2-25 shows the enhancement.

Field Data S
Title Goods_Receipt Description Goods Receipt
Type Alphanumeric Length 15

Structure Regular

Walidation Linked to Entities d

| (%) Link to System Object | Accounts -
) Set Linked Table OACT - Accounts
Link to UDO OCRD -  Business Partners
OITM = Items
OINY - AR Invoices
ORIN - AR Credit Memos
- QODLN - Deliveries
et Default Value for Field ORDN - Returns
ORDR. -  Sales Orders
Mandatory Field OPCH - AP Invoices
ORPC - AP Credit Memos
OPDM -  Good: Receipt PO

Cancel ORPD -  Goods Return
m SSand OPOR -  Purchase Orders

OQUT - Sales Quotations

ORCT - Incoming Payments
OIDT - Journal Entries
OVPM -  Outgoing Payments
OIGN - Goods Receipt
OIGE - Goods Issue
LOWHS - Warshouses

Figure 2-25. Link to System Object enhancement.
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2.7 Finding Answers to Your Questions

In addition to the support and training that your implementation partner can provide, a wealth of information about SAP
Business One features and functions is available through online help as well as on the customer portal.

2.7.1 Online Help

The online help provides details about many aspects of working with SAP Business One. If you are working with an unfamiliar
screen and want to gain an understanding of its contents, you can find definitions of every field on the screen in the online
help.

You can use SAP Business One online help in several ways. If you press [F 1], you get context-sensitive help; that is, help about
the particular screen you are on. Use +[F1]to get a field context help.

Selecting Help — Support Desk — Find a Solution from the main window menu bar displays an SAP Library window, which
allows you to search for a solution by key words. If you select Help— Welcome Screen, a new window opens with links to
different guides, end user training by role and additional documentation.

2.7.2 SAP Business One Customer Portal

The SAP Business One Customer Portal provides resources to help you master SAP Business One.
The portal is organized into areas for different types of activities, such as:

e Get Support: Collaborate with your implementation partner on technical support issues, search SAP Notes database, or
request a license key

e Solution Overview: Review general information about the application and learn more about how to integrate SAP
Business One with the SAP Business Suite family of business applications

e Documentation: Find documentation for the latest release, including release notes, how-to guides, and other useful

guides on specific features and functions

e Education: View e-learning courses on the key components of SAP Business One modules including accounting, banking,
master data, purchasing, and sales
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SAP SAP BUSINESS ONE CUSTOMER PORTAL

Home | Get Support | Solution Overview | Documentation | Implementation | Education | News |

Select La

lEngIssh . '-':ie
Workbench

€] Find Solution

&1 Contact Support
?J User Administration f s (
A CUSTOMER PORTAL
€] Discussion Forum
@ my Profie

ABOUT SAP BUSINESS ONE:

€] License Key SAP has g SAP One, a software application, specifically for small and midsize businesses. Used by over 20,000
customers today, it's an affordable, easy-to-use way to manage critical business functions across sales, distribution, and financials - all in a single
integrated software system. With SAP Business One, you can instantaneously access critical data that provides a complete and up-te-the-minute view of

your business - s¢ you can respond to customers faster and grow your business more profitably.
My Workbench [Edi]

Get Support

No Favorites stored. ®  Find a solution for known problems via the SAP Business One Notes database.

m  Get the answer to your problem or query from peers in the SAP Business One Forum on the SAP Community Network. Access is free of charge.
Register now
®  Contact your Support Provider directly via the web, by creating a message via the SAP Messaqge Wizard.

® Find in your Inbox the answers to your messages from our Support Provider.

Solution Overview: Research the details of the SAP Business One Solution, and learn more about how to integrate mySAP Business Suite with SAP
Business One (only available in English).

Figure 2-26: Using SAP Business One Customer Portal

SAP Business One Customer Portal is available in seven languages and is accessible at
http://service.sap.com/smb/sbocustomer. You need a valid S-user name and password to log in. Consult with your
implementation partner to get these.

2.7.3 SCN — SAP Community Network

Another excellent source for information is the SAP Community Network. When you log into http://scn.sap.com you can find
a community for each SAP solution, including SAP Business One. In the SAP Business One community pages, you can find the
latest news, post questions on a forum, and take training on SAP Business One in the SAP Business One Academy. Thisis a
public forum so it is accessible without an S-user.

2.7.4 SAP Business One on the SAP Learning Hub

You can access SAP Business One training on the SAP Learning Hub. Available course materials include presentations,
demonstrations and simulations on a wide range of SAP Business One topics. The training is available to public by registering
at https://training.sap.com/businessone. Once you are registered, you can easily and quickly go directly to the training you
need by using our SAP Business One Learning Journey: https://training.sap.com/shop/learning/journey/sap-business-one-
implementation.
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3  The Basics of Financial Accounting

In This Chapter

e Overview of Financial Accounting
e Setting Up Financial Accounting

e Performing Daily Procedures

e Maintaining Records

e Period-End Procedures

e Incoming and Outgoing Payments
e Cost Accounting

e Budgeting

e Cashflow

e Inquiries and Reports

SAP Business One delivers the tools and reporting capacity you need to manage your company’s finances effectively and
according to Generally Accepted Accounting Principles (GAAP). SAP Business One can bring your financial accounting to a
new level of automation:

e Real-time, really. Every time you add (or post) a transaction, your general ledger is updated. No need to batch journal
entries for later posting—unless that's what you want to do.

e Automatic journal entries. Perhaps the largest productivity boost in SAP Business One is its ability to create various
journal entries automatically—greatly reducing the need to make journal entries or corrections manually.

e Drill-down functionality. SAP Business One gives you the ability to drill down using the orange navigation arrows, not only
to the general ledger but all the way to the source documents of a transaction—another powerful labor- and time-saving
feature.

e Task automation. You can automate redundant tasks by using recurring postings and avoid posting mistakes by using
posting templates.

e Data integrity. To prevent users from posting manual journal entries to certain accounts, you can set up confidential
accounts. In addition, alerts help you manage expenses by informing you when expenses reach their budget threshold.

e Automatic and manual reconciliation. Transactions are automatically reconciled allowing you to save time and get
accurate reporting. In addition, you can conduct a manual reconciliation to close outstanding activity.

e Audit trail. SAP Business One provides a complete audit trail, allowing you to track who made changes to all data or
documents—and when.

3.1  Overview of Financial Accounting

The key to making the most of the finance and accounting features in SAP Business One is careful design and implementation
to make sure that every part of the application precisely describes and tracks the way your business works. Of course, most
companies come to SAP Business One with a well-established chart of accounts (and other financial accounting methods) as
well as legacy databases of customers, vendors, and transactions. Working with your implementation partner, you translate
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and migrate the way your business works into SAP Business One. The five-step process of setting up financial accounting is
shown in Figure 3-1.

These steps represent general guidelines. In any given implementation, the order of these steps may be changed or new steps
may be added to reflect the unique needs and circumstances of your company.

1 Note

Setup tip. When setting up your chart of accounts and financial accounting processes, discuss with your
implementation partner the types of financial reporting you require. Financial reporting requirements drive most of
the initial settings and configuration decisions. Your implementation partner knows the software and you know your
business; together you can make SAP Business One work for you.

Step 1: Tell SAP Business One how you divide the year
Set up your posfing periods up for accounting and reporting purposes
Step 2: These segments usually represent the specific business
Define your account segments units or activities that you want to frack
Assign each account an account code that is o
Step 3:
Create your chart of accounts

combination of your defined account segments.
Then create a chart of accounts that organizes all
of these accounts into higher level categories.
Step 4: Tell SAP Business One which accounts to use for
Make your G/1 account journal entries created automatically when you post
deferminations purchasing, sales, and inventory documents
Step 5:
Migrate your legacy data

Figure 3-1: Accounting setup step-by-step

Import data from existing sources
into SAP Business One

Account Formal record of a type of asset, liability, equity, revenue, or expense that shows its
beginning balance, increases and decreases (transactions), and resulting ending balance for a
specified period.

Control account Control accounts are linked to business partners. When a document is posted to the business

partner, the journal entry includes also the control account. Each customer has one default
A/R control account, and each vendor has one default A/P control account, however it is
possible to replace the control account in any document. A control account holds the total
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AJ/R or A/P balance for all linked business partners. Control accounts are included in the
balance sheet report, so their balance reflects your total balances for customers and vendors.
Manual journal entries cannot be posted to a control account.

Clearing account An account to which postings are recorded temporarily because of a time gap between
accounting transactions, organizational task distribution, or accounting transactions
requiring clarifications.

Active account An account in the chart of accounts to which journal entries are posted.

Account segmentation A bookkeeping method of creating account codes based on the hierarchical structure of a
business. The individual segments correspond to different business units, such as company,
division, region, department, group, and so forth, and to different categories, such as travel
expense, box office revenue, product line, and so forth.

Natural account segment | The first segment of an account code that identifies the type of account, such as fixed asset,
liability, revenue, expense, and so forth. Account codes can consist of numeric values only
when using account segmentation, or be alphanumeric in a company that is not using
account segmentation

Chart of accounts The index or coded listing of the accounts in a general ledger.

General ledger (G/L) The main accounting record of a business. The G/L uses double-entry bookkeeping; it usually
contains the accounts for all of a business’s assets, liabilities, profit, loss, income,
expenditure items, funds, and reserves.

Journal entry A record of a transaction that usually includes transaction date, titles of affected accounts,
amount of each debit and credit, and transaction description

Posting The process of recording journal entries (credits and debits) in the G/L

Transaction A business activity or event that debits one G/L account and credits another

3.2  Setting up Financial Accounting

Proper setup of financial and accounting functionality is the foundation on which much of the automation of SAP Business
One rests. With the right chart of accounts, posting periods, and account determination for automated journal entries, SAP
Business One takes care of many tasks that are usually performed manually. That is why we spend much of this chapter on
issues related to initial setup of financial accounting.

3.2.1 Step 1: Setting up Your Posting Periods

The first step, which you may have already taken with your implementation partner, is to establish your posting periods: Will
you have monthly posting periods? Daily? Somewhere in between? Will your fiscal year correspond to the calendar year or will
it cross calendar years?
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The first posting period must be defined at the time the company database is created. Afterwards, to set up new posting
periods, go to Administration — System Initialization — Posting Periods. From here, you can update the generated periods
(such as date ranges) and create new ones. You can also set or change the start of the fiscal year.

While SAP Business One is very flexible when it comes to setting periods and fiscal years, you and your implementation
partner should bear in mind the following important caveats:

e The beginning of the fiscal year can only be the first of the month

e Itisrecommended to create the posting periods from the oldest and up. Consider the oldest data you would like to
migrate to determine the first period

e You cannot have overlapping posting periods

e G/L account determination is saved by period and is copied from the previous period to the next. So make sure you define
your primary G/L accounts before you create additional posting periods

e The system determines which posting period the transaction belongs to using the transaction’s posting date

e Once you have created a posting period you cannot remove it from the system; however you can change the posting date
range

Posting periods have one of five period statuses:

e Unlocked. This is the default status for new period creation. This status allows all users to post any type of transaction.

e Unlocked Except Sales. This status allows authorized users to post all types of transactions except for sales documents.

This period status is often used at month- end time.

e Closing period. This status allows authorized users to post all types of transactions. Users that are not authorized for this
period status cannot post any activity to this period status. In the posting period setup screen, you can determine the
number of days, after the period has expired, to automatically change the period status to this status. This is commonly
used at month-end or year-end time.

e Locked. This status prevents all users from posting any activity to this period status.

e Archived. This status is assigned automatically by the data archive wizard and no transactions or documents can be
posted.

The period status can be changed back and forth any time (apart from the Archived status).

1 Note

Period Status Authorization. You can determine the authorized users for the different period statuses in the
Administration — System Initialization — Authorizations — General Authorizations. Select the user, and expand the
General module

3.2.2 Step 2: Defining Your Account Segments

If you plan to use a segmented chart of accounts, the next step for your implementation partner and you is to decide on and
define the account segments you need.

To define account segments, go to Administration — Setup — Financials — Account Segmentation. You must have at least
the first, natural account segment, but you can rename it or change its length, as you can with all other segments. Usually,
companies determine their account segments based on their business processes and financial reporting needs. They can
represent divisions, departments, regions, lines of business, entities, branches, and so forth. Figure 3-2 shows how account
segments are merged to create an account code.
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Receivables - Receivables

- Accounts Recsivable - Domestic (HO, USA, GA )

Type

1 HNatural 8 Alphanumeric
2 | Division 2 Alphanumearic
3 | Region 3 Alphanumeric
4 Department z Alphanumeric

Figure 3-2: A segmented account code

SAP Business One provides four default account segments and allows up to 10. During setup you can change the size and
name of any segment, as well as delete the entire segment, but the first segment must always be the natural account
segment. To delete segments, right-click the last segment row and choose Delete Row.

1 Note

Account segment alert. It is important that your implementation partner and you plan your use of account segments
very carefully because although you can add a segment, existing segments cannot be deleted once the very first G/L
account is created; and you cannot change the length or the type of a segment later on.
Once you have defined all your account segments in SAP Business One, you have created the foundation for a fully qualified
chart of accounts, which, in other words, is the concatenation of all account segments. A fully qualified account code, as shown
in Figure 3-2, includes all account segments. For example, a travel expense account code used by your company’s marketing
department looks exactly like the travel expense account code used by your sales department, except for the segment of the
account code representing the department.
Note that account segmentation is not mandatory. Depending of the company, and the county localization, segmentation

may not be necessary.

3.2.3 Step 3: Creating Your Chart of Accounts

Once you have determined your financial or posting periods and account segments, you are ready to create your chart of
accounts in SAP Business One. The organization of the chart of accounts follows GAAP in which there is a separate “drawer”
for accounts representing assets, liabilities, equity, revenues, cost of sales, expenses, financing, and other revenues and
expenses. These drawers, which have been defined by SAP, organize your accounts by level in a logical fashion appropriate to
your financial accounting and reporting processes. The drawers can be renamed to provide great flexibility to your business.

1 Note

Chart of accounts reminder. The chart of accounts is an index of all G/L accounts used by your business. Every G/L
account has an account code, an account description, and other properties that determine the functions of the G/L
account. To access the chart of accounts, select Financials — Chart of Accounts.
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In the Chart of Accounts window, SAP Business One asks you to characterize every G/L account as either a title account or an
active account and identify its level. Because only active accounts can be posted to in SAP Business One, it is a good practice
to have all your active accounts at the same level. In reports, a title account summarizes all the balances of each active account
below it. In the account segmentation shown in Figure 3-3, level 4 is the lowest level that contains postings of transactions.
Thus it is not mandatory to use all levels. You can have active accounts in level 3 or 2.

— Level 1: Drawer: Assets |

— O x

G/l Account | [Assets Level 2: Title: Current Assets ‘
Narmne Current Assets - Current Assels —
N N L= jth and Equiv - Cath and Cazh Equivalents
‘ Level 3: Title: Cash and Equiv ’// 11100000-01-001-01 - Cash on Hand (HO, USA, GA ) \—j
o e FCCmT 11200000-01-001-01 - Q'ysh at Bank - Checking (HO, USA, GA ) —
External Code 11210000-01-001-01 - ak Bank - Payroll (HO, USA, G& ) Lisbibities
Curency LS Dollar | 11220000-01-001-01 - at Bank - Savings (HO, USA, GA )
[ Cogfdentia o] g 11230000-01-001-01 - Bank - Credit Card (HO, US4, GA p—
11300000-01-001-01 - | Accourt Clearing (HO, US4, G
Balance 0,00 § - 11300001-01-001-01 = € Account Clearing - EUR (HO, U Equity
11300002-01-001-01 - C ccount Clearing - CAN (HO, L
GiL Account Properties 11400000-01-001-01 - C learing (HO, USA, GA ) —
Account Type Oither - 11500000-01-001-01 - westments (HO, USA, GA )
[ gontrol Account Level 4: All fully qualified [ "’
active accounts omestic (HO, USE —
oreign (HO, USA,
O Caeh Aceount . 12400000-01-001-01 - Allowance for Doubtful Debls (HO, USA, 1 Costof ales
[ Reval. (Currency) 12500000-01-001-01 - Inkerest Receivable (HO, USA, GA )
12610000-01-001-01 - Other Receivables (HO, USA, GA ) \—
[ ] Cagh Flow Relevant 12540000-01-001-01 - Travel Expenses - Advances (HO, USA, G Expenses
Relewant for Cost Accounting Inwenkory - Inventory
[[] Project 13100000-01-001-01 - Inwenkory - Raw Material (HO, USA, GA )
Distribution Rule 13200000-01-001-01 - Inwenkary - Work In Progress (HO, USA, o
[ eranch 13200000-01-001-01 - Inwenkary - Semi Finished Goods (HO, US Finaning
[7] Product Line 13400000-01-001-01 - Inwenkory - Finished Goods (HO, USA, G,
13500000-01-001-01 - Ivventory - Returns (HO, USA, G&) —
13900000-01-001-01 - Goods Clearing Account (HO, USA, GA) I and
Other Current - Other Current Aszets Expenses
m 14100000-01-001-01 - Prepaid Expenszes (HO, USA, GA )

Figure 3-3: Chart of accounts organized by drawers and levels

1 Note

Account activity alert. You cannot delete an account with activity against it. You can only make it inactive. When

using segmentation accounts you can modify the account code at any point in time

To add an account or a title, click the drawer or title that you want to add the new account under. Choose Data — Add from

the menu bar, and enter the complete account code, name, and other properties.

To rearrange your chart of accounts structure, use the Edit Chart of Accounts screen. Here you choose the account level and

location in the chart of account.
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1 Note

Setup Tip. It is possible to import your legacy chart of accounts from a text file using the Data Transfer Workbench

(DTW) tool provided by SAP. You must define the corresponding account segmentation setup as well as the

segments code prior to the import
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3.2.3.1 Foreign Currency Management

Foreign currency management is available for companies that use multiple currencies. In SAP Business One, you can specify
G/L accounts and business partners as local currency, specific foreign currency or as All Currencies. Defining an account as All
Currencies allows you to post documents and journal transactions to the G/L accounts or business partner in any currency, as
long as the currency is defined in the SAP Business One company. Reconciliations, reports, and balances of G/L accounts and
business partners with All Currencies are performed, calculated, and displayed in the local currency. In the Administration —
System Initialization — Company Details — Basic Initialization tab, you can determine whether a new G/L account is created
by default in local or all currencies. Once transactions have been posted, it is not possible to change the account from an Al
Currencies or a specific foreign currency account, however, it is always possible to change to All Currencies.

You can define an additional currency in the system for maintaining accounts. This is called the System Currency. If your
company is required to report to a parent company which is located overseas, you will define the parent company’s local

currency as the system currency.
All the system reports can be displayed in system currency, saving you the need to re-valuate your financials and other reports.

To define your local and system currency go to Administration — System Initialization — Company Details — Basic

Initialization tab.

1 Note

Foreign Currency maintenance. When working with foreign currencies, you must manually maintain the exchange
rates in the Exchange Rate and Indexes table located in the Administration module. If there is no rate available for the
current date, the system will automatically open the table for you to enter the exchange rate.
In certain cases, the system posts exchange rate differences automatically. This can occur for example when you pay an
invoice using a foreign currency. If the payment rate varies from the invoice rate the difference is posted to an exchange rate
differences account defined in your G/L account determination. Periodically you should run the Exchange Rate Differences
utility to manually identify and post additional exchange rate differences.

3.2.4 Step 4: Making Your G/L Account Determinations

One of the key advantages of SAP Business One is its ability to create various journal entries automatically, particularly those
involving sales, purchasing, and inventory transactions. In SAP Business One, when an invoice is created, the accounting
entries are created at the same time. But how does the application know how to create those accounting entries? G/L account
determination is the process of telling SAP Business One in which accounts to put various sorts of automatically created
accounting entries.

To take full advantage of the application’s robust automation, you must take special care to provide SAP Business One with

the correct information in the G/L Account Determination window.

To specify G/L accounts, go to Administration — Setup — Financials — G/L Account Determination.

1 Note

G/L account determination tip. Your company’s controller or accountant should provide final approval of your G/L

account determination settings.
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3.24.1 Basic Procedure

Determining your G/L accounts thoroughly and accurately is crucial to the automatic creation of journal entries in SAP

Business One.

1 Note

Portal pointer. For detailed G/L account determination instructions, consult your SAP implementation partner and

download the *How to Determine G/L Accounts for Automatic Creation of Journal Entries” and “How to Make the

Initial Settings in SAP Business One” guides from SAP Business One Customer Portal at
http://service.sap.com/smb/sbocustomer.

Figure 3-4 shows the G/L account determination setup window. Some accounts are mandatory, for example, the revenue

account under the Sales tab. The revenue account is the default revenue account used for any A/R invoice. It is overridden if

another revenue account is specified in item or warehouse master data.
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Specify the primary accounts by period and module

S

=&

—
. = Y
G/L Account Determination - X
Pariod Seaction
| Ssles | Purchasing General Inventory = Resources WIP Mapping |
General l Tax '
Accounts Receivable u [V] Permit Change of Control Accounts
Defaukt Customer for A/R Invoice and = 99939 One Time Customer
Payment
# Type of Account Account Code Account Name Advanced Rules A
Domestic Accounts Receivable =) 12100000-01-001-01 Accounts Receivable - Domestic (HO, USA, GA
Foreign Accounts Receivable =P 12200000-01-001-01 Accounts Receivable - Foreign (HO, USA, GA )
Checks Received =P 11300000-01-001-01 Checking Account Clearing (HO, USA, GA )
Cash on Hand =) 11100000-01-001-01 Cash on Hand (HO, USA, GA )
Overpayment A/R Account =p 42300000-01-001-01 Miscellaneous Income (HO, USA, GA)
Underpayment A/R Account = 62200000-01-001-01 Write-Offs (HO, USA, GA)
Payment Advances =P 62200000-01-001-01 Write-Offs (HO, USA, GA)
Realzed Exchange Diff. Gain =) §2100000-01-001-01 Realized Gain (HO, USA, GA )
Realized Exchange Diff. Loss =P 82200000-01-001-01 Realzed Loss (HO, USA, GA )
Cash Discount =p 51200000-01-001-01 Discounts Allowed (HO, USA, GA )
Revenue Account =P 41100000-01-001-01 Sales Revenues - Domestic (HO, USA, GA ) =P 2 Rules
Sales Credit Account =D 41100000-01-001-01 Sales Revenues - Domestic (HO, USA, GA )

e e

Figure 3-4: Mandatory fields for G/L Account Determination: Sales tab

1 Note

Inventory alert. The Inventory tab is active only if the Use Perpetual Inventory checkbox is selected on the Basic
Initialization tab. Go to Main Menu — Administration — System Initialization — Company Details.
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1 Note

Setup tip. Your implementation partner will make sure additional primary accounts are defined, such as tax accounts,

credit card clearing accounts and house banks. Use the corresponding setup menu to define these accounts.

3.24.2 Advanced G/L Account Determination

Once the primary accounts are defined, you have the ability to define more complex rules for determining the appropriate G/L

accounts to be used. Let's look at an example. If you sell an item that belongs to the accessories item group, and from
warehouse number 01, you want the posting to go to a designated revenues account, as well as a COGS account. However if
you sell an accessory from warehouse number o2, different accounts are to be used.

So first you set the determination criteria, for inventory and resources, to identity which criteria you which to take into
account: figure 3-5 shows 4 active determination criteria for inventory, however you have up to 10 that can be activated.

Cetermination Criteria - Invy — O X

#  Deterrination Criteria Active

Ship-to Country

Itemn Group

Itemn Code

wiarehouze Code
Business Partner Group
Federal Tax ID

Ship-to State

Tax Code

EP Caode

10 BP Type

L= = e I L R o L

OO00000ORE

Update Cancel

Figure 3-5: Determination Criteria

Next, you specify the rules for determining the appropriate accounts. From the G/L account determination window, press the
Advanced button. Figure 3-6 shows how you can set up different revenues and COGS account by item group and warehouse.
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Account rules are by period

Advanced G/L Account D?(’b\\qatlon Rules - Inventory

Period 2016 il

Priority Code Ship-to Country Item Group  Item Code  Warehou... Duscription Active Inventory Account  Rewenus Accourt Cost of Goods ...
1 Rev_CA  Canada - Al > > &l - = 41Z50000-01-00

2z Rew_ACC Al wlaccessorien ™ Al ol - t‘cﬁmm for WHOL [~ A1110000-01-00:

3 Few _ACCIG AN Tl Accessories ¥ AN - 02 v For WH 02 [w! 41300000-01-00:

4 %

! %'» T :

Choose the rule: item group,

combined with the warehouse Choose the accourltls to be
code used, when the rule is met

.

Figure 3-6: Advanced G/L Account Determination Rules

1 Note
Setup Rules: you can have an unlimited number of rules, using different criteria. When the system posts a transaction,
it looks up the list of rules, by priority, and once the rule is met, these are the accounts that will be used.

For accounts that remain blank in this window, the system looks them up in the G/L account determination window.

1 Note

Journal Entry Preview: to ensure the system picks up the right accounts, based on the G/L account determination and
rules, you can preview the Journal Entry for any document, before it’s actually posted. Simply right click in the
document window, and select Journal Entry Preview

1 Note

Align Postings with Documents: to avoid ambiguity, starting with SAP Business One version g.2 creates journal
entries with several rows that are linked to respective rows in the marketing document whenever the same G/L
account is used. This enhancement provides for more detailed reporting and select Journal Entry Preview

3.24.3 IFRS: International Financial Reporting Standards

International Financial Reporting standards (IFRS) provides standards, interpretations and the framework for the Preparation
and Presentation of Financial Statements (in absence of a Standard or an Interpretation) adopted by the International
Accounting Standards Board (IASB). SAP Business One allows you to meet these standards, in addition to GAAP and local
standards by enabling the parallel account model.
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For more information on how to implement the parallel account model in SAP Business One see the How-To Guide for Parallel
Accounting and the white paper SAP Business One in an IFRS Environment in the Documentation area of the Customer portal.

3.2.4.4 Multi Branch

You can activate the multi branch feature to enable you to work across branches on one company database, but only with
authorized data. For example, a company with several stores could use a single company database to manage all their stores
as branches. Although the data is centralized in one database, the data for each individual store can also be manipulated and
reported separately.

Major functions of this feature include:

e Documents are created for specific branches and only with master data, such as warehouses and business partners that
are assigned to the branches.

o Different branches can share some common data and settings, for example, items, business partners, users and
document settings.

e You can create purchasing documents from one branch based on sales documents from another branch.
e You can run reports for specific branches, as well as compare branches.
e Dedicated authorizations to users to access one or more branches in SAP Business One.

You can enable multi branches on the Basic Initialization tab of the Company Details window. Additional settings are done in
the Setup menu for Financials.

3.2.5 Step 5: Migrating Your Legacy Data

When making the change from your legacy financial accounting system to SAP Business One, you are faced with the challenge
of having to keep historic data online for audit and research purposes as well as for ongoing day-to-day business activities.

The data transfer workbench for SAP Business One is a migration tool that enables you to transfer data from your legacy
system into SAP Business One. It transfers master data, such as business partner and item records, as well as transaction data,
such as orders, invoices, and balances, since both types of data need to be available in SAP Business One.
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1 Note

How does the data transfer workbench work? Legacy data is exported into Microsoft Excel spreadsheet templates and
then imported into SAP Business One. Legacy data migration is a process that is best done collaboratively with your
SAP implementation partner. It is not recommended to import past activity that was already closed. Only import
your master data, open documents, and opening balances for items and G/L accounts.

Another useful tool that you can access inside SAP Business One is the Import from Excel. Since this is not used for financial
data, we will discuss it later on when we discuss master data.

3.25.1 Setting Up 1099 Vendors (United States)

In the United States, certain vendors are subject to 1099 reporting, meaning that payments to them must be tracked and
reported to the United States Internal Revenue Service (IRS). With a little setup, SAP Business One automates the tracking of
payments that are subject to 1099 reporting and automatically creates 1099 forms at tax time.

When importing any existing vendor master data into SAP Business One, you should designate your 1099 vendors as such.
This saves you from having to change business partner master data manually.

For setting up new vendors, you should know that the process of tracking 1099 payments starts in the Business Partner Master
Data window. The Accounting tab has two sub-tabs, General and Tax. In the A/P invoice window, you can override the default
form and box if needed. Figure 3-7 shows two boxes on the lower right of the General tab that allow you to specify which 1099
form will be used to track payments to this vendor and the category for payments. With these boxes set, the payments to this
vendor are tracked so that a 1099 form can be created and sent to the IRS as required.

Business Partner Master Data - 0O x
Code Manual WF0000 Wendor 7 Local Currency il
Mame SMD Technologies Account Balance -7,783.19
Foreign Mame Goods Receipt POs =235,806 57
Group General Supplhies ¥ Purchase Orders =62,746.03
Currency US Dallsr v
Federal Tax ID US11-345650
Geperal Contact Pergons Addresses Payment Terms Payment Run Accounting Propertjes Rermnarks Attachrnents
General Tax
Consolidating BP
*) Payrnant Consclidation Delivery Consclidation
Control Accounts n
Accounts Payable 21100000-01-001-01 Accounts Payable - Domestic (HO, USA, GA )

Payment Advances

1099 Form 1099 MISC i
1099 Box 03 - Other income ¥

Planning Group
[ affiliate
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Figure 3-7: Setting the 1099 Form and 1099 Box

1 Note

Setup Tip. If you started working with the system in the middle of the year, you have the option to enter 1099
opening balances for your vendors. Go to Main Menu — Administration — System Initialization — Opening Balances
— 1099 Opening Balances.

3.3  Performing Daily Procedures

Once you have set up your chart of accounts and your G/L account determination, you are ready to use SAP Business One for
day-to-day activities as well as for period- and year-end closing tasks.

3.3.1 Posting Manual Journal Entries

The majority of journal entries in SAP Business One come from one of the other modules; sales, purchasing, payment, and
inventory documents post transactions automatically to the G/L. However, in GAAP accrual-based accounting, you sometimes
need to make manual journal entries in the G/L, such as depreciation entries, accrual entries, correcting entries, and the like—
anything, in other words, that would not come from one of the other SAP Business One modules. When a journal entry is
added manually, it is recorded immediately and cannot be deleted—only reversed. (To do so, see Reversing Transactions later
in this chapter.)

Using the Journal Entry window shown in Figure 3-8, you can create journal entries manually. The purpose of manual journal
entries is to record transactions that are not automatically initiated from a sub ledger or from another process within SAP
Business One. For example, a manual journal entry might be used to record a finance charge to a customer account or a service
fee to a bank account.
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The Origin and Origin No. fields indicate what the source of the journal entry is. Click
the orange arrow to display the source document. In this example A/R Invoice

Journal Enfry -0 x
Series Mumbe ue Dabe Doc, Date Remarks ["] Fixed Exchange Rate
Primary i11/19/2014] [ 10/20/2014 AR Trwoices - C30000
Crigin Ternplate Type Template Indicator Project
IN 873 5152 il
Trans. Code Ref, 1 Ref. 2 Ref. 3

il £
Elanket Agresment
¥ Expand Editing Mode

# G AcchBP ... Gl Acct/BP Mame Debit Credit Ref. 1 Ref. 2
1 CE0000 Microchips § 643,500.00 E73

2 ZZ200000-01-1 Sales Tax Accrual (HO, $ 25,500,00 672

3 22230000-01-1 Sales Tax Accrual - Co § 12,00000 673

4 ZZ240000-01-1 Sales Tax Accrual - Cit § 12,000,000 672

5 41100000-01-1 Sales Reverues - Domd § 600,000.00 673

$643,50000  § 649,500.00

“ /\ [ igplay inFC ~ [] Display in 5C

‘ Debit must be equal to credit or the journal entry cannot be added

Figure 3-8: Entering a manual journal entry in the Journal Entry window

To create a manual journal entry, go to Main Menu — Financials — Journal Entry. A journal entry can be displayed and created
in an expanded editing mode or reduced editing mode.

To enter amounts in foreign currency for an account defined as All Currencies, or to enter a specific foreign currency account,
check the Display FC box.

In some cases, you may receive a large journal entry from your accountant, for example for payroll, in an Excel worksheet. All
you need to do is copy the rows in Excel, and paste them into a journal entry window. Make sure the columns in Excel match
the columns shown in the SAP Business One journal entry to make this operation successful.

1 Note

Journal Entry tip. Normally from the Journal Entry screen, you make postings to G/L accounts. To display a list of G/L
accounts from the G/L Acct/BP Code field, press|T ab]. You can also use a journal entry to book an entry to a business
partner code (for example, when posting a finance charge to a business partner account). To display a list of business
partners instead of a list of G/L accounts, press + in the G/L Acct/BP Name field.

1 Note

Setup tip. You can define default settings for manual journal entries, such as whether to block posing of an
unbalanced journal entry in a foreign currency, or whether the row posting date can be edited. Go to Main Menu —
Administration — System Initialization — Document Settings — Per Document tab and select Journal Entry from the
drop down list. Some of these defaults can be overwritten in the journal entry window, using Form Settings.
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3.3.2 Making Recurring Postings

Some transactions recur monthly or weekly. The transaction amounts may not be the same each time and the percentages
may not necessarily be fixed (although they recur on dates that are known in advance and are usually made up of the same G/L
accounts).

You use recurring journal entries for expenses such as depreciation, equipment lease payments, payroll, and office rent and
utility costs.

To access recurring postings, go to Main Menu — Financials — Recurring Postings.

When you define a recurring posting you must specify all the accounts or business partners, as well as actual amounts. You will
determine the frequency and the expiration of the recurring posting. The system will duplicate the original posting each time
the date arrives, and will allow you to either add the posting as is, or modify it before the final posting to the general ledger.

Another way to work with a recurring posting is to set the frequency to Template, and then use the recurring posting as a
template each time you post a manual journal entry.

3.3.3 Using Posting Templates

Posting templates help streamline the posting of individual journal entries that repeat from period to period but where the
actual amounts are not known in advance. You create a posting template with percentages defined in the rows, instead of
amounts. When you post a journal entry based on a posting template, you enter an amount on one of the rows and the system
allocates the amounts in the other rows according to the percentages defined in the template

You can use the posting template function to allocate an expense, for example, marketing costs, as a percentage over two or
more departments. With a posting template, you can take 100% of one account and allocate it automatically to the other
relevant accounts based on fixed percentages.

It is also possible to leave certain rows without an account selection and instead provide a description for the type of account
or business partner that should be selected when the journal entry is posted.

To access the posting template function, go to Main Menu — Financials — Posting Templates.

334 Using Journal Vouchers

You can use journal vouchers to review a batch of financial transactions before posting them. Before you post the entries as
journal vouchers, you have the opportunity to edit, change, or delete entries, as required. Let’s consider a couple of situations
in which you would use journal vouchers. Perhaps you're training a new employee, and rather than risking that some or all of
the new employee’s journal entries might have to be reversed, you can allow the new employee to create journal vouchers that
you can review. This eliminates the risk that the new employee could post incorrect journal entries that would have to be
reversed later. You can also use journal vouchers to perform what-if analyses. You can run the cash flow report and include
open journal vouchers to determine the effect of the postings before you actually post them.

Another advantage is that a journal voucher can be saved temporarily even when unbalanced. If you have a very large journal
entry that you are working on and wish to come back to it later, the voucher allows you to save your work before the entry is
complete.

In other systems, a journal voucher sometimes is used for a single journal entry. In SAP Business One, a journal voucher is

always used for a batch of transactions, meaning that you enter multiple journal entries in one voucher. When you post the
voucher to the general ledger, all the journal entries contained in the voucher are posted together.

SAP Business One... To Go PUBLIC
The Basics of Financial Accounting © 2017 SAP SE or an SAP affiliate company. All rights reserved. 57



To create a journal voucher, go to Main Menu — Financials — Journal Vouchers.

3.4  Maintaining Records

A variety of tasks come under the category of maintaining records, including reversing transactions, editing G/L accounts, and
editing 1099s. This section covers these maintenance topics.

34.1 Reversing Transactions

You have the ability to cancel a manual journal entry by locating it, right click and select Cancel. A new journal entry opens,
with the amounts reversed, and all you need to do is add.

Alternatively, you can schedule a reversal of a journal entry by date. Automatic reversal of manual journal entries is usually set
up to occur on the first day of the following month. For a list of manual journal entries scheduled for reversal, go to Main Menu
— Financials — Reverse Transactions. Note that this option is used primarily during month- and year-end closings.

Check the Reverse box and enter a reversal date for manual journal entries

Journal Entry \B -0Ox
Saries Mumber Posting Date Due Drate Dac, Date Remarks eSinadExck, Eak
Prirnary 3826 104072014 10/07/2014 10,07/2014 7| Reverse 12f31/2014 |
Origin Crigin Mo, Trans. Mo, Template Type Template Indicator Project | Adj. Trans. (Period 13)
X 3826 5159 b
Trans, Code Ref. 1 Ref. 2 Ref, 3
- Autornatic Tax
Blanket Agreement

¥ Expand Editing Mode

# G AcchBP ... G Acct/EP Name Debit Credit Ref. 1 Ref. 2
1 11100000-01-1 Cash on Hand (HO, U $ 100,00 |
2 11200000-01-1 Cach at Bank - Checkin § 100.00

Figure 3-9: Automatic reversal of manual journal entries

1 Note

Setup tip. The reversal transaction can either post negative amounts on the same side, or post a debit to reverse a
credit and a credit to reverse a debit. To determine the reversal method, go to Main Menu — Administration —
System Initialization — Company Details — Basic initialization tab.

3.4.2 Editing G/L Accounts

In the normal course of business, you may have to adjust the chart of accounts from time to time. Using the Edit Chart of
Accounts window, you can make changes to the chart of accounts, create new accounts, rearrange groupings, and change and
edit existing accounts.

PUBLIC SAP Business One... To Go
58 © 2017 SAP SE or an SAP affiliate company. All rights reserved. The Basics of Financial Accounting



To display the Edit Chart of Accounts window, go to Main Menu — Financials — Edit Chart of Accounts, or Administration —
Setup — Financials — Edit Chart of Accounts.

Creating codes for a set of newly created accounts is a common task when adding new accounts. The account code generator
is a tool that enables you to assign codes to newly created account segments at the click of a button. In addition, you can insert
a new G/L account in a number of different account segments (for example, departments) simultaneously. To access the
account code generator, select Financials — Account Code Generator.

343 Editing 1099s (United States)

Vendors that are assigned a 1099 form within business partner master data will have A/P invoices and credit memos that
accumulate 1099 amounts for year-end reporting to federal authorities. If a document is incorrectly posted with the wrong
1099 amount, form, or box, you can use the 1099 editing function to modify the data. To access 1099 editing, go to Main Menu
— Financials — 1099 Editing.

Change the 7099 Form and Box for unpaid invoices and credits ‘ | Edit 1099 Amountfor paid invoices
I l

1099 Editing \j
Wendor Code Wendor Mame  Inwoice Mo, Posting Date  Inwoice Amownt 1049 Form ™ 1 % Paymant Paymenk No,  Payment Amount o
WF0000 EMD Technolagii 422 216500 1099 MISC 03 - Other in 256 21650 218 50
70000 SMD Technologic - 424 7577501093 MISC 03 - Cther in 257 7877 7E7TE

Figure 3-10: The 1099 Editing window

344 Reviewing Changes to Data: Audit Trail

When a change is made to a document, master data record, or setup element, an audit trail is created. To view these changes,
select Tools — Change Log from the SAP Business One menu bar to display a Change Log window that lists changes, including
user, date, and time, that have been made to that particular document or master data record. You can then click on an entry to
see the change that was made. If there are multiple changes, hold down [C t r 1]and click on two or more lines, then click on
Show Differences in the lower right of the Change Log window to see what has changed between iterations of the document.

For audit purposes, SAP Business One allows you to view the Access Log from the Tools menu. The access log shows a list of
users, and their login information. You can track which user logged onto the system, the times they logged on and off, and
whether there was a failed attempt to log in with a certain user ID.

3.5 Period-End Procedures

Much of the work of financial accounting takes place at the end of each period and at the end of the year when transactions
are examined and any corrections or adjustments are made. SAP Business One supports such activities in a variety of ways.
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3.5.1 Period-End Closing Checklist

Period-end activities take place at the end of the month or the end of the quarter, or both, depending on how your financial

accounting processes work. In either case, the checklist at the end of the period is much the same.

Make sure that all transactions for the period were posted properly, including adjustments and accruals

Print trial balance (a balance of each account and a current status)

Print vendor liabilities aging and customer receivables aging reports to reconcile receivable accounts with the G/L
Print inventory audit report to reconcile inventory with the G/L

Print financial statements

Make a backup of your database and put it in an off-site storage location

Close or inactivate the fiscal period by locking it using the posting period window

3.5.2 Year-End Closing Checklist

Year-end closing is a big event that affects many aspects of how SAP Business One operates. For example, a year-end close

will zero all profit and loss account balances to the retained earnings account. Balance sheet accounts are summarized,

bringing the balances forward as the beginning balances in the new fiscal year. All of this activity takes time, of course. The

year can remain open until all adjusting entries are received from accountants and other reporting entities.

Here is a general year-end checklist:

60

Post final transactions for the period in all modules

Complete the period-end procedures

Post any final adjusting entries in the G/L

Close the last period of the fiscal year

Make a backup of your database and put it in an off-site storage location
Print 1099s

Print a final detailed trial balance

Print financial statements

Set up a new fiscal year

Run the period-end closing routine to close the fiscal year

1 Note

Year-end closing alert. It is strongly recommended that you consider your year-end closing processes during setup
and implementation. Soon after going live with SAP Business One, perform the first-month or first-quarter closing
together with your implementation consultant. Download the “Tips for Year-End Closing” guide from SAP Business
One Customer Portal at http://service.sap.com/smb/sbocustomer.
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3.53 Data Archiving

As part of the period end procedure, you may consider using the Data Archiving wizard. If your company database is over two

years old, you can optionally delete old activity such as sales and purchasing documents, inventory documents, sales

opportunities, and more. Archiving old data helps you to reduce your database size, increase performance, reduce hard disk

space needed for backups, and even allow faster upgrades when a new version is available. Once you remove the old
transactions you can also manually delete master data that is no longer is use, such as customer, vendors and items.

As you already learned, in SAP Business One you build one document from another, and journal entries are posted

automatically with the document. For example, a sales quotation was copied to an order that was copied to two deliveries. The

deliveries were copied to one A/R invoice which was fully paid. This is called a closed cluster. It means that all the transactions

that are involved in a particular workflow are closed. The data archiving only removes closed clusters. In our example, if the
invoice was partially paid, that means that the cluster is open, and none of these transactions will be removed. These
prerequisites are important to keep the data integrity and consistency.

3.53.1 The Data Archiving Wizard

To open the wizard, go to Administration — Utilities — Data Archive Wizard. Figure 3-11 describes the main steps of the
wizard.

Wizard Options Archive recommendations [ Journal Entry
Compression

Rules

eSimulation Parameters eView by cluster or
eActual Run ePeriod document
eLoad saved run eRate o Drill Down to cluster

eSearch across data eFilter displayed
archive run transactions

ePeriod
*Sub Period
*Month

Figure 3-11: Data Archive Wizard’s Main Steps

The wizard options consist of:

e Simulation. This will provide you with the information of what data will be archived, indicate non-removable clusters, and

show expected results regarding the total number of transactions that are removed, and database size at the end of the

process.

e The actual run will complete the process by removing the appropriate transactions and shrink the database size. You must

conduct a backup prior to the actual run. Note that there is no roll back option other than to manually restore the
company backup.

e Loading a saved wizard run lets you view previous archiving runs in case you wish to search for a particular transaction or

cluster.
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e You can search for certain transactions across multiple data archive runs, in case you do not know in which run the
transaction was removed. You can search by date and transaction type.

In the archive parameters, you select the posting period range you would like to archive. The start date of the archived period
is always the first period of the company. You can only archive periods that are 2 years or older then the system date.
Additionally, the period must be locked, and a period end closing process applied to it.

In the recommendation step you can view all the transactions included in the date range. The wizard displays both removable
and non-removable transactions grouped by cluster, or without grouping. You can drill down to a specific cluster to view all
the transactions belonging to it. The archiving wizard removes transactions such as sales and purchasing documents, sales
opportunities, activities, payments and inventory revaluation. The wizard does not remove master data, such as customer and
items. These will have to be removed manually by the user, after the wizard completed the transactional information.

Since journal entries are removed from the system, the accounts balances must remain intact. Thus during the archiving
process consolidated journal entries are created to reflect those balances. You can choose to consolidate by period, sub period
or by month.

3.5.3.2 Data Archiving Checklist:

e Run asimulation to find open clustered that can be closed
e Close open clusters
o (Create a backup of the company database

e Runthe data archive wizard

1 Note

Audit trail. The data archive wizard creates a read only database backup that can be restored later on. This database
consists of all the data before the deletion. For audit purposes, you can restore this back to view old transactions.

3.5.3.3 Master Data Cleanup

After you have completed the data archiving, you can run the Master Data Cleanup Wizard. This is also located under the
Administration —Utilities.

Here you can delete any bulk master data that is no longer needed. You can remove: items, business partners, G/L accounts,
projects, distribution rules, tax codes and employees that have no activity.

3.6 Incoming and Outgoing Payments

In SAP Business One, the functionality and reporting associated with processing payments are accessed through the Banking
module. This section provides only the basic information you need to get started. When processing payments you should
select the transactions to be closed by the payment, either fully or partially. If there is no prior transaction to select, or you are
unsure which transaction applies, you can enter a Payment on Account.
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3.6.1 Incoming Payments

Incoming payments can be received in four ways: cash, checks, credit cards, and bank transfers. SAP Business One handles all

of them in basically the same way—either by making a payment against a specific A/R invoice or by making a payment to a

customer against two or more A/R invoices.

3.6.1.1 Creating Incoming Payments for Specific Invoices

The following steps explain how to create an incoming payment against specific invoices:

1.  Gotothe Banking — Incoming Payments — Incoming Payments window shown in Figure 3-12

2. Click the selection list button to the right of the Code field and then select a customer

3. Review the Documents for Payment table that displays all the open invoices for the customer

4. Select the invoices for which you want to apply a payment (check the selection box next to the row number); the
cumulative amount is displayed in the Total Amount Due field in the footer of the window

5. Change the Total Payment amount field to do a partial payment

6. Select the payment means icon ® from the SAP Business One toolbar to open the Payment Means window. Select the
tab for the desired payment means, fill in the relevant details, and click OK, which brings you back to the Incoming
Payments window.

