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Topic Break Down

Topic No. of Questions
Topic 1, Sales Documents 22
Topic 2, Basic Functions 11
Topic 3, Availability Check and Advanced ATP | 4
Topic 4, Sales Process 2
Topic 5, Customer Master Data 7
Topic 6, Billing Process 9
Topic 7, Pricing and Condition Technique 12
Topic 8, Cross-Functional Customizing 5
Topic 9, Shipping Process and Delivery 16
Topic 10, Organizational Structures 7
Topic 11, SAP S/4HANA Basics 5
Total 100
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QUESTION NO: 1

How does the system determine the warehouse number in an order-to-cash process?
A. ltis linked to a combination of plant and distribution channel.

B. It is linked to a combination of plant and shipping point.

C. It is linked to a combination of plant and storage location.

D. It is linked to a combination of sales area and plant.

ANSWER: C

Explanation:

It is linked to a combination of plant and storage location. In SAP S/4HANA Warehouse Management integration, the
warehouse number is assigned in enterprise-structure configuration to the relevant plant and storage location combination.
This assignment provides the organizational bridge between Inventory Management, where stock is managed at
plant/storage-location level, and Warehouse Management, where stock and warehouse activities are managed within a
warehouse number and its storage types.

During order-to-cash processing, delivery and subsequent warehouse activities use the delivering plant and the applicable
storage location to identify the assigned warehouse number. The system can therefore route delivery-related processes,
such as picking, packing, and goods issue preparation, to the appropriate warehouse organizational structure. A plant may
have more than one storage location, and the assignment enables different storage locations to be connected to the
appropriate warehouse-management setup where required. This organizational relationship is a core prerequisite for
consistent inventory and delivery execution integration. SAP’s product documentation is available in the SAP S/4AHANA on-
premise documentation; related business-process learning content is provided through SAP Learning: Explore SAP
S/4AHANA Sales.

QUESTION NO: 2

You want to configure that only complete sales documents can be saved. How can you achieve this?
A. Assign an incompleteness procedure to all item categories used in sales.

B. Assign an incompleteness procedure to all schedule line categories used in sales.

C. Set the Dialog Message for Incompletion flag in the configuration of all sales document types.

D. Set the No Change Possible flag in the partner determination procedure of the sold-to party.

ANSWER: C

Explanation:

Set the Dialog Message for Incompletion flag in the configuration of all sales document types. This setting controls the
system response when a user attempts to save a sales document for which the incompletion check has found mandatory
data missing. To enforce the requirement that incomplete sales documents cannot be saved, the dialog message must be
configured as an error message for each relevant sales document type. When the system issues an error during the save
check, processing remains in the document and the user must enter the missing data before saving can succeed.

The incompletion procedure defines which fields the system checks and can be assigned at header, item, or schedule-line
level as appropriate to the business process. However, the dialog-message setting at sales-document-type level is what
determines whether incompletion merely informs the user or blocks saving. Therefore, configuring this setting consistently for
the sales document types in scope provides the required save prevention behavior. SAP’s sales-process documentation and
configuration resources are available through the SAP S/4HANA documentation portal and the SAP Learning Journey for
SAP S/4HANA Sales.

QUESTION NO: 3
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What are some of the prerequisites for the creation of a credit memo based on a credit memo request? Note: There are 2
correct answers to this question.

A. Copying control must exist between the sales document and the billing document.
B. The Billing Block field in the credit memo request must be empty.
C. An appropriate reason for rejection must be assigned to the original sales order item.

D. The billing document of the original customer invoice must be cancelled.

ANSWER: AB

Explanation:

Creating a credit memo from a credit memo request is a subsequent billing process. Therefore, copying control must be
configured between the credit memo request sales-document type and the credit memo billing-document type. Copying
control determines that this document flow is permitted and controls how relevant data, such as item data, pricing-related
information, and billing quantities, is transferred into the credit memo. Without this configuration, the system cannot create
the intended billing document with reference to the request.