7. Click Add to post the document
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Figure 3-12: Incoming Payments window

Once the incoming payment document is added, the following actions are taken:

Deselect all Select All Add in Sequence

e Journal entries credit the customer’s accounts receivable control account and debit the bank account or a clearing

account.

e The paymentis applied to the invoice.

e The paid invoices are closed and no longer appear in the Open Items List, Documents for Payment table and in the

customer’s receivable aging report.

e When a partial payment is processed, the selected invoice remains open for the balance due amount

e When a full payment is processed, the invoice and the payment are internally reconciled and closed.

o Ifthe payment is made by check, cash or credit card, the payment is posted to a clearing account, and a deposit document
must be processed in order to transfer the funds from the clearing account to the house bank account

3.6.1.2

Creating Incoming Payments on Account

You can accept incoming payments without reference to specific invoice(s)—for example, a one-time point-of-sale purchase.
To do this, you check the Payment on Account checkbox of the Incoming Payments window and fill in the required
information. Once the incoming payment document has been posted, the appropriate journal entry is created.
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3.6.2 Outgoing Payments

Just as with incoming payments, there are, generally speaking, four ways of sending outgoing payments: cash, checks, credit
cards, and bank transfers. You can perform the following activities:

e Create outgoing payments for business partners and accounts using various payment means;

e Print and void checks for a payment for various purposes, including employee bonuses;

o Create, trace, and process drafts of outgoing payment documents and drafts of checks for payment; and
e Generate a Check Register Report

The main difference between incoming and outgoing payments is the need to define an account for the different payment
means. For example if you create an outgoing payment with cash, you must select the outgoing cash account for the
transaction. In this case, it can be your house bank account or a petty cash account.

For more information about managing outgoing payments with SAP Business One, consult the online help.

3.6.3 Special Scenarios

You can define a maximum amount for over and under payment situations. One situation might be if your customers always
round the invoice amount, which may result in up to $1 difference between the invoice and the payment. To define the
allowed over or under payment maximum amount, go to Administration — System Initialization — Document Settings — Per
Document tab and select Incoming/Outgoing Payment from the drop down list.

When you process the payment, and if the payment difference is within the amount defined as an under or over payment, the
system processes the payment as a payment in full. A posting is made to the business partner for the payment amount, and
the small difference is posted to a dedicated G/L account you define in the G/L Account Determination.

Cash discount is a special discount given when your customer pays before the invoice due date, or when you pay your vendor
ahead of time. The cash discount percentage is defined in the invoice’s payment terms, and the discount amount is
automatically calculated when the payment document is entered. The discount amount is posted to a dedicated G/L account.
You can also adjust the cash discount percentage, or change the amount to include a cash discount, by modifying the
appropriate fields on the invoice row in the payment document.

Payments made in a foreign currency often produce exchange rate variances. When you close an invoice with a payment, and
the exchange rate varies between the payment and the invoice, the system automatically calculates the exchange rate gain or
loss amount and posts it to a dedicated G/L account.

3.64 Payment Wizard

SAP Business One provides a payment wizard that allows you to create outgoing payments in batches for checks and bank
transfers, and to batch process incoming payments by bank transfers. The payments are created according to your selection
criteria and payment methods. Using the payment wizard requires the following steps to properly prepare the relevant master
data:

1. Create a payment method by going to Administration — Setup — Banking — Payment Method

2. Define default payment methods for customers and vendors by going to Administration — System Initialization —
General Settings — BP tab
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3. Assign the payment method to the business partner on the Payment System tab of the Business Partner Master Data
window if it differs from the default

4. Select the payment methods you want to include in the payment wizard by going to Administration — Setup — Banking
— Payment Run Defaults

The payment wizard then steps you through the process of creating payments, deciding who you want to pay, how, and when.

To access the payment wizard, go to Banking — Payment Wizard.

The payment wizard consists of several steps:

1. Payment Run Selection. Choose whether to load a previous created payment run or create a new one

2. General Parameters. Determine the payment posting date and the payment type — outgoing or/and incoming, as well as
the payment means — checks or/and bank transfer

3. Business Partner Selection Criteria. Select the customers and vendors to participate in the run. Business partners with a
balance of zero are automatically excluded from the list.

4. Document Parameters. Determine the maximum due date of open transactions to include in the run. In addition you can
filter by posting date, amount and document numbers.

5. Payment Methods Selection Criteria. Based on the payment type you selected, active payment methods appear. Select
the payment methods you want to include, as well as the maximum balance for the entire run. The default balance is that
of the G/L account linked to the payment method. In case you have open transactions to be paid, with a total higher than
the balance, some transactions will not be included.

6. Recommendation Report. Based on the selection you made, open transactions appear here. Choose which transactions
you would like to include. You can modify the balance due to be paid, cash discount as well the number of checks in case
of outgoing payment by checks. Click the Non Included Transaction to view which ones are not part of the
recommendation, and the reason they are not included.

Save Options. Choose between executing the run, saving the recommendation or save the selection criteria only.

8. Document and Report Printing. Print varies reports such as the payment forms, non-included transactions, outgoing
checks and summary reports.

1 Note

Block Payments. The payment wizard includes all type of open transactions: Invoices, Journal Entries, Payments on
Account, and Credits. You have an option to block a particular invoice or journal entry from being paid by the wizard.
Select the Payment Block checkbox on the business partner row in the journal entry or on the Accounting tab in the
invoice window. You can also block a business partner by selecting the Payment Block checkbox on the Payment
System tab in the business partner master data.

3.6.5 Printing Checks

Printing checks is an important payment process for most U.S. businesses. The setup for printing checks usually requires some
help from an implementation partner. Part of the check printing process involves making sure that the correct printer is
designated for check printing and that the check forms are loaded and ready to go.

Once properly set up, printing the checks is easy. Simply choose your house bank, verify the next check number is correct and
print. Once the printing is done you will need to confirm the assigned check numbers, with an option to make additional
corrections,

You can choose one of three preferences to print checks:
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e Blank Paper. This option is primarily for companies that do not use a pre-printed check stock, where checks are printed in
electronic format (also called MICR)

e Overflow Check Stock. If the check stub overflows to the next page, the system continues to use the pre-numbered check
stock for all pages, while voiding the numbers that were used for overflow.

e Overflow Blank Paper. The system prints the first page of the check on the regular pre-numbered check stock. For
overflow pages, the system pauses, asks you to replace the check stock, with non pre-numbered pages, and prints the rest
on blank checks.

To define the printing preferences go to Administration — System Initialization — Print Preferences — Per Document —
Checks for Payments.

You can override the company default printing method when you define your house banks. Go to Administration — Setup —
Banking — House Bank Accounts — Paper Type field

1 Note

Audit Trail. Use the Check Register Report to keep an audit trail of all check numbers that were used. Go to Banking
— Banking Reports — Check Register Report

3.7 Internal Reconciliation

Internal reconciliation is a mechanism that runs in the background of SAP Business One and is automatically performed for
documents; however users can also conduct internal reconciliation manually. You may wonder how critical internal
reconciliation is to the running of your company. Well, the answer is that internal reconciliation is absolutely critical!
Essentially, internal reconciliation matches debits and credits in the same G/L account or business partner. For example, an
invoice is matched with a payment or a credit, or a payment is matched with a deposit. If no internal reconciliation was
performed by SAP Business One, invoices would remain open even if they had been paid. Imagine that your invoice remain
open after they are paid. You would not be able to do collections from customers, pay vendors and more.

In SAP Business One, when you apply a payment to an invoice, or cancel a document, and a posting is made to the general
ledger, an internal reconciliation normally takes place, and you do not have to do anything more. In a few cases, you will have
to complete the process by conducting manual reconciliation. Manual reconciliation is necessary in the following cases:

e Forapayment on account, where the invoice was created after the payment

e When writing off any rounding or over/under payments differences

e To match transactions for a business partner that is both a customer and a vendor

e To make corrections to previously reconciled transactions
To internally reconcile a G/L account, go to Financials —Internal Reconciliations — Reconciliation and choose the account.

To access internal reconciliation for a business partner go to Business Partners —Internal Reconciliation — Reconciliation.
Select the Business Partner and click Reconcile. If you have customers that are also vendors, check the Multi BP’s box and
choose both master records. You can also access internal reconciliation for a business partner if you open the business partner
account balance, and choose the Internal Reconciliation button.

1 Note
Reconciliation trail. Simply right click the mouse on any document window, and choose Applied Transactions. This
will show you all the transactions that are reconciled with the current document.

Internal reconciliation supports cash discount calculation, exchange rate differences, and over/under payment scenarios when

you reconcile a single payment with one or more invoices.
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Figure 3-13: Internal Reconciliation window

3.8 Cost Accounting

In the United States, cost accounting is used to track the various cost and cost centers of a business. Using cost accounting,
you can track departments, divisions, or various geographies as if they were separate entities. You can determine how much
spending or revenue is being generated for various business purposes. In Europe and other parts of the world, segmented
charts of accounts are not considered Generally Accepted Accounting Practices (GAAP); cost accounting is the prevalent
method used.

Using cost accounting can help you reduce the number of general ledger accounts that need to be maintained. For example,
instead of having a separate revenue account for each department, product line and location, you can have just one general
account, the total of which is then divided between the cost centers through reporting.

Using SAP Business One’s cost accounting functionality, you can establish cost centers for almost any purpose by going to

Main Menu — Financials — Cost Accounting — Cost Centers.

1 Note

Cost center definition. A cost center is a company unit or division that performs a specific business function. For
example, a specific company unit might be responsible for manufacturing a product or providing a service. You can
use the profit center function to define the cost centers that exist in your company. However, account segmentation
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often serves the same purpose and allows you to analyze profits and expenses by business unit in much the same
way.

3.8.1 Using Dimensions to Group Cost Centers

You can also use Dimensions to group cost centers together and present data in different ways in cost accounting reports.
Using dimensions is optional; therefore you need to decide whether to activate the multi dimensions option for the company
in the Cost Accounting tab of the General Settings.

You should not use the multi dimension option if you have a simple company structure with just a few divisions or if you
maintain a separate account for each area. In these cases, you can still use the cost accounting module, just in a simplified way.

How to activate Dimensions is shown in figure 3-14.

General Settings - X
[ Budget Srvices Display Fgrt & Bhgd Path Inverdory Ritource: Cazh Flow Cochpd Cost freounting Priging Hida Functions
Activate Multidimensions
Cumplay Dustrbation Rules
In 8 Undhed Cobumn for the company

=) In Suparsty Cobuenre

Spacify how 1o pott journal entry e without » dstribution rule or project whan G/L sccourt & 19t up for cost sccounting

frrma = GLE bt Wark™ Activate upto 5
O % dimensions in the
IMensIens —_ ) )
Haera Act.  Dwserighion Financials 2 Cost
Dtmarsion & frinch Accounting 2>
Dirmarion 2 Product Line . .
Dimerion ¥ toction Dimensions
Darnerion 4 1 Crnnigion 4
Dimnerion § [ Damansion §
Cance
[k ] e | | ok J cocd |

Figure 3-14: Activating Dimensions

The next step for setting up dimensions is to define the various locations or departments in your company as cost centers. You
assign each cost center to a dimension, set validity dates and make it active.

Cost Centers - Setup - 0O x

Zost Center HY_EB

Marne Mew Vark Branch
Sart Code

Dirnenzion Branch

iZosk Center Type bl

Effective From oLfoi/201z2 Tao
Active

Figure 3-15: Setup Cost Center

SAP Business One... To Go PUBLIC
The Basics of Financial Accounting © 2017 SAP SE or an SAP affiliate company. All rights reserved. 69



Once you create a cost center, a distribution rule is created automatically, and marked as direct allocation, with 200% of the
amount assigned. On a daily basis, the system uses distribution rules, whether you created them manually or automatically.
See the next section to learn more about distribution rules.

3.8.2 How Are Distribution Rules Used?

A distribution rule is used to allocate direct and indirect costs and revenues to one or more cost centers. Consequently, each
distribution rule contains information regarding the portion of costs or revenues to be allocated to each individual cost center.

Distribution rules that are created when you set up a cost center are always considered as direct allocation. To distribute
indirect costs incurred by rent, for example, you could specify what portion of the total rented space a specific cost center
uses. Alternatively, you could allocate costs by specifying the number of employees belonging to a cost center as a percentage
of the total headcount in the company.

You can use a distribution rule for several different cost elements. If, for example, one store uses 1,500 square feet of the total
rented floor space of 2,000 square feet while another uses only 5oo square feet, you distribute the costs incurred by rent and
professional cleaning services proportionately between the two stores on the basis of this information.

Distribution Rules - Setup - 0Ox Define Effective date
range. You can have
multiple instances of the

Description Rent expenses . - -
escriptior pe Set the total value. It can same distribution rule,

Code Rent | Effective From 01012014 To 123172014

Dimension Branch - [V] Active for different periods.
be a percentage, or

Total simply a numeric value

Center Code Center Mamne (W73

e PR — Select cost centers and

@ e e the ration of each one.
Only cost center that are
assigned to the
dimension of the
distribution rule appear

Centr_z General Center

Table Total 2,000

] o]

Figure 3-16: Indirect distribution rule

If the ratio between the cost centers changes, or if you need to add or remove a cost center from the distribution rule, use the
Effective From date to define multiple instances of the same distribution rule. This way you maintain the historical allocation
of revenues and expenses, but activate new rules for reporting future transactions.

To access the cost accounting distribution rules function, go to Main Menu — Financials — Cost Accounting — Distribution
Rules.
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3.8.2.1

Assigning Distribution Rules

You can assign distribution rules to transactions throughout the application, including sales and purchasing documents,
manual journal entries, and more. You can assign a default distribution rule to a specific revenue or expense account. To do
this, open the chart of accounts, locate the account, select the Dimension, and the corresponding distribution rule.

Chart of Accounts

G/L Account £3200000 01 (001 |01
Mame Litilities (HO, USA, GA )
GJL Account Details
T|'|.-': ®) Active Account
External Code
Currency Al Currencies b
[ ] Confidential Level 4
Balance 0,00 3 b
GJL Account Properties
Account Type Expenditure v
[] Rewval. (Currency)
Relewant for Cost Accounting
[J_ Project
Distribution Rule >
/

(] Branch
(v Product Line
E Location

Expenses

General Expense - General Expenses
Travel Expenses - Travel Expenses
61100000-01-001-01 - Trawvel Exper
61110000-01-001-01 - Trawvel Exper
6£1120000-01-001-01 - Trawvel Exper
§
B
Payn

Define a default
distribution rule for this
expense account, or just
check the dimension

box, and leave it blank to
indicate a distribution
rule must be assigned for
product line, when the
accountis used

o on N oh O O O On

#1-01 - Bad Debts (+
01-001-01 - Write-Offs (¢
£sT0000-01-001-01 - Miscellaneou
f.dmin Expenses - Administrative Exps
£2100000-01-001-01 - Office and B
£3200000-01-001-01 - Utilities (HO,
£3210000-01-001-01 - Electricity (H
£3220000-01-001-01 - Gas (HO, US
63230000-01-001-01 - W ater (HO, |
£3200000-01-001-01 - Telephore (}

Financing

—_—

Other Revenues and

Account Details

Expensas

£3400000-01-001-01 - Insurance (F

Figure 3-17: Assigning Distribution Rule to accounts

If you are not using dimensions, there will be one field in each account for assigning the relevant distribution rule.

1 Note

Projects: using financial projects is separate from cost accounting; however, it provides similar functionalities.
Financial projects are used for plans that the company is working on, and would like to the ability to track
transactions by project. You can assign a financial project to an account, as shown in figure 3-17, or assign it at the
transaction level. The selected project is registered in the journal entry, so you can run financial reports by projects.
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3.8.2.2 Using Distribution Rules in Transactions

Using the distribution rules and cost centers in transactions is simple. When the account already has an assigned rule, the rule
will appear in the invoice or journal entry. Otherwise, you need to select the distribution rule for each dimension. Use the
Administration — System Initialization — General Settings — Cost Accounting tab to make the following setup:

e Display distribution rule in a unified column, or in separate columns

e Choose whether to prompt a warning or to block posting, when you are using an account that is set up for cost accounting
and the transaction does not have a distribution rule assign to it.

W Invoice N N N N N -
Distribution rule in A/R Invoice,
Custormer CE3E00 . Mo, Primary
Mame Parameter Technology show as unified column for all Status
Contact Person Daniel Brown v = H Posting Date
Cusborner Ref, Mo, dlmenSIons' Duse Dake
BP Currency hadl |- 3 Drocurnent Date
Cordents Legistics Accounting
Ttern fService Type Then b Sumrnary Type
# Dem Mo, Item Descriphi,.. Whse Quantity Uit Price Total (LC) (COGS Dighr . Rube
1 00001 ] 1E. Officeprink 1< -+ 01 1 $ 150,00 $ 150,00 Li_B:HP
2
Select Distr. Rule U X
#  Dirensions Distr. Rule Code Distr, Rule Marne ChOOSE one
Branch LA, Loz Angeles Branch - . .
e £ e distribution rule for

Product Line | HP ) )
Location each dimension

Figure 3-18: Assigning Distribution Rule A/R Invoice

If you specified to have the distribution rules in separate columns, the dimensions appear as columns, where you can select a
distribution rule for each dimension from the document window.

3.8.3 Cost Accounting Reports

The key reason for using cost accounting is the ability to run reports to analyze your business and company divisions for
profitability and efficiency. There are multiple reports available to you:

e Table of Cost Centers and Distribution Rules is simply a list of your cost centers and distribution rules by dimensions,
including effective dates and total amounts.
e Distribution report is a more detailed report that shows transactions posted to your distribution rules by G/L Accounts

including budget amounts.
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e Cost Accounting Summary Report is similar to the previous report, only it shows you the data from the cost center
perspective rather than by distribution rules.

e Budget Versus Cost Accounting is a comparison report of your actual amounts versus budget amounts by G/L Account.

e Cost Accounting Reconciliation allows you to compare your profit and loss amounts in terms of legal requirements vs.
management reporting needs. Specifically you can see cost accounting postings to a certain G/L account shown as
accruals spread across a period of time, as opposed to an external view with the posting dates of the financial
transactions. To make the report work, you need to perform additional steps, such as defining additional G/L accounts
and accrual types. If you would like to know more about this functionality, consult your implementation partner.

1 Note

Cost Center Hierarchy: the Cost Center Report, and the Cost Center Summary Report can be based on a custom cost
center hierarchy. A hierarchy is a way to create a report structure customized to your company’s needs, which allows
you to present data grouped in various ways. A template can be created for each dimension separately, with up to 3
levels, text lines for informational purposes, and formulas.

3.9 Budgeting

You use the budget functions in SAP Business One to track corporate expenses and revenues. SAP Business One has an
encumbrance function that allows you to block additional transactions if the budget is exceeded. SAP Business One can
calculate budget amounts automatically based on a series of distribution methods that you specify for calendar months. For
example, you can base budget amounts on a previous year's budget and mark them up by a certain factor if you expect
expenses or revenues will increase by a certain percentage. The markup can be distributed equally to all accounts or
incrementally. SAP Business One can automate the process, but your accountant should help decide what distribution method
to use.

In the course of routine work, SAP Business One checks the debit side of accounts for which you have defined a budget
amount, and, if the budget is exceeded, issues a warning or blocks the action, depending on which method was chosen.

To begin the process of defining a budget, set the required options in the Administration — System Initialization — General
Settings — Budget tab. For all other budget functions, go to Main Menu — Financials — Budget.

General Settings -
Budget needs to be
o Eudzat Sarvices Display e e . | Cash Flow Cockpt Cast Aoczunting Briging Hida Functizns

initialized in General

:
Foe | ~—" cuines
For 3 Document thas Devistes from the Budast In case the company
Without Warning I

wants to get alerts
when documents

I Block Devistion from Budgst %) Warning

=) For Annusl Budiget

For Monthiy Budget deviate from the
Purchase Reguest defined budget

| Purchase Orders
V] Goods Receipt POs

Accounting

Figure 3-19: Initializing Budget and defining alerts to get notifications on transactions
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39.1 Budget Scenarios

Budget scenarios are used for planning as well as budget tracking and reporting. They help you analyze the financial position
for your company (or division or department) given certain conditions. SAP Business One allows you to define these conditions
as well as determine the fiscal period during which they apply. Whenever you set up a new company, a scenario called the
“main budget” is created automatically. All the checks for budget deviation are done against the main budget. You can use
this scenario as a basis of other scenarios, but you cannot delete the main budget scenario. When you create a new posting
period, you must define the main budget first for this fiscal year.

When you run the different budget reports on the Main Menu — Financials —Financial Reports — Budget reports, you select
which scenario to use for comparison. This way you can get insights regarding how your budget may be affected if you
increased or decreased the budget amount.

To define the monthly budget amount, go to Main Menu — Financials — Budget Setup— Budget. Enter debit amount for

expenses, and credit for revenues.

To set up budget scenarios, go to Main Menu — Financials — Budget Setup— Budget Scenarios.

You can add and rename new You can base a new budget In the Initial Ratio enter the % of
budget scenarios expect for scenario on the Main Budget the budget scenario in
the Main Budget or any other scenarios comparison to the base budget
Budget S i0s - Setup 0 x
Fiscal Year 01401201 -
#  Budget Mame Based On Initial Ratio (98) Reunding Method
1 Main Budget Main Budge 100 Mo Rounding
2 Optimistic Scenario  Main Budget bl 110 Mo Rounding

Copy Scenario

o /\
Use the Copy Scenarioto copy the Use the Import Scenario to import the
budget amounts from a previous budget budget amounts from a previous budget
scenario within the same company scenario from a different company

Figure 3-20: Setting up budget scenarios

3.9.2 Budget Distribution Methods

By default, each company in SAP Business One has three common methods of budget distribution:

e Equal: This method distributes the budget amount equally among the months of the year.

e Ascending order: This method distributes the budget amount in ascending order and is used when you increase your
budget expenses over the year. For example, in January you use only a small portion of your budget, in February you
increase your expenses, and so on.

o Descending order: This method distributes the budget amount in descending order and can be used when you decrease
your budget expenses over the year. For example, in January, you use the largest portion of your budget, in February you
use a little less, and so on.

PUBLIC SAP Business One... To Go
74 © 2017 SAP SE or an SAP affiliate company. All rights reserved. The Basics of Financial Accounting



When you set up the budget amount, in the Main Menu — Financials — Budget Setup— Budget, you can choose for each G/L
account what will be the Budget Distribution Methods. Once you enter the debit, or credit amount, double click the row
number to view and modify the budget amount by calendar months.

You can use these methods or define new budget distribution methods for the budget scenarios you create by going to Main
Menu — Financials — Budget Setup — Budget Distribution Methods.

1 Note

Budget distribution method alert. Even if you work with an annual budget, the amount is still distributed between the
months. This definition only applies to the budget alerts calculation. Remember that the amount is distributed by
calendar months. If your sub periods are defined otherwise, the monthly budget amount may not match exactly the
amount that should be distributed for a certain sub period.

3.10 Cashflow

Knowing your cashflow situation is a crucial part of running your business. You can plan ahead, by being proactive about
incoming and outgoing funds. You can predict times where the company may be low on cashflow, so you can reduce your
expenses, or avoid large purchases. On the other hand, if you are expecting times where more money is available, you can
choose to expand, and invest.

SAP Business One provides different cashflow reports. The cashflow reports are based on your existing accounting entries,
however in some of the reports, you can include non-accounting documents such as drafts and journal vouchers.

You can find all cashflow reports in the Financials — Financial Reports — Financials.

We will focus on the Cashflow Forecast, which is only available in the SAP Business One, version for SAP HANA.

3.10.1 Cashflow Forecast

The cashflow forecast is a robust, visual tool that gathers all transactions in the database and presents them in a time line that
is easy to interpret. You can choose which transactions to include by certainty level, whether to add opening balances, adjust
the time line you are analyzing, and drill down to view the details.

Figure 3-21 shows the cashflow forecast looking 6 months ahead. The blue bars represent incoming amount from debits to
cash accounts, A/R invoices, incoming payments and more. The green bar represents outgoing amounts from credits to the
cash account, A/P transactions, and outgoing payments and more.
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Figure 3-21: Cashflow Forecast main window

3.10.1.1  Configuring the Certainty Levels

If you expand the Configuration area at the top of the report, you can change some settings in the forecast. You can choose
which measures to include along with additional criteria. You can also modify the certainly level. The certainty level represents
in a nutshell how sure you are about receiving or paying this money. For example, incoming payments are very secure, since
they are money in your bank, so they can be in level 1.However sales orders may or may not get paid, so they should be in level
7 or 8. The system does provide defaults for each certainly level, but you can also modify them as shown in figure 3-22.
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Figure 3-22: Cashflow Forecast main window

3.11 Inquiries and Reports

SAP Business One offers a comprehensive suite of standard financial and control reports. Choose Main Menu — Financials —
Financial Reports to access standard reports such as those in the following table. In addition to these standard reports, SAP

Business One offers tools for cre
Report

Customer receivables
aging

ating custom reports.
How to reach

Accounting — Aging

What it shows ‘

All of the receivables that are current and past due, usually by
several periods; receivables aging in aggregate as well as detail
for each customer. Customer statements can be accessed and
printed from this report. Available on the Business Partners
Reports menu as well

Vendor liabilities aging

Accounting — Aging

How much is owed each vendor and how much is current and
past due (in the same way as the customer receivables aging
report)
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Report How to reach What it shows

Balance sheet Financials Summary of the financial position of a business: value of a
company’s assets, total liabilities, and owner’s equity including a
relative percentage of each account of the total

Trial balance Financials Details for each account: beginning balance for a particular
period, all of the debits and credits, and the ending balance. You
can include all customers and vendors in this report

Profit and loss statement Financials Income of your business

Cash flow Financials Cash flow forecast based on open A/R and A/P as well as cash
accounts

Document journal Accounting All the detailed journal entries created manually or automatically

Transaction journal Accounting Posted journal entries by journal entry number, with drill-down

to related transactions for more detail

Inventory audit Inventory — Inventory | Listing of all items in inventory, along with details of every
Reports posted transaction related to the item and cost of the remaining
on-hand quantities; used by accountants and auditors to
reconcile inventory transactions to their G/L

Check register Banking — Outgoing Listing of all checks including complete details such as account
Payments code, vendor ID, payment amount, status, whether it was
printed, and who printed it
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4 Entering and Managing Master Data

In This Chapter

e How Master Data Is Used in SAP Business One

e The Master Data Creation and Management Process

e Setting Up Predefined Values and Defaults for Master Data
e Creating Business Partner Master Data

e Creating Iltem Master Data

Skillful use of master data is essential to getting the most out of the SAP Business One application. Data describing business
partners such as customers, vendors, and leads is master data. Descriptions of items that are kept in inventory or
manufactured by the company are master data. G/L accounts which are used to post transactions are also master data. When
a new document, such as a purchase order, an invoice, a sales quotation, or a goods receipt, is created, master data provides
much of the necessary information.

Master data also keeps track of predefined values and settings that are used by the automated wizards for payment
processing, dunning activities, and material requirements planning (MRP). Default control accounts assigned to vendors and
customers are also master data. The rest of the information that describes what is happening for a specific transaction is called
transactional data.

Proper setup and management of master data allow everyone to use SAP Business One to maximum efficiency. If master data
is set up accurately, creating a document such as a sales order becomes a lot easier. You only have to confirm that the default
information is correct.

However, if master data is not accurate, business processes come to a halt while people figure out how to enter the correct
information. This chapter offers guidance to help you understand, set up, and use master data properly so that you and your
company get the full benefit of SAP Business One.

4.1 How Master Data Is Used in SAP Business One

If business were a game like chess, master data would be a description of each of the pieces. Instead of kings, queens, and
rooks, you have customers, vendors, leads, and items. Transactional data describes specific moves that a piece has made.
Instead of “rook moves to square a3,” you have a task such as “create purchase order for vendor x.” Documents contain data
that describes a set of moves that may involve master data records for several chess pieces. For example, a purchase order
may include master data describing several items, the ship-to address of the correct warehouse, the preferred payment
method, and the name of the contact at the vendor selling the items. All of this master data and more goes into a purchase
order.

The reason that master data is so important in SAP Business One is that almost every document is created by starting with one
or more master data records. What happens is that the player of the SAP Business One chess game tells the application:
“Create a purchase order for this vendor” and the application takes the vendor information from the master data record and
copies it into the newly created purchase order. If the data being copied is correct, the purchase order will be correct. If the
data is not correct, the purchase order will have to be corrected somewhere down the road. Ensuring that master data is
correct makes your work in SAP Business One easier.
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4.1.1

Different Types of Master Data Records

In SAP Business One, master data falls mainly into two categories: business partners and items.

The business partner category includes:

o Lead data: Describes people and organizations in the sales pipeline—your potential customers. Lead master data records
are used as the foundation for sales and marketing. When you make the first sale to a lead, you change the business
partner type to customer, turning the lead into a customer.

e Customer data: Describes people and organizations to which your company sells products and services. Customer master
data records are used as the foundation for documents related to processing and fulfilling orders for customers and for

the wizard for dunning customers.

e Vendor data: Describes the people and organizations from which your company buys products and services. Vendor
master data records are used to create documents related to purchasing and accepting delivery of goods and services and

processing payments to vendors.

1 Note

Additional Master Data Types. There are additional master data types, such as resources, fixed assets and serial
numbers. These will be discussed in their respective chapters.

Because there is a great deal of similarity between the data for each of these types of master data records, SAP Business One
uses windows with a common structure (see Figure 4-1) for each record type.

The header fields keep track of basic information about the business partner name, groups, currency and balances

Business Partner Master Data -0Ox
Code Marual 30000 Custorner ¥ Local Currency »
Marne Microchips Account Balance 897,100.37
Foreign Mame Deliweries 20,099.84
Group Large Accounts Orders 321,329.31
Currency US Dallar Opportunities 3
Federal Tax ID US26-437636
Each tab
kEEp track General Contact Pergons Addresses Payment Terms Payrnent Run Accounting Properties Femarks Attachments
of different Tel 1 5550103 Contact Persan Judy Brown
business Tel2 Eeet) 1D No. 2
Mobile Phone
.partner ) Fax SEE-0104
information E-Mail info@microchips.sap.com Remarks
Wieb Site wevewy microchips sap.com
Shipping Type UPS Red Sales Employes Eill Levine i
Password
Factoring Indicator User-Defined Commission /7,500
BP Project BP Channel Code
Industry ¥ Technician
Business Parbner Type Company ol Territory
Alias Mame
GLH
*) Active From To Remarks
*) Inactive
O advanced
[ o | o |
Figure 4-1: Business Partner Master Data window
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The various areas of this window are discussed in more detail in the following sections.

Item master records are used to create sales quotations, purchase orders, bills of materials, and documents used to move
goods in and out of your company. Figure 4-2 shows the structure of the ltem Master Data window.

Header shows basic item information and item type
Item Master Data - Ox
Thern Ma. Marwal AGDO01 v Irweritory Ttem
Cieseription 1.8, Officeprint 1950 [+ Salas Ttarn
Foreign Mame [v] purchase Ttem
Ttern Type Therns w
Thern Graup 1.B. Printers *
Ut Group Manal - Bar Code [l
Prica List Base Price - Unit Price Prinary Curri™ § 400,00
Each tab i Geniaral | Purchasing Data | Sales Data  Invertory Data | Planning Data  Production Daka  Properties  Remarks | Attachmants
keep track - ’
. | Tax Liable
of different
item [[] o Mot Apply Discount Groups
. - MarnFacturer ) B, -
information Additional Identifier
Shipping Type Fedex EM v
Serisl and Batch Numbers
Manage Them by More l
*) Achive Frann Ta Renarks
() Inactive
) advanced
Advanced Rule Type Warehouss v
[oc | cees

Figure 4-2: ltem Master Data window

[tem data includes how the item may be purchased or sold, the price of the item, the inventory level, and how purchasing of
the item is forecast and planned. Iltem master data supports a two-way process. Some items in inventory are sold by your
company. Other items are purchased by your company. Some items may be fixed assets that are tracked for accounting
purposes.

1 Note

Master data record deletion reminder. One important rule applies to all master data. If a master data record is involved
in an accounting or inventory transaction (such as an A/P invoice, A/R Invoice, Journal Entry and so on), it cannot be
deleted. In addition, once a sales order is created, the business partner or the item linked to it cannot be removed.
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1 Note

Fixed Assets data. Use the Fixed Assets module to maintain the company assets. Fixed Assets allows you to
automatically calculate and post depreciation journal entries across fiscal years, and to create forecast reports with
regards to each asset’s future value. To activate the feature go to Administration — System Initialization —
Company Details — Basic Initialization.

4.1.2 Predefined Values and Defaults

One kind of data used in business partners and items is the data that populates the drop-down lists and shows up in each
window by default as the first choice to populate certain fields.

We call the data that populates the drop-down lists “predefined values.” For example, when a list of countries is shown, where
does that list come from? What about the list of vendors, customers, or items? Or what about different payment terms? All of
this data describes various values that are used over and over again in master data records and that are crucial to reporting and
to powering the automation performed by various wizards; for example, the payment wizard uses the payment methods
information. You can add predefined values by selecting the Define New when you open the drop-down list, or go to the
corresponding menu item, under setup.

Default data is also crucially important. When a new master record is created, SAP Business One uses the settings for default
data to determine what data the records start with. What is the most common method of payment? That should be the
default payment method. What warehouse are most products shipped from? That should probably be the default warehouse.
And so on.

4.1.3 Master Data and Documents

One of the most useful features of SAP Business One is the ability to create documents such as invoices, purchase orders,
using master data records as a starting point. When creating a new document, you have to specify which master records will
be the foundation, and then the appropriate fields are copied into the document. This feature helps reduce data entry errors
and speeds up the creation of new documents.

Most of the documents in SAP Business One can be created from one or more master data records. This is possible because an
initial document can be created from one kind of master data record but completed by adding others. For example, let’s say
that a purchase order is created for an item. The vendor information is drawn into that purchase order, and other items can be
drawn in as well. This is covered later in this chapter and in greater detail in Chapter 10, which describes how to copy from one
or several documents to create the next document in the process flow.

4.1.4 Master Data and General Ledger Account Determination

One of the most important aspects of master data for customers and vendors is the control account determination that
appears on the Accounting tab. The whole topic of account determination comes up because SAP Business One automatically
creates accounting journal entries when various documents such as invoices are saved.

When an A/P invoice is received and posted, for example, SAP Business One creates an accounting journal entry indicating an
increase in accounts payable. The question that account determination answers is: To what control account should that journal
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entry be posted? The Accounting tab of master data records allows you to set which account receives automatically created
journal entries.

Automatic postings from documents that affect business partners are made to what is called a control account, which is an
account that represents all the business partner’s transactions in the trial balance. Customers have a default accounts
receivable control account; and vendors have a default accounts payable control account. On documents that creates a journal
entry; it is possible to replace the default control account for an individual transaction. This is useful if you need to separate
outstanding transactions, without affecting the master data.

4.1.5 How Master Data Is Used in Reporting

Master data plays a crucial role in allowing SAP Business One reports to be created to meet your needs. The Group and
Properties fields of the business partner master data record and the item master data record allow master data records to be
classified in ways that help you keep track of and report on your business. Business partner and item master data records also
have a set of general purpose properties, on/off switches if you will, that can be assigned values.

The reporting mechanisms in SAP Business One can use these classifications to select and aggregate data to help provide the
right level of detail. If you want to report on how items introduced in a specific year fared, create an item property. If you want
to separate retailers from wholesalers in reports, create a business partner property. You must consider the types of
information you want in your reports to set up master data most effectively.

4.2 Master Data Creation and Management

When you set up SAP Business One, you work with an implementation partner who is expert at making the application work
for your business. As shown in Figure 4-3, there are two broad phases to creating master data—setting up the master data and
then using it to run your business.
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* Affect the way wizards use
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and defaults as
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» Automatically create accounting
journal entries

Create and edit master
data records for business
pariners and items

Figure 4-3: Master data process overview

Master data setup is a key part of implementation. This phase involves creating predefined values and defaults, making sure

the primary accounts are properly determined, and importing data.

1 Note

Data import tip. SAP Business One gives you multiple tools for importing master data. The Data Transfer workbench
allows you to import data automatically from all core business areas, such as accounting, sales, purchasing, and
logistics. The data transfer workbench tool transfers master data, such as business partner and item records, as well
as transaction data from actual sales orders and invoices; The Import from Excel Utility allows you to import business
partner and item master data from an Excel spreadsheet. A similar utility is available for importing fixed asset master
data from Excel. For more information on these tools see the online help or training courses on SCN.

Creating new master data records is part of the daily work of the SAP Business One user. While SAP Business One does
everything it can to ensure master data is created correctly, mistakes are inevitable, and a regular quality control review is part
of any sound master data management process. As business needs change, predefined values and default values may also
need to be adjusted (for example, if the company is reorganized).

PUBLIC SAP Business One... To Go
84 © 2017 SAP SE or an SAP affiliate company. All rights reserved. Entering and Managing Master Data



4.3  Setting up Predefined Values and Defaults for Master Data

In the ideal situation, when a user creates a new master data record or a document that draws data from a master data record,

adjusting the data is a simple process of looking everything over and changing a few data items here or there if needed,

preferably by using drop-down lists and other error-resistant methods. The rationale for creating this type of master data is to

help SAP Business One make this ideal situation happen as frequently as possible. The predefined values appear in the drop-

down lists for countries, groups of customers, payment terms and more. The default data is the data that fills in fields as a first

choice.

Each of these settings provides defaults that are used when master data records are created and controls various behavior in

documents that use master data. For example, in the Inventory tab of the System Initialization window, you can select a

checkbox to indicate that a given item should be added automatically to every warehouse. Please note that any change that

you submit to the defaults already defined does not influence existing master data records. The change is applicable for
master data records that are created after the change was submitted.

Setting up predefined values and defaults happens in four places in the administration module of SAP Business One:

e Administration — System Initialization — General Settings — BP tab

Defaults and settings such as credit and commitment limits, commissions, payment terms, payment methods, dunning

terms, and approval procedures for business partner master records, as shown in Figure 4-4

e Administration — System Initialization — General Settings — Inventory tab — Items tab

Defaults and settings such as management methods for serial and batch numbers, default warehouses for items, and

whether to show inactive items in reports and document.
e Administration — Setup — General / Business Partner

Defaults and settings for predefined values such as countries, customer and vendor groups, custom properties, sales
employees and address formats.

e Administration — Setup — Inventory

Defaults and settings for predefined values such as item groups, item properties, warehouses, units of measurement,

customs groups, shipping types, cycle count and bin location

When working with business partner and item master data, it's helpful to know what fields are mandatory, particularly if you

are importing master data from another application.
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Defaults for all Business Partners as set on the
Administration -> System Initialization -> General Settings -> BP tab
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Dafault Peymant Term for Vendor P Netd) i
Dafaukt Paymant Mathod for Customaer e Incoming BT -
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Default Dunning Term for Customer = Standard |

Use Shipped Goods Account For Customer
| Actvate Approval Procedures
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| Dusplay Inactive Business Partners in Raports
v| Dsplay Inactive Business Partners in Marketing Documents

Allow Muliple Blanket Agreements for Same Period
v/| Enable Data Ovmership
Manage Duts Ovnership By Business Partner and Document L

Figure 4-¢4: General settings for business partners

4.4  Creating Business Partner Master Data

With all of the predefined values and defaults in place, it is possible to create master data records quickly and efficiently. As we
pointed out in the process overview of setting up master data earlier, it is likely that much of the data will be imported from
legacy sources and then massaged into shape. But after that is done, many people will be adding new business partner master
records during the course of business as usual to keep track of new customers and vendors, and that's what we are going to
review in this section. We will focus on:

e The data that resides in each type of master record

e How that data is used by other parts of SAP Business One

After we cover business partners, we will do the same for item master data in the next section.

44.1 Business Partner Master Data Window

The customer, lead, and vendor master data records share a common structure. Figure 4-5 shows a customer master data
record with the Accounting tab selected.

Note that in the following discussion we use the term “business partner” to describe both vendor and customer master data
settings.
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Business Partner Master Data - 0O0x
Code Manual C30000 Customer ¥ Local Currency bl
Marme Micrachips Account Balance 897,100.37
Fareign Mame Deliveries 20,089 84
Group Large Accounts ¥ Orders 321,329.31
Currency US Dallar ¥ Opportunities 3
Federal Tax ID US26-487636
General Contact Pergons Addresses Payrent Terms Payment Run BAccounting Properties Rernarks Attachments
Gereral Tax
Consolidating BP
e} Payment Consolidation Deelivery Consalidation
iControl Accounts u
Accounts Receivable 12100000-01-001-01 Accounts Receivable - Domestic (HO, USA, GA )

Payment Advances

The control account to which automatic journal entries are posted is
determined on the Accounting tab 2 General subtab

Figure 4-5: Business Partner Master Data window, Accounting tab

Each of the tabs in the master data record has the same header information and a footer that consists of a row of buttons
along the bottom.

Right-click a field and choose What's This? to open field level help and get a description of each field.

The Business Partner Master Data header is divided into two groups of fields. The left side lists crucial information about the
company. On the right are several fields summarizing the financial activity related to a business partner. Here are some
highlights:
e Each business partner has a unique ID assigned by the user, the Code field. If a business partner is both a customer and a
vendor, you must create two business partner master data records: one customer type and one vendor type.

e The Foreign Name shows the name of the company in its native language.

e The Group specifies the user-defined category in which the customer falls. You choose from a drop-down list of groups
defined in the predefined values mentioned earlier. Groups can be used for reporting and dividing up customers for other
types of processing.

e The Currency setting is very important because it determines the currency that will be used for documents created for this
customer.

e The orange link arrows next to the fields on the right side of the header allow you to drill down to see the detail of the
documents that make up the summary numbers.

e The graphicons on the far right of the header allow you to display graphs that summarize the activity for the customer.

1 Note

Master Data Codes. When you move your master data from the legacy system, it is a good opportunity to set new
clean and improved codes for your business partners and items. The master data codes are alpha numeric with up to
50 characters for items and 15 for business partners. A common convention is to start customer codes with the letter
“C" followed by a certain number of zeroes and to start vendor codes with the letter *V”. You can also set automatic
numbering, for customers, vendors and items. Go to Administration — System Initialization — Document

Numbering. By using the automatic numbering series, you can enforce your coding convention to get unified master
data codes.
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The General tab, provides a summary of various important aspects of a customer as well as key information about how your
company works with the customer. Information ranges from contact information, such as phone numbers and e-mail
addresses, to preferred shipping methods to information about which salesperson on your staff handles the account. Business
partners, either customers or vendors, can be assigned to territories in the General tab and can also be marked as active or
inactive by date range. (Note that all business partners are active, by default.)

In the Contact Persons tab, you can keep track of the contact details for people associated with the business partner. One of
those contacts can be set as the default, which means that one name appears when company information is displayed (for
example, in the General tab of the customer master record). You can choose to remove a contact person, if it is not linked to a
document, or make it inactive if it does. You can assign contacts with an email group, which is a distribution list. When you
send out emails, you can send a message to an email group, and all contacts assigned to it will be included.

The Addresses tab keeps track of multiple bill-to and ship-to addresses for each customer and vendor and allows one of each
type of address to be set as the default. The ship-to address is used in the Logistics tab of the sales document. In the US, it is
important to assign the appropriate tax code to the customer’s ship to address, since the tax rate is determined by the selected
location. Alternatively, you can also set up Tax Codes Determination to create rules for sales and purchasing documents that
will automatically determine which tax code to use based on different criteria such as business partner group, ship to state,
warehouse and user defined fields. Go to Administration — Setup — Financials — Tax.

The Payment Terms tab enables you to define all the parameters related to the calculation of the due date of invoices, and
how and when the payments should take place (for example, you could set up four installments, the first of which is due 30
days after the invoice was created, and you could also choose whether holidays are considered as business days for the
payment date calculation). On this tab, you also enter the business partner’s bank information, credit card, dunning
preferences, effective discounts and priority.

The Payment System tab specifies the set of parameters required for efficient use of the Payment Wizard.

The Accounting tab, shown in Figure 4-5, displays the control account settings that were made as part of the crucially
important G/L account determination. Other fields control dunning and enable you to assign one customer to a group that will
be consolidated for billing and payments.

The Properties tab allows you to set any of the 64 custom properties associated with each master record. Defining the
meaning of these properties is part of the job of setting up predefined values. Properties can be used in reporting or to control
other behavior of SAP Business One.

At the bottom right use the You Can Also drop down list to view related service calls, activities, recurring transactions, blanket
agreement or create a new activity, opportunity, quotation, order, etc.

4.4.2 Lead Master Data

When you identify a potential customer, you can create a lead master data record using the Business Partner Master Data
window. This enables you to document and track the presales activities with this lead. You can create the following documents
for lead master data: sales quotation, sales order, sales opportunity, and activity.

When the lead takes the next step and buys a product or service, the lead becomes a customer. In this case, all you have to do
is to change the type of the business partner master record from lead to customer. All the information you have added to the
lead master data record is saved, as well as the documents you created for this lead. It is recommended to use the same
numbering sequence for lead and customer master data codes, since you will not be able to change the code once you have
posted documents to this lead.
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1 Note

Additional functions. Once the business partner is set up, right mouse click anywhere in the business partner master
data window to access additional functions. You can define Special Prices and Catalog Numbers for the business

partner. You can also access a Dunning History report and an Inventory Posting List by BP report.

4.5 Creating Iltem Master Data

Although item master data is completely different from business partner master data in content, both are set up in a robust
yet versatile way. For example, item master records keep track of items that are sold, purchased, and inventoried by your
business. Frequently the same items are purchased, inventoried, and sold. The information is the same; it is just used

differently.

[tem master data is at the heart of almost every process in SAP Business One. It is used in almost every module, including the

sales, purchasing, production, MRP, inventory, and service modules.

Itermn Master Data

Ttern Mo. Tanual A00001
Drascription 1.6, COfficeprint 1450
Foreign Mame
Itern Type Iternz *
Itern Group 1.E. Printars bl
UoM Group Manual -
Price List Eaze Price bl
General | Purchasing Data | Sales Drata Inwentory Data
Set Imw, Method By i arehouse ol
U Marne
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Yaluation Methaod Mowing Average

# hze ... Whse Ma.. Locked First Bin ... Default B...
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01 General Wiar
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Figure 4-6: Item Master Data window, Inventory Data tab
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Figure 4-6 shows the Inventory Data tab of the Item Master Data window. At the top of the window, a header provides the
essential summary information about the item. Each tab on the window goes into greater detail about various aspects of the
item.

What follows is a brief tour of the information in the header and on each tab, with an explanation of how the data on each
page changes the behavior of SAP Business One.

The header of the item master data record contains general information about the item, including a unique ID number
assigned by the user or assigned automatically by a numbering series, a description (including a description in a foreign
language), and settings to determine the type of the item, the group it belongs to, the first price list, and the applicable price.
Checkboxes on the right indicate whether the item is kept in inventory and whether it is offered for sale or purchase (in many
cases both apply). The item can be marked as a fixed asset with another checkbox.

The General tab of the Item Master Data window has a mix of information about the manufacturer of the item, additional
identifiers, shipping methods, and issue method.

The Purchasing Data tab indicates the main vendor who sells the item, how to identify the item in a catalog, the units of
measurement used for the item for purchasing purposes, and the actual size of the item. For items with a purchasing history,
you can click on the chart icon on the lower left of the tab to display a graphical purchase analysis.

The Sales Data tab contains similar fields to the ones in the Purchasing Data tab such as units of measurement, packaging, and

other parameters that determine how the item is handled. It also offers a graphical view of sales data for the item when you
click on the chart icon in the lower left of the tab.
The Inventory Data tab, shown in Figure 4-6, tracks quantities in warehouses and sets inventory and management parameters,
such as the following:
e Avaluation method that controls how item costs are calculated. This is applicable when the perpetual inventory system is
used in the company. The default is retrieved from the selected item group. When the item is first set up, you can choose
a different valuation method (Standard, Moving Average, FIFO or Serial/Batch if the item is managed by serial or batch
numbers).
e A Manage Inventory by Warehouse checkbox that determines whether item quantities are managed separately in each
warehouse or at the company level. If this box is checked, the Maximum, Minimum and Required quantity fields move
from the Inventory Data tab header to the warehouse grid below.

e The actual inventory quantities for the item for each of the warehouses.
You can read more about perpetual inventory system in the Inventory chapter.

The Planning Data tab contains settings that control how the planning for purchasing or producing an item takes place. The
order interval, order multiple, and minimum order quantity can be set here, as well as the required lead time in days. These
settings are used by the MRP module.

1 Note

Field lengths: Starting with version SAP Business One 9.2, the following fields have been extended to 5o character:
Item No, BP Catalogue No, Resources No, Mfr. Catalogue No, User Code (extended to 25 characters).

4.5.1 Units of Measure

Items are sold in different shapes and sizes. You may purchase an item by the carton, but sell it by a different packaging. In
SAP Business One you can define Unit of Measure groups that explain the ratio between different measures, allowing the
system to automatically convert from a base unit to the other units of measure.
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There are two setup windows for defining units of measure in the Administration — Setup — Inventory:

Units of Measure where you define all the possible units your company uses, including volume and weight

Units of Measure Groups where you define the ratio between a base unit and other units of measure. Figure 4-7 shows a

unit of measure group called paper, where the base unit is a pack and the ratio is set up for other units of measure.

Group Definition - Paper - Setup
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Figure 4-7: Unit of Measure Group

In the item master data, you would assign the group and set up a default unit of measure for purchasing, sales and inventory in
the respective tabs. Figure 4-8 shows the window opened from the Purchasing UoM Code on the Purchasing Data tab. When
you create sales, purchasing and inventory counting documents, the default unit of measure is populated automatically;
however, you can replace it if needed. For inventory and production documents, the base unit is always used.
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Figure 4-8: Unit of Measure Group

If you are selling items by weight, you can incorporate the weight factor when you create the units of measure groups. For
example you purchase a carton of screws, and sell them by kilos or pounds. You create a UoM for kilos and pounds, and use the
additional column in the unit of measure group window to assign the unit to a weight factor. Based on the weight setup of the
company, SAP Business One will convert from the base unit to the appropriate unit in the document. You can also use any user
defined field from the item as a factor in the unit conversion.

1 Note

Manual UoM Groups. If you do not want to define units of measure groups, use the Manual UoM group for your
items. Even without setting up a group, you can still create a relationship between a base unit for the item and a
different quantity for receiving or selling items. In the Sales Data and Purchasing Data tabs of the item, you can set
the Items per Purchase/Sales unit. The quantity entered here is multiplied by the quantity entered in the document to
calculate the total quantity of the inventory change. For example, you purchase cases of bottles and each case
contains 12 units. When you buy the quantity of 1 case, 12 bottles enter stock. This field can be updated at any time in
the item master or in the document itself to reflect different units of measure for the item.
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5 Sales Documents and Accounts Receivable

In This Chapter

e Overview of Sales-A/R Process

e Getting Started

e Taking It Step by Step

e Building One Document from Another
e Processing Groups of Documents

e Accounting and Inventory Impact

e Sales Checklist

Today the sales process is rarely as simple as selling widgets over the counter for cash to one customer at a time. Rather, it has
evolved into a complex collection of interrelated processes that may involve some, if not all, of the following: production
planning, inventory and logistics management, ordering, billing and dunning, and maintaining customer relationships as well
as seeking out new sales opportunities. The sales process starts with nurturing sales opportunities (see Chapter 8 for details),
creating sales quotations, entering sales orders, and invoicing customers. This chapter covers the important steps once you've
closed the deal, including how to convert a quotation into a sales order, how to make sure that an order is delivered properly,
and how to ensure that a timely invoice is generated to enhance positive cash flow.

5.1 Overview of Sales-A/R Process

The sales-A/R process moves from issuing a sales quotation to selling the goods (and services) to delivering those goods to
invoicing the customer for their purchases.

Figure 5-1 illustrates this process, and we describe each step in the Taking It Step by Step section. Each of the steps involves a
document, such as a sales order or A/R invoice. SAP Business One efficiently moves all relevant information from one
document to the next in the document flow. (Note that you can adapt the steps for your needs and business processes.)

SAP Business One... To Go
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Step 2: Step 3: Step 4:
Sales order  Deeereee Delivery ceeeeeee /R inV0ICE 'g" Payment
A A
Step 3a: % Step 4a: Step 4b:
(Optional) (Optional) (Optional)
Return A/R invoice A/R credit memo
plus payment

Figure 5-1: Sales and A/R document flow in SAP Business One

5.2  Getting Started

Sales and A/R documents carry much of the same information throughout the sales process. This section helps you recognize

what is the same in each document so that you can quickly focus on just the information you need.

Item

The term item is used in a very specific way in SAP Business One. It refers only to goods and
materials bought, produced, sold, and warehoused. Items can also be used for services the
company provides. In this case, the item is defined as a non-inventory item.

Blanket Agreement

The Blanket Agreement is a commitment document from your customer to purchase items or
services from you, in a certain period of time. Once sales documents are posted and a blanket
agreement exists, the system keeps track of the fulfillment of the agreement.

Sales Quotation

The sales quotation is an offer or proposal containing a price commitment for specific goods
or services that you would provide to a customer or a lead if accepted.

Sales Order The sales order is a commitment from a customer or lead to buy—at agreed-to quantities and
price—a product or service from you.

Delivery The delivery indicates that the shipment of goods has occurred.

Return The return document reverses—either partially or fully—the postings of a delivery. It is used
when customers send goods back or to correct errors made in the base document(s) before
the A/R invoice is posted.

A/R invoice The A/R invoice is the only document that must be created in the sales process. It is the

request for payment and records the revenue in the profit-and-loss statement.

A/R Invoice plus
Payment

The A/R invoice plus payment is the A/R invoice document you use for cash sales to one-time
customers.

PUBLIC
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_______________________________________________________________________________________________________|
Terminologies Definitions

A/R Credit Memo The A/R credit memo reverses—either partially or fully—the postings of an A/R invoice. It is
used when customers send back goods for which an A/R invoice has already been created or to
correct errors made in the A/R invoice.

A/R Reserve Invoice The A/R Reserve Invoice is an alternative to the standard A/R invoice used to bill your
customer before items are shipped. The inventory transaction will take place once the A/R
reserve invoice is copied over to a delivery document

A/R Down Payment The A/R Down Payment Invoice is used in a prepayment scenario. The amount is recorded to a
Invoice predefined liability account, and moved to the revenue accounts once the down payment is
applied to a standard A/R invoice. This document does not affect inventory.

5.2.1 Common Document Structure

Each sales and A/R document in SAP Business One has similar header and footer fields and four tabs for Contents, Logistics,
Accounting and Attachments, as shown in Figure 5-2.

Header fields appear in every window of a sales document. You enter customer data and delivery dates here, unless you are
building one document from another (as described near the end of this chapter).

Footer fields appear in every window of a sales document and contain the calculated totals for the sale, including discounts (if
any), freight costs, and tax.
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Sales Order -0O0Xx

Custorner Em Mo, Primnary V933
Manne Parameter Technology Status Open
Header Contact Person Daniel Brown v Pasting Date 10/27 /2014
Customer Ref. Mo. Delivery Date 11/01/2014
BP Currency |- - Document Date 10/27/2014
~
Contents, Contents Logistics Accounting Attachments
Logistics, Ttem Service Type Ttem - Summary Type Mo Summary -
accounting < # Item Mo, Ttem Description Quantity Unit Price Discount % Tax C.. Total (LC)
and 1 A00001 18. Officeprint 1450 2§ 150,00 0.000 ~ PA § 200,00
Attachments 2 A00002 JB. Officeprint 1111 2§ 175.00 0,000 P& $ 350,00
3 A0000z JJB. Officeprint 1186 5§ 12000 0,000 PA § 60000
4 AD0004 Rainbow Color Printer 5. 10§ 250.00 7.000 PA $ 2,325.00
\_ 5 A0D00E Rainbow Color Printer 7. 1§ 40000 7.0 PA § 37200
3 0,000
Vs
Sales Employee Brad Thompson h Total Before Discount § 3,347.00
SR Discount %
Footer < Fraight
[ ] Rounding $ 0.00
Tax $236.82
Total § 418382
Rermarks
.

]~ |

Figure 5-2: Anatomy of a sales document in SAP Business One

The Contents tab includes all the specific information about the ordered items or services.

The Logistics tab describes where items are to be sent and by what shipping method. It also includes a billing address for
sending the A/R invoice. Most of the data here is pulled from item and business partner master data you have already entered
in SAP Business One. See Chapter 4 for information on master data entry and management.

The Accounting tab contains information about the payment terms, payment methods, installments, the customer’s control
account and a link to the automatic journal entry that was created after the document is added. See Chapter 3 for more
information about G/L account determination and automatic journal entries that come from the sales and inventory modules.

The Attachments tab contains links to different attachment files assigned to this document. To use attachments, you need to
define an attachments folder in the Administration — System Initialization — General Settings — Path window. Any
attachment file you select is automatically copied to this default folder therefore ensure that the folder is on a server that is
available to all users.

5.2.2 Key Data

Ensuring that key data is correct from the outset helps avoid problems later on, especially since SAP Business One allows you
to build one document from another, as described later in this chapter. Even if the information is filled in for you, it's a good
idea to check and make sure it's correct.
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1 Note

Data entry alert. Only those with proper authorization may enter or update business partners, items, or other master
data. See Chapter 10 for more information.

5.2.2.1 Key Data: Customer

Customer data provides information about those buying your goods or services. Before you create a sales document, make
sure all relevant data has been entered correctly into the customer’s business partner master record. Especially take a look at
the bill-to and ship-to addresses to make sure they are correct.

To locate existing customer information, click on the button to the right of the Customer field in the document header or press
the key or the Choose from List icon in the Customer field. The List of Business Partners window appears (see Figure 5-3).

1) To select existing or new customer data, click the Choose From List
button next to the Cusfomer field, to open List of Business Pariners

Sales Order - 0Ox
Curtoemer | 0 Mo, |Primary ~|lamn

Matig Shalus Opsn

Contact Person Prating Crate 1027 2014

Cutomner Raf. Mo Duadivary Cuabe

A A AV SV SV S S & &V & v & 4

3 List of Business Parmers - 0Ox
) Select
e Fired |
existing
# B Codk a BPH EP Bal Ship-to Courd
customer and e e S
X 1 C20m0 Maxi-Teq 47373 USA
click Choose 3 c2am0 Parameter Technology PTG USA
3 C30000 Microchips BAT, 41225 LISA
4 CH00 Earthahabar Corporatic LII7.155.40 LISA
5§ 4200 Mashing Corporstion 20,7530 LUISA
b CEOD00 Al Technologies 25E0 USA
7 CROD00 S5 Elactronics 1250250 Canada
2) Press the New LT Aguerd Systers 208250 Canads
ER< Wab Customer 00 USA
to create a ] O Thon Cirtcamer .50 USA
new Business
Partner Master
Data
Business Partner Master Data - Ox
Code Manwal ] Cuslommer ™
Manr

Fuuiv' Hame
Congtruction

7"-3‘%'/?//////////

Figure 5-3: Specifying a customer in a sales document

If you are authorized, you can enter new customer information while creating a sales document. To do so, click on the New
button on the bottom of the List of Business Partners window to open the Business Partner Master Data window in Add mode.
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1 Note

Choose From List tip. Use the Form Settings when the Choose From List is open to customize which fields appear in
the list, as well as how to optionally group the list of customers. This change will apply to any field that has a Choose

From List of business partners.

5.2.2.2 Key Data: Item

ltem data identifies goods or services being sold. To view a list of items, press the key or the Choose from List icon from
the Item No. field in the document’s Contents tab. You either select from the list or click the New button to enter a new item.
This process is similar to selecting a customer record as explain earlier.

1 Note

Usability tip. What if the customer wants to order multiple items? You can select multiple items from the List of Items
by holding down the key and clicking on as many items as desired.

You can update customer or item information directly in the relevant fields in the sales document. However, you should note
that this information does not update the master data record and is relevant only to the specific sales document where you
entered it. If you do change a customer’s name or an item'’s description directly in the sales document, press +[Tab|to
proceed when you are finished. Note, however, that if you want to make a permanent change or create a new item or
customer, we recommend that you change the relevant master data record or create a new one. That way, the data you
update or the new item or customer is available from now on for all users.

Using the form settings feature in SAP Business One, you can add the Type column to the table in the Contents tab of any
sales document. You may want to insert subtotals for groups of items ordered. Or you may want to communicate special
information about the manufacturing, handling, or shipping of specific items. As long as you have made the appropriate
changes using the form settings feature (see Chapter 6, Figure 6-5), all you need to do is click on the drop-down list in the Type
field and select T (fortext) or X (for subtotal).

1 Note

Key data: ship-to and bill-to addresses. Because SAP Business One automates so much of the processes related to the
sales-A/R process, it is essential that you select or enter the correct customer and item data when you initiate a sales
order. For example, things as simple as a customer’s ship-to and bill-to addresses, if entered inaccurately or
incompletely, can have a huge impact on your company’s bottom line when goods ordered show up where they are
not supposed to or invoices are sent to the wrong office. The tax code and rate is determined based on the ship to
assignment, or based on Tax Code Determination, so make sure you select the appropriate ship to address from the
drop down list, rather than updating the address manually.

5.3 Key Calculations: Gross Profit and Weight and Volume

The SAP Business One toolbar provides icons for easy access to two useful calculations: gross profit and the weight and
volume of all of the items in a sales document.
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5.3.1.1 Calculating Gross Profit

You can immediately find out the impact of a sales document in terms of the bottom line using the gross profit calculation.
Simply click on the i) (Gross Profit) icon on the SAP Business One toolbar or open the context menu to display a window like

the one shown in Figure 5-4.

Specify the origin of the base price. Gross Profit amount = (Sales Price X
Choose the default in the system Quantity) — Total Base Price
initialization. Base price can be
overridden in this window

Gross Profit of OrM - 0O x

Base Price By Itern Cost x|

Ttern Mo. Ttem Description  Base Price Total Base Price  Sales Price Qty  Gross Profil Profit...
1 A00001 1.E. Officeprint 1451 ¥ 290.00 ¥ 550,00 $ 400.00 2 $ 22000  37.931
4 A00002 1B, Officeprint 111 ¥ 150.00 $ 450,00 $ 175.00 3 $ 7500 16667
3 A00003 1B, Officeprint 1181 $ 220.00 4 220,00 % 300.00 1 $20.00 36384

Ratio of gross profit to sales price or
gross profit to base price, depending on
settings.

$ 1,250.00 $ Z75.00 20,000

Figure 5-4: The gross profit calculation in action

Gross Profit is calculated by finding the extended sales prices (sales price multiplied by the quantity) minus the extended base
price (base price multiplied by the quantity). You can always go back and update base amounts, even if the sales document is
already closed. Note that there is not effect on the accounting figures in this case. The Profit % is calculated depending on
settings on the Administration — Document Settings — General tab, where you specified whether gross profit percentage is
the ratio of gross profit to sales price or gross profit to cost price. On the General tab of the Document Settings window, you
can set the default for how the base price is calculated: the item cost (the default shown in Figure 5-5), a specific price list, the

cost of the item, which is the recommended option, the last purchase price, and so forth.

1 Note

Gross profit for service documents. In service type documents, there is no item master data therefore the base price
cannot be retrieved automatically. If you would like to calculate gross profit in these documents, define the default %

on the Administration — Document Settings — General tab.
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5.3.1.2 Calculating Volume and Weight

Determining the volume and weight of an order is critical to the logistics of sending and receiving orders. To calculate the
volume and weight of all the items in a given sales document, click on the E (Volume and Weight) icon on the SAP Business
One toolbar. Volume and weight information is pulled from master data for each item and totaled automatically. Note,
however, that if some items do not have this information in their master data records, the total will not be accurate.

5.3.2 Key Reminders: Adding an Activity to a Sales Document

You may want to record information about your contacts with customers. For example, you might want to make notes about a
phone call or a meeting with customers. You might also want to set a reminder so that you can follow up to make sure the
customer received the merchandise and is satisfied. You can add an activity to any sales document. Display the sales
document as the active window and select Go to — New Activity from the menu bar to display the Activity window or right-
click and select the New Activity option. In the Activity window, you can specify activity types and make notes about the
activity. You can also set an activity to repeat using the Recurrence option. The activity automatically links to the sales
document displayed. You can do the same for master data records and other document types. For more information, see
Chapter 8.

5.4  Taking It Step by Step

Now we look at the Sales-A/R process in more detail one step at a time, starting with the sales quotation.

54.1 Step 1: Sales Quotation

Before customers commit to ordering, they frequently want a sales quotation that they can review and circulate within their
company. You can enter and work with sales quotations either in this module or through the Microsoft Outlook integration
add-on for SAP Business One, as described in Chapter 8. Sales quotations can be created for leads or customers.

To create a sales quotation, select Main Menu — Sales - A/R — Sales Quotation. A blank sales quotation appears. You specify
a customer (or lead) and the desired items. Once you are satisfied with the quotation details, click Add. SAP Business One
adds the sales quotation. You can make changes later as needed.

As described in the previous section, you can view the calculation of the gross profit and the weight and volume of an item.
Simply click on the relevant icons in the SAP Business One toolbar.

1 Note

How does SAP Business One manage price information? In SAP Business One, prices are defined for items in price
lists. A price list is assigned to a business partner (customer or vendor). When you choose an item, unit prices appear
based on the price list assigned to the customer or lead. The assigned price list appears in the Form Settings window
for the document and if necessary, you can select a different price list for that document. This change will not
override the price list in the customer master data. On top of price lists, you can offer special discounts for added
flexibility. See Chapter 12 for more information on entering and managing special prices and various discounts for
items.

PUBLIC SAP Business One... To Go
100 © 2017 SAP SE or an SAP affiliate company. All rights reserved. Sales Documents and Accounts Receivable



A unique feature for sales quotations is the alternative item row type. Imagine your customer is interested in a couple of
expensive printers, but would also like to know about more affordable printers as part of the quotation. By adding an
Alternative row type you include additional items without affecting the total amount of the quotation. When you convert the
quotation to a sales order, you can decide whether to delete the alternative items, or include them as regular items.

5.4.2 Step 2: Sales Order

The sales order is an important document - it tells everyone to get busy filling that order. As such, this document is important
for planning production, picking the items from the warehouse, creating purchase orders, and scheduling resources. One
unique feature of SAP Business One is that you can create purchase orders directly from sales orders or use a wizard to create
purchase orders in bulk, thereby streamlining your supply chain as well as material requirements planning processes (see
Chapter 7 for details).

54.2.1 Creating and Adding a Sales Order

You can create a sales order either from a sales quotation or from scratch. Figure 5-5 shows how to create a sales order from a
sales quotation using the Copy To button.

Sales Quotation -0Ox R -
e G — DR 1. Display the sales quotation to copy
Hama Pararmeter Tachnology Stahs Opan
Contact Person Dariel Brower, - Postng Date 1W102014
Cumtomer kef. Mo, Vabd Unti 11302014
Lasal Survency bt Dooumant Date 0
Corbartt Loghtct Betounting At herarts
Par/Sarvics Type Them Sumenary Typs P40 Surmmary o
# B Mo, Irem Descrphon Quartty Uit Price Dz Totd (LC)
1 L 18, Cfficeprint 1450 1 FU000 000 § 15000
2 A2 1B, Oficepeint 1111 1 § 17500 000 $ 17500
] Abooed 1B, Offcaprint 100 ] U000 0000 § 12000
4 [ =]
Sales Order -0 x
Lo =T [ -
Tiame Par, o Tachralogy Feh
2. Select the Order from the Copy To e Sewe Iebrsteny i
drop down list e el
Corberdy [re ey Acourieg EErE
Ramarks MemfService Type  Dem Summary Trpe Na Summary =
& Do, Cmcount & Tan Coe  Tobd (LC)
3 - Asonn 000 — A
2 Adoinl [ Ba
1 A3 18, Ofcegeind 11 :l’:-_:,_. Pa
Sales Order
Delivery
AR Invoice
. Sakes Epboyen Evad Thompuon Totd Bafors Civowurt o0
Res. Invoice Crr Trscourt -
Frught
Fongadng § o0
3. SAP Business One creates an ‘ - Jan
. amarkt ced O Sai % ™.
order based on that quotation ”_’_/__'__/’ e —
m m Copy From -
Figure 5-5: Copying a sales quotation to a sales order
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The Copy To button provides an almost instantaneous way to create the next document in your process. It copies all the
information from the base document. Now you can make changes in the target document, such as reducing quantity and
adjusting prices. See Building One Document from Another later in this chapter for more information.

You can create a new sales order with no reference to a quotation by selecting Sales - A/R — Sales Order. When master data is
set up properly, you enter information in just a couple of fields:
e Customer field: See Figure 5-3

e Items: Enter items and specify quantities

If you are not ready to add the sales order (by clicking on the Add button), you can save it as a draft (by choosing File — Save
as Draft). See Chapter 10 for more information about document drafts.

You can change a sales order (changing quantities, updating prices or discounts, and so on) after you've posted it, as long as
you have selected the option to allow changes to existing orders under Administration — System Initialization — Document
Settings — Per Document tab — Sales Orders. You can only change orders that are open.

If a sales process is stopped, and the sales order has not been copied to a higher level A/R document, such as a delivery or an
A/R invoice, it is possible to cancel it (as shown in Figure 5-6). However, when a sales order has been copied, either entirely or
partially, to a higher-level A/R document, the sales order cannot be cancelled; it can only be closed. If you want to only cancel
a particular row, right-click it, and choose Close Row.

To close or cancel a sales order, select Close or Cancel
from the Data menu, or the right click context menu

Sales Order -
Customer C22900 Ma. Primary 933
Mame Parameter Technology | Status Canceled
Contact Person Crariiel Erown ol Posting Date 10/20/2014
Customer Ref, Mo. Delivery Date 10/20/2014
Local Currency bl Docurment Date 10/20/2014
Figure 5-6: Cancelling or closing a sales order
1 Note

Document handling alert. Like all documents in SAP Business One, a sales order is not deleted when cancelled or
closed. It can still be displayed and printed, but it cannot be changed or copied to a higher-level sales document. In
addition, a cancelled or closed document in SAP Business One is no longer displayed in the open items list.

In a sales order, you can commit specific batch numbers to your customers, for items that are managed by batch numbers.
Right-click the quantity field and select the Batch Numbers option. The selected batches are allocated to this sales order and
cannot be taken by another sales document however you still need to reconfirm this batch selection, when you deliver the
item using a delivery or an A/R Invoice.

5.4.2.2 ltem Availability Check

A sales order represents a commitment that the items will be delivered in full at a certain date. How can you make sure you
fulfill this commitment to your customers? This is where you can use the Item Availability Check. To activate this option, go to
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Administration — System Initialization — Document Settings — Per Document tab — Sales Orders and check the Activate
Automatic Availability checkbox.

As you enter the quantity for an item in a sales order, if the available quantity for this item falls below the amount required, a
new window opens that displays the following options:

e Continue —ignores the alert, and keep the items as entered
e Change to Available Quantity — the quantity in the row changes to what is currently available regardless of the date.

e Change to Earliest Available — the row’s delivery date changes based on the earliest date that the quantity is available. If
this quantity is not available in future, this option is disabled.

e Display Available to Promise Report — the report shows cumulative quantity by date, based on the report you can change
the delivery date for that item. See figure 5-7.

e Display Quantities in Other Warehouses — opens the Items by Warehouse report. If the quantity is available in another
warehouse, this report can provide the information needed.

e Display Alternative ltems — opens the Alternative ltems — Selection, where you can choose to offer a different item that
you do have available. The alternative items should be predefined for the current item.

e Delete Row —deletes the current row.

Even if you do not wish to use the automatic availability check, you can manually open some of the options:
e Right-click the item code to open the alternative items.

e Right-click the quantity to open the available to promise report.

e Right-click on the warehouse code to open the items by warehouse report.

Inventory Status (Available-to-Promise) -Ox

Ttem Mo. ADD001 1.8, Officeprint 1450 | Akernative Itens |
Warehouse General Warehouse i Multiple Warehouses

# | Document | CustomerMendor  Order Date Delivery Date Ordered Committed | Available | Curmulative A... Conf...
24 PO 1041 Acme Associates 07f15/2014 07/15/2014 1 B4 &10.000
25 |~ OR 390/ Mashina Corporalio 06/19/2014  07/13/2014 10 630 610,000 10
26 |~ OR 917/0 Parameter Technolc07/21/2014 07212014 1 629 610,000 1
27 ©OR 915/0 ADA Technologies 07f17/2014  07,/25/2014 10 619 610,000 10
28 |- OR 57271 Parameter Technolc 06/26/2014  07/26,2014 5 614 £10.000 5
23 [ pw 154/ 02/05/2014  03/12/2014 1 613 £10.000
20 PO 1049 Acme Associates  09/11/2014 7 E15 610,000
31 |~ PW 160/ 09/15/2014 09152014 2 613 £10.000 2
32 P 161 09172014 09/17 f2014 2 B11 510,000 2
33 OF. 928/0) Parameter Technolc 09,/30,/2014 10/10/2014 1 10 510,000

&0 92 92

eyond Item's Lead Time Include Past Plamned Re

Available cumulative quantity based
on delivery dates. Helps you decide
on the optimal date for your order

Open sales orders, purchase
orders and production orders are
considered for the calculation

Figure 5-7: Available to Promise
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1 Note

Backorder. If you would like to place a backorder, simply create a regular order. Use the backorder report located
under sales reports, to trace backorders and their status. The report shows open rows from sales orders, the ordered
quantity, the delivered quantity and the backorder quantity.

5.4.2.3 Advanced Available-to-Promise Check and Delivery Scheduling

With the SAP Business One version for SAP HANA you can activate an advanced Available to Promise (ATP) check in the
Administration — System Initialization — Document Settings — General tab.

Click the icon e on the tool bar to open the ATP check. A graphical view displays an item'’s availability. You can scroll right
and left on a timeline to see when the item is available as shown in figure 5-8.

ATP Check -0 x
Warehouses.
IET' “+ ATPOOL - 18 New Printer I% Enter item ‘ [ Warehouse Name
[¥ =01 - Gererd Warcholise
[ =02 - West Cost Warehouse
| Required Quantty B I% Enter Quantitv ‘ [ =04 - Corsignment Warehouse
Required Delivery Date: [ D5 - Bin Warshouse
® Check Against Required Quantity
) check against Confirmed Quantity

1 Include Past Planned Recaipts

View when the full quantity is available in the time line

Curmul ative ATP Quantity 2

4

10/30/2014 10f31f2014 11/01/2014 11f02/2014 11j03f2014 11."3“-}20_14’ 11f05/20 ].-41I 110620 lé‘ 11/07/20 '.4‘ 11f08f20 1'=I 11/09f2014 ' 11/10/20 1.4'
1/10/2014

PPl 7727222222222 22272

Figure 5-8: ATP Check

When you go ahead and place an order, SAP Business One verifies there is enough quantity available to deliver on the required
date. In case there is insufficient quantity, the Delivery Schedule Details window opens with recommendations for quantity
and delivery dates. In this example, the customer ordered three printers, however only two can be delivered on time, and the
third one will be delivered in a later date as shown in figure 5-g. If there is not enough available quantity on the dates needed,
you can choose a delivery strategy:
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e Delivery Proposal - splits the delivery to match your available quantity
e One-Time Delivery — only delivers the items that can be sent on time

e Complete Delivery - postpones the delivery so the entire quantity is delivered in full.

Delivery Schedule Details - 0Xx
Ttem ATPOO1 Itemn Description JB New Printer

Warehouse 01 Wi arehouse Description General Warehouse

Open Qty (Inv. UoM) 3,000 Inwentory UoM

Req. Delivery Date 11032014 [ ] Fixed Qty/Date Delivery Pr o

Delivery Strateqgy Delivery Proposal «

One-Time Delivery

#  Delivery Date Qty (Inv. UoM) Complete Delivery
1 11/03/2014 2.000
2 11/04/2014 1.000
3 | 000

Open the list to choose the desired delivery strategy

3.000

ATP Quantities | Check Availability

Figure 5-9: Delivery Schedule in Sales Order

Delivery Schedule Management is a tool for rescheduling orders. For example, you have a VIP customer that requested items,
which are committed to another customer. You can use the Delivery Schedule Management to view all open orders for the
item with the ability to reschedule one sales order so that you can fulfil the VIP customer’s order. You can open the Delivery
Schedule Management inside a saved order by right-clicking on a row to view a list of all open orders for that item.
Alternatively, you can choose the B (Delivery Schedule Management) icon on the tool bar then select the item.

Figure 5-10 shows the process of rescheduling a prior order so the sales order with the higher priority is delivered in full on
time.
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54.2.4

Delivery Schedule Managemaer

1. Expand the quantity to view the delay of your order =8 N

and the on time delivery of the previous order
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Figure 5-10: Rescheduling order using the Delivery Schedule Management

Drop Shipment

How would you handle a sales process where your company only serves as the intermediary between customers and vendors?
Your customer orders from you and you order from a vendor that ships the items directly to your customer. This is where you
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can use the Drop Ship warehouse functionality. Dedicate one of your warehouses to drop shipment, and apply it to the sales
order when appropriate. When you add the order, the system automatically recommends a purchase order creation. In the
confirmation screen, you choose which items to order, the vendor and the prices. You just need to accept and a purchase order
is created in addition to the sales order. The ship to address in the purchase order is the customer’s ship to address from the
sales order.

When using a drop ship warehouse, as opposed to a regular warehouse, no inventory transaction is posted and the committed
quantity is not increased. This means that, even during the delivery of the items, there will be no effect on the inventory level,
nor is a journal entry posted to reflect inventory value changes. Thus, the drop ship warehouse is not part of the different
inventory reports.

To setup a drop ship warehouse go to Administration — Setup — Inventory — Warehouses. Select the Drop Ship checkbox.

1 Note

Automatic PO creation. It is possible to create a purchase order automatically, similar to drop ship function, by
checking the Procurement Document box on the Logistics tab of the sales order. This will open the Procurement
Confirmation Wizard allowing you to create a purchase order or a production order. This function is useful if you do
not keep your inventory items in your warehouse, but you want to purchase on an order-by-order basis and reflect
the inventory movement in your general ledger. You can also use the Procurement Confirmation Wizard to create
PQO'’s based on Sales Orders in bulk. See more information in chapter 10.

5.4.2.5 Accounting and Inventory Impact of the Sales Order

In SAP Business One, a sales order affects the available stock level. This means that the stock available to sell is reduced by the
quantity in the order. When you enter sales orders, no value-based changes are posted to the G/L, but the items are added to
the committed quantity in the inventory module.

When an order for items is cancelled or closed, the committed quantity in the inventory module is decreased. You can view the
ordered quantities in various reports, such as the inventory status report. This information is important for optimizing sales
processes and stock levels.

5.4.3 Step 3: Delivery

A delivery indicates that goods have been shipped. A delivery is sometimes referred to as a packing slip.

5.4.3.1 Creating and Posting a Delivery

To create a delivery, select Sales - A/R — Delivery. A blank delivery appears; you select a customer and fill in the items for
delivery. To post the delivery, click Add.

Often you may want to create a delivery from a sales order or sales quotation. To do so, simply display the sales order or
quotation and select Delivery from the Copy To button’s drop-down list. Alternatively, you can create a delivery from multiple
orders or quotations; see Building One Document from Another later in this chapter for more details.
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1 Note

How does SAP Business One facilitate the pick and pack process? Once you have created a new sales order with an
approved status, you may use the pick and pack manager, accessed through the inventory module, to handle your
picking activities. The process starts with the creation of a pick list, moves to the reporting of picked quantities, and
terminates with packaging and delivery. The pick and pack manager allows you to release some or all items to a pick
list, perform a partial pick for the items, or pick all items. You can also create a delivery at any stage of the picking
process. See chapter 12 for more information on the pick and pack process

You can cancel a delivery document, choosing the Data — Cancel or by choosing the same option in the context menu. In this
case, a new cancellation delivery document is opened, and both the inventory and the accounting transactions are reversed,
once you add the cancelation delivery. Use this option when you make a mistake creating the delivery document. For example,
if you choose the wrong customer or item. Alternatively, if items were delivered and sent back to you, create a return
document based on the delivery to reverse all the transactions. You cannot create an A/R invoice from a delivery that has been
closed or canceled nor can you create another sales document with reference to the delivery. You can no longer make changes
to the closed delivery either.

Delivery 2 Select Customer -0 x
[Customer C40000) | Mo.  Primary v g

Marne Earthshaker Corporation Status Open

Contact Person Bob McKenshy v Posting Date 10/21,/2014

Customer Ref, Mo, Delivery Date 10/31,/2014

Local Currency i Document Date 10,21,/2014

Select Items or...

Contents Logistics Accounting Attachrents
Itern/Service Type Ttem i Surnmary Type Mo Surmmary il
# | Itern Mo. tern Description Quantity  Unit Price Total (LC)
1 AD00D01 1B, Officeprint 1450 1 § 500.00 $ 500,00
FA A00002 E. Officeprint 1111 1 § 250.00 $ 250,00
3 A00003 E. Oﬁ"iceprinl 1138 1 ¥ 375.00 $ 375.00
4 ADDDD4 Hairbow Colar Printer 5.0 1 § 625.00 $ 62500
g
Sk Employes Sophie Klogg T Total Before Discount $ 1,750.00
Owner Discount %
- - - Freight
This delivery is based on a [] Roynding $0.00
sales order Tax
Total $ 1,750.00

Remarks Based On Sales Orders 337,
Copy from a base document ‘

.
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Figure 5-11: Creating a delivery

Note that you cannot copy from a sales order to create a delivery if the business partner is still classified as a lead. See the
following text box for details about changing a lead to a customer.

1 Note

How does a lead become a customer? You change a lead to a customer in the business partner master data. Go to the
business partner master record and select Customer from the drop-down list to the right of the business partner
code.
You can identify the packaging structure in a delivery document. This is especially useful when you pack and ship large number
of items. Select the Packing Slip option from the context menu. Here you can allocate items and quantities to package types.

If one or more items are managed by serial or batch numbers, right-click the quantity field, and select the Batch/Serial
Numbers option, to identify which batch and serials are released from stock.

5.4.3.2 Accounting and Inventory Impact of Delivery

Creating a delivery in SAP Business One reduces the actual inventory levels. When you post a delivery, the corresponding
goods issue is also posted. The goods leave the warehouse and the relevant inventory changes are posted. The inventory
account is credited and the cost of goods sold account is debited based on the current item cost.

1 Note

Perpetual inventory alert. When your company is set up to use perpetual inventory, it is crucial that all items have a
cost before you sell them. Otherwise, upon the delivery of the items, the G/L does not reflect the change in inventory
value. You can choose to block this situation by deselecting the Allow Stock Release Without Item Cost checkbox
from Administration — System Initialization —Company Details — Basic Initialization.

5.4.3.3 Optional Step: Return

For various reasons, customers sometimes return goods. In this case, you create a return document. If the returned goods have
already been invoiced, you should create an A/R credit memo instead, as described later in this chapter.

When you enter a return document, you reverse—either partially or fully—the posting of a delivery. Once a return document is
posted, the inventory quantities are updated. Posting a return document also automatically updates the inventory value using
the original item cost that was used in the delivery it’s based on. If the delivery was based on a sales order, it can be reopened
once the return is posted. To allow your users to reopen deliveries, activate the option in Administration — System
Initialization — Document Settings — Per Document tab.

5.4.4 Step 4: A/R Invoice

Once you deliver goods or provide services, you bill the customer using an A/R invoice. An A/R invoice is a request for payment.
Posting an A/R invoice records the revenue in the profit and loss statement.
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544.1

Creating and Posting an A/R Invoice

You can create an A/R invoice from single or multiple sales quotations, sales orders, or deliveries (see “Building One Document
from Another” later in this chapter). You can also create an invoice from scratch by selecting Sales - A/R — A/R Invoice.

Once an A/R invoice has been posted, it cannot be changed or deleted because it is a legal accounting document that creates
entries in the G/L.

A/R Invoice Select Customer

Due date defaults based on payment terms in
the Business Partner master

|Customer C40000
Mame Earthshaker Corporation Status Open
Contact Person Bob McKensly i Pasting Date 10312014
Customer Ref. Mo, |Due Date 12/01/2014 |
Local Currency v Document Date 10/31,/2014
Contents Logistics Accounting Attachments
Item/Service Type Ttern ol Summary Type Mo Summary il
# [Item Mo. Item Description Quantity  Unit Price  Tax Code Total (LC)
1 A00001  ).B. Officeprint 1450 1 $50000 Exernpl § 500.00
2 AD0D0Z 1B, Officeprint 1111 1 §250.00 Exarmnpl § 250.00
3 A00003 1.E. Officeprint 1186 1 ¥ 37500 Exempl ¥ 37500
4 A00004  Rainbow Color Printer 5.0 1 $625.00 Exempl § 625.00
5
Bas Erploves Sophic Klogg Total Before Discount $ 1,750.00
Owiner o eednding %
This Invoice is based on a I Totsl Down Payment
deli Freight
elivery $0.00
T, \/ Copy from a base document ‘
Payment Order Run $ 1,750.00
Remarks Based On Sales Orders 937
Based On Deliveries 833, $ 1,750.00

N N

1 Note

Figure 5-12: Creating an A/R invoice

Tax Only Invoice. SAP Business One allows you to post a Tax Only invoice. For example, if you gave away items as a
gift or a trial, and you must charge sales tax, use the tax only function.

The tax amount is calculated based on the unit price and the journal entry reflects the tax posting only. Use the Form
Settings icon to add the Tax Only column to the invoice table.
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5.4.4.2 Accounting and Inventory Impact of the A/R Invoice

Once posted, the A/R invoice posts a journal entry to the corresponding customer and revenue accounts. If it is posted without
reference to a delivery, the A/R invoice also decreases inventory values and quantities. The inventory account is credited and
the cost of goods sold account is debited based on the current item cost in addition to the postings to customer and revenue
accounts.

1 Note

Negative Invoice. An invoice can include negative rows. A negative row can be used to record credits or returns from
the customer in the same document instead of creating an additional one. It is also possible to have the invoice total
as negative. A message appears once you add the invoice, however if you confirm it, the negative invoice is added.

5.4.4.3 Optional Step: A/R Invoice Plus Payment

You use this document for cash sales to one-time customers. However, before you can do so, you need to create a separate
master record for one-time customers. This master record is usually defined during the configuration of SAP Business One
when you determine the primary G/L accounts. If you haven't already specified a default one-time customer, you can do so by
going to Administration — Setup — Financials — G/L Account Determination. Choose the Sales tab. On the General subtab,
press in the Default Customer for A/R Invoice + Payment field to display a list of customers. Select a customer or enter a
new customer for this purpose.

To enter a one-time sale, select Sales - A/R — A/R Invoice + Payment. SAP Business One fills in the one-time customer’s
information for you; you can fill in details about this customer if desired. Enter the items, quantities, tax code, and any
discounts, then click the ? (Payment Means) icon to display the Payment Means window. Enter a payment for the full amount
of the invoice and click OK. (Partial payments cannot be accepted.) Click the Add button to complete the sale.

SAP Business One manages the A/R invoice plus payment in the same way as a standard A/R invoice. The corresponding
journal entries in the SAP Business One accounting and inventory modules are processed automatically once the document is
posted.

5.4.4.4 Optional Step: A/R Credit Memo

When a customer returns goods, you issue a return document, as described earlier. But if you have already posted the A/R
invoice, you issue an A/R credit memo. When you create an A/R credit memo, you reverse—either partially or fully—the
posting of an A/R invoice. Once the A/R credit memo is posted, inventory quantities are increased, the customer account is
credited, and the revenue account is amended by the same amount. The sales tax is also corrected automatically.

There is a restriction regarding copying return documents to A/R credit memos based on how you created the return
document. If you created the return document based on a delivery, you cannot copy the return document to an A/R credit
memo. However, if you did not base the return document on a delivery, you can copy the return document to an A/R credit

memo.

In SAP Business One, an A/R credit memo can be created from existing A/R invoices and return documents. Sometimes when a
customer is receiving a credit or rebate, you also want to invoice them for items they are purchasing. In those cases, you can
have negative rows in a credit memo. The negative rows are billed to a customer, rather than crediting the customer.
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It is also possible to create A/R credit memos for services (non-inventory items). The posting of a credit memo for services has
no effect on inventory quantities.

When you have a need to credit a customer for overcharging for a certain item, instead of using a service A/R credit memo, you
can enter the items but mark the Without Quantity Posting checkbox for the row to indicate the credit would be monetary
only, without effect on inventory. Use the Form Settings to reveal this field.

5.4.4.5 Optional Step: A/R Reserve Invoice

Use the reserve invoice in cases where you bill your customer before you ship the items. In a reserve invoice, the revenues are
recognized, but no inventory transaction takes place. Once the items are shipped, create a delivery, and copy from the reserve
invoice. At this point, the reserve invoice status changes to Delivered and the delivery is set to Closed.

If you credit an un-delivered reserve invoice, the credit memo will not increase inventory level.

54.4.6 Accounting and Inventory Impact of the A/R Reserve Invoice

Once posted, the reserve invoice posts a journal entry to the customer and revenue account. No inventory transaction is
posted; however, the committed quantity is increased. When a related delivery is created, the committed quantity is cleared,
and the on hand inventory level is decreased.

5.4.4.7 Cancelling an A/R Reserve Invoice

To cancel a delivered reserve invoice, you must create an independent credit memo and use the internal reconciliation as
explained in chapter 3 to match the two together.

If you credit an un-delivered A/R reserve invoice, the credit memo will not increase inventory level. It will only reverse the
journal entry that resulted from saving the A/R reserve invoice initially.

54.4.8 Optional Step: A/R Down Payment Process

In some cases, you require a portion of the total due in advance, usually at the time you create the sales order, in order to get a
real commitment from your customer. This is also known as a Deposit on Order. For example, if your customer provided his
credit card information at the time he signed the order, you will record this as a down payment.

To record this payment, while creating the sales order, click the ® (Payment Means) icon to open the Payment Means
window. Once you add the sales order, three documents are created:

e Thesales order
e The down payment invoice. linked to the sales order
e Anincoming payment that closes the down payment invoice.

The process is complete when you issue the final A/R invoice. If you base the invoice on the sales order, the down payment
invoice is applied, and the amount is reduced from the invoice amount.
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1 Note

Down Payment Amount Reminder. When you apply a down payment, you can choose to pay the full amount of the
order, including tax and freight. It is also possible to pay an amount above the original order amount. In this case,
when you create the A/R invoice, by default the invoice total about will be zero, however if you choose to, you can
apply the entire down payment amount, so the invoice total is negative.

The down payment invoice can also be created from scratch with or without reference to a sales order. Depending on the
business process in your company, you may not create sales orders, or perhaps the advance payment arrives at a later stage,
after you add the sales order. In these cases, you can create the down payment invoice independently. When the payment
arrives, create an incoming payment, and apply it to the down payment invoice.

5.4.4.9 Accounting and Inventory Impact of the A/R Down Payment
Invoice

The down payment invoice has no effect on inventory. The funds identified in the document are credited to a predefined
liability account, and customer is debited.

Once the down payment is paid, it can be applied to the A/R invoice. At this stage, the amount is transferred from the liability

to the revenue account. The customer is debited for the remaining balance.

Specify the default down payment account by going to Administration — Setup — Financials — G/L Account Determination.
Choose the Sales tab. On the General subtab, press in the Payment Advance to select the liability account. This account
also appears on the business partner master data, and can be overridden with a different account.

1 Note

Applying a Down Payment to an A/R Invoice. While creating the A/R invoice, click the browse button at the bottom
of the document, next to the Total Down Payment field. A list of paid down payment invoices for the selected
customer is presented. You can choose to draw the entire amount, or adjust the Amount to Draw field.
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Figure 5-13: Creating Deposit on Order

You can apply multiple deposits on the same order. To view a list of all down payments, right click the sales order screen and

choose Related Down Payment Transactions.

5.4.4.10

Optional Step: Blanket Agreement

With a blanket agreement, a customer commits to buying certain items or services from you over a period of time, and you
commit to deliver them on time at a special price. Throughout the period, you need the ability to track the fulfiiment level of
the agreement to make sure you are on track. Use the Blanket Agreement document to record these terms and the system will
do the rest. Any time you sell items that are covered by the blanket agreement the sales order is automatically linked to the

blanket agreement allowing you to know at any point in time the agreement's status.

The blanket agreement document contains the customer name and period. It can be based on a monetary value, or be based

on items. It has the following tabs:

e General - specify if it is a Specific or a General agreement. If the agreement is specific, the prices set in it will be used in

the sales documents.

e Details - here you identify the items, quantities and prices if the agreement is using the Item method. If the method is
monetary, you specify the total amount and discounts the customer has committed to purchase from you. Double click
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the row in both cases to identify the frequency and schedule of the sales amount or delivered quantities as shown in figure
5-14.
e Documents —shows all sales documents that were posted for this customer that apply to this blanket agreement.

e Recurring transactions — lets you link recurring documents to the blanket agreement in order to reflect the sales
throughout the period.