The credit memo request must also be released for billing. In standard processing, this means that its Billing Block field must
be empty when the billing document is created. A billing block is commonly used while a request requires review or approval;
once it is removed, the document becomes eligible for billing, provided its other billing-relevant status requirements are
fulfilled. These controls allow the business to document and approve the requested adjustment before the financial credit is
issued. SAP describes the sales and billing process in its SAP S/4HANA Sales learning journey and provides product
documentation through the SAP S/4HANA Cloud Help Portal.

QUESTION NO: 4

When an outbound delivery is created for a sales order, from which object does the system determine the default delivery
type to be used?

A. Sales order type
B. Shipping point
C. Shipping conditions

D. Sales order item category

ANSWER: A

Explanation:

The correct answer is Sales order type. In SAP S/4HANA Sales, the sales document type configuration contains the
proposed delivery type used when the system creates an outbound delivery with reference to a sales order. This is
maintained in sales document type customizing, including the shipping-related settings for the order type. Consequently,
once an order is created with a particular sales order type, that type provides the default delivery type proposal for
subsequent delivery processing.

This default supports consistent document flow and process control: the delivery type governs key delivery behaviors such
as number ranges, delivery-item processing, partner determination, and follow-on warehouse or shipping activities. The
system can then create the appropriate outbound-delivery document category for the sales process defined by the order
type. SAP configuration can also use delivery processing controls and copy-control settings to govern how data is
transferred from the sales order to the delivery, but the initial default delivery type for an order-based delivery originates from
the sales order type. See SAP’s SAP S/4HANA Sales learning journey and the SAP S/4HANA documentation portal for
sales and shipping configuration documentation.

QUESTION NO: 5
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To avoid critical situations in demand and procurement, the material availability check can be combined with product
allocations. Which benefit can be achieved by this?

A. Capacity overloads can be avoided.
B. More sales orders can be confirmed.
C. Procurement costs can be reduced.

D. Goods distribution can be optimized.

ANSWER: D

Explanation:

Goods distribution can be optimized. Product allocation is a constraint-based availability-control function used when the
available supply of a material is limited. It enables an organization to define allocation quantities for specified planning
periods and allocation groups, then checks sales-order requirements against those quantities in addition to the normal
material availability check. As a result, available stock or expected receipts can be distributed according to a planned and
controlled allocation strategy rather than being consumed solely by the first incoming requirements. This helps ensure that
supply is shared appropriately among customers, regions, or other business priorities during shortage situations. Combining
product allocation with the availability check therefore supports reliable order confirmation while protecting the intended
distribution of scarce goods over time. SAP describes product allocation as a way to control the distribution of products in
situations where supply is limited, and the allocation check can be included in availability checking. See SAP Help
documentation on product allocation and the SAP learning content for availability checks in SAP S/4HANA Sales.

QUESTION NO: 6

How can you reduce the maintenance effort for customer master data? Note: There are 2 correct answers to this question.
A. Use the common master data concept.

B. Use multi-address handling.

C. Use business partner roles.

D. Use customer-vendor integration.

ANSWER: AC

Explanation:

Using the common master data concept reduces maintenance because data that is identical across related business
relationships can be maintained centrally rather than repeatedly in separate customer records. This supports consistent
master data and reduces the risk that shared information, such as general address or communication data, diverges
between records. In SAP S/4HANA, the business partner is the leading master-data object for customers, and common
business-partner data is available across the business-partner roles that require it.

Using business partner roles also reduces effort by separating shared general data from role-specific data. A single business
partner can be extended for the relevant customer functions, such as Financial Accounting customer processing and sales
customer processing, without recreating the shared identity and general information. Users maintain only the additional data
needed for each role, while common data remains centrally managed. This role-based model supports reuse of master data
and provides a consistent foundation for customer-related processes throughout SAP S/4HANA. SAP describes the
business partner as the leading object in the customer/supplier approach and explains the central role-based maintenance
model in its documentation: SAP Help: Business Partner and SAP Learning: Exploring SAP S/4HANA Sales.