Sales Blanket Agreement S
EP Code C23300 Mo. Prirnary 1
: Parameter Technol Agreement Method Tterns Method
Double click the row to e LS
i Daniel Brown v Start Date 09082014
determine the frequency of 5550119 End Date 123172014
fulfillment daniel brown@par ameter . Termination Date
Signing Date 09082014
T Printer sales commilrnent For the year
It Details Documents Attachments Recurring Tranzactions
# Ttem M Ttern Crescription Ttem Group Planned Quantity Unit Price Open ..
[1 A00001 )8, Officeprint 1450 1. Prirkers 100 4 150,00 |
2 A00002 1B, Officeprint 1111 J.B. Printers 100 $ 175.00
K] A0000Z  )E. Officeprint 1186 J.B. Printers 150 % 120.00
Row Details - Blanket Agreement -
# Frequency From To Ttern ... Item Description Release Qua,. War.,. Free.. Consume Fore.. Achivity
1 Monthly ¥ 09/08/20 12,/31/20 400001 1B, Officeprint 1450 | 0 01 [v]
2 Monthly ¥ 200001 18, Officeprint 1450 v

Figure 5-14: Blanket Agreement

Blanket agreements are available for purchasing as well, allowing you to commit your company to purchase from your vendors
based on predefined terms. In both sales and purchasing, the blanket agreement is not a legally binding document, and has no
effect on accounting or inventory.

5.5 Building One Document from Another

Sales documents build on each other. Often, a quotation becomes a sales order that forms the basis for a delivery and finally
an A/R invoice. Figure 5-5, earlier in this chapter, shows how to quickly copy a document to the next document in the sequence
using the Copy To button. The original document is called a base document; the document you create from it is called a target
document. Building one document from another saves time and effort.

1 Note

Document type alert. When you copy one sales document to another, make sure that the base document and the
target document are of the same type, whether items or services. Sales documents cannot mix items and services,
and an item sales document cannot be copied to or from a services sales document.

SAP Business One makes it easy to follow the trail from document to document as well. If you display a sales order created
from a sales quotation and click the cs] (Base Document) icon, SAP Business One displays the sales quotation the document
was based on. If you display the sales quotation and click the &l (Target Document) icon, SAP Business One displays the sales
order.
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The Copy From button allows you to select a base document or documents from which to create a new document. Clicking
Copy From starts the Draw Document wizard, explained in Chapter 1o0.

Use the Relationship Map to see the entire document flow in a graphical way, with an option to drill down to every document,
item or business partner, as well as see the journal entry a document posted. The Relationship Map can be opened from the
context menu of any document type, including purchasing and payments.

Figure 5-15 shows a sales process that includes a quotation, an order, two deliveries, A/R Invoice and a partial payment. The

yellow color of the invoice box identifies it was partially paid, a blue indicator means it was fully paid, and a red one means it's
fully open.

You can drilldown into any of the objects by clicking on them. You can also right-click on the documents shown to view posting
details, related items and pick lists.

Delivery

a9

w101
515900
Sales Order
A/R Invoice
= & Incoming Payments
sak tati % I
ales Qustation L F3 =
% )
N 10312014
50 | 10/31/2014 10312014
103172014 $37EL
s § 3450
$3u450
$3us0

Delivery

300
10731/2014

18550

Marketing Document: Documert Tree -

Figure 5-14: Relationship Map

5.6 Processing Groups of Documents

Sometimes it's convenient to create many sales documents at once. Perhaps you want to create a batch of A/R invoices or
deliveries. In that case, you would use the Document Generation wizard. If you have a number of customers who are late with
payments, you may want to use the Dunning wizard to create late notices. This section describes these wizards.
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5.6.1 The Document Generation Wizard

The Document Generation wizard allows you to perform mass processing of target sales documents. Many companies prefer
to do an invoice run rather than generating individual invoices. This can also streamline invoicing for your customers. When
you use this wizard, you can combine open sales orders or deliveries in one invoice, making it convenient for customers to pay
all they owe you from a single invoice instead of receiving multiple invoices from you.

You start the wizard by choosing Sales - A/R — Document Generation Wizard. In the wizard, you select the type of the base
and target document. For example, the base is a delivery and the target is an invoice. It is also possible to select the base as
sales order, and the target a delivery or invoice. Next, you identify whether one base document creates one target, or multiple
base documents are consolidated into one target. Finally, you select what to do in case of missing data, such as exchange rate,
as well as accounting and inventory alerts such as credit limit deviation. At the end of the run, you receive a summary of all the
newly created documents. In Figure 5-15, you can see the main steps for the document generation wizard.

Parameter Set Name
|
Target Document Preferences
4
Base Document Preferences
o
Base Document Consolidation Options

|

Customer's Selection

k|

Response to missing data and alerts

k|

Save and Execute Options

Figure 5-15. Document Generation Wizard Steps

1 Note

Document Generation wizard alert. Because creating sales documents creates automatic entries in the general ledger,

the document generation wizard must be used with care and preferably with help from your implementation partner.
See Chapter 10 for details.
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5.6.2 The Dunning Wizard

The Dunning wizard automates the process of sending late notices to customers. In addition, the wizard keeps track of a
customer’s “payment behavior,” which allows you to make decisions about payment terms for future orders. With the help of
this wizard, you can post dunning fees and interest automatically. This information is also useful when reporting to credit
agencies and other financial institutions about customers.

You start the wizard by selecting Sales - A/R — Dunning Wizard. You can specify whether to load a saved wizard with its
parameters or start a new one. You can specify general parameters, such as the name of this dunning run and its date then you
select business partners. The wizard allows you to specify a posting date range to include. By default, all dates through today’s
date are included. The wizard runs and shows the Recommendation Report, shown in Figure 5-16.

Enter new due date, which is the
new expected payment date for
selected invoices

dommendation Report
saf the dafte by

& iRt columes. and chan

Tira 1026 Uit Mt
I‘-.l-.' Dot Dite | ] I
] Customer Code  Letler Ho Level  Customer Hame  Doc, Ho.  Fosting Cate Doourent Dwte  Dus Date  Bocument Sum  Open Sum | Inberest Says  Erdwcest 8 Inberest ... Toba
1 Micrachips
il $ 5.250.68 § 76309 § 10025
3 IN 141307 13T 1R § TAILE FHT § T1LIE | § B4
4 3/ 000 - e 547008 LET §ik1l 548N
£ TN 32/ 005108 /2810 $ L1806 | § L1B0U1E] 188 LTE § 10143 5 L15LTY
wing leter, sact the o nhane

Interest days, % and amount is

Select which transactions to include calculated and printed in the

dunning letter as defined in the
Dunning Terms setup

L=

Figure 5-16: The Recommendation Report in the Dunning Wizard

This window lists overdue A/R invoices for which dunning letters will be created. You can choose to include manual journal
entries, credits and payments that are not based on invoices in the run. You can collapse the list to include only business
partners without invoice detail by clicking the Collapse All button. At the end of the wizard, you have options to save the
parameter set and exit, save the recommendation report as a draft and exit, or print dunning letters and exit. For more

information on the dunning wizard, see the online help.

1 Note

Dunning system setup. Prior to running the Dunning Wizard, you must setup the dunning levels and dunning terms in
the company. Go to Administration — Setup — Business Partners. Each customer must be assigned with a dunning

term. It is possible to setup a default dunning term for new customers on the Administration — System Initialization
— General Settings — BP tab.
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5.6.3 Recurring Transactions

Similar to recurring journal entries as explained in the financials chapter, you can use recurring transactions for sales,
purchasing and inventory documents. For example, if you are a service provider that bills your customers on a monthly basis,
you can create a recurring invoice template with a frequency of one month, and SAP Business One will prompt you when the
time comes to post the invoice.

To set up a recurring transaction, you open the Recurring Transaction Template window in the sales main menu to create a
document template. Once you specify the document type (such as a sales order or A/R invoice), you create a draft document.
Then you specify how often to generate the transaction.

In Figure 5-17, a sales order has been set up to be posted weekly on every Monday for a particular time period and an invoice
has been set up to bill monthly on the first day of the month.

Choose the document type, and create a new document. Set the Recurrence and uxp-iratiun_'/,

\
~~

Recurring Transactions - Templates

# | Terplate  Typa Do Mo Recurrence Period  Recurrence Date  Start Date Haxt Exec... & Walid Lintl ER

1 |BA Sales Order v a4 Weskly * OnMondsy T 09082014 0 foeh 214 12/31/2004 2300
z |an A Tnovsice * < i) Menthly * onl * 10312014 11012014 12312004 23300
L - Maorihly * onl * 10312014 11012014

Figure 5-17: Recurring Transactions Template

Based on the next scheduled execution date, SAP Business One will recommend posting a recurring transaction. You can view
the recommendation using the Recurring Transactions under the Sales main menu.

5.7  Accounting and Inventory Impact

Summarized below are the most important accounting and inventory implications of the SAP Business One sales documents
discussed in this chapter.

Sales document ’ Accounting impact Inventory impact

Blanket Agreement No postings No postings

Sales quotation No postings No postings

Sales order ) Increases committed quantity,
No postings

decreases available inventory.

Delivery Debits cost-of-goods-sold account and credits

. . . Decreases actual inventory and
inventory account when using perpetual inventory

committed quantity

system
Return Debits inventory returns account and credits cost-
of-goods-sold account when using perpetual Increases actual inventory
inventory system
SAP Business One... To Go PUBLIC
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Sales document

A/R invoice

Accounting impact

If the A/R invoice is based on a delivery, debits
business partner’s A/R control account and credits
sales revenue account.

If the A/R invoice is not based on a delivery, debits
business partner’s A/R control account and credits
sales revenue account; also debits cost-of-goods-
sold account and credits inventory account.

Inventory impact

Decreases actual inventory if A/R invoice
is created without reference to a
delivery

A/R Down Payment
Invoice

Debits business partner’s A/R control account and
credits payment advance as defined in the
customer master data. If payment means were
entered, there will be a credit to the business
partner’s A/R control account, and a debit to the
bank or a clearing account, depending on the
payment means selected.

No postings

A/R invoice plus
payment

Debits business partner’s A/R control account and
credits sales revenue account; debits cost-of-
goods-sold account and credits inventory account;
debits checks-received account and credits
business partner’s A/R control account

Decreases available inventory

A/R credit memo

Credits business partner’s A/R control account and
Debits revenue account also credits cost-of-goods-
sold account and debits sales return account

Increases actual inventory

A/R reserve invoice

Debits business partner’s A/R control account and
credits sales revenue account

Increases committed inventory if not
based on sales order
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6  Purchasing Documents and Accounts Payable

In This Chapter

e Overview of Purchasing-A/P Process

e Getting Started: Common Structure and Key Data
e Taking It Step by Step

e Building One Document from Another

e Accounting and Inventory Impact

e Purchasing Checklist

Purchasing is not just about ordering and paying for pencils and paper clips. Rather, purchasing is the process of making sure
that a steady stream of required materials is on the way to your company when and where you need them. As a fully
integrated, end-to-end business management application, SAP Business One helps you run the purchasing process, starting
with the purchase quotation and purchase order and continuing with the rest of the purchasing documents. SAP Business One
automatically captures information at each step so you always know what’s on hand in inventory as well as the up-to-the-
minute financial state of your business. The real-time view helps you identify potential shortages before they happen (see

details about material requirements planning in Chapter 7). Precise historical information keeps track of which vendors come
through for you consistently.

In this chapter, we focus on the basic steps involved in executing a purchase order (PO) in SAP Business One and the other
purchasing documents that flow from it.

6.1 Overview of Purchasing-A/P Process

In this section, we take you through the basic three-part process of ordering, receiving, and paying for goods or services. The
flowchart in Figure 6-1 presents the “big picture” of how SAP Business One purchasing documents relate to each other,
including all of the optional steps, which are discussed in the next section.

SAP Business One... To Go

PUBLIC
Purchasing Documents and Accounts Payable

© 2017 SAP SE or an SAP affiliate company. All rights reserved. 121



Step 1:
Purchase
order

L eeeeeeecnnnnnccccncccsp

Step 2: Step 3:
e fRgeipt ) -seesessesseesey A/P sssesseensp|  Payment
PO invoice

-
cesssssnaip

R

Step Ta:

(Optional)
A/P reserve invoice

Step 2a: Step 3a:
{Optional) (Optional)
Goods return A/P credit memo

Step 2b:
(Optional)
Landed costs

Figure 6-1: Purchasing document flow in SAP Business One

Sometimes the process doesn’t take a straight path because of one problem or another. For this reason, SAP Business One

allows you to create other related purchasing documents to address special circumstances. These additional purchasing

documents allow you to account automatically for all changes that may occur along the A/P process path—such as sending
multiple purchase quotations to vendors to get the best offer, having to return defective items, paying customs charges or
other fees, and so on. Obviously, this will save you a lot of time and trouble because you won’t have to manually match the

changes to the original purchasing documents.

Terminologies Definitions

Item

The term item is used in a very specific way in SAP Business One. It refers only to goods and
materials bought, produced, sold, and warehoused.

Purchase Request

The purchase request is an internal document that is submitted by an employee including a
request to purchase item or service.

Purchase Blanket
Agreement

The purchase blanket agreement is a commitment from your company to purchase items or
monetary value from your vendor over a specified period of time.

Purchase Quotation

The purchase quotation is the document you send to your vendors, so they can provide you
with an offer for requested items or services, including prices, quantities and delivery dates.

Purchase Order

The purchase order (PO) is the document you provide to the vendor specifying the items or
services you want to purchase, including agreed-to quantities and prices.

A/P Reserve Invoice

The A/P reserve invoice is similar to a PO but it includes a request for payment. It is used when
the vendor bills you before delivering an item or service.

Goods Receipt PO

The goods receipt PO is the document that denotes the delivery of goods from a vendor to a
company. Itis used to update the inventory quantities and values.

Goods Return

The goods return document reverses a goods receipt PO after it has been posted. It is used

whenever part or all of the goods received are returned to the vendor.
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Landed Costs The landed costs document is used when additional costs are involved in the purchase of items,
usually from abroad, such as tariffs, brokers’ fees, and so on.

A/P Invoice The A/P invoice is the document into which accounts payable enters the vendor’s invoice
information and sets up the payment.

A/P Credit Memo The A/P credit memo is used to reverse the A/P invoice - partially or in its entirety - after it has
been posted. It credits the company for the goods returned to the vendor.

A/P Down Payment The A/P Down Payment Invoice is used in a prepayment scenario. The amount is recorded to a
Invoice predefined asset account, and moved to the expenses or the inventory account once the down
payment is applied to a standard A/P invoice. This document does not affect inventory.

6.2  Getting Started: Common Structure and Key Data

All of the purchasing documents in SAP Business One share a similar structure and use much of the same data. Before diving
into the documents, here’s an explanation of what is the same about each document.

6.2.1 Common Document Structure

Each purchasing document in SAP Business One has nearly identical header and footer fields and four tabs for Contents,
Logistics, Accounting and Attachments.

Header fields appear in every window of a purchasing document. You enter vendor data and delivery dates here, if SAP
Business One does not fill it in automatically as part of the process flow.

Footer fields appear in every window of a purchasing document and contain the calculated totals for the purchase, including
freight costs and tax.

The Contents tab is where all the specific information about the ordered items or services is entered, such as quantity, price,
item number, and description.

The Logistics tab contains the details about where the items or services as well as payments are to be sent. Shipping method is
also specified here. Most of the data defaults from preconfigured master company details and vendor data.

The Accounting tab contains the relevant general ledger (G/L) account information for the purchase pulled from the financial
accounting master data. See Chapter 4 for more information about G/L account determination and how SAP Business One
handles automated journal entries that come via the purchasing as well as sales and inventory modules.

The Attachments tab contains links to different attachment files assigned to this document. An attachment folder must be
predefined in the Administration — System Initialization — General Settings — Path. Any attachment file you select is
automatically copied to this default folder therefore make sure it's a shared folder on a server that is available to all users.
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Purchase Order - 0Ox

sendor ] Mo, [Primary - 1082 -0
Mo Bcrew Asrocister Shabur Cpan
Header i Sarah ol - Posting Date L0301
Wendor Ref. o, Drelivigry Ciste 1032014
BP Currency b Dracument Date 1032014
' Conbents Logisties FAuocounting Attachmerds
e fSarvice Typs Tt i Sumnmnary Typs Ha Sumnmary had
Co ntents, # Tam Mo. Tem Dascripti...  Guantity Uirit Price Disc.. TaxCo.  Total (L) Distr., Buls
L. 1 200001 1B, Officaprint 14 1 $40000 0000 = NY $ 40000
LGgIStIES, 2 ADO00Z 18, Officeprint 11 ] F20000 0000 < NY $ 200.00
. 3 ADO003 18, Officeprinit 11 ] §30000 0000 -~ NY § 300.00
accounting _‘< 4 0.000
and
Attachments

Tatal Befors Diacount § 9000
Ovrows Diszount %%
Freight
[ Rounding § 0.0
Tax $ 7435
Total Payment Due § 97425
Footer —< Reenacks

Figure 6-2: Anatomy of a purchasing document in SAP Business One

6.2.2 Key Data

Getting the most important data right from the start ensures that the A/P processes flow smoothly and avoids unnecessary

roadblocks later on—especially since SAP Business One allows you to build documents from existing ones (see Building One
Document from Another later in this chapter). For each of the purchasing documents, therefore, it is wise to make sure that
the following information is complete and correct.

1 Note

Data entry alert. Only users with the proper authorization may enter or update business partner or other master data.
See Chapter 10 for more information.

6.2.2.1 Key Data: Vendor

Vendor data identifies who is supplying the goods and services. Before purchasing documents can be created, the vendor must
be entered in the SAP Business One list of business partners. See Chapter 4 for instructions on entering master data.

PUBLIC SAP Business One... To Go
124 © 2017 SAP SE or an SAP affiliate company. All rights reserved. Purchasing Documents and Accounts Payable



To locate existing vendor information, either click on the button to the right of the Vendor field in the document header or
press the key in the Vendor field. The List of Business Partners appears in a pop-up window.

If you are authorized, you can enter new vendor information while creating a purchasing document. To do so, click on the New
button on the bottom of the List of Business Partners pop-up window.

1 Note

Payment method alert. If you plan to issue the vendor a check using the payment wizard, make sure you have defined

the payment method in the vendor business partner master data record. See Chapter 4 for more information on

master data management.

1) Toselect existing or new vendor data, click button
next to Vendorfield to open List of Business

L—

Purchase Order - 0Ox
Verdor | O Me.  [Primary - 1052 -0
Mame Status Open
Contact Person - Posting Date 11/03/2014
Wendor Ref. Mo, Delivery Date
Local Currency bl Docurment Date 11032014
List of Business Partners - Ox
Find |
2) Select vendorand
] . # BP Code a BP MName EP Balance Shipr
click Choose’ or... 1 Y10000 Acme Associstes -46,048.47 USA
2 V1010 Far East Imports -2,769,086.42 USA
3 W20000 Lazercom -9,181.78 USA
4 V23000 Anthony Smith -17,059.12 USA
S 30000 Blockies Corporation -9,383.35 USA
& WE0000 Lumarx -162.38 Canada
7 WED0DD CTI Computers -13,917.98 USA
3) To enter a new vendor, & Y70000 SMD Technolagies -8,107.94 USA

click Newto open the
Business Partner Master
Data window

6.2.2.2

Business Partner Master Data S
Code Marual hdll] Wendor ¥

Marne

Foreign Mame

Group East Coast w|

Currency US Dollar had

Federal Tax ID

x

Figure 6-3: Specifying a vendor

Key Data: Item

Item data identifies what is being purchased. To locate the List of ltems (goods and materials), press the key or the
Choose From List icon from the Item No. field in the document’s Contents tab. From the resulting pop-up window, you can

select from the list or enter new data by clicking on the New button.
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List icon, to open the List of fems window

1) Tospecify items, press Tab, or click the Choose From

Purchase O —0Ox
Wendor Mo, Primary ¥ 1052 -0
Mamee Imports Stabus Cpen
Contact Person Miles - Posting Date 110372014
Wendor Ref, Mo, Delivery Date 110372014
BP Currency Document Crate 110372014
Contents Logistics Accounting Attachrnents
TtemfService Type JLEN w Surnmary Type Mo Surnrnary v
# Itern Mo, Tkern Descripti...  Quantity Unit Price Digc... TaxC... Total (LC) Distr, Rule
1 | 0.000
List of ltems S
Find |
2) Select items and # Item MNo. a Ttem Drescription In Stock
c"ck Choose, or... 1 A0000i JB.OFﬁcepr-l'lt 1450 EES,
2 AlD00Z 1B, Officeprint 1111 692,
3 AN0O03 1B, Officeprint 1186 1,204,
4 A00004 Rainbow Color Printer 5.0 1,010,
5 A0000S Rainbow Color Printer 7 5 1,169,
& A0N00E Rainbow 1200 Laser Series B4,
3) To enter a new item, click 7_ATPGOL 8 Maw Privker 5
Ni £ the i [y g EB10000 Prirter Label 438,
ewto open the lzem Master 3 conoot Motherboard BTX 1,375,
Data window 10 Conooz Motherboard MicroaTx 1,279,
Item Master Data - 0Ox

Ttern Na, Marual Ml
Description

Foreign Mame

Ttern Type Therns
Ttern Group Therns
UaM Group Manual
Price List Base Price

|| Inwertery Ttem
[V] Sales Ttem
[¥] Purchase Ttem

Bar Code
Unit Price Primary Curre™

Figure 6-4: Specifying an item

1 Note

Usability tip. You can select multiple items from the list by holding down the key and clicking on as many
items as desired. To select a range of items, click the first record, hold down the key and click the last record.

You can enter new or updated vendor or item information directly into the relevant fields in the purchasing document.
However, you should note that this information does not update the master data record and is relevant only to the specific
purchasing document into which it has been entered. If you do change the vendor’s name or an item'’s description directly in
the purchasing document, press +[Tab|to proceed when you are finished. However, if you want to make a permanent
change or create a new item or vendor, we recommend that you change the relevant master data record or create a new item
or vendor. That way, the data you update or the new item or vendor will be available from now on.

As shown in Figure 6-5, you can change the format of any row in the Contents tab of any SAP Business One purchasing
document to insert text or a subtotal of the preceding row. Simply click on the drop-down list in the Type field and select T
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(for text) or X (for subtotal). When you select T, the Text Editor pop-up window appears. From here, insert predefined text

from the drop-down list or insert your own text. This is especially helpful when you want to convey specific instructions to your
vendor about how items should be manufactured, handled, or shipped.

1) Click the Form Settings on the
navigation bar

LIER BBE - R@BRE

Purchase Crder

Wendor V1010
Hame Far East Imports
Contact Person Lawrence Miles -

Wendor Ref, Mo,

2) Checkthe Visible Form Settings - Purchase Order -0Ox
box next to the Select UI Template d
Table Format Row Format Document UI Elernenits
= Find
3) Click the " = _
drop down Colurnn ‘isible  Active
) # [v]
list in the Type [ v
Type field in Ttem Mo, v i
the row you
wish to Conbentx Loghtics Accounting Attachments
change, and TtemfService Type Thern b Surnmary Type Mo Surmmary il
choose the # Type Tten No. Ttern Descripti,.. Quantity Uriit Price Disc... TaxC.. Total (LC) D..
option Text _ km; 0.000
or Subtotal T . qemt
E - Subtotal

Figure 6-5: Changing the type of a row in a purchasing document

6.2.2.3 Key Data: Pay to and Ship to Addresses

It is important to understand how the Ship to and Pay to addresses are used in the purchasing process.

Ship to address: This information displays under the Logistics tab. If you check the Use Warehouse Address box under
Administration — System Initialization — Document Settings — General tab, the ship to address displayed is the one
from the first selected warehouse. Otherwise, the company’s address displays here. You can modify the Ship to address in
purchasing documents to ensure that goods are shipped to the correct location.

Pay to address: This information appears under the Logistics tab and is defined in the vendor business partner master

data record. Make sure the Pay to address is the one you want for a given purchase since this information prints on the
check when payment is issued.
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To define the warehouse address: Administration—
Setup — Inventory — Warehouses — General tab

To define the company address:

Administration— Sysrem Contents Logistics Accounting Attachments

Initialization — Company Details -
Suifbe 200

— General tab Nel\ot:\"ork MY 10014 (] Sphit Purchase Crder
usa . | [v| Approved

To define the Pay To address: S Hertage Ct

Business Partners — Business falare Ch 93274 -

Partners Master data

Figure 6-6: Where Ship to and Pay to addresses are defined

The tax code in purchasing documents is determined based on the selected warehouse. Go to Administration — Setup —
Inventory — Warehouse to identify the tax code for the warehouse. If different items have different warehouses, the
appropriate tax code appears for each row.

1 Note

Approval alert. The Approved checkbox is selected only if the person creating the purchasing document has the
authorization to post it. See Chapter 10 for more information.

6.3  Taking It Step by Step

Now we look at the process in more detail one step at a time, starting with the purchase order.

6.3.1 Step 1: Purchase Order

Creating a PO is the first and most basic task in any purchasing application. In a nutshell, a PO is a commercial document
issued by a buyer to a seller specifying the items (goods or materials) or services - along with agreed-to quantities and price -
that the seller will provide the buyer.

6.3.1.1 Creating and Posting a PO

You may create a new PO by clicking on the document name in the module menu or by basing it on an existing sales order.
This latter feature is especially useful if keeping inventory in the warehouse is expensive or dangerous (such as with diamonds
or flammable materials), and the company orders the product from the vendor (that is, creates a PO) only after a customer
wants to buy the product (that is, creates a sales order). See more information in the previous chapter about Drop Shipment.
PO’s can also be created in bulk using the Procurement Confirmation Wizard as explained later in this chapter. Additionally,
the MRP module can create PO’s automatically. See chapter 7 for more information.

If you have attended to the master data issues discussed earlier, you need to enter only the following information in your PO:
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e Delivery Date: This is the date that you would like to receive the items (or services) being ordered.
e Vendor: See Getting Started: Common Structure and Key Data earlier in this chapter.

e Contents tab: In the Item/Service Type field, make sure the type you select corresponds to what you are ordering, as
shown in Figure 6-7. Enter all items (or services - but note that you cannot mix the two items and services in a single
purchasing document) you are ordering into the table. (See Getting Started: Common Structure and Key Data earlier in

this chapter.)

Contents Logistics Accounting Attachments
ItemnfService Type Itemn * Sumrmary Type
# Item Mo. Itern Unit Price Disc... Tax<C... Total (LC)

1 Service 0.000
/
Choose to purchase ltems or
Service

Figure 6-7: Purchasing an item and or a service

Once you have entered this information into the header and Contents tab of your PO, the rest of the document is populated
with the data necessary to issue the PO. If you are not ready to add the PO (by clicking the Add button), you can save it as a
draft (by pressing +[s]or clicking File — Save as Draft; see Chapter 10 for more information about document drafts). In
SAP Business One, the PO is the only purchasing document you can amend after it has been added.

1 Note

Approval procedures tip. In SAP Business One not only can you specify who may initiate purchase orders and who
needs to sign off on purchase orders, but you can also set spending limits for each person so authorized. See Chapter
10 for more information.

6.3.1.2 Accounting and Inventory Impact of a PO

When a PO is added in SAP Business One, no value-based accounting changes occur. However, the order quantities listed in
inventory management are increased. You can view items and quantities on order in various reports and windows, such as the
inventory status report and the Item Master Data window. Obviously, having such real-time access to this information can play
a key role in optimizing your company’s purchasing and inventory management business processes.

6.3.1.3 How PO Information Is Used Later

In the course of a garden-variety accounts payable process, when goods are received, purchase orders are matched with
packing slips and vendor invoices before the invoices are paid. In SAP Business One, this process is automated: the purchase
order can be linked to the goods receipt PO (information from packing slip), which then can be linked to the A/P invoice
(information from vendor’s invoice), allowing information to be consistent and retained throughout the process. You never
have to enter data twice - especially if you have been mindful to attend to the master data issues discussed earlier.
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1 Note

Report reminder. The vendor liabilities aging report and purchase analysis report are essential reports in the
Purchasing-A/P module. The vendor liabilities aging report shows all the money a company owes and how long it has
been owed. This is a key report in managing the cash flow of a company and choosing which bills to pay first in times
of cash shortages. The purchase analysis report allows purchases to be listed by vendor, item, purchasing employee,
and other dimensions to enable detailed analysis of purchasing patterns. Both reports are available under Purchasing

Reports in the Purchasing - A/P area of the main menu.

6.3.1.4 Optional Step: Purchase Request

In some cases, the purchasing process may be initiated by a purchase request document. The purchase request is an internal

document used by the company’s employees to request to purchase certain items or services by a certain date. The request

might be for office equipment or to prepare for an upcoming sales event where additional items need to be on hand. The

purchase request can later be used as a base document for creating purchase quotations or purchase orders.

Therequester can be a
user, or an employee

Requester receives an
email when a PO or a
GPRO is placed

re

Requester specifies
required date and
quantity

Purchase Request

Requester
Requester Mame
Branch
Crepartment

Edll Levine
Mair
Sales

[v| Semd E-Mail If PO or GRPO is Added

E-Mail Address

bill levine@oec.com

-

-

Ma. Prinnary
Statuz

Posting Date
Walid Uindil
Docurnent Date
Required Dabe

Summary Type

Purchase Request can

quotation or a PO

be copied to a purchase

Contents Attachrments
Thern fService Type ke
# Itern Mo, Item Drescripti.., Wendor
= 0 20000
2 A0K002 1B. Officeprint 11+ V1010
3
Cvenir
Remarks

PUBLIC

Required Date  Required Qty. | Info Price

12/01/2014
12/15/2014.

Total Befora Discount
Freight

Tax
Total Payment Due

Figure 6-8: Purchase Request document
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6.3.1.5 Optional Step: Purchase Quotation

Any good purchasing manager knows that purchases have to be carefully planned to obtain the best possible offer that fits the
company'’s needs. Before you make a purchase, you may want to survey a few vendors and see which one gives you a better
price and better delivery options. The purchase quotation allows you to create an informal document to record quotations you
are receiving from vendors. You can create purchase quotations individually or by using a wizard. For example, you are buying
a new printer. Five known vendors sell this printer. You want to know how soon, in what quantity and at what price you can
buy the new printer. Here are the steps of creating multiple purchase quotations to multiple vendors for your printer. To start
the wizard, go to Purchasing — A/P — Purchase Quotation Generation Wizard.

You can follow the steps in the wizard to set the relevant selection criteria for the items you plan to purchase, optionally
specify possible vendors, and then run the wizard to generate purchase quotations.

There is an option to create an online quotation that automatically sends an email to the vendors with a link to the purchase
quotations. The vendor can than update prices, quantities and delivery dates, and the information is sent back using the
Integration Framework of SAP Business One.

Quotation Comparison - 0Ox
Group by Vendor
*) Groyp by Dem
Crdler Saries Primary b Group by Purchase Quotation No.
#  Iten Code Tt Description Vendor Code  Werdor Narma PO Mo Lirét Price Unit Price (LC)  Reguired Date  Quoted Date  Requred Quantty Q.
1w AWl
2 ADNGOL  )E. Officeprint 1450 V20000 Lasercom 4 07f21/2014 4000
3 ADOOO1 B, Offceprint 1450 V10000  ficme Associstes 5 08/20/2014 10,000
4 ANGDL VB, Officeprint 1450 w1010 Far East Impeorts L) ¥ 100.00 $ 100.00 03/15/2014 03152014 10,000
8. Officeprint 1450 V20000 Lasercom L] $ 20000 $200.00 03/05/2014 09/04/2014 10.000
. Officeprint 1111 V010 Far East Imports 7 $ 10050 $ 100.00 03/28/2014 082172014 5.000
. Offceprint 1111 VZODOD  Lasercom 10 $ 100.00 $ 100.00 03/12/2014 03162014 10,000
Officeprint 1111 V010 Far East Imports 3 $ 200.00 $200.00 07/31/2014 07/31/2014 10.000
1185 V20000 Lasercom 4 0712014 5.000
Highlight the purchase
. T w1010 Far East Imports § 09f10/2014 2000
quotation that best fits 10,600 600
your needs
[] Brint Target Document
¢ m=am N TN T

Convert the purchase quotation to a purchase order. At this stage,
you can choose to close all other purchase quotation in the same
group as the selected one

Figure 6-9: Quotation comparison report

Once the expiration date arrived, you can run the Purchase Quotation Comparison Report located in the Purchasing - A/P —
Purchasing Reports. This report shows you all the purchase quotations you created, with the updated information received
from the vendors, allowing you to choose the best offer and convert it into a purchase order as shown in figure 6-10.

6.3.1.6 Optional step: Blanket Agreement

The purchasing blanket agreement records an agreement you make with your vendor in which you commit to purchase certain
items or services in a period of time, and your vendor commits to deliver them on time and sometimes with a special price.
Throughout the period, you need the ability to track the fulfillment level of the agreement. Anytime you post a purchasing
document for this vendor, it automatically links to the blanket agreement allowing you to keep track of its status at any point
in time. See more information about the Blanket Agreement document in chapter 5.
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6.3.2 Step 2: Goods Receipt PO

In SAP Business One, a goods receipt PO is created when you receive goods from a vendor. In most companies, the person in
the warehouse or the office responsible for taking delivery of shipments executes the goods receipt PO. For services, the
person who receives the services usually issues the document.

6.3.2.1 Creating and Posting a Goods Receipt PO

A goods receipt PO can be created without a purchase order by selecting the document name in the module menu, or it can be
built from an existing PO (Figure 6-11 shows how to create a GRPO from a PO). If you are basing your goods receipt PO on an
existing PO, you may copy all the data contained in the PO or use the draw document wizard (see Chapter 10) to select the
data to copy from one or more existing POs. Even if you copy all data from an existing PO you can still adjust quantities and
prices - as well as dates, vendor, and item information—before you post (add) the document.
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Figure 6-10: Creating a goods receipt PO from an existing PO
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Regardless of how you create your goods receipt PO, there should be no differences between the data in the goods receipt PO
and the vendor’s shipping document (packing slip) sent with the items, because the details in the vendor’s document are
legally binding. If there are any discrepancies between the base PO data and the vendor’s shipping document, you should
resolve them with the vendor before you post your goods receipt PO.

6.3.2.2 Managing serial numbers

Managing serial numbers for inventory items allows you to accurately locate and track particular units you have purchased and
sold. Every stock movement records which serial number was used, and by using various reports you can view the transaction
log of each serial number.

Serial numbers can be used in the Service module as well. Customer equipment cards can be created automatically when a
serial number is sold. Read more about the service module in chapter g.

On the Administration — System Initialization — General Settings — Inventory — Items tab you can set the management
method for serial numbers. If you select the On Every Transaction option, a serial number must be identified in every stock
entry or release. For items received into inventory, for example, using a goods receipt PO, you must define the serial number
attributes in order to create them and add the document. If you select the On Release Only option, serial numbers must be
selected to be released on documents that reduce inventory such as a delivery. That means that upon the creation of the
goods receipt PO it is not necessary to define the serial number’s attributes. That method is mainly dedicated for companies
that purchase large volumes and do not wish the purchasing process to be held up while defining serial numbers. At a later
stage, the serial number’s attributes are updated.

To define serial number attributes on creation or to select ones to be released, right-click the quantity field in a document and
choose Serial Numbers.

6.3.2.3 Accounting and Inventory Impact of a Goods Receipt PO

It is essential that the quantities and prices in your goods receipt PO match the vendor’s shipping document. Unlike a PO, a
goods receipt PO cannot be amended after it has been added to SAP Business One because it triggers both inventory and
accounting transactions.

6.3.2.4 Optional Step: Goods Return

Of course, there are always those occasions when items received are found to be defective or otherwise not acceptable and
must be returned to the vendor. Since you can’t change or cancel a goods receipt PO, you can create a goods return
document, as shown in Figure 6-12. This purchasing document reverses partially or completely the quantity and value-based
changes made by the goods receipt PO that was created when the items were received.
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Figure 6-11: Creating a goods return document
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From time to time, you may need to account for costs incurred when importing items from abroad, such as customs, broker,
and insurance fees. In SAP Business One you can create a landed costs document that is used to update the cost of the
imported items and is required for calculating inventory valuation, gross profit, or any other inventory-related calculation. It is
mandatory that this purchasing document be based on a goods receipt PO, A/P Invoice or another landed cost. After you post
the landed costs document, the price of the imported items is updated. And since it also contains all the costs that were
allocated, the landed costs document creates a journal entry to reflect the additional import costs in accounting.

If your final costs are not known yet, you can post landed costs as an estimate, and at a later stage post an adjusted landed

cost document with the final numbers, by copying the first landed cost document to a new one.
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Figure 6-12: Landed Cost Steps

In order to enable automatic journal entries, you must define the appropriate G/L accounts. Go to Administration — Setup —
Purchasing — Landed Cost to define the landed cost’s allocation account. Go to Administration — Setup — Inventory —
Customs Groups to define the customs allocation and expense accounts.

6.3.2.6 Accounting and Inventory Impact of Landed Costs

The landed cost document does not change quantity levels in inventory. It does however update the item unit cost, based on
the Goods Receipt PO or A/P Invoice original cost plus the additional expenses identified in the landed cost document. The
journal entry will debit the inventory account and credit the Customs Allocation account for the customs amount. If you prefer
that customs does not affect inventory cost, the amount will be posted to the Customs Expenses account instead. As for the
landed cost expenses, the journal entry will debit the inventory account and credit the landed costs allocation accounts.

The final step of recording landed cost is to post a service A/P invoice to your vendor that represents the broker you paid the
additional expenses to. Here you would credit the vendor, and debit the corresponding allocation accounts so the amount is

cleared.

6.3.3 Step 3: A/P Invoice

The A/P invoice is the purchasing document in SAP Business One that “vouches” for the invoice that the vendor sends for
items or services ordered and received. The accounts payable clerk usually creates the A/P invoice that is required to request
payment for the vendor. The A/P invoice results in a journal entry that reflects an increase in the company's liability to the
vendor and updates the tax account and relevant expense account(s).
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6.3.3.1 Creating and Posting an A/P Invoice

You can create an A/P invoice directly by selecting the document name in the module menu or by basing it on one or more POs
or goods receipt POs. If you are basing your A/P invoice on one or more existing purchasing documents, you may copy all the
data contained in the PO or use the Draw Document wizard (see Chapter 10) to select the data to copy from one or more
existing POs or goods receipt POs. Even if you copy all data from existing purchasing document(s), you can still adjust
quantities and prices - as well as dates, vendor, and item information - before you post the document.

1 Note

Data entry tip. Use the Document Date field in the A/P invoice header to enter the vendor’s invoice date. This is
important for accounting and auditing reasons as the invoice date and the posting date may differ. You may also wish
to change the name of the Vendor Ref. No. field in the document header to Vendor Invoice No. This field prints on
the check and allows your vendor to tie the payment to their invoice. See Figure 2-24 for details. You can choose
whether to allow a duplicate vendor reference number, receive a warning, or block this situation. You can select your
desired option in the Administration — System Initialization — Document Settings — Per Document for each
document type.

6.3.3.2 Accounting and Inventory Impact of an A/P Invoice

Once posted to SAP Business One, an A/P invoice cannot be changed, as it is the legal accounting document that generates
entries in the general ledger. The posted A/P invoice also updates the related vendor accounts in accounting.

In those cases where a vendor’s invoice arrives before the items are received and are for items whose purchase is managed in
the warehouse, the resulting A/P invoice also increases inventory quantities and values.

6.3.3.3 Optional Step: A/P Reserve Invoice

The A/P reserve invoice is similar to a PO but it also includes a request for payment. It is used when the vendor is concerned
about your creditworthiness and requires prepayment before delivering an item

The A/P reserve invoice is a combination of a PO and a request for payment. It can be created directly or from an existing PO.
Once posted, the document debits the relevant accounts in the general ledger without affecting inventory quantities and
values. The A/P reserve invoice cannot be used for services.

6.3.3.4 Optional Step: A/P Credit Memo

You use the A/P credit memo in SAP Business One to reverse in part or entirely the inventory or accounting transactions
posted by an A/P invoice in the case you return items later or realize you have made mistakes while entering data in previous
related purchasing documents that have not been corrected. You create an A/P credit memo using the A/P invoice as your
base document (as shown in Figure 6-14) if you want to establish a link between the two transactions. However, you can also
create an A/P credit memo without a base document.
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Figure 6-13: Creating an A/P credit memo

If, before you execute an A/P invoice, you have returned items and the vendor has sent you a goods return document, first
create a goods return in SAP Business One that will update the inventory quantities and values. When you receive a credit
memo for the returned items from the vendor, create an A/P credit memo to update the accounting transactions.

6.3.3.5 Optional Step: A/P Down Payment Process

In some cases, you are required to pay a portion of the total due in advance, usually at the time you place the PO. For example,
if your vendor asks you to provide your credit card information at the time he commits to fulfill your purchase order, you will
record this as a down payment.

To record this payment, while creating the PO, click the @ (Payment Means) icon to open the Payment Means window. Once
you add the PO, three documents are created:

e ThePO
e The A/P down payment invoice linked to the PO
e An Outgoing Payment that closes the A/P down payment invoice.

The process is complete when you issue the final A/P invoice. If you base the invoice on the PO, the A/P down payment invoice
is applied, and the amount is reduced from the A/P invoice amount.

1 Note

Down Payment Amount Reminder. When you apply a down payment, you can choose to pay the full amount of the
order, including tax and freight. It is also possible to pay an amount above the original PO amount. In this case, when
you create the A/P invoice, by default the invoice total about will be zero, however if you choose to, you can apply the
entire down payment amount, so the A/P invoice total is negative.
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The A/P down payment invoice can also be created from scratch with or without reference to a PO. Depending on the business
process in your company, you may not create PO, or perhaps the advance payment is done at a later stage, after you add the
PO. In these cases, you can create the A/P down payment invoice independently. When the payment is done, create an
outgoing payment, and apply it to the A/P down payment invoice.

6.3.3.6 Accounting and Inventory Impact of the A/P Down Payment
Invoice

The down payment invoice has no effect on inventory. The funds identified in the document are debited to a predefined asset
account, and the vendor is credited.

Once the A/P down payment is paid, it can be applied to the A/P invoice. At this point the amount is transferred from the asset
to the inventory or expense account. The vendor is credited for the remaining balance.

Specify the default down payment account by going to Administration — Setup — Financials — G/L Account Determination.
Choose the Purchasing tab. On the General subtab, press in the Payment Advance to select the asset account. This
account also appears on the business partner master data. The account can be overridden by entering a different account.

1 Note

Applying a Down Payment to an A/P Invoice. While creating the A/P invoice, click the browse button at the bottom of
the document, next to the Total Down Payment field. A list of paid A/P down payment invoices for the selected
vendor is presented. You can choose to draw the entire amount, or adjust the Amount to Draw field.

You can apply multiple outgoing down payments on the same PO. To view a list of all down payments, right click the sales
order screen and choose Related Down Payment Transactions.

6.4  Building One Document from Another

Many of these documents have much of the same information. SAP Business One allows you to create each “target”
purchasing document described here from the “base” document or documents that precede it in the process.

For example, a goods receipt PO is usually built from the PO through which the item was ordered. When one document is built
from another, all the relevant information is copied from the base document to the new document. This saves you valuable
time by cutting back on redundant data entry and also reduces data entry errors. However, you can build purchasing
documents in SAP Business One from scratch by creating the document from the main menu without copying any data from
an existing document.

1 Note

Document type alert. When you copy one purchasing document to another, make sure that the base document and
the target document are of the same type, whether items or services. Purchasing documents cannot mix items and
services, and an item purchasing document cannot be copied to or from a services purchasing document.
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6.4.1 Locating Base Documents

You can locate base documents upon which to build your target purchasing documents in several ways. See Chapter 10 for
more information about document handling.

Here are the two most common methods:

e Goto Main Menu — Purchasing - A/P — Purchasing Reports — Open Items List.
o Select the type of base document you are seeking from the drop-down list.
o Select the base document you want and click to open.

o Once the document is opened, use the Copy To button’s drop-down list to select the type of target document you
want and click to create.

e If you would like to create your target document using data from two or more base documents, use the Draw Document
wizard. See Chapter 10 for more information about the wizard. See chapter 5 for more information about copying one
document and another, as well as the Relationship Map.

6.5 Accounting and Inventory Impact

Summarized in the following table are the most important inventory management and accounting implications of the SAP
Business One purchasing documents discussed in this chapter.

Purchasing Document Accounting Impact Inventory Impact

Purchase Blanket Agreement | No posting of value-based changes No inventory impact
Purchase Request No posting of value-based changes No inventory impact
Purchase Quotation No posting of value-based changes No inventory impact

Allows viewing of ordered quantities in

various reports and windows, such as

Purchase order No posting of value-based changes ) 5 !
inventory status report and Iltem Master

Data window

Debits accrued payable/allocation account
AP reserve invoice and credits business partner’s A/P control Allows viewing of ordered quantities
account

) Debits inventory account and credits ) .
Goods receipt PO . Increases inventory quantities
accrued payable/allocation account

Debits accrued payable/allocation account

Goods return o
and credits inventory account

Reduces inventory quantities

Updates last purchase price of imported
item(s) - containing all costs that were
allocated - in price lists

Debits inventory account and credits
Landed costs
landed-costs and customs account

Posts no changes in inventory (A/P
invoice with reference to goods receipt
PO)

If the A/P invoice is based on a goods receipt
PO, debits accrued-payable/allocation

A/P invoice
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Purchasing Document Accounting Impact

account and credits business partner's A/P
control account

If the A/P invoice is not based on a goods
receipt PO, debits inventory account and
credits business partner’s A/P control
account

Inventory Impact

Posts inventory changes (A/P invoice
without reference to goods receipt PO)

A/P credit memo

Debits business partner’s A/P control
account and credits inventory account

Reduces inventory quantities only if not
based on goods return
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7/ The ABCs of MRP

In This Chapter

e Material Requirements Planning Defined
e Preparing foran MRP Run

e Using the Wizard to Execute an MRP Run
e MRP Checklist

Material requirements planning (referred to universally as MRP) is, in the most generic sense, a set of planning techniques that
use bill-of-materials data, inventory data, and supply inputs from scheduled production and purchase orders, as well as
demand inputs from actual and forecasted orders, to calculate material requirements for made or bought items. The output of
an MRP run is a set of recommendations to reorder or produce materials as well as alerts about materials that will be past due.
Based on the results of an MRP run, the arrival of materials can be accelerated and delays in production can be accommodated
through schedule changes. MRP can also be used to maintain proper inventory levels of items purchased for resale.

This chapter explains how to properly model your inventory and demand for products so that you can use SAP Business One to
support a streamlined MRP process for your business.

7.1  Material Requirements Planning Defined

When a business is considering using MRP, the first and most important step is to understand exactly how the process steps
are implemented in SAP Business One. In other words, before you prepare to use MRP, it is important to understand what SAP
Business One can do for you.

For those who may be familiar with the way that MRP is implemented in industry, it is important to define precisely the terms
used in this chapter.

Generic MRP process The term generic MRP process refers to the general definition of MRP that is in common use.
We use this term when referring to the larger concept of MRP, not just what SAP Business
One does for MRP.

MRP process The term MRP process refers to the scope and definition of the generic MRP process that is

supported by SAP Business One.

MRP functionality The term MRP functionality means the SAP Business One functionality that supports the
MRP process.
MRP run The term MRP run means using the SAP Business One MRP wizard to execute the MRP

process so that the results can be used to efficiently schedule and manage production and
replenish needed inventory.

These terms enable a clear explanation of how MRP is implemented in SAP Business One.

An MRP run is a schedule calculation that uses sales orders as the most important factor, although for goods for trade, the
minimum and maximum inventory level is also crucial. An MRP run uses the date in the sales order indicating when the
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product must be delivered to customers as its basis for scheduling. The MRP run works backwards and calculates the dates at
which items must be available at the factory, using the bill of materials and the information describing how long it takes to
purchase or make items specified in the bill of materials based on the item’s lead time.

1 Note

MRP process scope reminder. The MRP functionality of SAP Business One assumes that sufficient production
capacity is available. The results of an MRP run should be reconciled with the production schedule for a factory.
Insufficient capability to fulfill the requirements displays on the Historic Data column in the MRP run.

The key to getting the most out of the MRP functionality in SAP Business One is understanding how inventory and demand are
modeled and how the MRP run uses this information. Here is the definition of MRP as implemented in SAP Business One:

e The current state of inventory is modeled through the levels of items on hand in each warehouse, supplemented by the
items that are already on the way through purchase orders or production orders. In addition, you can take into account
Required, Minimum, Maximum or Minimum - Maximum inventory level of the item.

e The current state of demand is modeled through open sales orders, sales quotations, blanket sales agreements, inventory
transfer requests, recurring order transactions, reserve invoices, open production orders, and forecasts. Entire categories
of demand can be included or excluded. For example, an MRP run can be configured to look only at sales orders and
ignore forecasts or, alternatively, to have actual orders consume forecasted quantities to avoid inflating inventory.

e The current state of supply is modeled through open purchase requests, purchase quotations, purchase orders, blanket
purchase agreements, production orders and inventory transfer requests. Similar to the demand calculation, you can pick
and choose which category to include in the supply state.

e Theresult of an MRP run is a suggested set of purchase orders, production orders, purchase requests, purchase
quotations or inventory transfer requests between warehouses. These recommendations can be converted easily to
actual documents. If enough materials are not going to be on hand in time, the MRP run signals when a required quantity
will not meet its due date based on its lead time. The recommendation report highlights proposed purchases or
production orders that are past due. The MRP run does not suggest whether it would be better to delay the date at which
the sales orders will be delivered or to attempt to rush the arrival of the needed items.

The reason to use MRP is simple: it replaces informal, ad hoc, error-prone production and purchase scheduling based on the
instincts of one or two people with a more structured process that allows more people to participate using better information.
Here are the sorts of errors that the MRP functionality of SAP Business One can prevent and some improvements that can be
introduced:

o If the warehouse staff keeps inventory up to date, procurement managers don‘t have to worry about double-checking the
accuracy of inventory levels and can instead focus on strategic procurement - cutting a better deal with suppliers.

e Toreduce procurement costs, order intervals can be set up to consolidate purchases of like items. Minimum order
quantities and order multiples allow companies to take advantage of quantity and order discounts.

e Ifanansweris needed about the ability to fill a big order, you dont have to wait your warehouse staff to get back from
vacation. You can do an MRP run yourself and get an idea of whether you have the required materials.

e Inventory levels can be reduced because you know how much of all the items you need are on hand. Surplus inventory
kept as insurance to avoid shortages can be reduced, and so can the bulge in inventory that can result from two people
noticing a shortage and each placing an order without the other’s knowledge.

SAP Business One implements MRP in a way that provides structure, but in a flexible manner, so that the instincts about what
orders may or may not arrive can be represented in the models of inventory and demand and can inform the MRP runs. The
application does not place orders automatically, but instead suggests them. These orders can then be improved after
inspection by purchasing professionals or production managers who may have special knowledge that goes beyond what can
be captured in an MRP application. For small and midsize businesses, this architecture provides just the right balance between
automation and hands-on control.
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7.2 Preparing for an MRP Run

Much of the work of preparing for an MRP run takes place through the normal routine of using SAP Business One to run your
business. If master data for items, inventory, bills of material, purchase orders, production orders, sales orders, forecasts, and
so forth is kept up to date, MRP can provide a sharp, accurate view of your requirements.

7.2.1 An Overview of the MRP Process

As Figure 7-1 shows, to execute an MRP run, production, supply, and demand data must be accurate. Once a run is completed,
any problems can be addressed so that production proceeds smoothly.

7.2.2 Key Master Data Settings Related to MRP

Most of the documents and data involved in the MRP process are simple and straightforward. Production orders, purchase
orders, and sales orders are documents that list items being bought or sold.

Three kinds of master data represent the core of the MRP process: the bill of materials specifies the items used to produce a
manufactured item, the item data specifies the lead time that it takes to acquire each item, and the inventory data represents
how much of each item is on hand. Here are suggestions for keeping this sort of master data up to date to make sure that the
MRP run has an accurate picture of how to produce goods.

7.2.2.1 Bill of Materials

The bill of materials lists all items used as inputs to a production process. Items in bills of materials can refer to items that are
purchased or made. Made items must have their own bill of materials, which may include other made items, and so on. An
MRP run starts with the products in demand and then traverses the relevant bills of materials to see if all required items will be
available when needed.
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Managing MRP-related master data

Create item master data for
each parent and component

Managing demand

Make sure all sales orders
are up fo date

item used in bills of materials
Update sales forecasts

periodically based on changes
in economic conditions

Create bills of materials for
items used in production

Managing supply

Make sure all purchase and production
orders for ifems are up fo dafe

Monitor minimum and maximum
inventory levels bosed on uctual usage

Perform periodic physical inventory
counts or schedule regular cyde counts
1o muintain accurate on-hand quantities

MRP run

Execute MRP for long- or short-term planning horizons

Take corrective action

Review MRP recommendations on a regulor basis to plan production or purchases

Expedite items that are highlighted by MRP as past due or find alternative items.

It no alternatives exist, set another course of action such as pushing out the delivery date.

Figure 7-1: The MRP process

1 Note

Labor costs reminder. Some MRP applications have what is called a “routing,” which is a description of the path items
take through labor and production processes as they are being manufactured. SAP Business One has a simplified
MRP process that does not model production capacity. Labor costs, however, can be accounted for. To get the total
cost of producing an item, use resource master data to represent labor hours or machine capacity in addition to
entering all of the items in the bill of materials. Learn more about the production process in chapter 13.

7.2.2.2 Iltem and Inventory Master Data

Figure 7-2 shows the Lead Time field on the Planning Data tab of the Item Master Data window (available by choosing
Inventory from the Main Menu). This is one of the most important fields to specify correctly because the accuracy and
usefulness of the MRP run is governed by this data.
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Itern Master Data - 0O x
Ttern Mo. Manual 200002 [w] Irvventory Ttem
Description Tablet PC 64GE ihite [7] Sales Item
Foreign Name (vl Purchase Item
Itern Type Items v
Itern Group Items il
UoM Group Marual v Bar Code [ea]
Price List Base Price - Unit Price Primary Currd™ § 700,00
General  Purchasing Data  Sales Data  Inwentory Data Planning Data  Production Data  Properties  Remarks  Attachments
Planning Method MRP -
Lol s Buy Lead Time indicates how long it takes an item to

arrive after it is ordered. For Made items Lead Time

Order Interval Monthhy o e . .
Order Multiple = indicates how long it takes to manufacture an item
Minimum Order Qty 5.000 g
Checking Rule

| Lead Time < Daysl
Tolerance Days Days

Figure 7-2: Lead Time field used in MRP calculations

The key steps in making sure an MRP run executes correctly are as follows:
e Enter the required and minimum inventory level for each item on the Inventory Data tab.

e Setthe planning method to MRP for each item. If the planning method is not set to MRP, the item cannot be selected in
the MRP wizard.

o Define the procurement method for the item as “make” or “buy”. For “buy” items a purchase document is created and for
“make” items, a production order is created. Make sure all items that are parents of a production bill of material are set to
“make”. If you choose “make,” an additional field is revealed for a Component Warehouse. Here you can choose how MRP
selects the relevant warehouse for a component in the bill of materials.

e Enterthe order intervals and multiples for the item, as well as the minimum quantity.

e Ifyou are using the Advanced Available to Promise feature, you can specify checking rules for delivery dates

determination.
e Specify the lead time it takes to purchase or make the item, as shown in Figure 7-2.

o Define the number of days outside of the lead time that you are willing to tolerate before the demand for the item is
satisfied as Tolerance days.

You can also create sales forecasts as needed. Sales Forecasts are discussed later in the MRP Example 2: Consuming Forecasts
section of this chapter.

7.3 Using the Wizard to Execute an MRP Run

With an accurate model of your business in place, you are ready for an MRP run, which will help you figure out how to get the
materials you need in time to make or sell products.

Executing an MRP run involves proceeding through the following steps:
1. Create an MRP scenario or choose an existing one.

2. Select supply and demand data sources.
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3. Execute the MRP run and analyze recommendations.
4. Take action based on recommendations of the MRP run.

The complete picture of how you execute an MRP run is explained using three examples. In the first example, which covers
how the MRP functionality handles a multilevel bill of materials, each step is covered in detail. The other two examples,
covering consuming forecasts and order consolidation, explain these two advanced aspects of the MRP process at a higher
level.

7.3.1 MRP Example 1: Multilevel Bill of Materials

One of the core features of the MRP functionality of SAP Business One is the way that it analyzes a multilevel bill of materials,
in which one bill of materials refers to another bill of materials that could refer to still more. The challenge is to make sure that
every item needed is available soon enough so that the components can be made far enough in advance to meet the schedule
for the highest level item that includes them. With complex products, bills of materials can cascade for several levels.

7.3.1.1 Steps 1 and 2: Creating or Selecting a Scenario

To begin the process of an MRP run, you first select Main Menu — MRP — MRP Wizard. This presents a simple welcome
window that leads to a list of existing scenarios. Each scenario defines the scope of the MRP run. In this example, a bill of
materials with two levels is analyzed:

Lexmax Printer Bill of Materials

Component Lead time (days) Make or buy On-hand quantity
Memory board 2 Buy )
Printer head 0 Buy 0
Power supply assembly 1 Make o

Power Supply Assembly Bill of Materials

Component Lead time (days) Make or buy On-hand quantity

AC adaptor 2 Buy )

Power supply o Buy )

At the time of the MRP run, a sales order containing 10 Lexmax printers has been created with a due date of December o07.
There is no available on-hand quantity to fulfill the order as of the order creation date, December 01. The MRP run determines
what we need to have on hand to fill this order. Figure 7-3 shows the Scenario Details window of the MRP Wizard, which
appears after the welcome window.
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MRP Wizard - Lexmax Printer - 0O x

Scenario Details
Define the planning horizon that you want to display in the MRP report,

Dezcription Lexrnax Printer
Planning Horizon The Planning Horizon fields
Start Date 12/01/2014 describes the report length,
End Date 12/31/2014 internal, and holidays
View Data in Periods OF ! Days M consideration preference
Planning Horizon Length 31 Days
Consider Holidays For [w] Production Ttems
[v] Purchase Ttems In the Display Preferences

O Ignore Cumulative Lead Time choose how to sort the

: — items. If you are using Bill of
Sort By T REr T = Material, choose Assembly
[ ] Display Items with Mo Requirements Sequence
[] Sirnulation

Figure 7-3: Scenario Details window

This MRP run has a 31-day planning horizon that will analyze all sources for demand in the period from December o1 to
December 31. The MRP run calculates the production and purchase orders needed for all items included in the bill of materials.
The Save Scenario button that appears on this and later windows in the process saves the settings used in the MRP run.

7.3.1.2 Step 3: Item Selection

In this step you select which items to include in the run. You can choose all items or specific ones based on a range, item
groups or properties. Additionally, you can update the planning parameters for the selected items by pressing the Update
Selected Items button. The change you make here is only applicable to this MRP run and will not update the item master data.

1 Note

Preferred Vendors and UDFs in the Item List: In the Item List - Selection Criteria window, MRP Wizard can include a
Preferred Vendor and User Defined Fields for items in the expanded selection criteria. This provides flexibility
because it allows you to be more specific with the item selection inside MRP.
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7.3.1.3 Step 4: Inventory Data Sources

In the next window in the MRP Wizard, shown in Figure 7-4, specify which storage locations and warehouses to include in the

MRP run, as well as the sources of demand and supply.

MRP Wizard - Lexmax Printer —- 0O x

Inventory Data Source

Defiree which storasge locations and warehouwse az well as which sources of demand and R . e

supply b include in the MRP run. Consolidates existing
inventory, demand, and supply
and makes recommendations

Bun By
) Company - Consolidate existing inventory, demand, and supply inte default warehouse only, to the default WarEhO!JSE orso
the same by the specific

© Wiarehguse = Include existing inventory, demand, and supply separately for each warehouse.
warehouse

ude Lata Irce
Include Existireg Inwertory Include Demand  Include Supply  Locstion  Wareho... Warehouze Mame

; ; ; 5 05 Bin WarshoLse A Choose for each warehouse,

Ll 0 0] ¥ Hew e e whether to include it in the

] :-"5 Y :; g:o':’ﬂ“:;':nm F:alculatlon of existing

v v v 04 Consignment] Warehouse inventory, demand and supply.

v [vl v w Los Ane By default drop ship

Y. (T . g2 Wast Cost Wrarshouss warehouses are not checked,
however you can add them to
the run

Sawe Scenatio

stp s T T T T

Figure 7-4: Data Source window

Choose between 2 options to Run By:

e Company level —the system looks at the company as a whole. If you have a demand from warehouse number 02 and
sufficient inventory in warehouse number o1, there will be no recommendations from the MRP wizard. Also, all suggested
procurement or production documents will be created for the default warehouse.

e Warehouse —the system looks at each warehouse separately and considers its inventory levels, demand and supply. If you
have a demand from warehouse number 02, the system recommends a procurement or production document for
warehouse number 02, ignoring existing inventory in other warehouses. When the warehouse option is used, an inventory
transfer request can be recommended, meaning that sufficient inventory exists in another warehouse and you can

transfer it to fulfil the demand.

7.3.1.4 Step 5: Documents Data Source

The Documents Data Source step specifies the types of documents that are used to calculate supply and demand for products,
such as production orders, sales orders, and purchase orders, and identifies which inventory level to consider. Here you choose

whether to consider a sales forecast, as explained later in this chapter.
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If you ran the MRP wizard by warehouse, you can choose to generate the document to the item’s default warehouse, or to the
warehouse where the demand is triggered from. You can also add the option to recommend inventory transfer requests
between warehouses in case there is sufficient inventory in another warehouse location.

MRP Wizard - Lexmax Printer

Documents Data Source
Define the data sources as well as the documents to include in the MRP calculation.

Time Range
Within Planning Horizon
(®) Include Historical Data

|| Purchase Request

[ ] purchase Quotations

[ Purchase Orders

[ Blanket Purchase Agreements
[ ] Sales Quotations

|| Sales Orders

|v| Blanket Sales Agreements

(v] Production Orders

: Inventory Transfer Requests

: Recurring Order Transactions

Sources of Demand and Supply to Be Included in MRP Calculation

| Restrict Purchase Request

[ Restrict Purchase Quotations
[] Restrict Purchase Orders

[ ] Restrict Purchase Agreements
[ Regtrict Sales Quotations

[ ] Restrict Sales Crders

[] Restrict Sales Agreements

[ Restrict Production Orders
D Resrict Transfer Requests

[ Restrict Reserve Invoices

Select the source,
and range of
demand and supply
documents to be
included in the run

|| Reserve Inwoices

rventory Level Winimum - Maximum ~
bbbl

[Forecast M|
2 ridation:

Recommen

Generate to Default Wisrehouse for Ttem
(#) Generate to Warehouse with the Demand

Purchlse
(®) Purchase Requests
) Purchase Orders

Produftion Orders

[ W] Invenilory Transfer Requests |

Save Scenario

Run

If you run MRP by WH, choose to
recommend Inventory Transfer

SRl Requests between warehouses
Required Choose which inventory Select one or more Lexmax
Minimum level to consider from the sales forecasts, or Prognose
Maxirum item master data create new Septld
Multiple Forecasts
Define New

Figure 7-5: Documents Data Source

7.3.1.5 Executing the MRP Run and Analyzing Recommendations

An MRP run is executed by clicking the Run button in the lower right corner on any of the MRP Wizard windows. This triggers

the MRP functionality that calculates current inventory and demand for products, reports whether you have enough materials
on hand, and makes recommendations about which actions to take to acquire sufficient materials. Figure 7-6 shows the results
from the MRP run.

The shaded area represent the item’s lead time. Red quantities indicate requirements with insufficient lead
time. Red dates represent weekends or holidays, Yellow fields, indicates that additional information will be
displayed upon expanding the item’s view
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Figure 7-6: Item list from an MRP run

Let's look in detail at how the MRP functionality arrived at the results shown in Figure 7-6:

e The MRP run created a requirement for the parent item Lexmax printer to fulfill the sales order due on December og for 10
units.

e The Lexmax printer has a lead time of 3 days to produce, so the MRP run counts 3 days back from the due date of
December o9 to determine the due date of each first-level component needed to build the Lexmax printer. December 7
and 6 are ignored during the count because they fall on the weekend and are considered nonworking days. Therefore, the
due date for each first-level component is determined to be December 4.

e The next step is for the MRP run to determine the second-level component requirements. One of the first-level
components, the power supply assembly, is a subassembly with two items; it requires one day for production. In order to
have the power supply assembly available on December 4, the AC adaptor and power supply need to be available on
December 3.

e Results: The AC adaptor has a two-day lead time, so it is highlighted in red to show it is past due. If today December 1 and
the adaptor is needed today, there is no way the item will be in stock in time to fulfill the requirement.

Using the MRP Results window (shown in Figure 7-6), you can drill down to view the master data for each item by using the
orange navigation arrows. In addition, you can examine existing purchase, sales, and production orders; review demand
forecasts; and view the inventory levels if you expand the item row in this window.

To see any recommended versions of production orders needed to create the items for the sales order, click the
Recommendations tab visible in Figure 7-5. If you click the Save Recommendations button, you accept and save the
recommendations and make them available in the order recommendation report. Remember that saving recommendations
does not mean that you have created the production and purchase orders recommended in the report - it simply means that
you are saving the recommendations for later use. Read on for more information about this report.

7.3.1.6 Taking Action Using the Results of an MRP Run

The final step of the MRP process is to use the order recommendation report to create the new production and purchase
orders needed to satisfy the demand for products. In this step, you bring all your experience and knowledge to this process to
supplement what SAP Business One has done. You can take the following actions, among others:

e Change the dates on production, purchase, or sales orders and inform suppliers or customers of the changes

e Change quantities on purchase orders to take advantage of special offers or to round up or round down to lot sizes that
may mean better prices

e Decide to make items rather than purchase them, or vice versa
e Shiftinventory from one warehouse to another
e Change production schedules

Once such changes have been made and entered into SAP Business One, further MRP runs may be made to make sure that all
required items will be available on time.

7.3.2 MRP Example 2: Consuming Forecasts

The previous example shows how the MRP analysis looks backward from the due date of an order, starting with the lead time
for the items in a sales order, and then cascading all of the other lead times in bills of materials for components to determine
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whether all materials can be obtained on time. It is also important to understand that the MRP analysis reaches forward and
reduces forecasted quantities so that inventory does not unintentionally become too high.

Excess inventory sometimes builds up after companies prepare annual, quarterly, and monthly forecasts for the number of
units they plan to ship in order to avoid stock shortages and maintain on-time deliveries. If a company plans production based
on forecasted quantities and then adds actual ordered quantities to the forecasts, production may exceed actual needs and
inventory may be inflated. To avoid this situation, SAP Business One has a feature that tells the application to reduce
forecasted quantities by actual order quantities. As a result, only the net forecast quantity (forecast minus ordered quantity)
will be added to the MRP run.

This capability of the MRP functionality of SAP Business One is important because forecasts are considered sources of demand
for MRP. This means that if you make a forecast that orders for 5o units will come in during a certain period, MRP treats that
forecast as actual orders and generates production orders so that the items are ready when needed. Continuing with this
example, assume that an actual order for 10 units comes in. Now, MRP will adjust the forecast downward by the 10 units
ordered to avoid a buildup of excess inventory. This is referred to as consuming the forecast.

Let's consider another example. Suppose you have received a sales order for 10 Lexmax printers with a due date of December
07. There is no available on-hand quantity to fulfill the order as of December o1, the order creation date. In addition to the
sales order you created, there is also forecasted demand for 5o units on December 0g. MRP is set up to have sales orders
consume the forecast. (You can find this on the Administration — System Initialization — General Settings — Inventory tab —
Planning tab.) In our example, the setting is 7 days forward, which means that the application searches 7 days forward from the
due date (December 07) to look for forecast quantities to consume.

The MRP analysis takes place as follows. Based on the settings in the consumption method, the analysis counts forward 7 days
and allows actual sales orders to consume forecasted amounts. In our example, the sales order for 10 units due on December
07 consumes 10 units of the forecasted quantities from December og, reducing the forecasted quantities to 40 units as
depicted in the MRP results shown in Figure 7-7.

1 Note

Creating Sales Forecasts, you can create forecasts either manually or automatically. Based on your past experience in
selling certain items, you predict when a certain quantity will be required or you let the system generate forecast
based on a simple average or monthly history. Forecasts can be defined as Daily, Monthly or Quarterly. To create new
forecasts, go to MRP — Forecasts. In the Documents Data Source step of the wizard, choose the forecast from the
drop down list.
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Figure 7-7: Results for MRP scenario in which forecasted orders are consumed
1 Note
Fine-tuning your forecasts: The Forecasts window contains three useful ways to manage your forecasts:
o The possibility to create and maintain forecasts for items per warehouse;
o Increase or decrease the forecast % across multiple line items; and
o Delete multiple item rows by right click on the Forecast Line.
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Figure 7-8: Ways to fine tune a forecast
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7.3.3 MRP Example 3: Order Consolidation

Another efficiency feature of the MRP functionality of SAP Business One is its ability to consolidate orders so that quantities
are purchased in amounts that ensure the highest discounts. For example, if a significant discount were available for Lexmax
memory boards when they are ordered in lots of 100, the MRP functionality will consolidate any needed orders for any Lexmax
memory boards up to an order amount of 100 to maximize the discount. Figure 7-g shows the Order Recommendation report.
Here is where you confirm the creation of production orders, purchase orders, purchase quotations, purchase requests and
inventory transfer requests. You can adjust quantities, dates and vendors as explained in the Taking Action Using the Results
of an MRP Run section earlier. Use the Form Settings to choose the consolidation options in the order recommendation report
prior to updating.

Order Recommendation
Planning Horlon 12012004 - 1231/2014 Caleulated At 12012004 6:02PM
Find ltem Mo. |
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1 W Purchige Order 7 ACo0 AC Adap!er 50 Buy 2 12/0z/2014 10000 Atk Aftocisle S0 1
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3 drvventory Tranafe ™ < LM001 Lisrnii Prinber 50 Maka 3 13/t2014 50 1
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Choose which documents you want Rows 6&7 can be consolidated to one

to automatically create, you can Purchase Order with two different

change the order type if needed. delivery dates, based on the settings

Figure 7-9: Order Recommendation report

See How to Configure and Use MRP in SAP Business One g.0 document to learn more about the MRP functionality in SAP
Business One.

7.3.4 Intelligent Forecast

SAP Business One version for HANA brings a feature called Intelligent Forecast (Figure 7-10). This forecast brings built-in
models based on statistical calculations that help predict trends and seasonal factors inside your organization. These statistical
calculations are: TESM (Triple Exponential Smoothing) and LRDTSA (Linear Regression with Damped Trend and Seasonal
Adjust).

Using the power of SAP Business One on HANA, a selection is automatically chosen by the system and takes into account the
best algorithm to be used. The result generated by the Intelligent Forecast can be used in the MRP Wizard. You have also the

ability to leverage the what-if-analysis, by adjusting abnormal past transactions in order to have a better prediction for the
future.
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A graphical illustration shows past transactions and trends for the future. You can manually manipulate outliners to
ensure the best outcome result for your Forecast.

Figure 7-10: Intelligent Forecast

7.4 MRP Checklist

Preparing item master data

Make sure item master data records exist for each item

Enter the required and minimum inventory levels for each item

Set the planning method to MRP for each item

Set the procurement method for each item to make or buy

Enter the intervals or multiples in which each item should be made or purchased

Enter the minimum quantity for each item

Specify the lead time for making or ordering each item

Define the tolerance days for the item

Optionally specify checking rules for delivery dates in the Advanced ATP feature
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Running the MRP wiza

Select a scenario

Define the planning horizon

Specify the items to include

Specify the data sources used to calculate demand

View the results and recommendations

Open Recommendation report

Make adjustments as needed and click Update
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8  Sales Opportunities

In This Chapter

e Getting Started with Sales Opportunities

e Managing Sales Opportunities in SAP Business One
e Managing Sales Opportunities in Microsoft Outlook
e Reporting on Sales Opportunities

e Campaign Management

Closing business, turning leads into sales, is the lifeblood of your company’s revenue stream. You have to monitor all the leads
to view the sales stream as a whole and tend each lead as if it were your only sale. SAP Business One gives you a simple way to
enter and manage your sales opportunities, providing vital information for reporting and analysis. In addition, the day-to-day
work of turning leads into sales, such as making calendar appointments, setting up meetings, and sending e-mails, can be
managed either in SAP Business One or in Microsoft Outlook.

This chapter describes the tools that SAP Business One puts at your fingertips, giving you:

e Aneasy method for moving a lead through all the sales stages

e The ability to see what's in your sales pipeline, for individual salespeople or for the company as a whole
e Powerful reporting functionality

e A360-degree view of leads and customers

e The ability to work with sales quotations right from Microsoft Outlook

e How to create and manage marketing campaigns

SAP Business One provides you with all the tools you need to stay on top of sales and turn leads into revenue and, even more
important, into satisfied customers who come back again and again.

8.1  Getting Started with Sales Opportunities

You need to track what is most important to your company’s bottom line: the deals in the making that will become your
revenue stream. You create a sales opportunity record for each sales opportunity and, since you may well be working on more
than one deal per customer, SAP Business One enables you to track by opportunity, not just by customer and lead.

8.1.1 Sales Opportunities Process Overview

The basic process for managing sales opportunities in SAP Business One is shown in Figure 8-1.

PUBLIC
156 © 2017 SAP SE or an SAP affiliate company. All rights reserved.

SAP Business One... To Go
Sales Opportunities



Step | Roles
Set up su!e§ -siu'ges-, competitors, Sales Munugers
and other inifializafion parameters
Step 2
Adiust sales Enter and manage sales opportunities Salespeople
stages based
on sales history
Step 3
Generate sales opportunities reports Sales Managers
and do forecasting and analysis and Salespeople

Figure 8-1: The sales opportunity process overview

8.1.1.1 Step 1: Setting up sales-related information

Sales managers set up important information such as the stages that a sale passes through and the likelihood (by percentage)
that a sale in a given stage will close. This information helps with sales forecasting. Reports are key to the sales process, and
the setup for the sales opportunities module in SAP Business One relates almost entirely to reporting. What do you want to
monitor? What do you want to know? Do you want reports on who your competitors are? This information must be entered so
that reports can be generated that help you monitor the all-important sales process.

8.1.1.2 Step 2: Managing sales opportunities

Salespeople enter sales opportunities and manage them throughout the sales process. One simple window in SAP Business
One provides salespeople with comprehensive information about a particular sales opportunity. Again, the more details you
enter for sales opportunities, the more visibility you have when you report on your leads, whether your own or those of your
team.

Ongoing appointments, phone calls, tasks, and contact management can be done through SAP Business One or using
Microsoft Outlook, as described later in this chapter.
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8.1.1.3 Step 3: Reporting

Sales opportunities reports give you visibility into the sales pipeline, won and lost opportunities, sales forecasting, and more.

8.1.2 Setting Up Sales-Related Information

You set up information that you want to track for sales opportunities by going to Administration — Setup — Sales
Opportunities. Here you can set up sales stages, competitors, partners, and relationships. You may want to set up all of these
parameters, but most critical for sales forecasting are the sales stages.

Some sales cycles are long and some are short. Some have ten stages and some have two. Setting up sales stages, and the
associated likelihood of closing based on those stages, is very important for accurate sales forecasting. For example, if a deal
has a potential amount of $100,000 but is at a stage where it has a 20% chance of closing, its weighted amount is $20,000.

In the Sales Stages — Setup window, shown in Figure 8-2, you enter a name for each stage, a stage number, and a closing
percentage. For example, let’s say there are six sales stages, from Lead, which has a closing percentage of 6%, to Order, which
has a closing percentage of 95%. How do you determine the closing percentage? Think of it this way. If you have 100 leads,
how many turn into sales? That is the closing percentage for that sales stage. If the answer is 20 out of 100, you have a closing

percentage of 20%.

How likely is that a sales opportunity in a given stage will close?
Closing Percentage answers this important question

Sales Stages - Setup v — 0O x

# MName Stage Mo. Closing Percentage Canceled
1 Lead 1 6 O

2 1stMeeting 2 20 ]

3 2nd Meeting 3 50 O

4  Quotation 4 &0 O

©  Negoliation < 20 ]

6 Order 6 95 O
7

=

Figure 8-2: Sales Stages — Setup window
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What if you later discover that more realistic percentages are higher or lower than indicated here? That’s no problem. Just go
back into setup and change them; all your sales forecasting will be adjusted automatically. In fact, the Stage Analysis report,
created by choosing Sales Opportunity — Sales Opportunities Reports — Stage Analysis and shown in Figure 8-3, is designed
to help you fine-tune your closing percentages based on actual history. You can also modify the percentage in the opportunity
itself. Perhaps you feel that in this particular sales cycle there is more or less chanced for the opportunity to be successful.
Additional information about sales reports can be found at the end of this chapter.

The Stage Analysis report uses historical data to help you accurately
determine what the closing percentage should be for each stage

Stage Analysis -0 Xx
eral Sales Manager Bill Levine

#  Slage Definad 9% Actual % Leads in Stage Actual 9% Leads in Stage Actual 9% Leads in Stage

1 Lead & &7 46 100 1 (2 12

2 1zt Meeting 20 549 22 =] £

3 2nd Meeting 50 =] 10 100 1

4 Quotation 60 76 13 100 4

5 Megotiatior] a0 2

& Order 95 100 8 100 4

100
co - Stage
n Sales Employee
[ print Graph

Leead ist Meeting 2nd Mieating Quatation Megotiation Order

O Sales Manager [ EBill Lewine O Sophie Klogg [0 Brad Thompsen O Jin Boswick

| Display Opportunities With Expired Clasing Date

Figure 8-3: Stage Analysis report

So far, the SAP Business One features we have talked about help you manage the status of your leads and project their
outcome. But what about the day-to-day work of turning a lead into a sale? This involves strategic contacts with key people,
including phone calls, meetings, and e-mails. It also involves sending important documents such as sales quotations. It's critical
that you have the ability to look at all this information in one place.

You have the option of handling these important activities either directly in SAP Business One or in Microsoft Outlook through
the Microsoft Outlook integration add-on for SAP Business One. First, here’s a brief look at how to handle these activities in
SAP Business One. The next section describes Microsoft Outlook integration.

8.2 Managing Sales Opportunities in SAP Business One

The sales opportunities module allows you to create a sales opportunity in the application immediately after it has been
identified. For example, a prospect inquires about certain products your company is selling. You can respond immediately by
creating a sales opportunity, allowing you to track this prospect and inform others about the status of this lead.
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8.2.1 Entering a Sales Opportunity

To enter and track sales opportunities, go to the SAP Business One main menu and choose Sales Opportunities — Sales

Opportunity to display the Sales Opportunity window (see Figure 8-4). In this section, we go into more detail about this
window and the most relevant tabs.

The header shows information about the business partner. If your lead is already
a customer, the Total Amount Invoiced shows total of invoices minus credits

The Closing %
field is based

on the current
stage found in

Sales Opportunity

Business Partner Code C30000 Opportunity Mame

Business Partner Mame Microchips Opportunity Mo, the Stages tab
Contact Person Judy Brown hd Status
|Total Amount Invoiced $ 1,277,20554 | Start Date

Business Partner Territory Closing Date

Sales Employes Eill Levine v Open Activities

Ownier IClasing % - 20%0

|: Display in System Currency

General | Stages ! Partrers

Campelitors | Summnary

Interest Range

Potential Attachments

Predicted Closing In 30 Days v #  Description Primary
Predicted Closing Date 12f10/2014 1 Laptops il O

| Potential Amount 10,000.00 | 2 Printers . O
Weighted Amount 2,000,00 3 i O
Gross Profit 96 20,000

Gross Profit Total
Lewel of Interest

2,000,00

Potential Amount is mandatory. Y ou either enter it manually, or
it's taken upon request from a linked sales document

Related Documents

Figure 8-4: Anatomy of a sales opportunity in SAP Business One

8.2.1.1 Who Is Your Prospect?

The first step in entering a sales opportunity is identifying your prospect. Click on the button to the right of the Business
Partner Code field to display the List of Business Partners window. If your prospect has already been entered as a customer or
as a lead, then the prospect will be listed here. If not, click on the New button to display the Business Partner Master Data
window. Chapter 4 provides information about entering business partner master data.

If you are selling to an existing customer, the Sales Opportunity header includes details such as the total of all invoices the
customer currently owes, taking into account any credit memos they might have. Such information doesn’t apply, of course,
to new leads.

Business Partner Territory and Sales Employee default from the business partner master data record; you can change them.
Owner indicates the default connected owner, who will be used for authorization purposes, in case the data ownership module
is used. See chapter 10 for more details on data ownership

You can give a name to your opportunity in the Opportunity Name field; SAP Business One assigns a number automatically.
The Status field defaults to Open; the sales opportunity remains open until you close it on the Summary tab, providing
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flexibility for you to continue to track the opportunity, if desired, even after the sale is closed and the delivery has been made,
to ensure customer satisfaction.

Closing % is associated with the stage of the sales opportunity, as discussed previously.

Note that only the Potential tab has required fields, but each tab holds a particular type of information that helps you track not
only this sale, but all your sales opportunities as a whole.

8.2.1.2 The Bottom Line: What’s the Potential for This Sales
Opportunity?

Sales managers are especially interested in the Potential tab as shown in Figure 8-4, and so are you if you receive a
commission on your sales.

On this tab you enter information about when this sale might close. Enter either a Predicted Closing Date or a number of days
or weeks or years in which you expect this sale to close in the Predicted Closing In field (and the drop-down list allows you to
specify days, weeks, or months). You fill in one field and SAP Business One calculates the other one, so if you fill in a date, the
number is filled in for you (the reverse is also true).

You must fill in a Potential Amount for your sale. The Weighted Amount is calculated by SAP Business One based on the
likelihood that this sale will close. In our example (see Figure 8-4), 6% of leads turn into sales. Therefore, the Weighted
Amount is calculated to be $21,002.82, which is 6% (Closing %) of $350,047 (Potential Amount). On the Stages tab, as we will
see, each sales stage is associated with a percentage that is used to estimate how likely it is that a given sale will close (the
Closing % field in the header shows the percentage for the current stage of the sale). This methodology produces more
realistic forecasting.

Another factor that is important for forecasting is the Level of Interest. Is this a hot lead or just lukewarm? This drop-down
field contains entries defined by your company.

Interest Range helps you keep track of the kinds of things this client is interested in; making notes here may help you in the
future to make additional sales to this prospect. You can indicate the prospect’s primary interest using a checkbox.

8.2.1.3 Rounding Out the Sales Opportunity

The remaining tabs on the Sales Opportunity window help you track a variety of important information.

On the Stages tab, you track the sales opportunity through the stages, moving it from one stage to another as the deal
progresses. The Potential Amount may not change from stage to stage (though it can), but the Weighted Amount changes
because later stages typically have a higher likelihood of closing than earlier stages. For each stage you can link an activity or a
sales document. For example, link a quotation to the quotation stage. You can either link an existing quotation, or create one
from the opportunity window. Do this by choosing the Document Type and press in the Document No. field. To create an
activity, click the orange link arrow from the Activity field. Later you can view all related documents and activities by pressing
the button at the bottom of the window.

The General tab allows you to manage sales opportunities in which a third party, such as a reseller, is handling the sale on your
behalf. The Partners tab, on the other hand, is available for defining relationships of any type. If you are a general contractor,
for example, you could include subcontractors on the Partners tab. Using these two tabs, you can manage complex sales
opportunities that involve a number of parties.
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On the Competitors tab you specify who else is competing for this sale and the threat level of that competitor. The intensity of
the competition is gauged in the Threat Level field; you can either select the default for this competitor or choose a different
threat level for this particular opportunity.

If the sale is ultimately won by a competitor, click the Lost checkbox. By tracking such information, you can later perform
competitive analyses about which sales are being lost and won, who is winning business from you, and why, if you know the
reason.

The Summary tab is important for indicating the status of this opportunity: whether it is open, won, or lost.

On the Attachments tab, you find related documents such as sales orders or sales quotations as well as e-mail messages,
Microsoft Word documents, spreadsheets, and presentations - any type of document. By keeping all this information together,
you can create a coherent view of this particular sales opportunity.

1 Note

Attachments tip. You can attach documents related to a sales opportunity on a shared server or on your PC. If you
attach documents stored on your PC, SAP Business One creates a copy of the document on a central server directory,
which makes it available to anyone viewing the sales opportunity. If you attach a document to a sales opportunity,
therefore, you are in effect sharing the document with anyone who can view sales opportunities.

8.2.2 Managing Sales Activities

In SAP Business One, everything you do with a customer is called an activity. There are five kinds of activities: phone calls,
meetings, tasks, notes, campaign and “other,” which can include e-mail, for example.

Select Business Partners — Activity from the SAP Business One main menu to display the Activity window (shown in Figure 8-
5). (Note that you can also attach activities to any document, and item.) In the Activity window you can set reminders that pop
up in SAP Business One. Activities also appear on your SAP Business One calendar. You can link documents and attachments
as well as free-form content such as e-mail messages.
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The header fields indicate the type of activity, the assigned user and the business partner it is connected to. If
you start the activity form a document, the business partner is filled automatically, and the document appears

on the Linked Document tab
Activity -
Activity Meeting ¥ HMumber 113
Type General ¥ BP Code C23900 Customer
Subject Training ~| BP Mame Parameter Technology
Assigned To User ¥ Idit Saguey ¥ Conltact Person Daniel Brown i
Assigned By Telephone Mo. SEE-0119
[ personal
General Content Linked Docurnent Attachments
Remarks Mew product training
Start Time 117102014 10:004M Priority Morrnal bl
End Time 117102014 11:008M i " " .
e 1 Hours Ak D Spe.clfy the duratlo.n of the activity
and its Recurrencein case you need
Address .
= l _ - to repeat it
Street 743 Filbert St State Pennsylvania
City Philadelphia Country usa bl
Roonm
Recurrence Weekly ¥
Repeat Every 1 Week(s)
Repeat on MMon [JTue [Iwed [JThe [OFi [Jsat []sun
Range
Start 11/10/2014
End Mo End Date
®) fAfter 4 Occurrence(s)
By
: Tentative
[] Inactive
[v] Reminder 15 Minutes [7] Closed

Figure 8-5: Entering sales activities in SAP Business One

To schedule meetings, simply click on the calendar icon on the SAP Business One toolbar. The calendar provides multiple
views, including a group view that can facilitate scheduling team meetings. Click on a given date and time, and SAP Business
One takes you to the Activity window (Figure 8-5) where you can describe activities and link them to business partners and
documents.

Activities not only report what you have done with a given contact, but what you plan to do. For example, you record a phone
call and set a follow-up reminder to call again.

When you log in to SAP Business One, reminders for scheduled activities appear, helping you manage your work with clients.

8.3 Managing Sales Opportunities in Microsoft Outlook

It's true that you can manage sales activities in SAP Business One, and that can be very convenient when you are updating
sales opportunities or entering sales orders, for example. But since many people use Microsoft Outlook to manage both their
e-mail and their daily schedule, you have the option of using the Microsoft Outlook integration add-on for SAP Business One
to keep track of your day-to-day work on sales opportunities.
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Microsoft Outlook integration gives you access to sales data without having to be logged on continuously to SAP Business
One. This is especially valuable for sales managers who travel frequently and need to be able to view prospect and customer
data while on the road. For example, a sales manager needs to prepare for a meeting at a customer’s site. Microsoft Outlook
integration allows him to synchronize information between his contacts in Microsoft Outlook and business partners in SAP
Business One.

1 Note

Microsoft Outlook integration add-on installation alert. Microsoft Outlook integration requires an SAP Business One
add-on that should be installed by your implementation partner.

The sales manager can generate an Excel-based snapshot of additional customer data, such as open activities, open deliveries,
and invoices, as well as quotations and orders that need to be processed. He can change data and synchronize the changes
later with SAP Business One. It is also possible for the sales manager to create quotations directly from Microsoft Outlook and
send them to the customer via e-mail. At the next synchronization, the quotation will be imported into SAP Business One and
made available to the sales department for further processing. Figure 8-6 illustrates the functionality of the Microsoft Outlook
integration add-on.

4 N ( N

Microsoft Outlook SAP Business One
Data

Synchronization

E Adtivity (ontoct

Contacts Mesting Person

T
3 U

Business
Partner

Tasks

Figure 8-6: Microsoft Outlook integration with SAP Business One synchronizes your work in

Microsoft Outlook with your work in SAP Business One

What kinds of things can you do with Microsoft Outlook integration? Take a look at this list:
e Import contacts from SAP Business One and synchronize them with Microsoft Outlook
e Save e-mail messages and attachments as SAP Business One activities
e Import tasks and calendar activities created in SAP Business One into Microsoft Outlook
e Edit, view, and create sales quotations and save them to SAP Business One

e Create up-to-the-minute snapshots of customer sales and vendor purchasing activities
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Most importantly, Microsoft Outlook integration helps increase your productivity and simplify your work. It provides you with
a holistic, integrated way to manage your schedule, e-mail, and activities while giving you access to all the latest information
from SAP Business One.

8.3.1 What Does Microsoft Outlook Integration Look Like?

Figure 8-7 shows the integration of SAP Business One into Microsoft Outlook. To work with the Microsoft Outlook integration
add-on, you must be logged in to SAP Business One.

Use the Add-INS to view SAP Business One menu.
Click SAP Business One to logon

] 5 nbox - - Dutlook
FILE HOME SEMD f RECENE FOLDER WIEW ADD-INE Mchfes E-mail Scan

SAP Business One~ 4l Lag Off ;ﬁ’ Smchronize '\‘Ei Quick Synchronize -,l : ity '-‘A.J_; Quick Save E-mail a3 Activity l'-ﬁ Save E-miail a5 Activity

Figure 8-7: SAP Business One menu in Microsoft Outlook

8.3.2 Synchronizing SAP Business One and Microsoft Outlook

SAP Business One has contact persons, activities, and documents. Microsoft Outlook has calendar appointments, contacts,
and tasks. Since this information is stored in separate databases, it is important to synchronize it. And to synchronize this
information, we need a common link between Microsoft Outlook and SAP Business One. Business partner information serves
as that common link between the two applications.

To synchronize with SAP Business One, therefore, each calendar appointment, contact, or task in Microsoft Outlook must be
associated with a business partner. To associate a contact with a business partner, display the contact in Microsoft Outlook
and select SAP Business One — Associate with to display an Associate with window shown in Figure 8-8.
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Associate the Outlook Contact Max Teq with the
business partner code C20000

w Associate with -
Outlook Contact: Max Teq
Business Partner
Business Partner Code Iczggm |
Business Partner Mame | Maxi-Teq
« Create as New Contact Person
{* Use Existing Contact Person IMax Teq E‘
" Use Business Partner
Assigned To | Jayson Butler
Clear |
Synchronize This [ [ Ok Cancel |

Figure 8-8: Associating a Microsoft Outlook contact with an SAP Business One business partner

Click the lookup button to the right of the Business Partner Code field to display a list of business partners, or click
Recommend to display a Select Contact from Recommendation window. This window lists business partners who share the
same e-mail domain name with the Microsoft Outlook contact. Select the appropriate business partner and click OK. After the
contact is associated, click the Associated Contact to view the database name, business partner and contact name that this
contact is associated with.

If the contact names in Microsoft Outlook and SAP Business One are different, the Create as New Contact Person button is
activated automatically. If the names are the same, the Use Existing Contact button is activated. Click Synchronize This and
then OK to dismiss the message that pops up, then click Save and Close. At this point, you can go into SAP Business One and
see that the Microsoft Outlook contact is included on the business partner record.

You associate tasks and calendar appointments with SAP Business One business partners in a similarly intuitive fashion. When
you add an appointment to your calendar in Microsoft Outlook and synchronize, it updates your calendar in SAP Business One.
Similarly, tasks are added as activities in SAP Business One.

1 Note

Calendar appointment, task, and contact deletion alert. When deleting a calendar appointment, task, or contact in
Microsoft Outlook, check whether it should be deleted in SAP Business One as well. Deletions are not automatic
since they are irreversible.
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8.3.2.1 Bulk Synchronization

Often you'll want to synchronize not just one contact, calendar appointment, or task, but many at once. To do bulk
synchronization in Microsoft Outlook, select SAP Business One — Synchronization — Quick Synchronize. If you want fine-
grained control over what is synchronized, choose Synchronization — Synchronize instead. Consult the online help for details.

8.3.3 Saving E-Mail as an Activity

Keeping e-mail messages as part of a business partner record is a great strategy. Everyone in the organization can see the e-
mail related to a given business partner, enabling everyone to have the complete details about a given customer or prospect.