QUESTION NO: 7

What can you configure in a sales document type? Note: There are 3 correct answers to this question.

A. Delivery block
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B. Billing block
C. Document pricing procedure
D. Goods movement type

E. Loading group

ANSWER: ABC

Explanation:

A sales document type controls central header-level behavior of a sales document. A delivery block can be proposed from
the sales document type to prevent delivery processing until the block is removed. A billing block can also be proposed to
prevent billing. The document pricing procedure is maintained in the sales document type and is used, together with the

sales area and customer pricing procedure, in pricing procedure determination.

The goods movement type is not defined in the sales document type. It is maintained in the schedule line category because
it controls the inventory movement for delivery-related goods issue. See SAP Learning content for configuring SAP S/4HANA
Sales.

QUESTION NO: 8

At which level can you enter a reason for rejection in a sales document?
A. Sales document header

B. Sales document item

C. Schedule line

D. Billing document header

ANSWER: B

Explanation:

You enter a reason for rejection at sales document item level. A reason for rejection applies to an individual item because
the customer can reject, cancel, or no longer require one item while other items in the same sales document remain valid for
further processing.

When a reason for rejection is assigned, the system updates the relevant item status and prevents subsequent processing
for that item, such as delivery or billing, according to the configured process. Reasons for rejection are defined in Sales
Customizing and can be proposed or entered during sales-order processing. See the SAP S/4HANA documentation for sales
document processing.

QUESTION NO: 9

The delivering plant should be determined automatically for a sales order item. Which master data sources can be used to
achieve this? Note: There are 3 correct answers to this question.

A. Customer material info record
B. Sold-to party

C. Ship-to party

D. Material determination

E. Material master
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ANSWER: ACE

Explanation:

Automatic delivering-plant determination in SAP S/4HANA Sales uses master data maintained at different levels of
specificity. Customer material info record is a valid source because it can maintain customer-specific sales data for a
particular customer-material combination, including a supplying plant. This enables a plant choice tailored to the material
requested by that customer. Ship-to party is also a valid source because the shipping data in the ship-to party’s customer
master can contain a delivering plant. Since delivery processing is based on the destination receiving the goods, this is the
relevant customer partner master-data source for plant determination. Material master provides the delivering plant through
the material’s sales-organization/distribution-channel data and acts as the general material-specific source when no more
specific customer-related plant is determined. SAP applies these sources in the standard plant-determination sequence,
allowing increasingly general master data to provide a plant where a more specific record does not do so. The resulting plant
is important because it supplies the organizational and logistical basis for availability checking, shipping, delivery creation,
and goods issue. SAP describes the related sales and shipping master-data concepts in its SAP S/4AHANA documentation
and the SAP S/4HANA Sales learning journey.

QUESTION NO: 10

Where can you control whether a material availability check can be performed? Note: There are 3 correct answers to this
question.

A. In the material master record
B. In the schedule line category
C. In the sales order item category
D. In the customer master record

E. In the requirements class

ANSWER: ABE

Explanation:

Material availability checking in SAP S/4HANA Sales is controlled through settings that work together at material, schedule-
line, and requirements-processing levels. In the material master record, the checking group in the MRP data controls
whether and how the material participates in availability checking. This is a key material-specific influence on ATP
processing.

In the schedule line category, the availability-check indicator controls whether the schedule line is relevant for an availability
check. Because schedule lines represent delivery dates and confirmed quantities, this setting determines whether the
system performs the check for that sales-document schedule line.

In the requirements class, the availability-check setting controls whether availability checking is intended for sales
requirements assigned to that class. The requirements class is determined through requirements type determination and
provides the link between the sales-process requirements and the relevant checking behavior. Together, these controls allow
availability checking to be tailored to the material and the sales-process scenario. SAP describes the availability-checking
concepts and relevant configuration in its SAP_S/4HANA on-premise documentation and in the SAP S/4HANA Sales learning

ourney.
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