Another key benefit to saving e-mail as an activity is that you can automatically create follow-up activities that remind you to
take certain actions. To specify what the default follow-up activity should be, in Microsoft Outlook select SAP Business One —
Default Settings — Save E-mail as Activity.

To save an e-mail as an activity, display the e-mail message in Microsoft Outlook, then choose either Quick Save E-mail as
Activity or Save E-mail as Activity from the SAP Business One menu in Microsoft Outlook. Similar to synchronization, selecting
Save E-mail as Activity gives you fine-grained control over exactly how this e-mail is saved, including, if necessary, creating a
new contact person for the business partner, linking an existing document and creating a follow up activity. You can choose
whether to save any attachments along with the e-mail message. Figure 8-g shows how an e-mail message looks in SAP
Business One. This e-mail message was a follow-up to a phone call. To display an attachment, simply click on the Attachments
tab of the Activity window.
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Activity - O X

Ackiviby Other Murnber 1

Tvpe Received E-mail EP Code 20000 Custorner
Subject EP Marne Maxi-Teq

Azzigned To Lzey layson Butler | Contact Person Max Teq

Assigned By Jayson Butler Telephone Ma, BEE-0137

Perzonal
Gerer al Coantent Linked Dvocurnent Attachrents

Crear Jazon,

I would like ko approwve the Quatation 10001 and place an order

Pleaze rernowve the third itern though, since T don't have a need For it anw rmore
with regards,

Max Teq

Cancel

Figure 8-9: An e-mail from Microsoft Outlook saved as an activity in SAP Business One

You can save an email as an attachment easily, in every document, on the Attachments tab. Simply drag the email and drop it
into an open document such as a quotation, and the email will be linked to the document in the Attachments tab.

8.3.4 Working with Quotations in Microsoft Outlook

Quotations in Microsoft Outlook work a little bit differently from what we have discussed so far. To import quotations from
SAP Business One, go to the SAP Business One menu in Microsoft Outlook and choose Quotations — Set Filter to display the
Quotations Filter window. In this window, you set options that filter which quotations are imported. Click Save and Refresh to
import quotations using these options. Quotations are stored in an e-mail folder called Quotations, shown in Figure 8-10.
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You can create quotations in SAP Business One and then import them into Microsoft Outlook. After you import them, you can
display them, edit them, or send them as e-mails. You can also create new quotations directly in Microsoft Outlook. The
Quotation window provides you with direct access to information such as customer, warehouse, quantities and the latest
pricing, just as you have when creating quotations in SAP Business One. In fact, when you add or update quotations through
Microsoft Outlook, they are updated or added in SAP Business One; no additional step (such as synchronization) is needed.
You can send the quotation immediately via an email message by pressing the Send button.

A Quotations folder is created automatically when
you install the Microsoft Outlook Integration Add-on

:

FOLDER VIEW ADD-INS  McAfee E-mail Scan

SOP Busing S synchronize 4§ Quick Symehronize ] New Quotstion
Men J n Taolbar
4 Favorites “ Al Unread
Inbax 10 CUSTOMER MAME CONTACT PERSOM
Sent ltem) Quotation hing
Deleted |
Ere CZ0000 | Mo, |Hardware =|[se0
Name Max-Teq
#jdit.sag
- Conkact Person Mai Teq | Posting Date: 01,12,201% -
4Inbox 1 . [Esoi7 el [ororzms <]
i £ Reference o, [ [67 carrerey R i=]
Drafts
Sent Contents | Logistics | Accounting |
Delete Document Type [rems <]
ks TemNo. | Item Description Quaritty | Unit Price | % Discount | Tax Code Line Total
Junk 00006 1.B. Laptop Batteries %2 ... 2,000 $ 200,00 0,000
Quto 510000 ‘Server Paint 10000 1,000 $1.,500,00 0,000
RSS Feeds
Search Folders
< W y
Sales Employee [Sales Manager -] % Discount 0,00000
Payment Termes 2P 100et 30 T| Document Total $0.00
Remarks
Recakuiate [ ndd | cancel | send |
1 —
Quotations can be synchronized from SAP Business One Click Sendto generate a new email,
or created in Outlook and saved back to the application with the quotation attached as a

work document.

Figure 8-10: Importing sales quotations into Microsoft Outlook

8.3.5 Generating Snapshots of Business Partner Activity

Snapshots provide you with powerful, detailed information so that you can effectively work with customers and leads.
Microsoft Outlook integration gives you the opportunity to see a snapshot of information about business partners when you
synchronize a given contact’s information. When you choose Synchronize This from the SAP Business One menu in Microsoft
Outlook, you are prompted to create a snapshot of information for that business partner. Snapshots are Excel workbooks that
provide detailed information about a given business partner. You can choose from 10 snapshot templates or create your own.

You can select a snapshot and generate it in one step by displaying the contact in Microsoft Outlook and choosing SAP
Business One — Associate with. The Associate with window appears, as shown in Figure 8-11.
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Business Partner  Snapshat lCn:nmpan',.f ]
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Synchronize This | | QK

Cancel

Figure 8-11: Selecting a snapshot

snapshot to open it in Microsoft Excel, as shown in Figure 8-12.

On the Snapshot tab, choose a Snapshot Template from the drop-down list. To generate the snapshot, click Synchronize This.

The snapshot that you create appears in the General tab of the contact’s record in Microsoft Outlook. Double-click on the

: Summary page {shown by default) is linked to detailed worksheets for all summarized information |

| =lofx|
@J Edit Wiew Insert Format Tools Data ‘Window Help Type a question forhelp « o x
id < 100% « E arial ~10 ~| B I ._--:‘,)VA-H
A48 @ ®3 @3 | ¢ Reply with Changes,
L i
KN |||customer Snapshot I
2
| 3 | j§ Business Partner Coooa1 Alpha Corporation
| 4 | | Primary Contact Person John Doe
5 Smnapshot Date August 23, 2006 Downloaded By George Helper
B
Al | |
8
19 |
| 10|  Activities (Open 1 Equiprment Card 12
|11 |
12| AR Invoices 14648 77 Sewvice Calls (Open) 2
13 e
| 14| Deliveries 1433873 Service Contracts (Active 10
15 -
W 4 » W\Summary { Activiies £ AR Invoices [ Pelveries £ Equipment Card { Service Calls £ 5|4 | >|_|J
T s DOV 2 y

o, . .. .
To view more details about A/R invoices, click the AR Invoices ab

Figure 8-12: A customer snapshot opened in Microsoft Excel
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The snapshot includes a summary page (shown by default) that is linked to detailed worksheets for all the summarized
information. To view more details about service calls in the snapshot shown in Figure 8-12, for example, double-click to go to
that page of the workbook or simply choose the Service Calls tab at the bottom of the workbook.

8.4 Reporting on Sales Opportunities

Reporting on sales opportunities is a key step, both for individual salespeople and for sales managers and corporate
executives. The SAP Business One main menu lists 11 standard sales reports that you can run to manage sales opportunities
and perform forecasting and analysis. To generate any of these reports, select Sales Opportunities — Sales Opportunities
Reports and choose the report you are interested in. The table on the next page summarizes the available reports.

Using these reports, you can analyze every aspect of the sales process to determine the status of opportunities that are
currently on the table as well as those that have closed. This data helps your sales managers plan their sales strategy and
evaluate what is working and what isn’t in terms of winning new business.

Business partner, territory, main sales
employee, last sales employee, stage, | All open sales opportunities
Opportunities forecast date, industry, documents, amount, Sort order: territory, main sales employee, and

percentage rate, sources, partners, business partner (two grouping levels)
and competitors

Same as opportunities forecast plus Forecast that can facilitate revenue projections

nities for r . . i
SRESEUIES ISt status over time; can include closed opportunities

time
Sort order: month, quarter, and year

Same as opportunities forecast over Open, won, lost, and total opportunities

time . "
Opportunities statistics Sort order: same as opportunities forecast plus

item number and item group (two grouping
levels)

L Same as opportunities forecast over ) ) )
Opportunities Simple list sorted by opportunity number

time

Start date range, predicted closing

date range, sales stage, sales A graphical report (see Figure 8-3) that can be
Stage analysis employee, business partner, and used to analyze stages in which opportunities are
optional inclusion of opportunities and the actual closing percentages for each sale

with expired closing date

Source distribution over Same as opportunities forecast over Sales opportunities by source; can be displayed
time time graphically

Starting date range, closing date

Won opportunities range, sales employee, and business Sales opportunities that have been won
partner
Lost opportunities Same as won opportunities Sales opportunities that have been lost
My open opportunities No selection criteria Open sales opportunities
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Report

My closed opportunities

Selection criteria

No selection criteria

What it shows

Closed sales opportunities

Opportunities pipeline

Business partner, sales employee,
stage, date, documents, amounts,

and percentage rate

A graphical display of the sales pipeline (Figure
8-13); right-click on the graphic to create a
dynamic opportunity analysis (Figure 8-14)

8.4.1

Running the Opportunities Pipeline Report

Perhaps one of the most important reports is the Opportunities Pipeline report, shown in Figure 8-13, as it provides a visual
answer to the perennial sales question, “What's in the pipeline?” This report is used to analyze the open opportunities in the
sales pipeline and makes it easy to identify the proportion of open opportunities in each stage relative to all open

opportunities.

Opportunities Pipeline
[[] eP Code

[ ] Sales Emplayes
[] stage

[ Date

O Drocuments

|: Amounts

[] Percentage Rate

Display

Expected Total ¥|
[Epected Total

eighted Total Amount
Closi
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Double click a row or
a segment in the
graphics to display a
list of open
opportunities for each
stage

- 0O x

Stage : 1st Meeting

Expected Total : £15,888.00
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Wieighted Total Amount : 123,177 60

I Tooltip displays details
about each stage

ID Description Mo. Expected Total Weighted Amount 9%
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28 L03  Coris Ptz L Lead Bill Levine 08/27/2014  08/27/2014
29 C3000C Microchips Lead Bill Levine 11/10/2014 11102014 2
4,430

Figure 8-13: Opportunities Pipeline report

You can display the Opportunities Pipeline as a dynamically changing graphic by selecting Goto — Dynamic Opportunity
Analysis or by right-clicking anywhere in the Opportunity Pipeline and selecting this option (see Figure 8-14).
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Figure 8-14: Dynamic representation of the sales opportunities pipeline

The Dynamic Opportunity Analysis window represents each sales opportunity as a balloon whose size corresponds to the
potential amount of the sales opportunity. Both open and closed sales opportunities are included. Each of the vertical divisions
represents a stage in the sales process. The balloons move according to their changing status along the longitudinal axis,
which represents the stages of the sales process.

8.5 Campaign Management

A critical part of the company’s success is to generate new revenues out of existing and potential customers. You might be
surprised to know that SAP Business One can create and manage marketing campaigns using multi-channel communication.
For example, you now offer a new product line and want to notify your customers. Using the Campaign Management, you can
create an email and send it to a distribution list that includes your customer’s contacts, even an external contact list, using a
well-designed email template. Once you get a response you can record it in SAP Business One, create an activity, a sales
opportunity or a sales document.

Apart from customer’s campaign, SAP Business One allows the creation and manage campaigns for Vendors. These
campaigns, as for customers, can be saved and used repeatedly without the need to create new campaigns. With that in mind,
your company will have the ability to create a closer relationship with Vendors through newsletters or e-mail campaigns. By
using saved campaigns, you can save time and effort when a new campaign, targeting vendors, need to be released.

To create a new campaign, go to Business Partners — Campaign or Campaign Generation Wizard. Using the wizard is an easy
step-by-step process allowing you to generate a campaign based on diverse criteria. Once you start the wizard, you need to
identify the channel, the target group which you define ahead of time, and optionally an HTML template to be used in case
you are using an e-mail campaign.
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select the path to the campaign template file

step 2015 I N

Figure 8-15: Campaign Details step

In the next step of the wizard, the contacts from the selected target group appear. You have an option to add, remove or
import external list of contacts from MS Excel as shown in Figure 8-16. You can also choose to create an activity document
automatically for each contact, that is an existing business partner, and assign them to a user or an employee in the system.
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Figure 8-16: Import external contact list

The final step executes the wizard, and creates a campaign document. If you used the email type, a new email message opens,

using your local outlook account, with all the contacts in the blind copy field. You can drill down to the campaign document

and record responses, add or remove contacts, and create a sales opportunity or another sales document such as sales

quotation directly from the campaign. If you choose to create a sales opportunity, a sales quotation or a sales order for an

external contact, the system automatically creates a Lead master data record for this contact that includes all the information

provided in the campaign. If you create a delivery or an A/R invoice, a Customer master data record is created automatically.

Use the Campaigns List report to view a list of your campaigns and analyze response rates, number of leads generated,

number of sales opportunities created, opportunity win rate, and more. All this information helps you analyze the

effectiveness of your campaigns.
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9 The Service Module

In This Chapter

e Getting started

e Equipment Card

e Creating Service Calls
e Mobile Application

e Service Reports

This chapter describes the Service module in SAP Business One. Use this module if your company provides different services
to your customer and wishes to track it in a formal way. The service can be based on particular items, serial numbers, item
groups, or generally provided in the customer level. Using this module, you can also get robust reports with regards to open

service calls, resolution time, and more. This allows you to analyze and evaluate the service level and service representatives in
your company.

9.1  Getting Started with Service

In order to start working with the service module accurately; you need to set up service contract templates and determine
whether a customer equipment card will be created automatically.

9.1.1 Service Contracts

The system has three default service contract templates: Bronze, Silver and Gold. You can add additional ones to define
different coverage, expected response times and expiration date. Figure 9-1 shows the gold service contract type, which
provides full coverage including parts and labor, as well as service on holidays.
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Contract Templates - Setup - 0Ox
Marne Golden Warranty [ Expired
Contract Type Serial Murnber * Cruraticon 24 | Monthiz)
Responze Time 2 |Haour(z) * [[] Renewal
Resalution Tirme 1 Craywls] - Rerninder Craw(s]
Descripkion Gaolden Wiarranby Contract Ternplate
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Start Time End Time

Monday g100AM C:00PM

Tuesday &100AM E:00FM Include

rednesday  |B:00AM E:00PM Parts

Thursday  [&:008M C:00PM Labar

Friday S:00AM Si00PM Traval

Saturday 12:00AM 11:59PM

Including Haolidays
Sunday 12:008M 11:59PM

Figure 9-1: Gold Contract Template

Customers that are entitled to receive service from your company should be assigned a contract. You can use one of the
templates as a basis, or create it from scratch. To assign service contracts to your customers go to Service — Service
Contracts.

As mentioned earlier, in SAP Business One you have three types of service, and this is determined in the service contract.
Figure -9-2 shows an existing service contract for a customer, and the different types of service. Contract entitlement can be
limited to specified serial numbers or item groups, or if the contract type is Customer, no restrictions apply.
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Service Contract

IServ'l:eCnrltrad:Type *) Sales _':'::’:I

Business Pariner Code = C70000 Contract No. 21
Business Partner Name Aguent Systems Start Date 12/15/15
Contact Person hd End Date 12/15{17
Telephana No. 555-0101 Termination Date

Description Golden Warranty Contract Template

General Items Coverage Attachments Service Calls Recurring Transad
|

Service Type Warranty bl Status Approued
Contract Type Serial Number | - )
Templste Golden Warranty

Response Time 2 ||Hour{s) b Reminder

Resolution Time 1 |Day(s) v Active Items

Remarks Contract Template Remarks

1 Note

If the contract type is:

Serial Number — on the
Items tab, select the
supported serial numbers

Item Group — on the ltems
tab, select the supported
groups

Customer — the ltems tab
is disabled.

Y
Business Partner

Item Group
Serial Number

Figure 9-2: Service Contract Types

Service contract type reminder. Although you define a default contract type, at any point in time it is possible to
update this field. If you change the contract type from a Serial Number to Item Groups for example, the serial
numbers will be deleted and you will have to select item groups. An alert will be displayed before the change is

applied.

9.1.2

Setting Up Automatic Creation of Equipment Cards

If you provide services for particular units you have sold, that means that your service type is serial numbers. In this case, a

customer equipment card (CEC) must be created for these serial numbers. If you choose to, SAP Business One can

automatically create a CEC when you sell a serial number via a delivery or an A/R Invoice. For this to occur, one of the

attributes of the serial number must be a unique value per item. Go to Administration — System Initialization — General

Settings — Inventory tab — ltems subtab. In the Unique Serial Number by field, choose one of the three attributes, and check

the Auto. Create Equipment Card box.

To further automate the process, link a Warranty Template to the item master data, general tab. This is one of the service
contract templates that exist in the system. Once you deliver a certain serial number, both a CEC and a service contract are
created automatically for the customer.
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9.2 Equipment Cards

As we mentioned before, the CEC can be created automatically. However, it is also possible to create it manually from the
Main Menu — Service — Equipment Card. For manual creation you must enter a unique value in the serial number attribute,
as you defined it in the system initialization. Additionally, you must select an item code and a customer code.

Starting with version SAP Business One 9.2, Equipment Cards can also be created for Purchasing documents, by selecting the
correct Equipment Card, in the Equipment Type checkbox.

Figure 9-3 shows an equipment card that was created automatically. All the service contracts, existing service calls, sales data
and more are displayed in the CEC window.

Equipment Card Equipment Cards can be created for Sales and
I Equipmant Type ®) Sakes Purchasing I Purchasing documents
Mfr Serial No. Status Active w
Serial Number AE-0D0348 Previous SN
' Item Ne. =) |A0000E New SN
Item Description Rainbow 1200 Laser Series
Business Partner Code = |C10002 Technician All related
Business Partner Name SAP Germany Territory activity are
Contact Persen e displayed in
Telephone Mo. . play
different tabs
| I Address Service Calls Service Contracts Sales Data Transactions Attachments of the
¢ CaliD Creation Date  Subject Item No. SN Customer Name  Status Customer
1 =4 10/18/16 Cannct start p ADDDDE SAP Germany Open Equipment
2 =47 10/18/16 Printer fixed  ADDDOS SAP Germany Open Card

Figure 9-3: Equipment Card

9.3  Creating Service Calls

Now that we have service contracts and CECs, we can start creating service calls. Go to Service — Service Call. The service call
represents an event where your customer or vendor contacts you to request service, and you wish to record it in the system for
monitoring purposes. The service call contains the CEC, the time it was opened and closed, which user handled the call and the
time it took to resolve the issue. You can link an Activity, for example to set up a reminder for a follow up. You can record the
solution provided, and list additional expenses that were required to resolve the issue. To create a Service Call, follow these
steps:
1. Select a customer or vendor: the system performs a credit check and determines whether this customer or vendor has a
valid contract. If there is no contract, you can confirm the alert and continue anyway.
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3.
4.
5.

Select an item and a serial number.

Enter the subject of the call.

Optionally enter general information such as problem type.

The call is assigned to you by default; however, you can assign to another user, or to a queue.

Figure 9-4 shows an existing service call. You can add more information to the call such as remarks, related documents and the

history of the call.
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Service Call
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Figure 9-4: Service Call
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1 Note

Recommended solutions. On the Solutions tab, press the Recommended button. Solutions from the knowledge base
that were used in the past for this item are displayed. Choose the appropriate solution if it is applicable to your

problem.

9.4  Using Service on Your Mobile Device

As a service technician you need to have access to your customers’ service contracts, your open service calls for today and
more to plan your day’s work on the go. SAP Business One free mobile application lets you connect to the company database
to view service calls that are open, see customer master data and service contacts, as well as dashboard analytics and reports

regarding the service call backlog.

Mobile device

Transactional Analytical

Various devices
| .

Figure 9-5: Mobile Device Availability

Once the application is installed, you need to provide some configuration parameters, both on the mobile device and in SAP
Business One, to ensure you are connecting in a secure way. You also need to provide your SAP Business One user name and
password when you log in, so that your user license and credentials apply in the application as well.

Note that the mobile application provides much more functionality, such as to do lists, approvals, items, pricing, and
warehouse information. You can also create business partners, items, sales opportunities, quotations and sales orders. Ask

your implementation partner for more information.
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9.5

Service Reports

The various service reports give you the opportunity as a manager to monitor and analyze the service level provided by your

company. As a manager, you can run the reports by user, by response type and view average closure time. As a service

representative, you can view open calls waiting to be handled, as well as see a list of your open service calls and overdue calls.

Report

Service Calls

Selection criteria

Created On, Resolved On, Customer
Code, Handled by, Item, Queue ID,
Problem Type, Priority, Call Type,
Origin, Call Status, Overdue Calls

What it shows

All service calls within the selection criteria,
including Call ID, customer and item
information, serial number, subject, creation
date and more.

Service Calls by Queue

Same as Service Calls report

Same as Service Calls report, except grouped
by Queue

Response Time by Assigned
to

Same as Service Calls report

Grouped by user, Call ID, Response type, Time
in Queue

Average Closure Time

Same as Service Calls report

Closed service calls, including the creation time
and date, closure time and date, and the
calculated time for closure

Service Contract

Customer code, contract start and end
date, contract type, status and service

type

All service contracts with their type and status.

Customer Equipment Card

Customer and Item selection. CEC
status

All CEC, with customer name, serial number
attributes, item code, contact person and status

Service Monitor

Handled by, queue, and priority

Live report displays a graphic of open and
overdue service calls

My Overdue Service Calls

. NA All service calls that are handled by the current
My Service Calls
user
) NA All open service calls that are handled by the
My Open Service Calls
current user
NA All overdue service calls that are handled by the

current user
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10 Document Creation, Authorizations, and Approvals

In This Chapter

e Overview of Document Creation Features
e Authorizations, Approval Procedures, and Document Drafts

e Accelerating Document Creation Through Wizards

This chapter examines document creation features such as document drafts, drawing documents from one another, and mass
creation of documents. These are three ways that SAP Business One helps users accelerate and automate the process of
creating documents. By combining authorizations and approvals with document creation features, the application provides a
powerful toolset so that users can perform only tasks that are appropriate for their level of responsibility and authority.

10.1 Overview of Document Creation Features

The document creation features of SAP Business One make repetitive tasks as easy as possible, so that with little effort or
repeated work you can quickly create the documents you need. Because document creation is such a central activity in SAP
Business One, different methods exist to serve the different situations that users find themselves in. The two most common
ways to manually create documents one at a time - using add mode or using an existing document draft - are shown in the
following two figures.

When you navigate through the main menu, frequently the document is opened in add mode. When searching or scrolling
through documents, you can enter add mode by pressing +[a] or by clicking the add mode icon (see Figure 10-1). In add
mode, the Add button appears in the bottom left of the screen. Once you enter data, you post the document or add master
data by clicking the Add button.

Enter dota for new document in Post the new document by
E,th?z d':je}f(t;?;g ZT:O'IEU; add mode, which is indicated dicking the Add button or save
ri docikhant n-add node by the Add button in the it as a droft by selecting
bottom left of the screen File — Save as Draft

Cirl + A Newpested

document

Add mode screen for
new document

+ Document
draft
Figure 10-1: Creating documents using add mode
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Instead of clicking the Add button, you can use the File menu to save documents as drafts, or right-click the document header.
A document saved as a draft can be used as a template to create similar documents over and over as a recurring document
template. Document drafts are also used to store documents that are moving through an approval procedure.

SAP Business One sales and The new document is posted
purchasing documents can be with the adjusted information,

saved as drafts but the draft stays in place to

New documents can be created be used again
by posting from the draft
document
Document New d
draft LEEL
Example: A purchase order for office document

supplies is adjusted every month
with new quantities as needed

Reminder: Document drafts are
also created as a part
of the approval process

Figure 10-2: Using document drafts to create documents

Both of these methods for creating documents are straightforward and involve the typical process of filling out a form and
saving it.

In addition to supporting the manual creation of documents, SAP Business One offers the following wizards:

e Draw Document Wizard for creating a target document based on multiple base documents

e Document Generation Wizard for creating multiple sales documents

e Procurement Confirmation Wizard for creating purchase documents

e Purchase Quotation Generation Wizard for creating multiple purchase quotations based on items or Purchase Requests,
as explained in chapter 6

e Payment Wizard for creating incoming and outgoing payments in bulk as explained in chapter 3

The first three wizards are explained later in this chapter.

10.2 Authorizations, Approval Procedures, and Document Drafts

Approval procedures and authorizations are two aspects of role definition in SAP Business One. By granting and limiting
authorizations of a specific user, you determine what functions the user can access and what actions he or she can perform.
Approval procedures provide the administrator a way of fine-tuning what each user can do.

Perhaps you are wondering about the relationship between authorizations, approval procedures, and document creation.
Well, these features can be combined; for example, a salesperson can create sales orders and grant specified discount
percentages. As the administrator, you can then fine-tune this authorization so that the salesperson can create sales orders up
to a specific amount. You can also use approval procedures so that a salesperson’s manager has to approve sales orders that
exceed a certain discount percentage.
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10.2.1  User Authorizations

The process of setting up authorizations in SAP Business One is like handing out a set of keys that allow access to certain
features and functions. Authorizations permit or prevent certain users or groups of users from performing such functions as:

o Creating certain types of documents

e Viewing or managing certain types of data

e Creating user accounts

e Setting permissions for other users

e Accessing features from the main menu

e Posting documents when the period status is Closing Period or Unlocked Except Sales

Authorizations make use of the organizational model of your business to allow access to be controlled by the management
level of a staff member. Authorizations can be copied from one user to others, and all changes made to authorizations are
tracked.

10.2.1.1  General Authorizations

The authorization mechanism of SAP Business One provides fine-grained control of which features of the application are
available to each user. As Figure 10-3 shows, the Authorizations window (reached by selecting Administration — System
Initialization — Authorizations) brings together a list of users and a list of all functions available in each module of SAP
Business One.

Donna has various authorizations for Business Partners, she

can create leads, but not customers and vendors I
Authorizations - Ox

Ligers Parmrizsion Groupt
chrishin fect Authorization Effective Authorization s ,
e o il atitoton ¥ N Click Donna’s name, and Copy
[derna | ¥ Customization Tadks Pl Austhorization Ul Authorizstion Authorizations, to choose the
= ¥ Bdminisiration Ful Authorization ¥ Full futhorization, .
i ¥ Financisls Mo Authorizstion ™ Mo Autharization users with the same
P Sales Oppartunities Warious Authorizstic ™ Yarious Authorizslions = :
iy Pemin T —— authorizations
Frad P Purchasing - &P Warious Authorizatic ™ Variows Authorizations
huntar * Businezs Pariners Warious Autherizstie ¥ Warious Sishorizations
030645 ¥ Adding Bumines: Partner “Warhouz Authorizatic ™ Warkour Suthorizations
= Adding CustomarMandor Mi Mo Authorization ™ No Authorization
_mm Adding Lesd B9 Ful At v v Eull futhorization
L6z P Business Partner Mater Dot Ful Authorization ™ Eull Authorization
James Campalgn Generstion Wizard Mo Authorization ™ No Authorization Copy Authorizations - donna
§in Campaign Mo Authorization Mo Authorization
john B Business Partner Type Full Authorization ™ Eull futhorization Uswr Coda T It Departmant Soact
b Activity Full Authorization ™ Fyll Authosization
LD ¥ Internal Reconcliations Mo Aulhorization N Authorization 3 ;"""T?"“ G::“" I[_
Jube P Busingss Partner Riports Ful Authorization ¥ Full Autherization oy Ehi .
kaikc P Barking Warious Autherizstic ™ Various Suthorizations bob BobShone  Produclion 0
kath # Inventory Full Authorization ¥ Fyll Authorization brad Brad Thompson Sales r:
o P Resources Mo futhorization ¥ Mo Authorization carlo Carlos Andres  Logistic ]
4 # Preductisn Full Autharizstion ™ Full Autherizstion cheistin Cheisting Roblat HE O
= * MRP Full Authorization = Eull Authorization dana Dana Wiy HR |||
doris Doris Labour  Service O
o o
M, Discount - Purchae 100,000
—— o
[ Max. Cazh Amount for Incoming Payments
horization o Authorization
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Figure 10-3: Authorizations window

Each module includes a list of the functions available and access rights that can be granted or denied on a per user basis. This
window provides additional settings for maximum discounts and maximum cash amounts for incoming payments.

To save time when you have multiple users with similar authorizations, define the full authorizations for one user and then
copy it to others by pressing the Copy Authorizations button and then choosing the users who need the same or similar
authorizations to the selected user. Later you can fine-tune the authorizations for each user if necessary.

10.2.1.2  Permission Groups

Instead of managing the authorizations by the individual user, you can create permission groups, such as sales, procurement
and warehouse, assign users to the group, and define the authorizations by group instead by user. That way, if you hire a new
employee, you simply assign him or her to a permission group, based on the role, and all the authorizations apply immediately.

To create permission groups, go to Administrations — System Initialization — Authorizations — Permission Groups. Then
choose General Authorizations to define the detailed authorization for the group.

10.2.2 Password Administration

Use the password administration window to define the security level for passwords in your company. Go to Administration —
Setup —General — Security. You can choose one of the three built in levels: low, medium or high, or use the Custom option to
define your own. Here you can choose minimum length, minimum upper and lower case characters, minimum digits,
expiration, and more. All users are required to follow these rules in order to login to the system.

1 Note

Super user vs. non-super user. When you create users, choose whether they are super users or not. You only define
authorizations for non-super users. Non-super users cannot access the authorizations screens, and can only change
passwords for themselves. Make sure you have at least one super user in the company database.

10.2.3 Data Ownership

In addition to general user authorizations, you can control document access using Data Ownership authorizations. The data
ownership authorization identifies the owner of a specific sales or purchasing document and permits other users to access or
change that document according to their relationship with the owner. For example, two sales employees are authorized to
create quotations, but as a manager, you would like to prevent one sales employee from accessing the other’s quotations.
With data ownership you can define the relationship between the two employees as a Team or Department, and restrict

access to quotations created by others in the team or department.

To setup data ownership, follow these steps:

1.  Goto Administration — System Initialization — Authorizations — Data Ownership Exceptions. Check Enable Ownership
Filtration.

2. Choose between three options for each document type: No Filtering, By Header and Row Owner or By Header Owner
Only.
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3. Create employee master data under the Human Resource module. Each employee should be assigned with a user code
and a sales employee. Optionally assign the employees to department, branch, team and a manager.

4. Associate your customer with Sales Employees. The owner will be the human resource’s record that is linked to the sales
employee of the selected customer in a sales document. You can override the owner in the document header or row.

5. Finally, you need to define the relationship between employees, go to Administration — System Initialization —
Authorizations —Data Ownership Authorizations. See Figure 10-4 for setting up data ownership authorizations.

Employee records linked to users show on For each document type, choose the
the left authorization by role
-

Data O Authorizations -0Ox

Employess Crocument Peer Manager Subordinate Department  Branch Tearn
AfP Cradit Memo Read Only ™ Full ¥ Mone ¥ MNone ¥ MNone ¥ Read Only ™

Bill Levine AfP Down Payment Mone ¥ None ¥ Mone ¥ Mone * Mone ¥ Mone v

T AP Inwoice More ' MNore ¥ Mone ¥ Mone * MNone ¥ Mone i
AR Correction Invoice  Mone ¥ More ¥ Mone ¥ Mone ¥ More ¥ Mone -

Donna Lowe AfR Credit Memo Mone * MNone * MNone * Mone * Mone * Mone d

Sopphie Kloag AR Down Payment Mone * MNone * MNone * Mone * MNone * MNone -
AfR Invoice MNone ¥ MNone ¥ MNone ¥ None ¥ MNone ¥ Mone ol
Delivery MNone ¥ MNone ¥ Mone ¥ None ¥ Mone ¥ Mone w
Goods Receipt PO Mone * MNone * Mone * Mone * MNone * Mone -
Goods Return Mone ¥ None ¥ Mone ¥ Mone ¥ None ¥ Mone v
Purchaze Order Mone ¥ MHone ¥ Mone ¥ Mone ¥ Mone ¥ Mone -
Purchase Quotation Mone * MNone ¥ Mone * Mone * MNone ¥ Mone -
Purchase Request Mone ¥ Mone ¥ More ¥ Mone ¥ Mone ¥ Mone ol

Full Autharization Read Only Mo Authorization

Figure 10-4: Define Data Ownership Authorizations

Note that some authorizations may overlap. If two employees are in the same team and have the same manager, it is
sufficient to define Team authorizations only.

Data is filtered based on each user’s data ownership authorizations. The filter applies to reports, drag & relate, and browsing
through existing documents. While browsing, if the user encounters a document that is restricted by authorization, the system
skips it or shows it as read only, depending on whether authorization was setup as No Authorization, Read Only, or Full
Authorization.

10.2.4 Approval Procedures

Approval procedures in SAP Business One are a collection of powerful mechanisms for controlling who can do what and who
must be consulted to permit exceptions. Approval procedures involve setting limits on the size and nature of the business
transactions that each user is authorized to execute. When someone tries to post a document that exceeds a limit set through
the approval procedures, that document is automatically saved as a draft during the approval process.

SAP Business One supports thresholds for approvals, stages for approvals, and a general purpose mechanism that can subject
almost any type of document to approval. When a document is flowing through the approval process, it is stored as a draft
until approval is granted, and that is when the person who initiated the document can post it.

Approvals have two dimensions:

SAP Business One... To Go PUBLIC
Document Creation, Authorizations, and Approvals © 2017 SAP SE or an SAP affiliate company. All rights reserved. 187



e Approval thresholds, which are criteria above or below which approvals are needed for various categories of documents.
SAP Business One includes predefined terms that you can use to build criteria, or you can create customized criteria by
writing a query.

e Approval stages, which are the steps the approval follows from the originator of the request to one or many people who
must approve the work

The best way to get an idea of how approvals work is through an example. Let’s imagine that Fred, a departmental
administrator responsible for ordering office supplies, has a limit of $1000 per purchase order. One day, to prepare for a large
meeting, Fred has to order a much larger than normal amount of supplies, which results in a purchase order for $2,000. When
Fred tries to add that purchase order, he gets a message that indicates approval is necessary, and that it has been requested.
The purchase order is not added but saved as a draft, and a message is sent to Fred’s manager. If Fred’'s manager grants
approval, Fred can add the purchase order.

Figure 10-5 shows the steps in the approval process.

Approvals are set up to
control business activity

When a document is Reports show which documents
created that requires are in which approval stages
approval, a draft of that ond which documents have
document is saved been approved or rejected

SAP Business One sends a
message about the approval to the
person who can grant the approval

4

If the approval is granted, the
draft document is posted,
creating a new document

If the approval is denied, a

new document is not created
and the draft still exists

In either case, a message is sent fo the
person who created the document,

notifying him or her about the outcome

Figure 10-5: Steps in the approval process

If the approval is denied, the user can modify the document to meet the approval criteria. Once updated, if the document now
meets the terms, the document is added to the system. If approval is still required, a new approval process starts.
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SAP Business One implements the process described in the example through approval templates that can be accessed via the
main menu by selecting Administration — Approval Procedures — Approval Templates. Approval templates include four
types of information:

e Onthe Originator tab, you specify users to whom the approval procedure is applied. The departmental administrator in
the example would show up here.

e Onthe Documents tab, you indicate which documents need approval. You can choose sales and purchasing documents,
inventory documents, or outgoing payment. Following the example above, the purchase order would be specified here.

e Onthe Stages tab, you define approval stages. In our example, there would be one stage created for manager approval. If
multiple stages exist, once the first stage is approved, a request is sent to the users in the next stage.

e Onthe Terms tab (shown in Figure 10-6), you set thresholds that trigger an approval. This is where the $1000 threshold
would be set. You can alternately indicate that every document requires an approval.

Templates can be named (the template in Figure 10-6 is named PO_ Approval). The Active checkbox (to the right of the Name
field) must be checked for the approval template to be enforced. Approval templates can govern a wide variety of parameters;
for example, Figure 10-6 shows a rule that requires approval for a purchase order with a value more than $10,000. In addition, a
custom query can be assigned as an additional condition. In this example, the approval applies to specific vendors. Special
query syntax is required here. Consult your implementation partner for more details.

Approval Templates - Setup

Marne P Active

Crescription P2 greater than 10,000

Criginator Drocurnents Stages Tetrs

Launch Approwval Procedure:
) Alweays
<) ithen the Follawing Applies

Choaose Term R.atio Walue
O DCrewiation from Credit Limit Undefined Type
O Deviation From Commitrment Undefined Type
O Gross Praft 9% Undefined Type
[l Discount % Undefined Type
O DCrewiation from Budget Undefined Type
Total Document

Terms Bazed on Usar Quaries
#  Cuery Mame

1 PO from selected vendors
2

Total Selected Terms: 2

Figure 10-6: Terms tab of Approval Templates — Setup window

1 Note

Approvals reporting reminder. Two reports are key to the day-to-day use of approvals. The approval status report
shows originators the status of their requests for approvals. The approval decision report shows authorizers all
documents that are pending approval. Both reports are options under Administration — Approval Procedures.

With templates for approvals properly set up, approvals are managed in the following way. When an originator creates a
document that needs approval, SAP Business One sends a message to the authorizer who is required to approve the document
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(there could be a chain of approvals required). An authorizer can approve or reject the document using the Messages/Alert
Overview window (shown in Figure 10-7). If there are alerts pending for you, this window appears when you log in to SAP
Business One. This window can also appear while you're in the application, depending on settings made for you by your
system administrator in Administration — Alerts Management.

Inbox tab displays all The request for approval Once you drill down, you can
received messages including contain a link with more record your answer as an
sender and status information approver

| [

Me ssagéw(erts Overview Request for Approval - X
Inbox Oulbex The User Sophie Klagg is raquasting an a Dacumants - Drafts
! | Subject Docament Details
Request for Document Approval Shatug Pending Tssue Date 11142014
Remind Notice for Phone Call: Training Session 03
Drocurmant Mo. L] Document Draft Internal 1D 19
thorization Detail
Please approve this PO Shatus Pending Reequest Date 11/14/2014
Template PO Approval Stage PO Approwal
Remarks Plaase approva this PO
¥ Diplay History
# Requsst for Document Approval £ A Answer )‘l
1 Purchaze Order based on draft no. 1053 1 Drecision
= [ oin |

Figure 10-7: The Messages/Alert Overview window

The Messages/Alert Overview shows information about the document that is pending approval; clicking on the orange link
arrows allows authorizers to quickly review documents requiring their approval. Authorizers can add remarks that clarify the
rationale behind decisions.

No matter what the outcome, as soon as the authorizer acts on the document, SAP Business One sends a message to the
originator of the document, and the message is displayed in that user's Messages/Alert Overview window.

If the document is approved, the originator can then convert the approved draft to a document directly from the
Messages/Alert Overview window if desired.

If the authorizer does not approve the document, the originator receives a message to that effect as well. As you would
expect, in this case the draft cannot be converted to a regular document.

10.2.5 Creating Document Drafts Manually

Approval procedures create document drafts automatically. It is also possible to create document drafts manually for a variety
of reasons. This may be required because a document is only partially filled out and it will be completed later. Or perhaps
someone knows how to fill out one part of the document but needs help from someone else to finish another part. Document
drafts can also be used as templates for documents that must be filled out over and over again with minor changes.

Manually creating document drafts in SAP Business One is simple and straightforward. Document drafts can be created for
sales, purchasing, inventory and inventory counting documents. When creating documents in these two areas, you can choose
the Save as Draft menu option from the File menu, or right-click the document header to save as draft (Figure 10-8).
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Eile Edit Miew [Data GoTo Modoles Tools  Mindow  Help

Close

Sawe as Draft

Page Setup...

Prewview...

Prewiew Layouts...

Print... Ctrl+P
Select Layout and Print..,

=

Print Sequence...

Send 4
Export r
Launch &pplication,..

Lock Screen

Exit: Ctrl+Q

B $

Figure 10-8: File menu for creating document drafts

If you save a document as a draft, it is available for later use. The next step in using a document draft is finding the existing
drafts and then choosing one as the basis for creating a new document, a process summarized in Figure 10-9.

Document Drafts Report - Selection Criteria Open the Document Draft Report from
. s = (] Open Only the Sales — A/R = Sales Reports
\ :Dite
(V] Sales - AR || Purchasing - AP
[v] Sales Quotations [v] Purchase Request
[v] Sales Orders
[v] Deliveries Document Draft -
v R
= " Document Document Mo, Posting Date  BP Code Total Remarks
ll; Ale:Down Payment E
¥ AR Invoices A/R Invoices 630 11/14/2014 €30000 $0.00
B AR Crede Memos Delivaries 901 11/14/2014 €30000 Copy
) Sales Quotations 951 11/14/2014 C23300 C Tabl
Sales Quotations 951 11/14/2014 C40000 opy 1able
Maxirnize/Restore Grid
(V] Inventory Bemove
v Goods Receipt 0se
¥ Good Clo
¥l Goods Issue T Filter Table...
[¥ Inwventory Transfer Request
] T
[v] Inwventory Transfers Sort Table,

Bow Details...
o g o [ Dot

Right-click the draft and choose to
remove it, close it, or open the

document to view it, make changes | m

and add to the permanently

Figure 10-9: Finding document drafts

After you open the document draft, you can adjust the information and save it again, either as a draft or as a reqular
document.
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Document drafts can be deleted from the Document Draft report (see Figure 10-9) by right-clicking on a draft and selecting
Remove from the context menu. If you add a document using a draft, the draft is not deleted automatically - it is simply closed.
You delete it once you no longer need it. Users can save their own drafts and can use drafts created by other users.

10.3 Accelerating Document Creation through Wizards

SAP Business One offers wizards to automate the creation of documents. The draw document wizard guides you through the
process of creating a new document by using information from one or more other documents as a starting point. This
automated copying to and from documents to new documents saves time and reduces errors.

The document generation wizard automatically creates multiple new sales documents using other sales documents as a
starting point. In this way, for example, all of the orders collected by a call center can be turned into deliveries at the same time
so those products can be recorded as shipped from the warehouse. Or if a sales order contains items to be shipped to two
locations, then two deliveries could be created for one sales order.

10.3.1 Draw Document Wizard

The draw document wizard helps you create a new document from an existing one by guiding you step-by-step through the
process and giving you advice along the way. The wizard is available for most documents in the sales and purchasing modules.
To get the process started, you create a blank version of the document. For example, after opening a blank sales order and
specifying the relevant customer, you start the wizard by clicking on the Copy From button in the bottom right corner of the
window (see Figure 10-10).

You choose the document you want to use to create a new document from the list of eligible sales quotations shown. Multiple
sales quotations can be used in creating a new sales order.

Choosing a document starts the draw document wizard, which provides different choices for customization and altering data
based on the document that is being created and the source documents used to create it. For example, you can choose
whether to use the exchange rate as it was when the sales quotation was created or the current exchange rate as it is updated
today in the exchange rate table.
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Sales Order - B X
Customer <2900 No. Pranwy v
NHune P arvater Techrology Sahn Open
Conrtact Perzon Darded Brown v Pomng Date 1172014
Customer Ref. Mo, Delivary Dale
8P Curency vis Document Date 11/17/2034
Contenity Logiher Accourting Attachmants
Dem/fService Type Dem A Summury Type No Surenary
¢ Demto, Ttemm Descriph..,  Quarbty Unit Price Cuscount % T Co  Totd(LC)
: .00
Choose Copy From -
Sales Quotations to
select one or more sales
quotations as base
o o ors - S document to the sales
O Orscount . order, and start the Draw
Freght .
[ Rowndng 08 Document Wizard
Tax
Totd $ 000
Rarnarks
Sales Quotations
Blanket Agreement
List of Sales Quotations -0 Xx
Frd |
s » Date Customer Remarks Dus Date
1642 05262014  Parameter Technology 07 /26 /201
2 779 06282014  Parameter Technology 07 /28/201<
3 861 07012014  Parameter Technology 0731201«
4 929 03042013  Parameter Technology 0303 /2013
S 930 09202013  Paraneter Technology 10/20/201:
6 949 10302014  Parameter Technology 1130201«

Figure 10-10: Starting the draw document wizard

As Figure 10-11 shows, you can choose to customize item-level data—and here you can change almost everything. You can

delete rows, change quantities, change prices, provide discounts, and so on.
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Draw Document Wizard O x \

Select Item to Copy

If you choose

# Base Document  Item No. Ttern Deseription Qty  Unit Price Disc... Total Bin Customize in

1 642 100005 ). Laptop Balteries X 19 $135.00  0.000 §2,565.00 the first step,

2 64z P10004  PCSet2 16 $2,82000  0.000 £ 45,120.00 choosethe

3 642 A00002  ).B, Officeprint 1111 16 $300,00 0,000 $ 4,800.00 rows,

4 779 100003  USE Flashdrive 128GB 18 $3000 0000 $ 540,00 quantities,

5 779 C00003  Keyboard Comfort Us 13 $3000 0000 $ 570.00 freight and

3 779 P10002  PC- 12xcore, 64GB, ¢ 10 $2,070,00 0,000 $ 20,700,00 exchange rate
you would like
to copy

Figure 10-11: Using the wizard to create a sales order

If the base documents include freight amounts, an extra step is added to the wizard. In this step you can choose the freight
amount you wish to draw, as well as the drawing method.

The newly created sales order has an automatically created note in the Remarks field indicating which sales quotation or
quotations were used to create it. It is also possible to determine the base document from which a document was created or
the target document created from a base document using two icons in the toolbar. When a document is open, clicking the LS]
(Base Document) icon opens the first document used as the base for the current document. Clicking the & (Target Document)
icon opens the first target document created using the currently open document as a base. This way of looking up base and
target documents also works on the row level for specific items. If you mark a specific row and then click the base or target
document icons, you can see the document that was base or target for that row. Alternately open the Relationship map from
the context menu.

10.3.2 Document Generation Wizard

The document generation wizard automates the process of creating documents used in the sales and fulfillment process of
SAP Business One. Using the wizard, you can create sales orders, deliveries, returns or A/R invoices, with reference to base
documents. You can also choose to save the documents created as drafts, giving you a chance to review them before they are
permanently saved.

1 Note

Backup reminder. The document generation wizard may create tens or hundreds of documents at a time, many of
which have significant accounting impact and are difficult to roll back. For this reason, you should use this wizard
carefully and usually only after creating a full backup of the database. This makes recovering from a misstep a matter
of restoring a database rather than manually rolling back hundreds of journal entries.
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Because of its power, the document generation wizard is usually something that your implementation partner will train you to

use. This section provides an overview of the main steps involved in using the document generation wizard.

The wizard, started from the sales — A/R module, presents a welcome screen followed by a screen for step 1, which allows you

to retrieve a named set of saved parameters for a document generation run. The screen for step 2 of the wizard is shown in

Figure 10-12.

Document Generation Wizard

- x|\

Target Document
Select the document type and the characteristics of the target documents, In addition, set the
summary method (can be changed after addition)),

Target Document b [ ] Create Draft Documents
Posting Date 11/17/2014
Document Date 11/17 2014
Series
[v] Itemnz Mo Suramary
L | Service Mo Surnmary
Exchange Rate Use Current Rate v
Step 207 8

Using the Document Generation
Wizard you can create Sales orders,
Deliveries, Returns and invoices. One
document type perrun

Sales Order

Delivery

Figure 10-12: Target document settings

< Back j

The Target
Document step
allows you set
your
preferences
regarding the
documents
that will be
created
including date,
numbering,
drafts, series
and summary
level for items
and service

Target document settings shown in this figure let you control the type of document you are creating (sales orders, deliveries,

returns, or invoices) and customize other parts of the document.Here you can choose to save as draft, and determine which

type of documents will be created: items, service, or both.

In step 3 of the wizard, you specify which documents to use as the base documents for document generation. Just as with the

draw document wizard, the document generation wizard allows you to select documents to draw from to create new

documents. Figure 10-13 shows the screen used to select base documents.
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Document Generation Wizard - X

Base Documents
Select the base documents to be processed by choosing the appropriate document bypes and
selection criteria.

From To
Doc. Types Pasting Date 01/11/2014 1130/2014
[] sales Quetations Delivery Date Document Number
[7] sales Orders Series i EP Reference Mo,
[v] Deliveries Document Cutrency
|v| Expanded Selection Criteria Sales Employee
- Document Total
v Ship-ta Cade
- »{Shipping Type
= Project Code
- Drocument Date
[ ] Do Mot Create Docs Cont. Zero Qty Lines or Mo Lines Payment Terms Code
Payment Mathod
Sort by Agreament No.
# Sort Field Order Driver
1 Document Number ¥ Ascending - Tracking Mo
2 Due Date ¥ Ascending hd Customer Group |
3 ¥ Ascending -

Filter the base document
Sort the base document by different criteria. by any number of criteria
Choose up to 3 sorting parameters including user defined

Figure 10-13: Selecting base documents

In step 4 of the wizard you select how (and whether) you want to consolidate documents. If you just keep the default, the basic
rules for consolidation are implemented: documents are consolidated if the base and target document are for the same
customer, and same type. You can define additional criteria for consolidation, such as ship-to name, payment terms, payment
method, or custom criteria based on user defined fields. In step 5 you choose specific customers for which documents should
be created in the run. Step 6 specifies what should happen if there is missing data or bookkeeping or inventory errors when
creating documents. The choices are either to skip to the next document, to the next customer, or to obtain confirmation
interactively.

In step 7 you can save the settings for the run using name and description, execute the run, or both. Before executing the run,
the application reminds you that you should have a current backup. Step 8 of the wizard is a listing of the documents that were
created, along with any error messages that may have been generated.

While this overview provides a good idea of what the document generation wizard can do, it is prudent to seek help from an
implementation partner or do a lot of experimentation in a test environment before using this feature in production. With
great power comes great responsibility.

10.3.3 Procurement Confirmation Wizard

The procurement confirmation wizard allows you to create purchasing documents, such as purchase orders, purchase
quotations and purchase requests based on sales quotations or sales orders. In addition, you can create production orders
based on quotations and sales orders including a production bill of material.
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The wizard can be started from the Purchasing main menu or by selecting the Procurement Document check box on the
Logistics tab in a sales quotation or sales order document. In the second scenario, the base document and customer are
preselected based on the document you started from.

The first step in the wizard, after the welcome window, is to choose the base document type and customer range. The base
can be a sales order or a quotation. You can check the Include All Open Base Documents to include all open base documents
regardless of whether the Procurement Document check box is selected in the document itself. If you are using the Advanced
Available-To-Promise function, you can also filter orders to include only unconfirmed and delayed quantities, or just
unconfirmed quantities. This way you can have the wizard create PO’s for just the orders with a delayed delivery schedule or
for those that you know have insufficient quantity in the warehouse.

Procurement Confirmation Wizard -0 x

Base Document Type and Customers
Choose whether to base the procurement documents on sales orders or sales quotations, and
select the customers for whom you want to create the procurement documents,

Sales Order Choose Base Document type
Base Doc, Sales Order d Sales Quotation
# BP Code EP Marne
C20000 Maxi-Teq [v]
C23900 Parameter Technology [v]
C30000 Microchips vl Choose which documents
C40000 Earthshaker Corporation v to include when using
C42000 Mashina Corporation vl Advanced Available-To-
C50000 ADA Technologies vl Promise
CF0000 Aquent Systems [v]

C99998 Wb Customner [w]
C99993 One Time Customer [v] 3\

2 Include All Open Base Documents
|Delivery Schedule Details Include Only Unconfirmed and Delayed Quantities ¥ [ Include Only d and Delayed Quantities
Include Only Unconfirmed Quantities

step 101 6 T N T

Figure 10-14: Base Document Type and Customers

In the next step, highlight the sales documents for which you wish to create a purchasing document. In the Base Document
Line Items step, the rows from the base documents appear with the total quantities required, assigned to the item’s main
vendor as it is defined in the item master data. Note that the wizard may recommend multiple POs for a sales document with
multiple items if there are different vendors assigned to the items in the sales document. At this stage you can choose which
line items to include. You can also replace the vendor with another, update the delivery date, and choose to create drafts.
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Replace the
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Figure 10-15: Base Document Line Items

without a main
vendor, a vendor
must be selected

In the next step you decide how to consolidate the base documents. For example, you can create one PO for 5 different sales

orders of the same item, or you can choose to consolidate by different criteria, such as warehouse, shipping address, currency

and more. The next step is providing a review of the purchase documents that are about to be created, and finally you can see

a list of target documents with a drill down arrow to the actual document.
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11  Printing Documents and Reports

In This Chapter

e Overview of printing capabilities
e |Initial setup
e Printlayout designer

e SAP Crystal reports

Printing documents and reports to a hard copy or to afile, is an essential part of your day to day work. With SAP Business One
you can printimmediately after you created your company database or alternatively choose to send the document via E-mail.
Each document or report comes with a predefined print layout template created based on industry standards, that can be used
as is, but can also be modified based on your company’s unique needs.

11.1 Document Layouts and Reports

We distinguish between document layouts and reports:

e Document Layout: Each document type, such as invoice and delivery, has a print layout template that allows you to print
the individual documents.

e Report: A set of data arranged in a report, based on your selection criteria. Each report also has a print layout template.
Reports also refer to independent Crystal Reports located on the main menu.

1 Note

Screen layout versus print layout. What you see on the screen is not how the document or report will look like when
you print. For example, if you add a column to the document table on the screen, it will not affect your print layout
unless you also add this to the layout. Print layouts can be maintained using the Print Layout Designer (PLD) or the
SAP Crystal Reports tool.

Any document or report can be print previewed on the screen by clicking the i (Print Preview) icon. If the default template is
a PLD report, the PLD preview screen opens. If the default template is a Crystal Report, the Crystal Report viewer opens.

You can choose to export your print layout to a PDF, text, MS Excel, MS Word or an image file by opening the desired
document, and choosing File — Export — Layout to. While sending an external email from a certain document, the system
asks the user whether to attach the edited report. This will create a PDF file and attach it to the email message. SAP Business
One tracks the printing status of sales and purchasing documents. Once a document has been printed, its status updates. This
allows you better control over what is printed, and what is yet to be printed.

You can choose to print documents automatically after they are added, or print them in a batch using the Document Printing
window by choosing the Document Printing transaction in each module’s menu. In the Document Printing window, choose the
document type to be printed, and filter by date, series, and printing status. Using the Document Printing window, you can also
send multiple documents by email to the contacts of the respective business partners in the documents.
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Instead of printing each document at a time use Document
Printing. Choose what to print and how many copies

Document Printing - Selection Criteria - X
Document Type AR Invoices w
Series All i
When Batch/Serial Mo. Exist, Print Drocument and BatchfSerial Mo, hl

[v| Only Documents Still to Be Printed
[v] Open Only
[ ] obtain printer settings from default printing layout

[v] Exclude Canceled and Cancelation Marketing Documents

Paosting Date From 01012014 To 09302014
Iriterral Mumber From Ta
Mo, of Copies 1]

o | ol |

Figure 11-1: Print documents in a batch

After the list of documents is displayed, highlight the rows, and click the print, or email icon on the upper tool bar.

11.2

Initial Setup

You can choose if, when and which documents to print. You can set defaults for how each document type will print, as well as

how many copies will be printed. Go to main menu Administration — System Initialization — Print Preferences. See Figure 11-

2 for company level printing settings.
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On the general tab define preferences in the company level such as margin,
max rows, and which serial number attributes to print with documents

Print Preferences .
Use the Per
General Per Document Per Report
Document/

Mant. Rows per Page 9| Report to

Print Wfith Vertical Compression 100 v make

Top Margin (cra) additional

Bottom Margin (cm) preferences

Max, Rows per Page in Export 0 for the

When Printing Layvout Including SM, Print Serial Mo, bl individual

(] Print Text as Picture documents

f Print on Letter Paper and repor‘ts

|| Print SAP Business One Generation Message

[¥] Print Draft Watermark on Draft Documents If you select

[ ] Generate PDF When Printing a company

|| Print Canceled or Cancelation Watermark on Applicable Docurnents logo, system

[ ] Use System Print Preference for Crystal Reports templates
that contain a
Logo field
will

Co. Logo 8 a8 automatically
print this
logo

Figure 11-2: General Print Preferences

Select the Use System Print Preference for Crystal Reports checkbox to enforce the preferred settings of your system printer
when selected Crystal reports or layouts have conflicting printing settings. For example, the default paper size of a Crystal
Reports layout is A4, while the preferred paper size of your system printer is As. If you do not select this checkbox, the print
settings of Crystal Reports override those of the system printer.

On the Per Document tab, select the document type and make your printing preferences:

e When Adding Document: choose one or more of these options - Export to MS Word, Print Document, E-Mail Document or
Export to PDF. The action occurs right after you add the document.

e Print Discount Data checkbox. For sales and purchasing documents, choose whether to print the header discount
information
e Print Amounts checkbox. For certain document types, such as Purchase Order you choose whether to print the document

prices and totals

e Permanent Remarks for Printing. Enter remarks that are always relevant for this type of document. You must add the
Permanent Remarks field to the print template.

e E-Mail Subject and E-Mail Body. Enter text to be included automatically in the email subject and body message, when the
document is sent via email.

These preferences only affect PLD templates. If you need to implement these changes on Crystal Reports layouts, you must
create additional templates to match your needs.

On the Per Report tab, enter the E-Mail Subject and Body for sending the Aging Report via email. When you choose to send
this report by email, highlight the rows of customers, and the system generates an email for each customer attaching the
detailed aging report to the message.
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1 Note

Setup options. You can override some of the print settings by user. Identify User Defaults, when you setup your users
to make this determination. Go to Administration —Setup — General — Users. On the Default field, press and
choose New to create a new user default.

11.2.1 Report and Layout Manager

All templates, both document layouts and reports, are managed in a single location in the application. This is the Report and
Layout Manager, located under the menu Administration —Setup — General.

Here you can view which templates you have for each document and report. You can delete templates, and make certain
changes such as defining the default printer and number of copies. The report and layout manager also allows you to export
and import Crystal reports, and to define print sequences. We will now explain how to work with the report and layout
manager.

11.2.1.1 Document Layout Management

To locate a layout, navigate through the tree structure, which is identical to the application main menu structure. When you
select the document type, all the assigned templates are displayed on the right. See figure 11-3 for an example for A/R invoice

templates.
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Report and Layout Manager - X
List Search Layouts Printing Segs
Agterick Indicates [v] Report  [] Layout # Layout ID Layout Mame Type Language
» Adriinistr stion® 1 IMVEG0L Inwvoice Blank Stock USA (SystenrPLD English
P Financials 2 INV2000Z Packing List - CR [LUS) (System)  [Crystal Reports English
» 0 3 INV20003 Invwoice Preprinted (System) PLD English
Sl 4 INvZ0h04 AR Inveice (Ttem) - CR (US) (SysCrystal Reports English
» 5 INVZO0S Invoice with Adwice (ERP) (SysterPLD English
14 £ INV20007 Invoice (EhP) (System) PLD English
b Do 7 INV20009 Inwvoice Including Batch/SH (SystdPLD English
|3
» Drown Payrment Irvoice™ 1 INV20004 Description
w AR Invoice™
) M AR T ice (Ttemn) - CR
AR Inwoice [Serwice) A (R,
AR Trrvoice (Tterns) Layout Type Crystal Reports
AR Invoice (Document Summary) Last Updated 07232014 Prirber Drafault
AR Packaging Author Systern 1st Page Prigter HMone
P AfR Inwoice + Paymne Status Active Mo, of Copids 1
Bl Wersion Locshzation us
Crystal Reports Language English
Edit

Main menu tree structure
allows you to locate the
relevant document layout
or report

Both PLD and Crystal Reports
layout are displayed. Based
on the layout type, different
options are available

Choose to Export, Import, Edit
or Delete the template. The
Export option is only relevant
for a Crystal Report

Figure 11-3: Manage document layouts

An even easier way to locate your layout is to open the actual document and choose the Layout Designer icon on the upper
tool bar as explained later in this chapter.

11.2.1.2  Export and Import Document Layouts

During the course of a SAP Business One implementation, you may have situations where you would like to move templates
from one company to another, or to apply a layout to different types of documents. If your layouts are created in Crystal
Reports, you can use the export and import options to fulfill this need, and save you time and redundant work.

To export a template, or multiple templates, locate the layout you need, and click the Export option. The Report and Layout
Export Wizard opens. The wizard shows the module your template is located in, and you can select this and other layout
templates from the same module. For example, if you are exporting an A/R invoice template, you can now choose different
layout templates from the A/R sales module. The next step is to provide a name and a location for the file. The export process
creates a B1P file (Business One Package) which can be imported to another company.

Now, click Import. You can import either B1P (packages) or RPT files (Crystal Reports files). Select the file and press Next. If
this is a package that was previously exported from SAP Business One, the wizard knows where to place the imported
template. In our example, the templates are displayed under the A/R sales module, A/R invoice. In this step you can specify if
the template is a Master Layout. This option allows you duplicate the master layout to other document types. For example, if
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your quotation and order layouts look the same as the invoice layout, then instead of redesigning these two layouts, simply
define the invoice as a master, and duplicate it to the quotation and order. See figure 11-4 for duplicating layouts.

Report and Layout Import Wizard -

Report and Layout Selection

1. Select the checkbonx to the left of each report or layout that you wank to import. Displsy: [Both —
Al existing language versions of the report or layout will be inchuded.
2. If a report or layout name already exists for the merw location, a checkbox appears in the "Owververite” column.
To replace the exidling report or layout, select the checkbox.
To keep the existing report ar layout, deselect the checkbox. You will be able to rename it lster,
3. To apply 3 layout bo other docurvent by pes, celect the "Macter Layoul” checkbox. In the "Authorization™ column, cpecify suthorizstion lewvels for the reparis,
4. To complete the import, choose the "Finith" button.

Hame Owerverite |Master Layout | Data Source  Description
w Sales - AR
v AR Invoice Set Master Layout -0 x
w AR Inwoice (Ikems)
(5} AR Invaice New v 1. Select the checkboxes to the left of the dacument types to which you want to apply the
master layout,

2., Ifthe layout name exists, a checkbox appears in the "Owerwrite” column, To owerwrite
the exisling layout, select the checkbox, If you do not select the checkbox, you are
profpled to rename the imported layout when wou choose the "OK" bulton.

1. Select the imported Layout Hame AJE Tvwsice New
template as Master
Drocunent Type Onrerwrite
Layout [ ] Purchase Quotation (Service)
2. Choosethe document [ Purchsse Guatation (Therns)
types to whichyou [] Purchase Quatation (Document Summary)

| Purchase Request [Service)

apply the master
layout

Enter a name for the
target layout

Fine tune the
duplicated layout

| Purchase Reguest (Items)

[ ] Sales Quotation (Service)

' [v| Sales Quotation (Ttes)

[ ] Sales Quotation (Document Summary)
U] Returns (Service)

] Reburns (Thems)

] Returns (Document Summary)

| Sales Order

Order (Ihems)
| Order (Docurment Sumensry)

o0

Figure 11-4: importing and duplicating layouts

Once the import is complete, you can view the newly imported templates for the respective document type in the Report and
Layout Manager. For layouts that were duplicated from a master layout, it is recommended that you fine tune these layouts -
update text fields that refer to the document type and delete or add fields based on your needs.

1 Note

Import standalone Crystal Report. Use the import, to add new independent reports to the main menu. For example, a
new custom sales report, or a commission report can be imported and placed under the Sales Reports menu. In this
case, on the import process you choose the Report option, rather than the Layout, and determine where in the main
menu the report will be located.

11.2.1.3  Printing Sequence

Different companies have different printing needs and procedures. With the printing sequence you can customize how
documents are printed to match these procedures. Figure 11-5 presents an example of printing an invoice with two different
templates and with other related documents in a set sequence.
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Sequence Details -0 x
Sequence Marme Irvaice Printing] Document Type AR Irvoice [Ttems)

#  Object Layout Cioe Printer 1=t Page Printer

1 AR Invoices [Default) 1 [Default] ¥ [Morne) L

2 AR Invoices ™ AE Invoice Mew ™1 Microsoft XPS Docurne ™ [(Mone) L

3 Deliveries * Packing List [Syste ™ 1 Send To OneMHate 201 ¥ (Mone) L

4 Sales Orders ™ [Default) 1 [Default] ¥ [Morne) L

g * [Default) 1 [Default] ¥ [Morne) L

Figure 11-5: Printing Sequence

This printing sequence reflects the following: the first copy of the invoice is printed using the default template, the second
copy includes batches and serial numbers and is printed to the warehouse printer, then two copies of the related deliveries are
printed as a packing list to the loading area printer, and one copy of the original order is printed for the customer’s reference.

This means that once you print this invoice, 5 different documents and templates are printed. Once you save the printing
sequence, you must set it as a default printing layout. Note that you can combine PLD reports and Crystal Reports in the same
sequence.

11.3 Print Layout Designer

The Print Layout Designer is one of the two tools for producing all your document and report print layouts. When you choose
to print, or print preview, the system accesses the print layout designer tool, and use the default template for the printing
process.

When you create a new company, every document and report in the system has a default print template called the System
template. You can identify these templates by the (system) indicator next to the template name. Sometimes there are
multiple system templates for the same document type. The best way to start is by printing your documents using each of the
system templates, and choose the one that most matches your needs. Note that it is not possible to delete system templates.
Using the Print Layout Designer tool, you can access the system template and modify it. For example, you can add your
company logo, add the customer’s fax number to the invoice form, or add a user- defined field to the sales order printout.

To make changes to the template:

1. Open the document or report.

2. Clickthe F (Print Layout Designer) icon from the icon toolbar.
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3. Select the desired PLD layout (the default layout is automatically highlighted).

4. Choose the Manage Layout button.

5. Inthe Report and Layout Manager window, choose Edit.

If the template you chose is a PLD type, the Print Layout Designer tool is automatically opened for you. The first thing you

should do is save the template under a different name, in case you are starting from a System template. The Print Layout
Designer contains the following components:
e The Print Layout Designer Tool Bar and Menu Bar. Use these to create new fields, expose field’s dependencies, and define
document properties.
e Document area. Represents the template itself. Here you will create new fields and adjust field’s location and
measurements.
e Field index. Lists all the fields in the template, by areas. You can use the field index to search fields by their unique ID and
view their properties.
e Area and field properties. Once you click an area or a field, its properties appear. Here you can identify the field's content,

format, links and more.

1. Createa Text > 7p 3. Createa
Database field =1

field
Properties - Field (Text) : F_341 - X Properties - Field (Text) : F_343 - X
Geperal Content Format Baorder Color Geperal Content Format Border Colog
Source Type Free Text | Source Type Datsbaze |
Fal Example Table Business Parlner - Example

Cobumn Fax Nurnber -

Iv| et Description

2. Enter “Fax” in 4. Choosethe Table :
the Conrent tab and Column on the
Content tab
Properties - Field (Text) : Fax_Data - X
Gaperal Content Faormat Bordar Color
Unique I Fax_Drata
5. Link the text field to Field Type Text
the database field frre X Il ean

[ wisibshe

using the Link To on

Group o

the General tab
Left 268 Width [}
Top S5 Height 2%

Figure 11-6: Creating Fields

Let's assume you would like to add the fax number of your customer in a sales order form. Follow Figure 11-6 for the steps to
add a text field, a database field and link them together. This way, if the customer doesn’t have a fax number, the text field
that serves as a label is not printed.

The field’s unique ID can be changed by you. Providing significant names to the fields can help you find fields more quickly in
the field index, in formulas, and when linking fields to one another.

PUBLIC SAP Business One... To Go
206 © 2017 SAP SE or an SAP affiliate company. All rights reserved. Printing Documents and Reports



1 Note

Save copies of your templates. If you have a good working template, make sure you save it under a different name
before you make additional changes. Use the Print Layout Designer — Save As. Later you can delete unnecessary
templates using the Print Layout Designer — Delete Layout.

To go deeper into the Print Layout Designer tool, go to the SAP Business One Customer Portal at
http://service.sap.com/smb/sbocustomer. There you will find information such as:

e Additional field types that can be added — picture, barcode and system variables
e How to create formulas
e How to add subtotals and sorting to a template

e How to attach a template to a user defined query using the Query Print Layout tool

1 Note

Duplicate Layout Template Utility. You can duplicate a Print Layout Designer template from one document type to
another, similar to the Master Layout functionality when you work with Crystal Reports templates. Go to
Administration — Utilities — Duplicate Layout Template. Select the base and target template and choose Add.

11.4 SAP Crystal Reports

SAP Crystal Reports is a completely integrated reporting tool that gives you additional flexibility and robust capabilities for
easy creation of report and document layouts. As an SAP Business One customer with a current maintenance agreement, you
are entitled to receive one free designer license for the Crystal Reports designer tool, allowing you to create new reports and
layouts and modify existing ones. When you create a new company database, default templates and reports are created. Using
SAP Crystal Reports designer, you can create new layouts and reports, and import them in the Report and Layout Manager, as
explained earlier.

To edit an existing report, select the template in the Report and Layout Manager, and click Edit. If you want to create a new
SAP Crystal Report, open the SAP Crystal Reports for SAP Business One independently.

11.4.1 Creating a Basic Report using SAP Crystal Reports

In this section we will describe the creation of a basic sales report, based on A/R invoices, grouped by sales employee. The
report will be imported to the main menu, under sales reports.

Start by selecting the Report Wizard as you open the SAP Crystal Reports tool.

In the first step choose the data source for the report. Click the Create New Connection and choose the SAP Business One
options. Figure 11-7 shows the credentials that need to be entered in order to create the connection when using MS SQL as the
database platform.
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SAP Business One -

Enter connection details below:

SAP Business One Server. |DEWDFGWPCI1 79 ‘ .=____4~*"“___'J Enter SAP Busine.ss One
server name and license

License Server: IDEWDFGWPU‘I 719:30000 ‘ server name

Server Type: [MssQL2012 v]

Choose the company you
Company Database: IDcmoUS - | wish to connect and enter
a valid user name and

‘ qi:j password

Company User ID: | manager

Compary User Password: | enee |

Trusted Connection [optional): [ |

| T -
lB'laclmin —_— Enter database credentials

-

Database User 1D [optional):

Database Password [optional): qul

Bach Next | Finish | | Cancel | [ Heb

Figure 11-7: Creating a new connection

Now expand the new connection, select the database name and the B1 Tables. Alist of all the tables in the database is
presented by module. In our example we need the A/R invoice table (OINV) from the sales module and the sales employee
table (OSLP) from the menu Administration — Setup — General.

The next step presents the relationship links between the two selected tables. Usually the links are automatically created
based on the SAP Business One database schema and are correct; however, when multiple tables are selected, occasionally
you will need to fix and create the links yourself. You can use the Query Generator tool, select the same tables, and view which
links are suggested by the system.

To connect to a HANA database, use the ODBC driver option, and enter a connection string. Consult your implementation
partner for more information.

In the next step you select the fields from each table to appear in the report. In our report the following fields are selected:

Fields to Display:

QINY.DocMum
QINY DocDate
OINV CardCode
QINY CardMame
QINY . DocTotal
Q5LP . SlpMame

BEEE BB
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The Grouping step is optional. Here we select the fields to group by, either from the fields already selected in the report, or
from the fields available in selected tables. In our report, we select the sales employee name and click Next. In the Summaries
step, the system suggests to summarize each group by document number and document total. We remove the document
number and click Finish.

Figure 11-8 shows the report results as they are displayed in preview mode for our report. The Crystal Reports designer tool
has two modes: Preview and Design. Here we can add new fields, change their formats, add formulas, filter the report using
parameters, add charts and much more.

Eée Edf  iew [ Formpt [otibade  Beport  Sdddni  indsw  Hew

- @S ] o, o n-o- AR5 8

mEE R DG 0 2488 = | =) K AR D 1 141 L
Sticd Page  Bepait] |

Design | Preview X
=]
Ficld Explioer ax
o | = ik
azo1
1 Dansbase Py
Lionam I — P - = Fu Formuls Pelds
Siphgme Qochiym DocDate Carmcoge =1 ET LT QocTorsl s
Jim Boswick i Farae
Jim Boawsc S 12H32007 1Z0000AM C4Z000 Jashina Corporasian 157308 T Running Tosal Felds
3 (H Group Mame Faldy
Jien B ek 1,573.00 5 Specsl Fuids

Work in Preview or Design *| Preview of the current data. Click Add formulas, summaries,
mode the Refresh icon to ifyou made a running total, groups and
change special fields

Figure 11-8: SAP Crystal Reports Designer

When the report is ready, choose Add-ins — SAP Business One — Save As to save the report. To see how the report looks in
SAP Business One, choose Add-ins — SAP Business One — Preview in SAP Business One.

1 Note

Special Fields in a Crystal Report. The integration of SAP Business One with Crystal Reports provides additional
features. You can create search criteria parameters that look like the built in selection criteria of other reports in the
application. In addition, you can add the drill down orange arrow to Crystal Reports, so users can open the related
master data screen.

1 Note

Portal pointer. For detailed, step-by-step instructions on creating and maintaining reports, go to SAP Business One
Customer Portal at http://service.sap.com/smb/sbocustomer and download the “How to work with Crystal Reports in
8.8" guide.

11.4.2 Setting Default Layout Templates

You can maintain multiple layout templates for each document and report. You can have, for example, an invoice layout for
each of your customers’ languages, or set a different invoice layout for certain types of customers or users.

SAP Business One allows you to choose different templates as default for different business partners and for users. So you can
assign your large account invoice form to your customers that are assigned to the large accounts group. Or use different
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purchase order templates for users in the different departments of your company. Figure 11-g shows how to set the default
templates for business partners and users.

1 Note

Authorization Alert. Non super users can only set a default template for themselves and specified business partners.
You can further control a user’s accessibility by choosing if the user can change the default template using the
General Authorizations.

@ _ 1. Click the Print Layout Designer

‘ icon
Layout and Sequence - X
Choose Document Type
AR Invoice (Tterns) i
# Layout Type 2. Choose the layout name
1 AfE Invoice New Layout - CR
2 A/R Invoice (Item) - CR (US) (Sys Layout - CR
2 Inwvoice (ERP) (System) Layout - PLD
4 Inwvoice Blank Stock _USA (System)  Layout - PLD
5 Inwvoice Including BatchfSH (Systern) Layout - PLD
& Inwvoice Preprinted (System) Layout - PLD
7 Inwoice Printing Printing Sequence
2 Inwvoice with Advice (ERP) (Systern)  Layout - PLD

Manage Layout

3. Press Set as Default

o | e

Default Layout M - X

() Set as Default for All Users
) Set as Default for Current User
) Set as Default For Specified Users

4. Select the users and BP this
layout should be set as default
to

(#) Set as Default for all BPs (for Whom a Default Layout Has Not Been Assigned)
) Set as Default for Specified BP

.

Figure 11-9: setting print template as default

If you selected the option of specified users or business partners, click the browse icon to make your selection.
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12 Inventory

In This Chapter

¢ Inventory Valuation Methods

e Warehouse Setup

e Cycle Count and Inventory Tracking
e Pick and Pack

e Pricing

Using SAP Business One, you can track your inventory in the warehouse in real time. Every transaction that you add, will
update your inventory quantity levels, and if you are using perpetual inventory, the monetary value as well. Most companies
require the ability to report their inventory situation at any time; while some companies such as services providers, do not have
the need to track inventory information at all. In SAP Business One, you can choose between activating “Perpetual Inventory”
which will track the monetary value as you add or remove inventory or you can run your accounting without this function.

To activate Perpetual Inventory, follow these steps:

1. Select the Use Perpetual Inventory checkbox on the Administration — System Initialization — Company Details — Basic
Initialization tab.

2. Choose the default valuation method: Moving Average, Standard or FIFO.

3. Choose whether to Manage ltem Cost per Warehouse.

4. Setthe default valuation method for serial and batch-numbered items to by item group or by serial/batch valuation
method.

5. Define the primary inventory accounts to accommodate automatic postings to the G/L. Go to Administration — Setup —

Financials — G/L Account Determination — Inventory tab.

1 Note

Setup Tip. You can choose how the system behaves when inventory goes below minimum quantity levels, or to
negative values. Go to Administration — System Initialization — Document Settings — General tab. If you choose
the Warning Only option, you can identify which users can confirm this warning and add the document using the

General Authorizations.

12.1 Valuation Methods

Let’s first try to understand how your choice of valuation method affects your accounting system. At the end of the year, you
need to know the monetary value of your inventory in the warehouse. You may say - that is easy, it's the summary of all my
purchases. That is almost correct, except this does not really give us the cost of the units remaining in the warehouse.
Commonly, a particular item may be purchased throughout the year at different prices. The valuation method you choose will
help the system to determine how much the item sold actually costs. This is also called Cost of Goods Sold. Based on the
company line of business, an appropriate valuation is determined. We will now look at the four options available in SAP

Business One.
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12.1.1 Moving Average

The item cost is calculated by dividing the total inventory value by the on hand quantity.

Purchasing

e Purchase 5 Units for 100 each
e Unit cost = 100 Inventory value = 500

Purchasing

e Purchase 5 Units for 200 each

e Current Unit cost = 150 New Inventory Value =

Sales

e Sell 7 for sales price of 300

e Current Unit Cost = 150 Total COGS = 1050 New
Inventory Value 450

Figure 12-1: Moving Average

12.1.2 FIFO

The item cost is calculated as the cost of the oldest unit on hand.

Purchasing

e Purchase 5 Units for 100 each
e Unit cost = 100 Inventory value = 500

Purchasing

e Purchase 5 Units for 200 each

o e Current Unit cost = 100 New Inventory Value =
e 1500

Sales

e Sell 7 for sales price of 300

o ; ' e Current Unit Cost = 100 Total COGS =900
—  (5X100+2X200) New Inventory Value 600

Figure 12-2: FIFO
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12.1.3 Standard Cost

The unit cost is determined manually when you setup the item. Variances that occur due to a different purchase price are
recorded to a variance account, and the unit cost is not affected.

Purchasing

e Set manually unit cost to 100

p e Purchase 5 Units for 100 each. Inventory value =
—— 500

Purchasing

e Purchase 5 Units for 200 each

P e Current Unit cost = 100 New Inventory Value =
11000 (Variance of 500 )

Sales

e Sell 7 for sales price of 300

e Current Unit Cost = 100 Total COGS = 700 New
Inventory Value 300

Figure 12-3: Standard Cost

12.1.4 Serial/Batch Valuation Method Cost

The item cost is assigned to the individual serial or batch number unit and is used when the unit is selected in a sales
document.

Purchasing

e Purchase 5 serialized units for 100 each
e Serial number cost =100 inventory value =500

Purchasing

Purchase 5 serialized units for 200 each
Current serial number cost - 200 new inventory value =1500

Sales

e Sell 2 serial numbers for sales price of 300 plus 5 serial numbers from
the second purchase for the same price
e Total COGS =1200 (2X100+5X200) New Inventory Value = 300

Figure 12-4: Serial/Batch Valuation Method

SAP Business One... To Go PUBLIC
Inventory © 2017 SAP SE or an SAP affiliate company. All rights reserved.

213



1 Note

Setup Tip. The valuation method you choose in the System Initialization will serve as default for new item groups.
You can set a different method as a default for the item group if desired. Based on the item group assigned to the
item, the valuation method is determined automatically. You can override it manually in the item master. For
serial/batch items, you can choose to use the item group valuation method or serial/batch valuation method as
explained in the beginning of this chapter.

Valuation methods can be changed for existing items as long as there is no quantity on hand, and no open documents exist for
the item. Go to Inventory — ltem Management — Inventory Valuation Method. Select the range of items, and the new
valuation method you wish to set. You will be presented with a qualifying list of items where you can approve and update to
save the new valuation method.

Inventory Revaluation allows you to re-evaluate your item costs and inventory value without changing quantity levels.
Typically, revaluation is done during the year- end closing process. Go to Inventory — Inventory Transactions — Inventory
Revaluation.

12.2 Warehouse Setup

Warehouses are key building blocks of your company database. If you keep inventory in stock, you have a constant need to
know which items you have, how many, and where they are located. Knowing this helps you make better decisions in terms of
fulfilling customers’ orders and planning your future purchases.

The warehouse in SAP Business One represents a physical location, but can also be a virtual one. For example, some
companies create warehouses to represent major vendors that use consignment, or a warehouse can represent items that are
in transport.

To create warehouses, go to Administration — Setup — Inventory — Warehouses. The system creates warehouse o1 by
default, but you can add additional warehouses. The warehouse setup contains a code and name, a location, a checkbox to
identify whether it is used for drop ship, and the Nettable checkbox to identify whether to automatically include this
warehouse in the MRP run.

You can define a default warehouse for the company in the Administration — System Initialization — General Settings —
Inventory tab. Here you can also specify whether or not to mark the Auto. Add All Warehouses To New And Existing Items
checkbox. If you deselect this box, no warehouses will be displayed on the Inventory Data tab of the items’ master data, and
you will need to add or import this information. Deselecting this checkbox is useful when a company has a large number of
warehouses, but not all items are maintained in all warehouses.

12.2.1  Multi-Bin Functionality

Within the warehouse you can define up to 4 sublevels which can be used to identify a bin location. A sublevel can be an aisle in
the warehouse, a zone, an area or even a shelf. Bin location codes consist of the warehouse code plus the code for each
sublevel.

For example, you might have a warehouse (warehouse o5) that has 4 aisles and each aisle has 4 shelves divided into 3 bin
locations. We could set this up as in the following diagram (Figure 12-5).
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Figure 12-5 Bin Location Code Determination

Here are the steps to set up bin locations for a warehouse:

Activate bin locations by marking the checkbox in the Warehouse Setup window.

Activate up to 4 sublevels depending on your needs in the Bin Location Field Activation window, located under
Administration — Setup — Inventory — Bin Locations.

Optionally in the same window, you can activate and define up to 10 attributes for your bin locations. Attributes are
characteristics of the bin, such as size, and the type of items that can be kept in this bin. For example, you may wish to set
up bins that contain freezers for frozen items.

If you utilize the attributes, you need to define Bin Location Attributes Codes. So, if you have defined an attribute called
Frozen Items, the codes can be Yes, and No to denote whether those bins are the ones that contain freezers. This is done
in the Bin Location Attributes Codes window.

Next you need to define any Warehouse Sublevels Codes to name the sublevels that you've chosen to use and set up how
you want to organize your bins. For each sublevel you activated you need to identify the details that match your
warehouse. For example, if you define Area as a sublevel, define the different areas in your warehouse, such as area 1,
area 2 etc. as shown in figure 12-6.

To support the previous step, use the Warehouse Sublevel Code Management. This tool allows you to generate, update or
delete warehouse sublevel codes. You can also open this window from the previous one by clicking the Manage Sublevel
Codes.
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Sublevel Codes to
generate
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13

Figure 12-6: Warehouse Sublevel Codes

Now that you have set up primary codes, you are ready to create the actual bin master data. Go to Inventory — Bin Locations
— Bin Location Management to generate bin locations automatically based on different parameters as shown in figure 12-7.
You can also delete or update bin locations using the same window.
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Bin Location Management
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Figure 12-7: Bin Location Management

values for these
attributes

Once you fill in the details and click OK, a list of suggested bin locations is displayed and you can choose to generate these

locations. You can update the bin location codes after they have been created using the Bin Location Code Modification

window.

Alternatively, you create and manage bin locations using the Bin Location Master Data window under the Inventory — Bin

Locations menu path.

Using bin locations on a day to day basis is easy since you can specify a default bin location for both the warehouse and for the

item in each warehouse. You can also decide how to automatically allocate quantities to bin locations when receiving and

releasing goods. In the warehouse setup you can specify criteria for default locations, as shown in figure 12-8. You can define

the default bin location on the Inventory Data tab of each item master record. This tab also displays the first bin location used

for this item. Using the Bin Location Content report you can get a list of your bin locations with details about the items,

quantities and serial/batch numbers that are in each bin.
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Figure 12-8: warehouse setup — bin locations

See the SAP Business One Online Help for a detailed explanation about the different methods of allocations and restrictions

on bin locations.

12.2.2  Cycle Count and Inventory Tracking

Periodically, you are required to conduct a cycle count to verify that the on hand quantities as they appear in SAP Business
One match the physical count in the warehouse. Go to Administration — Setup — Inventory — Inventory Cycles to assign
cycle codes to each item and warehouse, and to receive an alert from the system based on your preferences. See Figure 12-9

for information on setting up cycle count alerts.
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Inventory Cycles - Setup

Create Inventory

Cycle Code
Cycle codes
Recurrence
—— Repeat Every
Set recurrence Repeat On
Start Count Date

Tirne

_.___,_._-—-':"/'-"-"_"" End
Set end date and
time add

fuarterly Main WH

Marthly il
3 Months
- Day |1
First Sunday

020172015

12:00PM

) Mo End Date
*| ARter 1 Oceurrence
By

Figure 12-9: Setting up Cycle Count Codes

Once the Inventory Cycles are created, you can either assign them to the item master data on the Inventory Data tab for each
warehouse or use the Cycle Count Determination window to assign them by item group or by bin location. Drop ship
warehouses do not appear in the list. If you have activated a warehouse for bin locations, you can additionally see the active

warehouse sublevels in the dropdown list.

Once you have set up the timing of the cycle count, new and existing items are updated with the appropriate cycle count code,
alert, and the user assigned to the count. You can modify these settings for each item and warehouse in the item master data.
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Figure 12-10: Cycle Count Determination

When you receive an alert, open the Cycle Count Recommendations report to view all items that are due to be counted. Select
the items you wish to count and choose the Inventory Counting button to open the counting documents. There are two
document types: Inventory Counting and Inventory Posting.

The Inventory Counting document lists the items to be counted and identifies the users performing the count. You have the
option to freeze the items so they cannot be issued during the count. From the Inventory Counting document, you can also
print out a count sheet (without current stock quantities) for the counters to fill in as they perform the count.

The counting documents consist of two document types: Inventory counting, where you identify the counters, the quantity
counted by each of them and the option to freeze items, so they cannot be used while being counted. You can assign multiple
users to do the count and you can either have them count the same area of the warehouse or divide the items and locations to

be counting between them.

After the count, you enter the quantities into the Inventory Counting document either manually or by importing from MS
Excel. You also have the option to preview the Inventory Counting or print it before adding the documents to the system,
which gives you greater flexibility to manage the stock counting process.

If you have a difference between the counted quantities and the stock quantities currently in the system, you then copy the
inventory count to the Inventory Posting document. Here you simply identify the item cost and post any differences to adjust
your inventory levels and value. See Figure 12-11 for the inventory counting document.
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Figure 12-11: Inventory Counting

Once you save the inventory posting, the item is no longer frozen and the next inventory count date is determined based on

the item cycle count code.

1 Note

Backdating inventory count. If you conduct the count at the end of year, but you enter it into the system at a later
date, make sure you enter the actual count date in the inventory counting document. This will backdate your
inventory level and post the correct differences.

See the how to guide for inventory counting for more information.

12.3 Pick and Pack

The pick and pack process is an optional step in your sales cycle. If you manage a large warehouse, and have dedicated
personnel to collect the items, pack and ship them, then the pick and pack manager can be helpful. The pick and pack manager
scans your open sales orders, production orders, inventory transfer requests, and reserve invoices by requested delivery date
and priority. It also presents the accumulative available quantities ready to be picked and shipped. If there is not enough
available quantity, the column To Release will be blank. If your configuration allows you, you can choose to release for pick list

quantities that are not available.
The pick and pack manager supports three steps. Go to Inventory — Pick and Pack — Pick and Pack Manager.

e Release to Pick List. From the Open drawer, choose the orders you wish to pick and press Release to Pick List. This creates
a pick list of the selected items. You can print this document and give to the warehouse manager
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e Update picked quantity. Click the Released drawer then drill down to the pick list to update the quantities that were
picked. You can choose to delete item rows from the Released list, if those were selected by mistake. The items will
reappear in the Open drawer.

e C(Create follow up documents. From the Picked drawer, select the items and click the Create button. You can create a
delivery document, an A/R invoice, an Inventory Transfer, or an Issue for Production if the items are assigned to a
production order. You can deselect picked items by opening the pick list and choose to Clear All, or simply by updating the
picked quantity individually. ltems that were cleared reappear in the Released drawer.

If you prefer, you can skip the first and second step and immediately delivery the items. To do so, select the items in the first or
second drawer and press the Create button.

Alternatively, you can generate a pick list directly from the sales order, production order, reserve invoice, or inventory transfer
request by choosing Generate Pick List from the context menu. Once the pick list is generated, right click to View Pick Lists,
set the picked quantity, and create the follow up document all from the pick list itself.

1 Note

Feature enhancement. As of 9.2 version, the Pick & Pack feature presents additional selection criteria: type. This
option allows users to include both items and resources, only items or only resources. With that in mind, you can now
use the Pick & Pack as a one stop shop for handling production orders in a basic production environment.

12.4 Pricing

Using the different pricing options in SAP Business One, you can set predefined prices for selling and buying items. Prices are
assigned to price lists and to specific business partners. For example, if all your large accounts have discounted prices since
they purchase in larger volumes you can create a relationship between pricing levels that updates automatically. On top of the
basic price list functionality, you can add discounts based on percentage, dates and quantities.

Every company is created with 10 default price list which you can rename. Here is how you setup and maintain price lists:
You can add or remove price lists Inventory — Price Lists — Price Lists.

® You can base a price list on another price list by using a factor. For example, if your margin is 20%, you can set your sales
price list to be based on the purchasing price list with a factor of 1.2. When a base price list is updated, the target price
updates automatically.

e You can specify a currency as the primary currency for each price list.
e Youset an indicator for the price list that all prices entered will be considered gross prices (meaning that they include tax).

e You can set a validity date range for a price list. This allows you to implement seasonal price lists or set a price list to
expire on a set date.

e You can open a price list by double-clicking on the row number. Here you can enter prices or view prices that are
calculated by using a factor related to another price list.

e Allthe items appear on all price lists however you can set an indicator in general settings to remove items without prices.

e You can set a price to be manual. For example, you can lock down a price in your sales price list rather than letting it be
updated automatically when a related price list is updated. This means the price will not change unless you specify
otherwise.

e You can enter prices in the primary currency, and two additional currencies for exact pricing in different currencies.

e You can set prices by units of measure for items with a defined UoM group. Double-click the item row in the price list to
open the UoM Prices window. If you do not indicate the price by each unit, the system will automatically multiply or divide
the price of the base unit based on the ratio to the other units in the UoM group.
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Once you have managed your price lists, assign the appropriate price lists to your business partners. There are two ways to
assign price lists, either by the business partner group or by assigning the price list to payment terms (that are associated later
with business partners). If needed, you can override this price list in the business partner master.

See figure 12-12 for entering prices in a price list that is based on another with a factor of 0.5. Remember you can also import
prices lists easily using the Import From Excel located in the Administration — Data Import/Export.

Checkthe Gross Price
to enter prices Base price is displayed
including tax if the price list is based
on another 0O x
Find | \-\\A\

[ Gross Price /
inary CUFFEncy Addtionsl Currency 1

# Ttern Mo, Ttem Description Factor  Base Price Linit Price Ma... Base Price Unit Price Manwal

1 A00001 1B, Officeprint 1450 0.500 # 400,00 $20000 | | CAN 500,00 CAN 250,00 O )
2 A00002 1.B. Officeprint 1111 0500 200,00 § 100.00 ] CAN 200.00 CAMN 150,00 L]
3 A00002 1.B. Officeprint 1186 0.500 F 200,00 § 150,00 CAN 350,00 CAN 175.00 R
“ A00004 Rainbow Color Printer 5.0 0.500 F 500.00 000 [ CAN 510.00 CAN 255.00 ]
1 A00005 Rainbow Calor Printer 7.5 0.500 F 400,00 § 200,00 CAM 400.00 CAMN 200,00 L
& AQO00E Rainbow 1200 Laser Series 0500 00 sa00.00 [ CAM 400,00 CAM 200,00 R

Enter Unit Price in Enter Unit Price in Set price as
the primary Additional Manual to lock
currency Currency down the unit price
Figure 12-12: Price Lists
1 Note

Authorization. Assign each price list to an authorization group. Use the General Authorization to define which users
can access which group. You can also prevent some users from modifying the price that appears by default in your
sales and purchasing document. Set the Change Row Amount to No Authorization, in the sales module.

Additional pricing options are available. You can use special prices to define detailed pricing and discount structures for a
business partner. You can base your discounts on any price list, or simply enter them manually. Double-click the row to enter
validity dates, double-click again to determine quantity level discounts. Go to Inventory — Price Lists — Special Prices. See
Figure 12-13 for a list of all the pricing options available in SAP Business One and which levels take priority. This is applicable
when a business partner has more than one pricing level assigned.
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The most detailed option to determine special prices

) ) by business partner, item, unit of measure, dates and
Special Prices quantities.

Overrides all other prices.

Determine discounts by percentage or quantity
purchased for items, item groups, item properties

Discount GrOUPS and/or item manufacturers.

Overrides period and volume discounts.

Period and Determine discounts by date and quantities and unit of
Volume measure.
Discounts Overrides the basic price list assigned to the business
partner.

The basic way of pricing.
Price Lists

Figure 12-13: Pricing Options

For more information on the types of pricing available, see the online help.

1 Note

Copy Discounts. You can copy Special Prices and Discount Groups from one business partner to multiple business
partners. After you define your discounts for the first business partner, press the Copy Discounts or Copy to Select
Criteria to define the target business partners you wish to copy the discounts to.
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13 Production

In This Chapter

e Bill of Materials
e Resources

e Production Orders

The production module in SAP Business One is useful for companies that do light assembly, or sell items in bundles. In a bill of
material, you identify a top level item, also called finished material or parent, and its components that also called child items.
With the production order, you bring everything together to produce the parent from its components.

13.1 Bill of Material Types

o Sales: This BOM is used in sales documents. The parent item must be a sales item only. For example, if you sell a gift
package that contains multiple products, this could be set up as a sales bill of materials. The parent item will be the
package name, and the children will be the inventory items inside the package. Once you selected the parent in a sales
document, all its children appear as sub-items. You can update the quantities of the parent or the children; however, you
cannot delete children or add new sub-items to the package in the sales document. When you set up the BOM, you can
select the Hide BOM Components in Printout option, so that when you print the document, only the parent appears. The
gross profit, for sales BOM is calculated for the child items only.

e Assembly: This BOM is similar to the sales BOM with one difference - the child items do not appear in the sales document,
but only the parent item. When you add the document, the inventory level of the child items is updated. The base price
for the gross profit calculation is taken from the sum of base prices of the child items and is displayed in the parent item'’s
row.

e Template: This BOM has no restrictions. Both the parent and the children can be any type of items. It can be used in sales

and purchasing documents. Once you select the parent item, all its children appear. You can delete, add or duplicate rows
and make any modification as necessary.

e Production: This BOM is used in the production order document. The parent item is the finished goods, and the children
are the components. You can add labor as one of the components, this will be a non inventory item with a standard cost.
There are two tools that can be found in the Production main menu, for updating BOMs in bulk:
e Update Parent Prices Globally. Occasionally you might need to use this utility to refresh and update the parent item'’s price

based on new prices for its components. The system identifies components with new prices in the price list and
recalculates a new price for the finished good.

¢ Bill of Materials — Component Management. Use this transaction to change, delete or add BOM line items to existing
BOMs. For example, when you are no longer working with a certain component and would like to replace it in all the
BOMs in which it appears.
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1 Note

Sales BOM Prices. When working with a Sales BOM you need to decide if the sales prices will come from the parent
or the children. Based on your preference the price fields are enabled or disabled. To make this determination go to
Administration — System Initialization — Document Settings — General tab.

13.2 Resources

Although Resources is in a separate menu, this type of master data is used to support the production process. The resource
master data represents resources used in production such as an employee’s labor hours, machine capacity or any other means
that are needed during production.

First you need to create the resource master data and then link it to the BOM or to the production order, using the row type
Resource.

When defining resource master data, a key piece of information is the capacity. The capacity shows me the availability of my
resource by date. For example, how many hours of labor do | have available on a certain day? When | create a production order
and enter a due date, SAP Business One knows the available capacity for the day.

Figure 13-1 shows the Resource Master Data and Resource Capacity windows. In the resource master record, you can see by
availability of the resource by warehouse. Choose Internal Resource Capacity from the context menu to view and update the
daily capacity for the defined period.
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Figure 13-1: Resource master data, and Capacity Resource

On the Planning Data tab of the resource master data record, you can enter the estimated daily capacity for each day of the

Set Dyily Intermal Capacities

week. For example, you have 5 employees that work 8 hours 5 days a week, so that means that potentially you have 40 hours a

day available for labor. Based on this information, you can have the system automatically enter daily capacity for the period by

using the set daily internal capacity, as shown in figure 13-1. When using this tool, you can either enter the daily capacity for
the days of the week or reference the planning data as entered in the resource master data record. See figure 13-2 for setting

daily capacity based on the planning data.
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Planning Data Tab By Fixed Amount (*) Percentage 90,000

Increase /Decrease Data from |

Additional Comment
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Figure 13-2: Set Daily Capacity based on Planning Data

1 Note

Resource Cost. On the General tab of the resource master data set up to 10 different costs that compose the total
cost of the resource. The total cost is used in the production order to calculate and post component cost. Make sure
you define primary accounts for resource expenses and WIP in the G/L account determination.

13.3 Production Order

The production order document records the finished material to be produced, its components and their issue method.
Production orders can be created manually, as explained in this chapter and also automatically using the Procurement
Confirmation Wizard or by MRP as explained in previous chapters. There are three types of production orders. See Figure 13-3
for the production order types and how the items in the bill of materials are handled in inventory.
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7

Figure 13-3: Production Order Types

Take the following steps to enter a production order:

1.

2.

3.

6.

Once the production process begins, open the production order and change its status to Released. You need to issue any

Select the production order type and the parent item.
Enter the quantity of the parent item.
Enter the production order due date which represents the production completion date.

Optionally you can assign a sales order to the production order.

Components appear based on the BOM setup. You can add/delete components, modify the base quantities, warehouse

and issue method.

Add the production order.

manual components. Right-click on the mouse to bring up the context menu and choose Issue Components. At the end of the
process, you report completion of production. This will receive the finished item into stock and calculate the cost of producing

the item. Use the context menu to choose Report Completion.
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Itedn ADODL  JE. Officeprint 1450 1 I 534 Manal 01 Marwisl -

LAB1000  Labour Specialised
Text
It

A4 4 4 4 4

L

1

2

3  Resource
4

g

Ram

Use the Row Type to add
Resource or Textline

1 2 12

Please pick all row material before production start date

7

Enter Additional QTY for
resources or items. This
quantity is not multiplied by
the parent’s Planned
Quantity

hvoar k8

BackAush ﬂ
3

Issue Manual components
by selecting Issue
Components on the
context menu

Figure 13-4: Production Order window

Items that are set to backflush are issued automatically when you choose Report Completion. An Issue for Production

document is created automatically for those components. Items that are managed with serial numbers or batch numbers

cannot be backflushed; therefore, they are automatically set to a manual issue method. When you issue these components,

you identify the serial numbers or batches to release them from inventory.

1 Note

The Summary tab. On the Summary tab, you can see the components total cost, the finished goods cost, and whether

there is any variance between them when you use standard costing method. Once you change the production order

status to Closed, the variance is posted to the WIP variance account. If you use Moving Average, FIFO or Serial/Batch

valuation method, the parent cost is updated based on the component’s total cost.
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14  Project Management Module

In This Chapter

e Project Hierarchy
e Project Management in SAP Business One

e Reports

The Project Management module is a newly created feature that allows companies to manage centrally all projects that are
happening inside of the organization. Whether you are working with projects that are happening inside of your company
(internal) or related to external stakeholders (Business Partners), this module will surely help you maintain and register all
steps and transactions related to your projects.

14.1 Project Hierarchy

SAP Business One allows you to have simple projects or standalone, which are not linked to any other project inside of the
application. On the other hand, if you are working with a more complex project that requires several stages to be managed,
you can link a main project to second-level projects (subprojects).

Subprojects can also contain further subprojects, and so on, forming a project hierarchy tree of subprojects, with the main
project at the top level of the hierarchy. Figure 14-1 demonstrates a project with subprojects.

If a project contains subprojects, you can access it from the Project window. The information about the subproject is displayed

in the Subproject window, which is almost identical to the top-level Project window.

Project

-Stage 1
-Stage 2
-Stage 3

Subproject 1A

-Stage 1
- Stage 2
- Stage 3
- Stage 4

Subproject 1B

-Stage 1
-Stage 2

Subproject 2A Subproject 2B Subproject 2C
-Stage 1 -Stage 1
- Stage 2 -Stage 2
- Stage 3 -Stage 3

-Stage 1
-Stage 2
- Stage 3
- Stage 4
-Stage 5
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Figure 14-1: Project with 5 subprojects

14.2 Project Management in SAP Business One

The first step that needs to be considered when thinking about the Project Management module is to enable the feature inside
of SAP Business One. By default, this module will not be available in your Main Menu until it's enabled. In order to do that, you
need to navigate to Administration — System Initialization — Company Details — Basic Initialization tab. The Enable Project
Management checkbox can be found at the bottom of this screen. See figure 14-2.

After performing this initial step, a new module will be visible and it is called Project Management. It is important to highlight
that only users with a Professional type of license allocated to their name will be able to actively use this new feature inside or
SAP Business One.

Company Details - X

[] Multi-Lenguage Support

Use Perpetual Inventory

Item Groups Valuation Method Moving Average

Manage Item Cost per Warehouss

Allows Stock Relsase Without Ttem Cost

Manzage Serial and Batch Cost By
(®) Ttems Group Valuation Method

() Serial/Batch Valuation Method

Houss Bank

Default Bank Country Canada -
Default Bank Rzl Bank/ Banguse Royale -
Default Account Now 145-4267-6703 -
Default Branch Main

[] Instzll Bank Statement Processing

Enable Fixed Assets
Calculste Deprecistion By Month *
[] Enable Multiple Branches

[] Mask Credit Card Mumber
[] Enable Advanced G/fL Account Determination

[] Allow Selection of Any Account Type for Revenue Accounts
I Enable Project Management I

Figure 14-2: Enabling Project Management inside of Company details

The Project Management is divided in 2 sessions: Projects and Reports.

The Projects option allows you to create new projects or manage the ones already available inside of SAP Business One. Keep
in mind that the projects created in this area can be linked, but not are mandatorily related to the financial projects created
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inside the Administration area. In order to do that, the user will need to manually allocate a financial project to a project inside

of the Project Management module. See figure 14-3.

1 Note

Project Management. Additional options will be available inside Administration — Setup — Project Management. The

options are: Stages and Activity Type. Stages can be used inside the Project screen; and Activity Type will be used by

the Human Resources screen (Time sheet).

Project Type indicates whether
a project is linked to a Business

Project - Servers & Printer Installation

Partner (External) or not

(Internal)
Project Type =) Egternal Internal
BP Code = [c2300
B2 Name Parameter Technology When this checkbox is selected,
Contact Person Daniel Brown
Terrdory the tab “Subprojects” will be
;.m Employes Brad Thompsan hd available in your project
iner
window
Overvien Subgrojects Stages Summary Remarks Attachments
sk Lave! Mackom Subprojects Fulfiment Status

Indusiry

Comments
This project is to install 2 new servers and 1 newr
printer for customer Parameter. This project will be
phased out in 3 subprojects.

1w Phase 1 - Server 1 Insts % 10.000 Open
wp Phase 2 - Server 2 Instal % 0.000 Open
Fhase 3 - Printer Installa % 0.000 Open

The Project screen will present between 5 to 6
tabs, including Overview, Subproject, Stages,
Summary, Remarks and Attachments

- 0Ox
Project Name Servers & Printer Instalstion
Project No. Primary ¥z
Ststus Started -
Start Date 01/07/2016
Due Date 05/10/2016
Closing Date 05/10/2016
Opan Actviies 0
8% Complete | 4%
Financial Project = |SPI-CII900

In order to link a Financial

Project available in Business
One, this field needs to be
populated

Figure 14-3: Project screen allows you to create and centrally manage projects

The header keeps the main information in regards to the project you are working on. Project Type indicates whether a project

is linked to a business partner or not. By checking External, you will be required to select either a customer or vendor; on the

other hand, if Internal is selected, the BP Code and BP Name will be grey out by the system. The Project Name is mandatory

and allows you to name your project inside of the Project screen. A project can present 4 types of status: Started, Paused,

Stopped and Finished. Whenever the status Stopped or Finished are selected, the current date will be automatically entered as

the closing date for the project. If the Project with Subprojects checkbox is selected, a new tab will be visible (Subprojects) and

can be used to link to other subprojects in SAP Business One.

Further information is maintained on the following 6 tabs: Overview, Subprojects, Stages, Summary, Remarks and

Attachments.

e Overview: In this tab, you can define the Risk Level identified inside of your organization (Low, Medium or High), the

Industry that the project is related to, Comments field where additional information can be included to describe the main

purpose of the project and a Summary presenting information related to Subprojects.

e Subproject: This tab is only visible if the Project with Subprojects checkbox is selected. In this tab you will have a summary

of all Subprojects that are linked to the main project. The information available here cannot be edited, just visualized. A

direct link to the subproject will be available in the Subproject No. column. You can also see the “Subproject description”,

start and end dates, planned and actual costs related to your subproject, percentage of completeness, the owner of the

subproject and if the subproject is Closed or not.
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Stages: This tab can be considered the most important tab for the Project screen. SAP Business One pre-delivers 5 stages
(Conception/Initiation, Definition/Planning, Launch/Execution, Performance and control, Finish Stage). You can also
define additional stages to fit your company’s needs. Tasks related to stages can also be allocated in order to identify
what needs to be done in order to finish a stage in a project. As projects incurred cost, a column called Planned Cost is
available and allows you to manually include what is the cost planned for that specific stage. Financial information that
comes from marketing documents, entered in the Documents area, will be visible in the columns Invoice Amount (A/R),
Open Amount (A/R), Invoice Amount (A/P) and Open Amount (A/P). The column % indicated the percentage of
completeness of a specific stage. When the checkbox Finish is selected, the field % Compete in the Header area will be
affected. You can also link different stages from the same project by using the Stage Dependence columns. Figure 14-4
shows this tab in more details.

Summary: The Summary tab shows financial figure that comes from planned costs as well as actual costs incurred by a
project. When a project is linked to a marketing document, the summary tab will be automatically affected in SAP
Business One. If you project presents subprojects, costs related to these subprojects will be reflected in the main project
as well. In that sense, you will have a global understanding of the financial situation of your project. Work Orders costs
and dates can also be found in this tab.

Remarks: The Remarks tab allows you to include text to a project. If you want to include additional details about a project,
use this tab to have extensive area for a detailed description on the project.

Attachments: Any attachment linked to a project will be saved inside the “Attachment” folder defined in the General
Settings screen (tab Path).

Stages tab allows you to define the dates of stages, tasks

Project - New S Installati . . . -0 %
b ininlidinnieninhinks— allocated to stages, costs incurred in a project, percentage |

[] Broject with Subprojects of completeness, stage owners and dependencies 1 g%
NSI-C20000
— between stages

Qwner

Dverview Stages Symmary Bemarks Artachmants
#  StartDate Stage Task Description Planned Cost  Invoiced Amount (A/R) Open Amount (A/R)  Invoiced Amourt (A/P) Open Amount (AfP) % Flue
1 01072016 Conception/Inktiation ~ Mesting * Project Initiation 1,000.00 0.00 0.00 0.00 0.00 5.000 v
2 |1j07/2016 Definton/Panning = Planning ™ Praject Planning 2,000.00 10,000.00 0.00 0.00 000 10.000 C
3| 01/08/2016 Launch/Bxecuton  Mesting * Praject Launch 3,000.00 0.00 0.00 0.00 000 10.00 C
4 1508/2016 Performance and contr ¥ Instalation ™ Installston 12,000.00 0.00 0.00 0.00 000 50.00 C
5 22082016 Performance and contr ¥ Monkoring an ™ Mankoring 1,000.00 0.00 0.00 0.00 000 15.00 C
& 29/08/2016 Finishing Stage * Project Ciose | ™ Project Close 2,000.00 0o 000 0.00 0.00 10.000 C
7 Canception/Intistion ¥ v 0.00 0.00 0.00 0.00 0.00 0.000
Lines of stages can be linked to: Open issues, Attachments,
b Open lssues
P Attachments Documents, Work Orders and Activities
b Documents
b Work Orders ;
» Activites
[ o< ] cncd |

Figure 14-4 shows this tab in more details

14.3 Reports

Within the Project Management feature, there are three reports that can be created. These reports will be located under

Project Management — Reports, and are listed below (Figure 14-5):
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Open lssues - Selection Critersa

-0 x
Preject Erom I To
Raspensibis Person Frem - To -
Droe Date Frem Ta
| Closed Stage Analysis - Selection Critena -0 %
[ gricery B o From To -
ing Dk F Ti
O | o o .
' [T project Stage - Resources - Selection Criteria - x
[ empioyee B o From [ To
[0 £ Code | Froem .y
Closing Date Frem To
[ agd Frshed st
(IS = ) Bescurce =1

Figure 14-5 shows all three reports available for Project Management

Stage Analysis: This report lists stages of a project or subproject according to the selection criteria defined by you when
running the report.

Open Issues: This report lists open or closed issues recorded in a project or a subproject according to the selection criteria
defined by you when running the report.

Resources: This report lists resources that are connected to a project or a subproject within a work order according to the
selection criteria defined by you when running the report.
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15 Analytics

In This Chapter

e Overview of SAP HANA Analytics

e Using the Pervasive Analytics Designer
e Interactive Analysis

e Excel Reports

e Lumira

Rather than having to review 10 separate reports, a sales manager might prefer a cockpit with dashboards showing the value
of the sales pipeline, the top 10 leads by the size of the deal, and a competitive analysis. A CEO might want summary
information from reports from multiple modules (overall receivables, summary sales data, inventory reports, and, of course,
the bottom line: a profit and loss summary) - or perhaps a cockpit with a series of key performance indicators on the health of
the company.

We've discussed a wide range of standard reports and highlighted many reporting tools in this book, including SAP Crystal
Reports, Print Layout Designer and the Query generator. HANA Analytics tools inside SAP Business One allow you to easily
and quickly create additional reports that meet the unique needs of your enterprise and its mission.

15.1 Overview of SAP HANA Analytics

In this chapter, we will look at some of the options available using SAP Business One Analytics powered by SAP HANA. First,
let's look at what makes SAP HANA so great for analytics.

15.1.1 What’s Behind SAP HANA’s Analytic Power?

The SAP HANA database underlying SAP Business One is built for analytics. The database is structured in a way that makes
reporting quicker. Because the data is stored in memory, analysis is no longer slowed by the speed of the disk. SAP HANA
utilizes both the traditional row-oriented data storage as well as a column-oriented data schema. Columns are particularly
suited to analytics because of the way they summarize transactions. The combination of traditional and innovative
technologies allows the solution to use the most efficient methods for business purposes.

15.1.1.1 Semantic Layers

SAP provides built-in semantic layers that provide a common definition of business objects for reporting and analytics. All SAP
Business One reporting tools can leverage the increased performance of the SAP HANA database: Microsoft Excel Pivot
tables, the dashboards and KPIs of Pervasive Analytics, Excel Reports, SAP Lumira, and Crystal Reports.
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Semantic layers in SAP Business One contain business models used in analytics. These layers sit on top of the data itself and

provide views that facilitate reporting.

You use these views to manipulate the data when you create interactive reports to display in MS Excel or when creating
dashboards and KPIs. A number of views are delivered with SAP Business One, and someone in your company can build

additional views as needed. However, it's not necessary to understand how to build or manage the views in order to use them

in reporting. Because they use normal business terminology, a user can easily select the right view to create a dashboard, a KPI

orareport.

There are two types of views commonly used in reporting: analytic views and calculation views.

e Analytic views are based on transactions such as A/R invoices or cost center postings. For example, the A/R invoice view
structures the data from the invoice transaction to provide you with a way to slice and dice data, allowing you to pull up

invoice data sorted by customer data, item data, dates, and so on.

e Calculation views are a way to bring together data from multiple transactional tables or business areas in order to answer

a business question. For example, comparing cost accounting transactions to financial transactions or reporting on

installment sales.

15.2 Using the Pervasive Analytics Designer

One of the most powerful analytic tools is one of the easiest to use. The Pervasive Analytics Designer is where you can create

and edit key performance indicators (KPIs) and two types of dashboards (pervasive dashboards and advanced dashboards) for

your cockpits.

To open the Pervasive Analytics Designer, click on the [icon on the toolbar. Once you open the designer, you will see the
buttons to create new KPIs or dashboards on the left. To the right of the buttons are three columns, which display existing
KPIs, pervasive dashboards and advanced dashboards. You can open any of the existing objects to view its definition or to
make changes to it by clicking on the object’s name. You also have the option in this window to delete any object in a list.

Welcome to Pervasive Analytics Designer

My KPls My Dashboards Ity Advanced Dashboards
() Mew KPI
<4 Total Assels ||| Aging of Receivables Cv. .. AR Sales
77 Total Liahilities 11 Aging ofPayahles Overd. .. A% Adv Dashboard Test
#+) Mew Dashboard
£ Tatal Equity ||| Top 5 Custamers by Rec...
% £4 Met Cash Flow (Operating ||| Top 5Yendors by Payahbl...
(=) Mew Advanced Dashboard
<4 Met Cash Flow {investme. .. ||| Inventory Turnover (By lte...
< MetCash Flow (Financial) 11 Top & costormers by Sal
£ Cash 11 Revenue Versus Gross ...

Figure 15-1: Pervasive Analytics Designer
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15.2.1

Creating a Pervasive Dashboard

In this section, we will discuss how to create a pervasive dashboard. We will use the example of a dashboard that displays the

potential value and the business partner associated with the top sales opportunities in the pipeline.

After opening the Pervasive Analytics Designer and choosing the option to create a dashboard, you would perform the

following steps.

15.2.1.1

Choosing a Data Source

The first step is to choose a data source for the dashboard by clicking on the [ icon. Data sources can be user-defined queries,
calculation views or analytic views. When you click on a data source in the list, the definition of the data source appears with its

results as shown in Figure 15-2.

Select Base Data Source

~ User-Defined Query
» System

» General

4

Analytic View
Budget Analysis

Cost Center Analysis
Sales Opportunity Analysis

Sales Revenue Analysis

4

Calculation View

» Financials

» Sales and Purchasing

Cost Account Versus Financial Accou
Sales Analysis By ltems

Sales Instalment

Sales tem Lines

Choose a data source from the
navigation tree containing user-
defined queries and analytic
views and calculation views.

Once you choose a data
source, the query statement
displays at the top.

L=

Select"SlpCode”, "SlpName”, "Descript_stage”, "Num”, "PROJECTCODE", "PROJECTFULLNAME", "CARDCODE", "Name",
"GroupName”, "CARDFULLNAME", "CLOSINGDATE", "CLOSINGYEAR", "CLOSINGQUARTER", "CLOSINGMONTH",
“CLOSINGWEEK", "CLOSINGDATESQL", "PREDCLOSINGDATE", "PREDCLOSINGYEAR", "PREDCLOSINGQUARTER",

PREDCLOSINGMONTH", "PREDCLOSINGWEEK",

REDCLOSINGDATESQL", "STARTYEAR", "STARTQUARTER",

"STARTMONTH", "STARTDATE", "STARTWEEK", "STARTDATESQL", "CODE", "NAME", "TERRITORY_ID", "TERRITORY_NAME",
“HUM". "INTEREST LEVEL". "OFPORTUNITY NAME". "STATUS" "OPPORTUNITY ID". SUMCCOUNT™ AS "COUNT".

Sal Sales Sales Sales
Employee Stage | Project Project BP | Country
# | Employea/Buyer | o . | Stage |, 21| Code | Name | Code | Name
Code Name
Hame Key
Mo .
1 3 Sophie | o tation| 4 Project( 30000 UMited
Klogg S Kingdem
-No -
S : ! United
z z Bill Levine | Quotation | 4 Pm;)ea-(-czaeuongmm
Sophie “Ne
3 3 Quotation| 4 Project(- C50000 Germany
Klogg s
Sales o
q 1 Manager 1st Meeting 2 Pm;;c:—(—csnnnn Germany
-No
United
5 z Bill Levine | Order 5 Project(: L1000
y Kingdem
) “Heo §
Sophie United
& 3 Klogo Order [ Project(: L1000 o f
-No "
. N " . United
7 2 Bill Levine 15t Meeting 2 F‘m])ed-(-CZGQOD Kingdarm
-No
United
8 2 Bill Levine | Order ] Project (- C23900 nite
s ingdom
-No. .
a 5 Jim Boswicdk] Order 6 Project(Cazoop United
N Kingdem

X

The results of query view are
also displayed.

BF Group
Hame

Large
Accounts

High Tech

Distributors

Distributars

Customers

Custamers

High Tech

High Tech

Distributars

ADA
TechnologiesC50000)00:00.¢

BP Name

Mictochips(C30000) o UZSE

mj>

Parameter z00

Technology(C23900) 00:00:(

200

200

TechnologieC50000)00:00:(

Andreas 200
Ackermann(L10001) 00:00:

Andreas 20¢
Ackerm ann(L10001) 00:00(

Parameter 20C
Technology(C23300) 00:00:(

Paramater 200
Technology(C23500) D0:00:

Mashina 200
Corporation(C42000) 00:00:(
>

Edit Data Source

Figure 15-2: Selecting a Data Source for a Pervasive Dashboard

In this example, we have chosen an analytic view for sales opportunities. At the top, you can see the select statement for the

view. In the table, you can see the results.
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15.2.1.2  Basic Settings for the Dashboard

After choosing the data source, you define the basic settings behind the dashboard as shown in Figure 15-3.

' Basic Settings Y Filter and Parameter
Measures Target Measures
Count Potential Amount (Local x

Patential Amount (Local Curre Sum
Drag measures from the list Weighted Amount (Local Curre. k

into the Target Measuresarea.
For measures select a

calculation method such
Gross Profit (Local Currency) as sum, average or original.

Potential Amount (Systern Curr.

Gross Profit (System Currency)

Weighted Amount (System Cur.
Name Customization
Dimensions Target Dimensions
A
Sales Employee/Buyer Code BP Code x

Sales Employee or Buyer Name

Sales Stage Name

Sales Stage Internal Key

Project Code

If you choose multiple
Praject Name dimensions, you can change
the order by drag and drop.

Drag dimensions from the list
to the Target Dimensions.

RP rnre

Figure 15-3: Defining Basic Settings

As you choose the measures and dimensions, a chart is created automatically in the window to the right of the Basic Settings
tab. You can change the chart type.

1 Note

Dimensions and Measures. Dimensions and measures are common terms used in analytics.
Dimensions are data elements with attributes. Business partner is a dimension and it has many attributes including

account balance, name, and country. A few measures are numbers such as quantities, amounts and prices.

Additional options exist for adding filters or parameters and for setting a strategy type for predictive analysis. These options
are discussed in the How to Guide for Pervasive Analytics.

15.2.1.3  Setting up Actions for Dashboards

One very useful feature of pervasive dashboards is the possibility of adding actions to the dashboard. You canset up a
dashboard to launch an Enterprise Search, open master data or document windows, or open an advanced dashboard (with
additional analytics). For example, if you have a chart showing customers with opportunities, you could launch an Enterprise
Search or open the business partner master for any business partner shown in the chart.
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In Figure 15-4, we see a pervasive dashboard created to track customer opportunity potential values. This dashboard was set
up with three actions that appear in the context menu. The section of the chart from which the context menu is launched
provides data which is passed into the action. In this case, the customer number is passed into an action to launch an
Enterprise Search.

Customer Opportunties

tormer Info
When you mouse over a
section of the chart, the ‘ Open BP Master
data for that section
appears. Open Sales Dashboard

Right-click on that section g;gggo From the context menu,
ofthe chart to open the st choose an action.

ITTTTTT L TTTT TS LLLS LSS LSS S LSS S LSS S LSS LTSS S TS LSS LSS S
context menu with actions.

The action will pertain to the
Search Result selected section.

Layout S Record 1-10 of 218 re

| r “C42000"

$ A/R Credit Meny

Since the section chosen shows data for C42000,
the Enterprise Search action is launched for that
customer.

=] Business Partner - C42000 nd
Mashina Corporation 0141 Youpn
f C(Customer)

e e T A —quuﬂ—MM‘-%.—_ Aftnn s AIPAR S et nt, o

Figure 15-4: Launching an action from a dashboard

To set up actions for a pervasive dashboard, you can choose a link to add actions from within the dashboard definition. The
link then takes you to a window that allows you to choose from 4 types of actions:

e Open SAP Business One window - this action allows a user to open a master data or document window from the
dashboard.

e Trigger Enterprise Search - this action launches the Enterprise Search for a master data value that is passed into the
search.

e Open an advanced dashboard - this action allows a user to open a dashboard that acts like a supplementary cockpit of
pervasive dashboards and KPIs.

e Linkto SAP Business One window - this is the only action that does not appear in the context menu. Instead this action
allows you to embed this dashboard as a permanent link to a master data or transaction window. When you display an
existing master data or document window, the chart will be displayed on the right.

In Figure 15-5 you can see an example of how the action Link to SAP Business One window creates an embedded dashboard
for the Business Partner Master Data window.
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Business Partner Master Data

Code
Narne
Forsign Narne
Group.
Currency
Federal Tax 10

Manual 23300 Customer ¥

Parametar Technelogy
High Tech v
British Pound
GESEEA73331

Gapersl

Tel1

Tel 2

Mabile Phone

Fax

E-Mal

Web Site

shipping Type
Password
Factoring Indicator
&P Project
Industry

Business Partner Type

Contact Pergons addresses
012158% 0349

Payment Terms

0121 589 0943
info@parameter co.uk
wvew parsmater.couk.
Fedex EM

Company

Alias Manve

(@) Active
O Inactive
O Advsnced

Frormn

The linked dashboard

appears in the Analytics il aoirics «
s | taD to the right of the P -
Daliveries. 1 H wl
o Business One window. N R
Opportunities

Bayment Run
Contact Parson

1D MNo. 2

Unified Federal Tax 1D

Company Reg. No. (CRN)

Remarks

Sales Employes

EP Channel Code
Technician
Territory

GLN

Remarks

Accgunting Propertiss
Danial Brown

Ramarks Altaghments

Brad Thompsan

Open

Won

Lost
23900

A\
/" N\

for customer C23900.

The dashboard shows only the data relating to the
current window. Instead of all customers, this
dashboard shows only the status of opportunities

Figure 15-5: Embedded Dashboard (Action: Link to B1 window)

Let us look at the example of how to set up an action to launch an Enterprise Search:

In the window where you define the dashboard settings, you have a link to create or edit actions. The link shows the

number of actions already associated with the dashboard. When you click on the link, the system shows you a list of any

Choose the Add Action button to open the Edit Action (Dashboard) window.

1.
existing actions and displays a button to create a new action.
2.
3. Choose the type of action you wish to create.
4.
the cockpit.
5.

Give the action a descriptive name. This is the name users will see when they open the context menu of the dashboard in

The last step is to set up data binding. This step passes values from the dashboard into the action you are launching. For

example, since we are creating a dashboard for potential sales values in opportunities, the system allows us to choose the
Cardcode (Business Partner) field to pass into the enterprise search.
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2) Choose the button to
1) Click on the link. add an action. This opens
the Edit Action window.

N\

A4

Action (0) é @ Add Action 4) Give the action a descriptive name.

\
Edit Action (Dashboard) \/ X

o) Action Name Search Customer Info
J Open SAP Business One
Window

3) Choose the type of action. [ Dashboard Dimension
(7 ® () Trigger Enterprise Search

[v] carDCODE

O QE] Link to SAP Business One
Window

O \l—igopen Advanced Dashboard 5) Set up data binding.

[ 0K 1 [ Cancel \

Figure 15-6: Setting up the Trigger Enterprise Search action

The area where data binding is performed varies slightly depending on the type of action you are setting up. When you set up
an action to launch a SAP Business One window, you not only specify the field with the values you wish to pass from the chart,
you also have to specify which field you are passing the values to. For example, you would need to map the Cardcode field in

the chart to the Business Partner code field in the window.

1 Note

Authorizations for dashboards. To view the content inside a dashboard, a user must have authorization for the data
sources to be displayed. To create a dashboard, a user must also have authorization for the Query Manager.

15.2.2 Creating a Key Performance Indicator (KPI)

KPIs are quantifiable measurements that reflect critical success factors in a company, such as targets for revenue or profit
margin. SAP provides you with a number of predefined KPI cockpit widgets. There are two main benefits to using KPIs. KPIs
allow you to easily and quickly check progress towards achieving your company’s strategic goals and objectives. The ability to
create your own KPIs gives you the option to design financial and operational KPIs that reflect your own unique business. You
can edit the existing KPIs or create your own in the Pervasive Analytics Designer.
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Total Assets
The name of the KPI

The KPI value appears in the center.

+4.26 Mes

2014-06-19

A S

This KPI shows an upward trend.
This is the date range. The arrow color has been configured to
appear in green if there is a positive trend.

Colors can be used to indicate performance.
This KPI is set up to appear in green when the target is
met or exceeded and red if the target has not been met.

Figure 15-7: Key Performance Indicator Widget

Let's look at the example of creating a custom KPI for measuring overdue deliveries each month. The KPI target will be to
reduce overdue deliveries to 1 or o per month. Since the numbers have typically been much higher, the KPI should also visually
alert us if we are approaching the target with a range of 2-5 per month.

After determining what you wish to measure and which query or view you will use as the data source, the general steps to
create the KPI are as follows:

1. Inthe Pervasive Analytics Designer create the KPl and give it a name and description.

2. Choose the base measure for your KPI.

3. Choose the base dimension for your KPI.

4. Specify how you will know when the target is met and how to know if you are trending in the correct direction.
5. Setcolors to reflect progress.

6. There are additional options to add filters or parameters that we will not cover in our example.

Let's run through these first 5 steps with an example.

15.2.2.1  Creating and Naming the KPI

Open the Pervasive Analytics Designer and choose the option to create a KPI. Enter a name for the KPI and a description on
the Settings tab. Give the new KPI a descriptive name because this name will appear in the KPIl widget.

15.2.2.2  Choosing the Base Measure for your KPI

The KPI Definition shows all existing user-defined queries, analytic views and calculation views for you to choose as the basis
of your KPI.

Open the query or view to see the measures and dimensions. Drag a measure from the data source definition to the first box in
the Set KPI Value area. Then use the dropdown box to choose the appropriate unit.
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In our example we use a query that compares actual delivery dates to the expected delivery dates as the data source. We
choose the measure Count. This measure will give us a count of deliveries where the actual date was later than the expected
delivery date. In our case, we do not need a unit, but some measures may use a date. For example, if you were counting the
number of days late, then Day would be the unit. Figure 15-8 shows these steps.

Choose from the list of data
sources. The delivery status
query is open showing

/ | measures and dimensions.

1) Name the KPI 2) Add a description

Value Settings Filter arameter Composite KPI \ Overdue Deliveries
a

4 User-Defined Que: - A ’
" V Overdue Deliveries Overdue Deliveries This Ma

4 General . 422

1V
s Delivery_Status Set KPI Value
o
&2 DAYS OVER & Count X
&2 Sales Ord (V] Status Displaying Action (0)
&2 Del Num Unit M
Currency
=
QeiCount From [ Percent
& ship Stat Results SetkpI D2 Advanced Goal

@ Exp Del Date
4) Choose a
unit for the

@ Del Date

DEL_CLSD 3) Drag the measure from measure.
Del_Today the query definition to the As you build your KPI, you get an example of
system Set KPI Value area. what it will look like in the cockpit.
Anahytic View

Calculation View

Figure 15-8: Name the KPl and choose the Base Measure

15.2.2.3  Choosing a Base Dimension for your KPI

Next you choose a dimension from the same query and drag the dimension to the Set KPI Value area. Use the dropdown box
to choose granularity of the dimension.

In our example, we want to measure whether we have met the all expected delivery dates for sales orders within a month.
Therefore, we choose the dimension Expected Delivery Date and use the dropdown to choose Month.

Figure 15-9 shows these steps. Notice that as you fine-tune the definition, the example of how it will look changes with your
definition. Adding a time dimension allows the KPI to display a trend.
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15.2.2.4

Value Settings
a

Filter and Parameter

Composite KPI

Overdue Deliveries

Set KPI Value

3 Count

Unit

om Data Source

Overdue Deliveries This Mo

@ Exp Del Date X

This Month [v]
This Year

This Quarter

This Manth

This Day

Overdue Deliveries

L2

06/2014 4 -60%

Status Displaying Action (0)

Choose the period to measure.

Drag the dimension from the
query definition to the Set KPI
Value area.

Once you have specified a time period,
the KPI displays only the results for that period.
The KPI can also can also display a trend.

Figure 15-8: Choosing a Time Dimension for the KPI

Specifying Goals and Trends

Once you have the base measure and dimension, you can begin to specify how to know when you have reached your goal and
how to measure the trends. Some KPlIs, like those that measure revenue are considered to be improving as the number rises.
However, others like overdue deliveries are improving as the number falls. You also choose which period you compare the
current results to. For example, you may want to measure overdue deliveries this month to last month, whereas you may wish
to measure revenue this month compared to the same month in the prior year. All these settings are possible for KPIs. You
make the following settings in the Value Settings tab, the same tab where you defined the base measure and dimension.

e KPI Goal Description - enter a description that makes it easy for viewers to understand your goal.

e Target - enter a numerical value for the unit of the measure you have chosen.

e Trend - compare to the prior period (for example Month-on-Month) or compare to the same period in the prior year

(Month over Month).

e Smalleris Better - select this checkbox if the goal is a smaller number rather than a larger one. For example, with overdue

deliveries: fewer are better.

You can add more complexity in setting goals and trends by using the advanced goals and trends area. You can even build
KPIs based on other KPIs. In that case, you use the Interim checkbox to hide a KPI whose only purpose is to be the basis of

another KPI.
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Value Settings  Filter and Parameter  Composite KPI Overdue Deliveries
r.
Overdue Deliveries Overdue Deliveries This Mo
Set KPI Value -
& Count X © Exp Del Date X OBzt W-E0%
) This Month Status Displaying Action (0}
Unit | None
From Data Source
Enter a viewer-friendl
Set KPI Goal Advanced Goal ) . Y
description for your goal.
Number of Overdue Deliveries This Month 1
@
1 {J Enter a numerical target.
1 In our example, we want to reach
Set KPl Trend Advanced Trend 1 or fewer deliveries.
i Month-On-Month Basis &J We want to compare this month
] to the prior month so we choose
) Month-on-Month.
L] Interim
¥ Smaller Value is Better < Because we want to reduce overdue deliveries, we
want to reward a trend toward a smaller number.

When we chose this option, the trend arrow changed
to green in the KPI display example.

15.2.2.5

Figure 15-9: Setting KPI goals and trends

Setting Colors to Reflect Progress

You saw how the choices we made in the KPI definition changed the color of the KPI in the examples in the previous figures.
You can choose which colors you wish to use for the display and set ranges for when the colors are used.

You can see how this is done in Figure 15-10.
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1.00 i between 2 and 5.
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but you can select any color
for your ranges. _hg
| oKk | | cancel |

Figure 15-10: Setting Colors for the KPI Status Display

We have only covered the basics of how to create and manage a KPI. There are many other options possible for setting up a
KPIthat uniquely manages your business goals. A large number of KPIs are delivered as part of SAP Business One, including
financial KPIs that pull data from the general ledger.

For more information on using, creating and editing existing KPIs, see the how to guide on how to work with Pervasive
Analytics.

15.2.3 Creating Advanced Dashboards

Earlier we talked about pervasive dashboards. There's also another type of dashboard that is called an Advanced Dashboard.
An Advanced Dashboard is a dashboard which behaves like a supplementary cockpit with a number of pervasive dashboards
and KPIs on one or more pages. When a user launches an advanced dashboard from a pervasive dashboard or a KPI widget in
their cockpit, they gain quick access to extended business analytics in multiple related charts and KPIs. In this way, advanced
dashboards provide additional insight to the analytics associated with dashboards and KPIs.

Creating advanced dashboards is extremely easy. You choose the option to create an advanced dashboard in the Pervasive
Analytics Designer and give it a good name. It's important to have a descriptive name, since this name will be visible in the
heading of the advanced dashboard.
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The designer opens an empty page that is just waiting for you to add pervasive dashboards and KPI widgets. You give the page
a name then begin adding widgets.

If you want more pages, you can choose an option to create another page. Figure 15-11 shows where this is done in the top left
corner of the advanced dashboard design area.

Pervasive Analytics Designer

@ Sales Give the advanced dashboard
a name that explains what
type of analytics it contains.

ltems X -}

<,

This icon allows you to
add additional pages to
an advanced dashboard.

Each page of the dashboard
needs a name.

Figure 15-11: Naming and adding pages to an advanced dashboard

The icons in the top right corner of the advanced dashboard (shown in Figure 15-12) are for saving the dashboard, opening the
Widgets Gallery and optionally adding filters.

— 0O X
Use this icon to open the ';

Widgets Gallery. Use this icon to save
° Y D V the advanced
dashboard.

+\

Use the icon to add optional
filters to the dashboard.

Figure 15-12: Icons in the Advanced Dashboard Designer

Adding widgets from the gallery works the same here as it does for a user who wants to add widgets to a cockpit. The only
difference is that you can only add two types of widgets to an advanced dashboard: pervasive dashboards and KPIs.
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D % Open the Widgets Gallery.
Search for a widget by name.

T Widgets Gallery \/

5 ’ Q,
Al Dashboard
Dashboard

Narrow the Top 5 Customers by Top 5 Vendors by

selection of key performance Indicator Receivables Overdue Payables Overdue

widgets by | e B
type.

Choose a widget

by clicking on the

> plus sign.
Inventory Turnover (By 7~ Top 5 Customers by Sales ~ Revenue Versus Gross Top 5 Purchased ltems by

Item Group) 7. Amount Profit for Last 6 Months 7 Purchase Amount

Figure 15-13 Widgets Gallery

Once you've added widgets, you have the option to define filters which will filter all the pervasive dashboards inside the
advanced dashboard based on a value in the source widget.

Then after saving the advanced dashboard, you only need to set up an action in a pervasive dashboard or KPI to launch your
new advanced dashboard.

15.3 Interactive Analysis

If you are using SAP Business One, version for SAP HANA, you get to enjoy the Excel-based, easy-to-use Interactive Analysis.
This reporting tool reads live data directly from the SAP HANA database, using predefined semantic layers designed to create
a set of reports that combine different types of data together. Interactive Analysis is fully integrated with Microsoft Excel,
giving you a familiar interface and allowing you to leverage existing skills when creating custom reports.

For example, you can use the Sales Revenue Analysis to get information about all your sales numbers, including sales
employee info, customers, customer’s groups, posting periods and more. The tool uses a MS Excel pivot table where you can
pick and choose which fields to include, how to filter the report, group it, and even present it as a graph. If you are familiar with
using pivot tables, all you need to do is choose Interactive Analysis from the SAP Business One main menu, and then select the
area you wish to examine. See figure 15-14 for some pointers for using pivot table and interactive analysis.
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Figure 15-14: Interactive Analysis

15.4 Excel Reports

Another feature available only if you are using SAP Business One, version for SAP HANA, is the easy-to-use Excel Reports. This
reporting tool reads live data directly from the SAP HANA database, similar to the Interactive Analysis option described above,
that also uses predefined semantic layers designed to create a set of reports that combine different types of data together.
Excel Reports is fully integrated with Microsoft Excel, giving you a familiar interface and allowing you to leverage existing skills
when creating custom reports.

This new feature has been added to the version SAP Business One 9.2 and allows users without any technical knowledge, to
create customized excel reports. You will have the flexibility to use the pre-delivered Excel Reports available in SAP Business
One or create new ones under Tools — Excel Reports and Interactive Analysis Designer. If a new user report is created, you will
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have the possibility to save them back in SAP Business One and access them from the Main Menu, under the Excel Reports and

Interactive Analysis module.
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Another useful tool for deep dives and ad-hoc analysis is SAP Lumira. With Lumira you can build interactive visualizations for

your data, create storyboards and infographics. For example, you could display your sales figures visually on maps.

The home page of the application displays a graphic that outlines the main workflow in Lumira: acquiring data, enriching data,

building visualizations, exploring data and sharing your creations with your teammates. Each data icon is a button that

provides a quick way to navigate to that step in the process.
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Figure 15-16: SAP Lumira home page icons

Once you've chosen which SAP Business One data to work with, you can cleanse and enhance that data by adding calculated

columns, merging or appending records, changing how the measures are aggregated and rename measures or dimensions.

SAP Lumira supports you in building visualizations to render the values in your data so that outliers, trends and other insights

are easier to spot. A gallery provides a wide range of chart types for visualizing the data. You can group the visualizations into

storyboards to organize the data and convey its meaning to others. You have the option of sharing the data in the cloud and

collaborating with others.

Be aware that the SAP Lumira version for SAP Business One restricts the usage to SAP Business One application data and

related partner add-ons. Each designated Lumira user must also have a valid license for SAP Business One.

There are some excellent tutorials available for Lumira and HANA analytics in the analytics section for SAP Business One

academy on SCN at TheSAPBusinessOneAcademy.com.
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16  Appendix: Selected Keyboard Shortcuts

This appendix lists useful keyboard shortcuts that can help accelerate your efficiency in using SAP Business One. You might

want to keep a copy of this appendix near your keyboard for easy reference.

16.1 General Shortcuts

Task

Display the SAP Business One main menu

‘ Shortcut ‘

+[0] (zero, not the letter O)

Print the current document or record +[p|
Display transaction journal ctri]+[d]
Exit SAP Business One +[0]
Undo +
Redo =1+ ERize ]
Cut +
Copy +
Paste +[V]

Find customers or items that start with a certain letter
in a document

Type letters in name or description field *

Select multiple items

Hold down or[shif t]and click all desired items

View user-defined fields +[Shift|+[U]
View the next record or document +right arrow

View the previous document or record

[ctri]+leftarrow

Change to add mode (if displaying document or

master data, opens a blank document or master data +[]
window)
Change to find mode Ctri]+[E]

Change a field name

Ct r1|and double-click field name

Enter today’s date in a date field

any key but a number and

Enter a date in the current month Day of month and
Enter a date in the current year Day and month and
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Task Shortcut

Close all windows except the SAP Business One main

Shi £ t]and click[x]in window's upper right corner

menu
Open a window from the main menu
Close the current window

16.2 Table Shortcuts
Task ‘ Shortcut ‘
Add a row +
Duplicate a row +M|
Delete a row +

Sort table by column in ascending order

Double-click column header

Sort table by column in descending order

+ double-click column header

Display detailed information about a row +
Go to the first row +
Go to the last row ctx1]+[E]

Copy from cell above

ceriqfl]

16.3 Shortcuts in Sales and Purchasing Documents

Task ‘ Shortcut ‘
Calculate gross profit +

Specify a payment method +

Calculate volume and weight ctr1]+[u

Open base document +

Open target document +

Go to business partner code field ctx1]+[u]

Go to the Remarks field ctri]+R]

Choose a serial number for an item + in Iltem Quantity field

Check the latest prices + in Item Price field
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Task Shortcut

Display alternate items [ctr1]+[Tab]inltem No. field
After clicking the moneybag icon to specify an incoming
Copy an amount when entering a payment payment, press +[B|to copy the amount into the
document
Open Item By Warehouse report + in Whse field
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